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eel TY WEBSTER'S 


No waiting necessary for selling Webster products. 
This fast moving merchandise is fully advertised and 
smartly packaged to sell on sight. Webster's high 
quality is your best guarantee that your customers will 
keep coming back again .. . again .. . and again. 


















Multiply your profits with this WEBSTER MultiKopy line... 





MULTIKOPY TYPEWRITER RIB- MULTIKOPY SHUR-FLAT CARBON MULTIKOPY PENCIL CARBONS. 








BONS give exces nally sharp i PAPERS. The finest buy in treated- Guaranteed 100-time minimum use, 
pressions. Finest money can buy back carbons, Shur-Flat will resist plus unusually sharp, clear impres- 
Greater length means less changing wilting and curling under the most sions every time, makes this new 
and longer service varied climate conditions. carbon tops in its field. Available in 






blue, 15 lbs. weight for making up 
to three copies. 











Within the Webster line, here's a full line of dupli- 
cating winners: MultiKopy Spiro-Sets, Master Papers, 
Duplicating Fluid, and Sear Skin Cleaner. 

FOR FASTER SERVICE remember Webster's ware- 
houses in key cities from coast to coast 






F.S. WEBSTER COMPANY 


13 Amherst St., Cambridge 42, Massachusetts 


Webster's warehouses in key cities from coast to coast: 





New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 


fOFFICE APPLIANCES is 


a news and technical trade 
journal, serving the entire 
industry of office equipment 
It vers the manufacture 


und. distribution of office 
machinery, office devices, of 
fice furniture, office supplies 
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inquiries and suggestions to 
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For the benefit of the subscribers the lines advertised in this issue are here classified. Many of the requirements of the modern 
fice are represented. Should subscribers be interested in any article of office equipment not listed here, they are invited 
unicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, . 


without obligation 
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\ I A ‘ Markw Mi ( . 
Leather Goods WW ‘ , Er . l 
Canvas Products Cor Price & Sien Markers Stenographers’ Notebooks S Mi ‘ 
Doppelt, Charles, & ¢ ~ MN , I & > k « I 
ey a & ( } ‘ . Book ¢ Upholstery Materials 
eOCO roduct ‘ 
Stein Bros - : “« * Stools 
Letter Trays wens ~ ‘ Vaults, Filing Cabinet 
\ on } ‘ ‘ 
See Correspondence 7 ” 
Library Equipment ( Storage & Transfer Cases Visible Systems Equipment 
ALL-S i I Art Meta 
All-Steel Equipmer I : ‘ ‘ S eoiane a ‘ ‘ 
Browne-Morse Co . ’ ( . - 2 Ase - i i ‘ ‘ 
Corry-Jamestown Mf ( Push Pins ‘ Ke ¢ I 
min Art 8 S ( vs Cy , 
B ‘ ; t + ‘ 
Lockers & Storage Cabinets minions end Gerbens B 
All-Steel Equipmer I e ¢ Ba x. « RK y R 
Anderson-Hickey Co., I i t R - He ( I Walk 
Art Metal Constfuction ¢ . he : uN ; . . K er M ) R . r Cc } ‘ 
Berger Mfg. Div. Rep , " , M ‘ ~ | ‘ 
Browne- Morse Co 4 ‘ , . ( Ss ’ 
Corry-Jamestown Mfg. ¢ : he x , { ‘ S | ‘ : ; 
Globe-Wernicke Co T) a . ‘ S Eq ‘ 
Invincible Metal Furn. ¢ _ othe. . Cor Wardrobe waste 
Keystone Steel Equipr , : ‘ ( Vl ‘ | ‘ 
Lyon Metal Prod., Ir * ' > \ ‘ =“ 
Parker Steel Products, ! » M i 5. J Waste Baskets 
‘ m ( : 
Shaw-Walker ( “ G I ‘ ’ S S 
. ri 
Supreme Steel Products a . ( \ ‘ I s : ‘ 
Yawman and Erbe Mfg. ¢ — - G s & 8 ( a ‘ 
. ‘ Hf 1 Safe « Ga } & 4 
Loose Leaf Books & Systems ‘ Imp - rma ; , 
Amberg File & Index Co RK “ , ae Fur ; 4 
Ideal System Company. T \ ~ ‘ uf on ; cone ; ; 
Le Febure Corporatior \ Or . P : ; - 
Master-Craft Corp Rubber Stamps Park e atadinn , . = 
National Blank Book ( & Se 4 P , Bae on 
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WANTS AND LOR SALE 


The rate for classified advertisements is twelve cents a word, minimum charge $2.40 








SITUATIONS WANTED ADDING MACHINE - BOOKKEEPING MACHINE SALESMAN with dealer 
es experience for a good territory in Michigan. State age, experience, refer 
RIENCED YOUNG MEN, 29, now employed, college graduates, ence. Box O-31, care Office Appliances, Chicago 6. 
nent connection where aggressiveness and initiative merit 
One with 8 years’ experience as manager retail department, SALESMEN WANTED-—Experienced in outside selling retail office furni- 
sonnel management, retail sales. The other experienced ture and supplies. Located Illinois city hundred thousand; excellent op- 
Any location considered All inquiries invited and appre portunity for future; give full details, strictly confidential. Address 0-32, 


B-110, care Office Appliances, Chicago ¢ eare Office Appliances, Chicago 6 








WANTED-—Salesmen for stationery items by nationally-known manufac- 


WHO HAS WORKED ILLINOIS and Wisconsin, and entire turer to sell to the stationers in New York City. Salary dependent upon 

















M sissippl River to the Pacific, is open for new connec applicant’s experience. Address 0-33, care Office Appliances, 100 Fast 42nd 
giving full time to sale of one manufacturer's product St., New York 17, N 
two or more lines on commission. Favorably known wher : 
ed. Top men in the industry for references. Available = 
Address B-11 ire Office Appliances, Chicago 6 EXECUTIVES WANTED 
ER AND ADDING MACHINE Repairman available. 7 years WANTED—BUYER for well established stationery store in southwest 
ind service ef South or Southwest. Box B-112. care Excellent opportunity Reply in own handwriting, stating experience, 
Chicago ¢ lines handled, salary, age and when available, to 0-34, care Office Appli 
. ances, Chicago 6 
ION SALESMAN AND MECHANIC Available: factory trained MAN FOR FLOOR MANAGER retail Book and Stationery store, old 
erience on adding machines and cash registers, specializing established concern. Give full details, experience, references, first letter, 
Wak ind Sundstrand. Write B-113, care Office Appliances to 0-35, care Office Appliances, Chicago 6 





——eeeeeE—E—E—E—E————E—eEEE SALES MANAGER 

EXECUTIVES AVAILABLE Wanted by manufacturer with national distribution through dealers; loca- 
tion, N. Y. State. Must have selling ape nee in office equipment field. 
Excellent opportunity for future. Write fully experience, references, start- 





ONER DO YOU WANT your business to grow profitably 




















range security Do you need help and know how” to ing salary, etc. Box OB-276, care Office Appliances, Chicago 6 
Does your sales department need tjuyers Market" stream - 
rt, dO you need — ar do all that and more for you with WANTED EXPERIENCED OFFICE SUPPLY MAN to assist manager in 
d [f am proud of a twenty-five year record of out stationery and furniture store State experience, etc., in application. 
nent in retail stationery, office equipment and printing P. O. Box 508. Savannah. Ga 
handising management My present connection as sales : ‘ 
of the industri irge manufacturers is both pleasant 
but I prefer to return to the retail business. I won't MECHANICS AND REPAIRMEN WANTED 
{ will make you a satisfactory profit for every dollar you 
ipon inquiry to Office Appliances, Chicago 6, Box B-114 MECHANIC EXPERIENCED on Smith-Corona typewriters and Allen Wales 
eugaainmannan . . — —— Adding Machines, permanent position, good salary. Typewriter Service 
[ANAGER AVAILABLE: Familiar with all makes, types office Company, 120 North 8rd Street, Albuquerque, New Mexico. 
ear é eT ce mect ik anag ge 4 ma » £00 — Ty a Th 
a wnic, manager. Age 40, married, good = wanqTED: TYPEWRITER and Adding Machine Mechanic. Must have 


S 7 t-11 Office Appliances, Chicago 6 
Box } » OM — tnd car and knowledge of all makes of typewriters and some knowledge of 


— SS adding machines, preferably Allen-Wales. Good position for right party 
Address all replies to 0-35, care Office Appliances, Chicago 6 


- §ALESMEN WANTED ~~ 





ALCUI NG MACHINE SALESMAN Experienced with —: : . - - . 
. Al le: on a ~ - a . rrit = consisting of A of ‘City with ADDING MACHINE REPAIR SHOP--Wanted to handle local service con 
‘ ; ; ; er y all - tracts of well known electric adding machine. Opportunity to also act as 
ion and eight counticr with excellent variety of industries al Bex Wri I A . : N : k N.Y 
hines in use with service and constant representation of sales agent rite Room 802-A, 210 Fifth Avenue, New York 10, N. 





’ ,ossib oO ear $5 0 nore " € Ue er oO on . — tm vm - a= 
- i ha ry a. widwe at “Bina full act ile in first _ tte rYPEWRITER MECHANIC WANTED by well established dealer located 
ao Appliances, Chicago 6 * in Rocky Mountain area. Steady position, good income and pleasant work- 


ing conditions for the right man. Profitable volume of business always 
Send full particulars to 0-36, care Office Appliances, Chicago 6 


DEVALUATION—NEW LOW PRICES 








ORTUNITY FOR OFFICE EQUIPMENT SALESMEN EXPERIENCED typewriter and office machine mechanic. Good opening 
AMOUS CALCULATING and Adding Machines, made in Sweden for reliable man. Ames Stationers, Ames, lowa 
I ind performance now offered at drastically reduced 
o stac interestec yromoting these machines, 
ee ee SALES REPRESENTATIVES AVAILABLE 





a a a a . arrar NEW ENGLAND REPRESENTATIVE AVAILABLE to give one or two 


rER RIBBON AND CARBON—with following—to distribute manufacturers energetic and experienced sales coverage. Have a consist- 
facturer’s line--finely sales engineered—buy and sell basis ently good sales record and best of references. Know every stationer in 
necessary. Also fine side line for Stationery Trade—lib the area personally. Commission basis. Address B-116, care Office Appli- 
Valuable territory available. Address 0-26, care Office ances, 100 E 42nd St.. New York 17 
East 42nd St., New York 17, \ 





ee $$ SEASONED SALES REPRESENTATIVE, 10 years’ successful sales pro 
motion, merchandising and creative selling to commercial stationery deal 
ers. Now representing leading manufacturer. Seeking one additional line. 
Covering Metropolitan New York, New Jersey, Delaware, Maryland, Wash- 
ington, D. C., and city of Philadelphia. Top references available. Address 
za PCS eo REE OE B-117, care Office Appliances, 100 E. 42nd St., New York 17, N. Y. 

rURER OF A LOW PRICED office specialty is interested in ee 

distribution. Ideal for men now selling to offices. Lib REPRESENTATIVE AVAILABLE-—New York Metropolitan territory for 
Write 0-28, giving full particulars. Office Appliances, product of leading office furniture manufacturer, wood or steel, More 
than 20 years’ successful background in this field. Best reference from 
outstanding dealers. Write Box B-118, care Office Appliances, 100 E. 42nd 
St... New York 17, N. ¥ 


WANTED— New line f wood school tables and school desks 
pecial order work, prompt shipments. All territories open 
Office Appliance Chicago 6 








ED SALESMEN WANTED by nationally established manu 











ng supplies Mu work out of Chicago or large city in PACIFIC COAST MANUFACTURERS’ AGENTS calling on stationers and 
n stationery trade both retail and jobbers Excellent office equipment houses seeking lines of desks, chairs and files. Address 
fine opportunity for proper men. Give full details and B-119, care Office Appliances, Chicago 6 
t letter All information strictly confidential Address 
17 bi 





Appliances oO Ff 42nd St., New York 17, N 
ae = SALES REPRESENTATIVES WANTED 





WILL BE ALLOTTED TO TRAVELING MEN 








Ma eee ee at luheuk line of ruled and plain paper FACTORY REPRESENTATIVE WANTED on commission basis for eastern 
‘mmission basis. Kindly state territory desired and lines Pennsylvania including Philadelphia, New York state and city, New Eng 
d. Mohawk Tablet ¢ 4348 S. Ashland Ave.. Chicago 9 land, Maryland and Washington, D. ¢ Manufacturer of a broad range 
; of miscellaneous office furniture and stationery specialties since 1911 
" — NN ts ge ee ee ee George E. Fox & Co., 320 N. LaSalle St.. Chicago 10 
SALESMEN to cal n established dealers selling high quality — 
g equipment o1 mmission basis. Car necessary. Terri SALES AGENTS WANTED 
ire North Central, South East, East Central and New LOOSE LEAF AND OFFICE EQUIPMENT 
He ee eet lactating Compane. sheboygan, Wis. NATIONALLY KNOWN EASTERN MANUFACTURER has high income 
a pera a opportunities for aggressive and experienced salesmen to market a com 
plete line of Visible Record Equipment, Payroll Systems, Loose Leaf and 
Ee ne se Form Printing to consumers in newly opened territories. Knowledge of 
n by nationa known manufacturer of office equip office equipment essential. Full or part time. Liberal commissions. State 
rporations in New York City to sell systems. This work experience and territory covered in first letter. Address 0-37, care Office 
1 remuneratior ‘ be on a commission basis Liberal Appliances, Chicago 6 
g count is ed. Address 0-30, care Office Appliances 
St., New York N. 3 SALES REPRESENTATIVES WANTED, Continued on Page & 
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WANTS AND FOR SALE mtinued from Page DESIGNERS WANTED 


SALES REPRESENTATIVES WANTED, Continued Our staff not ’ “ care Of 
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a a oe ADDING MACHINE PARTS, TYPE, ETC 


wants high caliber 
stationers and ft 

lowest price \ i ‘ n ‘ i ( ‘i P 
present connect \ ‘ tier ‘ , 
New York N ) ) } t A Oak 


FAST SELLING pee OFFICE MACHINE REBUILDERS SERVICE 


tive in Indiar 

Chicago f 

: . YPEWV AND ADDING MACHINE PLATENS ed. Pre 
MANUFACTURER KRY PRO Ford and Wy: is Warren & . York 7, N 
fast eliing ‘ 
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cards, ta abve FOR SALE AND WANTED TO BUY, USED EQUIPMENT 
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sids available id ft 
Chica ‘ ELLIOTT Burroug!) M { i Ca y 
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{ Office Ay ‘ WW ~ Chicag 
EXPERIENCED SAI . " 
Mounta Stat LLIO FISHER Machine Ad { t Bur igh 
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ission Box O-4 
RODUCTS 
REPRESENTATIVE WA ‘ j ~ ) 
Plastic Coated Tul 
verritories still a ' BURROUGH MOON HOPKINS \ 
MANUFACTURER Of} \\ . te hig I I t 4 
has opening for | I t ind St ‘ N 
b) Metropolitan N ) \i 
ind Ohi Please st ort f i} hime we 
inces t) iv f ! nt I { ( wi-o \ 
\ W 
REPRESENTATIVES | ( WANTED » BUY—-Sundstrar t I \ { 
fi for eve esh : number ‘ ‘ ‘¢ 
it ROTODEX ¢ , tional Off \ Fact nd 
N \ N. ¥ 
PIN rN \ ONFY 
wot a o URROI MOON HOPKINS. 1] FISH ’ - w 
man Print Pig Ml " , I Vl [ 
RETAIL BUSINESS FOR SALE WANTED BUY Late el | . 
‘ 240.000 \ Vl ~ 
OFFICE MACHIN} ‘ natssisn 
trading rea I : t , t \\ ,N } ’ Af t 
rross about | ‘ 
s é nd adding t t ! Ay 
ibout O00 Ootl W ; . 
it 1 . New 
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ance, Uhicag { W. Larned, Det 
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busine ‘ ving I r BSAC 
writer-dup t G 
tion. Other interest URROT: Ss ACCOUNTING MACHINES } vht S D 
mw tf 121 st N \ | 60 . St rf 
QUANT \ and Ma t ( ‘ all 
SOUTHERN CALIFORN icited f 4 
re “~~ ? ; ’ Grand St., N \ N.Y 
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— VI { ( a ( 
FOR SALI DOW NTOW> 
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ence Box O44 
OT OF MICTAPHONES f ) t PT 
WANTED TO BUY RETAIL BUSINESS ( 
CLIENT WILL INV! NEEDS USED \ KEYE BLD¢ 
md tos OHIO 
“0.000 ft 1M \ } 
Mnest stand , Dl LPH WANTED—4 | \ 
Theodore St cP EI t y | 
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2,491,163 jJustifier for Typewriters Earl R. Cou f en Chambers, Kansas City, Mo. 
‘ I assignor to Henry Hildebrandt a” 492, has Abow and File Selecting Mechanism 
a A T if N T S ( I 1 1 Philip F. Jacobs, New York, N. ¥ 
2.491.254 Mechanical Pencil Robert 8. Dorfmar “— 492. ait ‘taked Ribbon. Jacob 6A L. Moller, 
pies of patents shown here can be ‘ N ¥ gnor to Robert Cecil Co Ime a - , wesignor to Manifold Supplies Co., 
tained f » Cc ; / . ' 
“ _ [rom the Commissioner = 2,491 , 307 Desk Set Holder for Letter Openers and 2498 838 Mechanical Pencil of the Serew Feed 
nte, W ashington, D C » Jor 25 Shears \ I Fremont, OF assignor t Type john T Brubaker, Luray, Va 
ta each in cash, postoffice money e | I ‘ Fre nt, Ohi 2,492,839 Mechanical Pencil with Both Step-By- 
re or certified check. Stampe 2,491,332. Typewriting Guide RK kn P t Step and Gravity Feeds. John T. Brubaker, Luray 
personal checks not accepted. ' Hi N.Y Va =" 
es of design patents are ten 2,491,369. Line Printing Device for Duplicating 2,492,877. Crayon Holder with Serew Feed Type 
: al Machines I k R ! Ford, Sparkbrook, Birming Adjusting Means. Wilbur D. Mease, Hayward, Calif 
cents each j . 2,492 910. Card Sorting Machine. Nelson S&S Welk 
= Granted December 20, 1949 A on assignor The McBee Co Athens 
Smee aso 2,492,028. Pencil and Pen Clip Ha A Baw Oble 
anted December 6, 194 P \ I sssignor to Autor ‘ c Granted January 3, 1950 
Method for the Duplicating of _ Index , 2.493 065. Leese-Leaf Binder Alfred Gilbert. Lor 
ike for Cross Filing Purposes. Ira I 2,492,036. Carbon Holder and Paper Slitter. Les on, Ex 
. c | ( go, Ill assignor to Stand 2, 493 167 Filing qgourtins Richard FP. S&chol 
Record Card Sensing Device M ‘ i s corpora "1 t New York, N asrignor to Wheeldex Mfg 
q \ Ny . 2,492,058 Fountain Pen. Art r Fr O'Connor Co Ir corm Le of Ne York 
ne A or De R ‘ 2,493,211. index and Signal. Carl F. Wolters, Ker 
erforated Recore ne seve, Saas Granted December 27, 1949 more, N. Y assignor to Remington Rand, Inc., Buf 
a ‘. ¥ ¥ ¢ m . 2,492,234 Mechanical Pencil and By Type fs a 
. : 5 Lead Carrier Therefor Will } Me wre, Provi 2 —e 530 one Index William P DeSaussure 
Record Co ntrolied Calculating Machine R I 
, H M B - 2,492,246. Staple Remover Louis n Csel New “2. 493, 338 “card Filing System. Sherman 8S. Karnes 
- I I r nw y ie \ \ ' . ’ Spee Pr wis « Inc Fre 
~ ¥ . ’ ls I ‘ N. ¥ 2.498 640 Staple Driving Machine. Roy FE. Peter 
7 2.492.262. Cove f leulating Machin n se rw ont assignor b res ssignments 
Key Controlled Machines with Reeord Like R ; = = aed Caleu wee aa “alt e ne a : ‘ mm. k “ ay hikies ' . . Norwalk 7 — ‘gnmes 
Printing , Means Ralphs & 3 an Ang é gnors to Clary Multiplier Cory 2,493,690. Fire-Resisting Cabinet Construction. Johr 
a rete . a nn ry Los A ‘ f H Page Muskegor Mict assignor to The Shaw 
. ’ ein 2,492,263 Type Wheel Detent Means on Caleculat- Walker ¢ Muskegon, Mich 
ng Machin R rt toyder " ng alif 
Line Drawing Device Cuties ee teh bee te ee DESIGN PATENTS 
seat 2,492,345 Register Philiy H Aller Orinda 156.413. Combined Pencil and Pen Point Protector 
ranted December 13, 1949 Calif . B I. Chromy, Washington, D. ¢ and Clip. Harry Esterow, New York, N. Y. Granted 
Staple Remover. Loui ‘ New 2,492,377. Moistener for Duplicating Machines. Joby De 49 
gt . >» Speed I ( I ‘ se. Oak Park. I signor to Ditt Ine tas 561 Desk Imas W. Rice, Aurora, Til. Granted 
‘ ag I 49 
Moistening Device for Tape-Dispensing . ;: : 156. 665. index Pad Holder. Morton M. Rodbell 
M W A ldr ‘ W “oun 2 492 509 Stating Mashine. Aimé Albert Vander “ew Yar. = @ Granted Dec. 27. 1949 
» s < I ’ Conr ‘ i I gia 
: : 156,680 esk James Warr Stitt 3 P 
Label Moistener. I ‘ \ ; 2 — 165. Coin pad Attachment for Typewriters ‘ ‘ . . - ‘ a r H. whist tenp ~ a. eeates 
tow Gay, San Diego, Calif cise f. Granted De 1949 
V riable Grip-Tip Pencil with Screw 2.492.703 Division Mechanism for Key- ~- a y 136.748 Casing for a tend. Driven Address Print- 
oO Calculating —_s Jalmer M. Latho, Skok Th! ing -_5 = Carl Olof Lamm, Stockholm, Sweden 
F intain Pen. L I B signor t t & Tarrant Mfg. Co., Chicags 1 Grante 1950 
sig é 2,492,793. Typewriter Platen Control Mechanism 156, 758. "Desk Stand. Bruno Niesner, Milwaukee, 
g ] Roy E. ¢ rt. Kansas City. Mo assignor of one Wis Granted Jan. 3, 1950 
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G. J. AIGNER COMPANY, 426 S. CLINTON ST., CHI- 
CAGO 7, ILL.—The company recently published a new eight- 
page circular, picturing and describing all AICO products. 
This circular is a supplement to the 1949 catalog No. 248. 
Copies may be obtained by writing to the Aigner company 
requesting “quickie” catalogs. 


AMBERG FILE & INDEX COMPANY, KANKAKEE, ILL. 


—A new catalog and price list, No. 949, has just been issued 





AMBERG FILE AND INDEX CATALOG 


covering filing supplies, loose leaf covers, paper specialties and 
office equipment. Completely indexed, illustrated and providing 
detailed specifications, the catalog offers quick reference to 
buyers’ needs. 


BANKERS BOX COMPANY, 720 S. DEARBORN ST., 
CHICAGO 5, ILL.—The latest “Liberty Line” catalog, No. 
950 has been issued together with a price list giving stock 
numbers, dimensions and prices for each item in the line 
of record storage boxes, prefab wood shelving, loose leaf 
storage binders, string tie binders and copyholders. 


BROWNE-MORSE COMPANY, MUSKEGON, MICH.— 
This firm offering office equipment “for every need in every 
size and type of business” has issued catalog No. 50 illustrating 
equipment to advance the claim, “Architects of Efficiency for 
America’s Offices.” Scale drawings of desks with detailed 
measurements, full-page illustrations and photographs of in- 
stallations are carried in the catalog. 


C-THRU RULER COMPANY, 827 WINDSOR ST., 
HARTFORD, CONN.—A new 16-page catalog featuring the 
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EDs g, > 


Be 
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C-THRU’S NEW CATALOG 


firm’s complete line has just been announced. Printed in color 
on coated stock, it measures 8': x 11 inches and is indexed for 
easy reference. A free copy is available from the company 


upon request. 


10 





216 N. 
CLINTON ST., CHICAGO, ILL.—Illustrated literature which 
describes the new steel model added to the firm’s line of cash 
boxes is now available. A lower price schedule on all items in 
the line is also obtainable on request. 


DEHLER MANUFACTURING COMPANY, 


FELT-POINT PEN DIVISION, MARSH COMPANY, 
MARSH BLDG., BELLEVILLE, ILL.—An attractive brochure 
F-50 has been issued describing in illustrations and text the new 
Marsh 77 Felt-Point pen and other auxiliary products including 
inks and points. 


19TH ST., NEW 
a new 32-page 
sales literature 


THE J. L. MAY COMPANY, 111 W. 
YORK 11, N. Y.—Recently announced is 
M-50 dealers’ catalog and price list. This 


— 





NEW MACO CATALOG 


illustrates the complete line of stock tags, labels, pin tickets 
and printed specialities. Copies of the catalog and price list 
for store counter and salesmen’s use may be obtained upon 
request to the May Company. 


THE MCLEOD FURNITURE COMPANY, 1735 W. DI- 
VERSEY PARKWAY, CHICAGO, ILL.—Recently issued is 
a new loose-leaf photographic catalog of the complete line 
of this company, manufacturer of popular-priced office desks, 
typewriter desks and costumers. The catalog is available to 
dealers without charge. 


MYRTLE DESK COMPANY, HIGH POINT, N. C.—A 
new catalog has just been issued, covering what the company 
says is the most complete line of office furniture it has ever 
offered. In compiling this booklet, Myrtle has endeavored to 
show the design and functional features of its line in language 
pointed to the buyer and user of office furniture. This is not 
only a catalog but is a sales manual as well, telling the effective 
selling points in the Myrtle line. A price list, effective Decem- 
ber 29, 1949, accompanies the catalog. 


REMINGTON RAND, INC., 315 FOURTH AVE., NEW 
YORK 10, N. Y.—A new catalog on the advantages of posture 
seating in offices from standpoints of good health and increased 
working efficiency has just been published. The 22-page, four- 
color booklet, containing full catalog data on the company’s 
line of aluminum posture chairs, points out that the chairs are 
adjustable five ways. Identified as No. FF-116, the booklet may 
be obtained at any Remington Rand branch office or by writing 
to the home office at the above address. 


VICTOR SAFE & EQUIPMENT COMPANY, INC., 
NORTH TONAWANDA, N. Y.—The company has just 
printed and has available for distribution two new catalogs 
showing Victor’s complete line of safes for the office and home. 
One catalog has 36 pages of illustrations and descriptions of 
filing safes of one, two and three-hour classification. The 
second shows the complete line of small 500 Line safes bearing 
the S. M. N. A. one-hour label. 


*—- 


OBSERVES FIFTIETH YEAR WITH FIRM 


Lewis E. Twining, president of Walter R. Miller Com- 
pany, 170 Washington St., Binghamton, N. Y.,, office 
equipment and supplies, recently observed his fiftieth 
anniversary with the firm. Mr. Twining started with 
the company as a bundle boy and became president 
of the firm last year —GET 
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Thrill! 


12 Page Advertisements, 
Halt Million Dollars 
Return 


DECEMBER MORNING in 
A 1907. A copy of Printers Ink 
then in its smaller dimensions) 
in the morning mail. (43 years 


ago and O. A. still a subscriber.) 
Opened by George Patterson. Big 
thrill! “Gee! Look at this!” 


The lead article in a three-page 
story under the heading, “Returns 
Almost a Thousand-Fold,” with 
the subhead, “Advertising to Deal- 
ers in One Medium Brings Returns 
from Ends of the Earth.” 

The impressive statements were 
all true. The typewriter was the 
Secor, being made at Derby, Conn. 
A paragraph in the opening of the 
article states, “There are three 
things in the advertising cam- 
paign of the Secor Typewriter 
Company which established it as 
me of the most remarkable in 
advertising history. They are: 

the extraordinary results; 
second, the insignificant cost; 
third, the striking efficiency of the 
medium 

The first move in the cam- 
paign was the mailing of a per- 
fectly matched facsimile letter, 
accompanied by an eight-page 
booklet to a list of typewriter deal- 
ers. The letter announced the ma- 
chine as perfected and named five 
or six special features. 

Following that announcement 
1 descriptive article was prepared 
and appeared in the October issue 
of OFFICE APPLIANCES, the type- 
writer trade journal published in 
Chicago, and in another publica- 
j A page advertisement was 
placed in the number containing 
the descriptive article, and a half 
page in the other paper. 

Each month following, a page 
pace in OFFICE APPLIANCES was 
take1 No other advertising to 

h the dealer was done, except 
the demonstration of the machine 

the National Business Shows 

New York and Chicago. The 
business shows proved highly 
profitable, but rather from the 
typewriter user than from the 
dealer standpoint. The advertis- 

brought the dealer to the 

ws, but, with one or two ex- 

eptions, all accepted business was 

racted for with dealers who 

attend the exhibitions 

therefore wholly due to 
1dvertising. 
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Being a review of some 

events at the start and 

in the progress of the 

OFFICE EQUIPMENT 
INDUSTRY 

and its trade journal 


OFFICE APPLIANCES 


“During the 12 months the page 
advertisements have been running 
in OFFICE APPLIANCES, more than 
$500,000 worth of business has 
been accepted and approximately 
$2,000,000 worth of additional busi- 
ness has been offered, which the 
company has been unable to take 
care of until manufacturing fa- 
cilities can be increased. 

“Considerably more than 500 ap- 
plications for the agency of this 
machine have been received in re- 
sponse to the 12 advertisements. 
Of these, 85 were from foreign 
lands, representing 22 different 
countries. Every state, territory 
and group of possessions of the 
United States is represented, and 
there is perhaps not a city in the 
United States supporting a type- 
writer dealer which has not been 
heard from. 

“One of the advertisements 
pulled a man from Mexico City to 
the factory. One man came 
from San Francisco, and another 
from Dallas, Tex. A dealer in 
India (one of the largest, if not 
the largest in that country) ca- 
bled a representative, who hap- 
pened to be in New York State, 
to visit the factory. A contract 
was made in each instance. 

“As a result of these 12 adver- 
tisements, the company has cre- 
ated a dealer demand of approxi- 
mately 100 machines a day. 

“The cost aggregates $673.20. 

“The company has never had a 
salesman out nor spent one cent 
to secure business except the 
amount represented above; that 
spent for its catalog and booklet, 
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and that spent in the business 
shows. 

“The showing is phenomenal] for 
the medium, OFFICE APPLIANCES. 
It seems to penetrate every nook 
and corner of the world where 
typewriters are sold. This is the 
more remarkable when it is re- 
membered the publication is 
printed in English only. Yet ap- 
plications have been received from 
several points in Russia, from Nor- 
way, Sweden, Holland, Switzer- 
land, France, Italy, Germany, 
South and Central America, Mex- 
ico and other lands.” 

Printers’ Ink paid high compli- 
ment to the nature of the adver- 
tising copy written by C. H. Wood- 
ward, sales and advertising man- 
ager of the Secor Company. 


Fate of the “Secor” 


The fate of the “Secor” is indi- 
cated by its crumbling headstone, 
among the many such (all once 
listed in O. A.) in the typewriter 
graveyard. 

Why with such a reception by 
many typewriter dealers in so 
many countries it should have 
failed to flourish is something of 
a mystery. Some years later one 
having reason to know the facts 
offered the following solution. 

“After three or four years under 
the burden of responsibility for 
development of the enterprise, in- 
teresting the capital, forming the 
organization, supervising manu- 
facture in small quantities and 
reaching the point of necessity for 
greater scale production, Walter 
E. Andrews, president of the Wil- 
liams Typewriter Company, had a 
physical breakdown and passed 
away. 

“Operation, it is said, was un- 
dertaken by two business com- 
panies who owned Secor bonds. 
Lack of Experience in the type- 
wirter business is mentioned as 
one handicap and reluctance to 
undertake mass production of 50 
machines a day—-assurance of suc- 
cess—as another.” 

Before arriving at a conclusion 
in such a matter all factors must 
be taken into account. There may 
have been other reasons. How- 
ever, there can be no doubt of cor- 
rectness of the accompanying 
statement, “None of the present 
standard typewriters could be sold 
at near their present price unless 
adequately financed, tooled and 
equipped for very large daily pro- 
duction.” 

And so—the “Secor,” the banner 
of which Orrice APpPLIANCcEs flew 
so effectively, was allowed to ex- 
pire. 








The State of the Industry 


Brief interpretations of significant facts and trends 


Unit Volume Up, ® Retailers in general closed the year of 1949 with a record of 
Dollar Volume isiness volume up in units, and ata maintained level in dol- 
Nelstained lars during December. The obvious explanation is that prices 

Gintaine iropped slightly, an average of five or six per cent, so that 


more units had to be sold in order to hold dollar volume even 
with December, 1948. The office equipment and supply industry 
lagged a little behind general retailing, in some cases as much 

ten per cent. It is probable that unit volume held its own. 


@® Production by industry in 1949 averaged nine per cent below 
Rising that of 1948. In view of the fact that the decrease was 17 per 
rent last July, it is evident that manufacture was stepped up 
substantially in the last half of 1949. 
surrent plans of manufacturers indicate continued produc- 
tion at an eccelerated rate at least for the first few months 
of this year. A natural, and pleasant, result in the form of 
increased employment, rising sales, and a generally more sta- 
ble economy may be expected. 


Industrial Output 


Is the Inflation Spiral @® On the premise that the post-war inflation was not halted, 
Starting Again? but merely interrupted, some economists are voicing fear that 

the inflation movement will return this year to haunt busi- 
ness. Those prophets of unpleasantness and fear assert that 
iccumulated needs still exist in many lives and that people 
have the money to satisfy those needs; that demands will again 
approach the limits of supply and the capacity to produce, set- 
ting the stage for another upward spiral. The January letter 
of the National City Banks of New York grants that a number of 
inflationary factors exist, such as wage increases, pensions, 
rising industrial costs, put-up purchasing power, and so forth. 
im the other side of the picture, however, are a number of de- 
terments that did not exist in 1947 and 1948. The pipelines 
hrough which goods are distributed are far better filled and 
many urgent demands have been satisfied. Having been forced 
into conservatism which they found safely profitable, it is un- 
likely that business men will return to highly speculative 
operations. In the face of a resistant, buyers’ market, mer- 
shants and manufacturers are more likely to become deflation- 
ary forces. The one all-too-evident inflationary factor is 
federal deficit financing. Congressional action in reference 
to expenditure will be the determinant. 


t 


Pensions and Accrued ®@ In a recent release, Henry H. Heimann, executive manager of 
the 


Liabilities National Association of Credit Men, says that latest Fed- 
eral records Show that there are now but "12,000 pension plans 
in operation so the pattern set by the big steel and other re- 
rent large corporation contrasts may quite logically be fol- 
lowed in other management—labor contracts, affecting both 
large and small companies. 

"Assume you have a small company employing 100 people and 

ve no pension plan," he says in considering this problem. 
"Assume the average age of each employee is 45. Assume he or 
he started to work for you 20 years ago and will have to work 


A 
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New Products Are 
on Schedule 


Give Credit Where 
Credit Is Due 


Feature Articles 
This Month 


20 years more to get a pension at the age of 65. This means you 
are now owing or should have a fund to cover 20 years of pen- 
Sion accumulation. If you say you don't have to do that but can 
charge it all in the future you are kidding yourself unless you 
have a monopoly. In a competitive business if you tried to add 
the pension liability to the cost of your production in 20 
years, you simply wouldn't be able to compete. 

A new business starting across the street, hiring young em- 
ployees would have an edge on you. Here again is where a legis- 
lated pension system changes the whole method of approach in 
personnel problems. The Plus-Forty Club will have a difficult 
task to protect its members if this "$100-dollar a month" and 
"cradle to the grave security" becomes a reality. 

"You are due for a shock when you read the figures that rep- 
resent your accrued liability. You will, according to the 
most conservative actuarial calculations, have an accrued li- 
ability of over $3,000 for each of your hundred men calculated 
on the basis of an average age of 45. This means you have an 
accrued liability of $300,000. Now where do you stand finan- 
cially if you put that load on your balance sheet. Many busi- 
nesses would be bankrupt. If you have only ten employees it 
would be $30,000. Credit men really on the job may in the fu- 
ture have to know the average age of your employees, the meas- 
ure of your pension contract and the funds you have on hand to 
meet it. Somehow the fair-haired boys have overlooked some- 
thing. Are we going to force American business into bankruptcy?" 


@ One of the ways in which manufacturers are planning to meet 
the competitive conditions expected in 1950 is by the intro- 
duction of new items and lines. Consumers are completely out 
of the "buy anything" mood. New products or improved ones are 
essential under current distribution conditions. Coupled with 
concentrated promotion efforts of dealers backed by well 
trained, intelligent salesmen, new items can be the differ- 
ence between sound, profitable volume and deficits. 


@ Working for a salary or wage is the lot of most of us. Yet, 
monetary returns alone is not completely satisfactory; nor does 
it elicit the best effort from an employee. When we receive 
words of approval or appreciation, our efficiency increases, 
this quality of our work improves. That is the burden of an 
impressive article by George Taylor on page 34. 


@ One unprofitable habit that seems to persist in good times 
and bad among dealers is to make little if any use of printed 
material and other sales helps supplied by manufacturers. On 
page 15 of this issue Ernest Fair calls attention to these 
"Neglected Business Builders" and offers a number of sugges- 
tions for profitable use of them. 


@ Knowing what operating costs are in terms of percentages is 
of little value, perhaps of positive harm, if the knowledge 
is improperly used. Fred Merish, a business analyst and fi- 
nancial counsellor, tells how to use percentages as business 
tools in an article on page 18. 


@ Office machine dealers will find the article, "Capital Gain 
on Sales of Rental Property," page 24, of special value. In 
simple terms the article reveals an overlooked means of re- 
ducing income tax through use of the capital gain factor in 
relation to rented typewriters which are later sold. 


@ "While every alert merchant in the office equipment indus- 
try does some local advertising, all do not receive full value 
for the time and money expended. That is why John Douglas, Jr., 
wrote the article on page 28. He tells clearly why and how 
‘Local Advertising Must Pay’'.” 
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FEBRUARY'S HERITAGE 


lime may dim details of their lives but the 
rush of years should never erase this nation’s 
gratefulness to George Washington and Abra- 
ham Lincoln. One built the framework of a 
free country at Valley Forge and the other 
preserved that structure when it could no longer 
exist half slave and half free. Lincoln was a 
man of log cabin antecedents and Washington 
had aristocratic roots. But they represent two 
notable and essential chapters in our history 
less than a century apart. February’s heritage 


was one for the ages. 
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Our Most Neglected Business Builder 


O YOU KNOW that after some 15 years in the office 
D supply business I’ve just woke up to the fact that I 
had a business building opportunity right here in my 
store all of the time and had never used it? It’s some- 
thing that would have never cost me a cent to use and, 
which could have been bringing me business all of this 
time 

That’s good news for any business man anytime 
when a fellow tradesman makes such a discovery; so 
when my friend of long standing made the announce- 
[I was all set for an idea I knew could not fail 
to delight the readers of these pages. 

What is it?” I demanded almost breathlessly. 

He picked up a little pamphlet; beautifully printed 
S colors and handed it to me. 

But this is just a manufacturer’s piece of adver- 
I countered, considerably disappointed. “We 
see this kind of stuff all of the time.” 

He laughed. 


ment 


=_ 
everal 


tising 


Had Been Thrown Aside 


w,”’ was his answer, “I’ve been looking at such 
material for years and always have thrown it aside 
nsidered it not worth fooling with. But that’s 
where I’ve been a fool... those things are worth thou- 

f dollars in business every year WHEN a mer- 
h wakes up to how they should be used and USES 
THEM. That’s what has happened to me I've 

arned how to use them!” 

One should never overlook an opportunity like that 
n business, so your correspondent discussed at 
great length the WHY and HOW with his friend, then 

ere. And what he told this writer aroused such 

in business building possibilities through the 

ise of manufacturers’ point-of-sale helps that 

35,000 mile swing around the country last year he 

ke juestions about its use of all kinds of merchants 
y different fields. 

Better than half of these men never gave this ma- 

terial a chance; of the remaining 50 per cent one-half 

were using it only haphazardly but fully 25 per cent 

f t men with whom we talked had learned HOW, 

m these experiences we’ve compiled a number 

n methods of using such material profitably in 

lowing paragraphs 
t Have to Put the Material to Work, is the 
ften presented piece of advice. Too many of us 
ich material in a corner of the store and forget 
1950 
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Manufacturers’ Advertising Material Often 


Shelved When It Can Be Profitably Used 


By Ernest W. Fair 


Display Specialist 


all about it when it arrives or fail to order when op- 
portunities present themselves. A realization that such 
material is a powerful selling aid and must be used as 
energetically as any other form of sales builder is the 
first step necessary. 


The Cost Is Enormous 


“These manufacturers spend millions of dollars 
creating all of these ideas,” one retailer pointed out 
to us. “There’s an enormous amount of testing and 
research work back of even a little envelope stuffer 
pamphlet. It’s not a haphazard thing but something 
very carefully planned and expertly created to sell a 
man’s product and when it works through our stores, 
makes a profit for us.” 

Use It in Every Envelope, is a must on the list of 
almost every successful user of small folders and book- 
lets. Such material should be placed in every state- 
ment, in every letter mailed by the store, for even 
though it may be with a check or a note to a fellow 
local business man there is an opportunity to seil and 
that should never be neglected. Not one time in a 
hundred will we have such a letter being mailed whose 
regular postage cannot easily carry the additional 
weight. It takes only the time required to insert it with 
the letter or statement and HOW that is done is all 
important. 

Such literature should be a part of the statement or 
letter; never just slipped into the envelope together 
with the primary mailing. It should be folded into the 
enclosure ALWAYS. Reason ... then it becomes an 
integral part of the primary message carried by the 
envelope; otherwise the attention it receives is gen- 
erally reduced by half. 

Every such piece should have the firm’s name 
PRINTED thereon; use rubber stamps only if the 
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quantity being mailed is small. Printing looks good, 
is important, neat and forceful and a definite part of 
the whole, therefore has added value in appeal. 


Careful Folding Pays Off 


The front page of such a folder should be so placed 
that it will be the first thing the letter’s recipient sees 
upon opening the envelope; never placed therein hap- 
hazardly. That front page has a carefully planned 
teaser or interest-arousing appeal . it must have a 
chance to draw attention before the customer has an 
opportunity to discard the piece, which he or she may 
do when that interest has not been aroused. 

Use Folders in Every Package. There should be no 
exceptions to this rule. Every package or sack that 
leaves the store should carry such folders. And the 
same care in placing them is most necessary. The first 
opening of the package by the purchaser upon arrival 
at home should be greeted by this folder. The best 
practice is to lay it atop the article being wrapped, 
as shown herewith in an accompanying illustration, 
with the front page of the folder placed in the center 
and facing the package opener'’s eyes. 

Keep Them by the Cash Register. Most store traffic 
centers at its cash register. More customers stop at 
this point than any other in the average store. Neat 
and orderly stacks of such material as the store may 
have on hand should be there for the customer to pick 
up ...such material in a corner of the office or in a 
desk drawer can never be effective. Placed at the 
number one spot in the store, it can build business all 
of the time. 


Use Them in Follow Up Selling. A customer 
buys a radio-record player in an appliance or music 
store should receive a guarantee or thank you letter 
within 30 days thereafter and, with it, such enclosures 
selling phonograph records. That’s one example, cited 
at random, for related selling is here put to most ef- 
fective usage. The same thing applies in selling 
kitchenware to someone who has purchased a stove, 
car accessories to the new car owner, clothing acces- 
sories to the woman who has purchased a new suit, 
additional baking ideas to customers of a grocery store 
upon purchase of flours, down the line through the 
entire range of all types of related merchandise sold 
in any type of store, including our own field. 


who 


As Door Openers They Are Unbeatable. The time 


isn’t far distant when all of us, even the corner grocer, 





IDEAL FOR DISPLAY—The cash register is the best spot for 


display of such literature. Use it whenever change is made. 
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may be doing a little hard canvassing for more busi- 
ness. Every such folder offers an excellent introduction 
under such circumstances no matter what we may be 
selling, or whether that is being done in the store or a 
customer’s home. It’s something to arouse interest, 
it gives one something with which to open a conversa- 
tion, something upon which to focus mutual attention, 
something to keep the customer’s hands and eyes and 
brain busy so that an initial rebuff cannot be launched. 


Standees and Store Displays Should Be Planned in 
Use. Our second most neglected opportunity is in the 
use of floor display material supplied by manufac- 
turers. They simply cannot be planted just anywhere 
in any manner or form and be expected to build busi- 
ness. Their purpose in design is to attract the customer 
in the store to the merchandise they boost and to focus 
attention on the chief selling points of that merchan- 
dise. Any such item, whether used on the floor or in 
windows, must be accompanied by display of the mer- 
chandise being featured. They should be set at, or very 





inated a yiks bs ete? a at 


THE CORRECT WAY—Every package should have an ad- 
vertising enclosure, placed atop the package with the front 
page facing upward as illustrated. 


near to, the heaviest traffic point available. They 
should be kept clean and neat at all times and never 
allowed to remain on display without merchandise 
about them or when age has set upon them 


Don’t Crowd the Units 


When such units are crowded, they lose much of 
their effectiveness; there should be ample free space 
about them, as a whole display set-up there should be 
no competition with another such display or even mass 
display of merchandise. 

Dark corners are no place for setting up such dis- 
plays but, if necessary, it is well to throw a light upon 
them. They should be rotated regularly and not per- 
mitted to occupy any definite spot in the store for too 
great a length of time otherwise the whole idea be- 
comes useless, for customers become so accustomed to 
them that even a new one is passed by without obser- 
vation. 

One common fault is overcrowding 
standee units with too much merchandise. If a small 
item, such units are generally designed for a mass 
display but where a large bulky item is featured they 
are almost invariably designed to set off and display 


such floor or 
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EFFECTIVE—Envelope enclosures are most effective when 
the front or teaser page, is inserted with the letter or state- 
ment as shown in this illustration. 


1e single unit. Mass display under such cir- 
nees destroys the focus-of-attention that has 
bee! nned into the display and centered on one 


Neon Signs Are Most Effective. A lot of us 
the purchase of those small brand name neon 
nother “swindle” on the part of the manufac- 
In our travels about the country we have seen 
many merchants who are today effectively 
1em to harbor such ideas any longer 


The Secret Is in Proper Use 


ecret is in where they are used, we have been 
me and again, and in HOW they are used. One 
hant has such a sign for each of the major brands 
his store and they are hung in a row across the 
f his store three-quarters of the way back from 
They are kept lighted DAY and NIGHT. 
day the fact that they are kept lighted 
the attention of every person who enters the 
pon them . at night their effectiveness is 
through the store windows to every passerby 


D I the 


I merchant told your correspondent he had ac- 
traced an average 15 per cent increase in sales 
brand so advertised after creation of this dis- 
i. That’s results enough to more than pay for 

red such “swindle” signs! 
ider them a good investment,’ another mer- 
us, “Because they are the final argument 
centers a million dollars worth of national ad- 
right onto my store. Every magazine, radio 
wspaper advertisement which the manufacturer 
publicise the name and value of his brand is 
right to that little sign which hangs in my 

w day and night.” 

ve also talked to many a wholesaler on experi- 
ences in the use of such material, and again and again 
ird the story and been shown the mail where 
tional advertising has brought orders direct to 
lesaler or branch office because folks in a 
t’s home town did not know that brand was 
arried by his store! We will wager that any 
own jobber or wholesaler can show him today 


ne to a half dozen such orders received from 


territory during the 60 days just passed. 
But h orders never come from cities and towns 
erchants use such identification signs. 
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Not every manufacturer’s selling aid offered a mer- 
chant can be made effective in every store; that is 
expecting the impossible. But the experiences of the 
many men with whom we have talked who have made 
this material pay profits is that at least 75 per cent 
of this material can be used by any merchant! 

The trick is to use it effectively ... to give just as 
much thought and care to the planning in use of 
everything from a small folder to store displays and 
signs as we would to the planning of a major adver- 
tising venture of our own. 


These are the days when none of us can afford to 
overlook a single opportunity to build sales either for 
today or the tomorrows of the immediate future. When 
we toss aside even a package of 100 small folders we 
are throwing away 100 opportunities to get additional 
business or win new customers. 


It takes little effort to use such material effectively 
following some of the pointers we have passed 

along from a great deal of practical experience, as 
outlined in previous paragraphs, is one sure way of 
putting all such material to effective use. 

“Show me anything that will help me increase my 
sales by even a single dollar and I’m for it!” 

That’s what one West Coast merchant told us and we 
believe he has an idea worth study and application 
by every other merchant in this land! 





NEW TAX WITHHOLDING 
REPORTING SYSTEM 


By Harold J. Ashe 


Tax Counselor 


MPLOYERS CAN expect some slight saving in paper 

work in 1950 in reporting both withholdings of 
income and social security taxes from employees’ pay. 
Quarterly returns will be made out on a single form 
covering both taxes effective with the quarter starting 
January 1, 1950. Form 941 will replace income tax 
withholding Form W-1 and Social Security payroll 
withholding Form SS-la. 


In addition to this form change, employers will be 
required to make monthly deposits in their nearest 
Federal Reserve Bank instead of in government ac- 
counts in commercial banks, as has been the practice. 
While it is expected that, for convenience, employers 
may continue to turn in such funds at commercial 
banks for forwarding to Federal Reserve Banks, em- 
ployers should be warned that hereafter commercial 
bank receipts for tax money will not be accepted as 
evidence by the Bureau of Internal Revenue that such 
deposits have been made. Only Federal Reserve Bank 
receipts will be valid. Once the new routine is estab- 
lished it should be no more difficult for employers 
to make deposits direct to their nearest Federal Re- 
serve Bank than to have their own bank do so, and 
it will serve as additional protection against possible 
error or confusion. 

The first deposit under the new system will be due 
February 15, 1950, for January tax withholdings, and 
the first quarterly report must be filed by April 30 
for the period covering January, February and March, 
1950. 
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Left to right: Harry S. Randell, vice-president: Charles 
A. Shorts, secretary-treasurer, and Eugene B. Peter- 





THREE ACTIVE HEADS OF PINELLAS PTG. & STATY. CO., INC., ST. PETERSBURG, FLA. 


son, president. The men have been co-owners since 
buying the business three years ago from J. M. Touart. 


Three Heads are Better Than One 


Touart was the owner and 
Printing & Stationery 


OR 25 YEARS, J. M 

manager of the Pinellas 
Company, Inc., of St. Petersburg, Fla. He had opened 
his business in 1920 and, from a small and modest 
beginning, had built it up to one of the most outstand- 
ing stationery stores of the Sunshine City. His 40 x 100- 
foot store at 265 Central Ave., the main business artery 
of the city, had gone through the ups and downs of 
St. Petersburg business life until it had become stabil- 
ized and prosperous. Then in 1945, because of illness, 
Mr. Touart decided to dispose of his business. He gave 
his employees the first chance of acquiring the busi- 
ness. Three of his oldest employees, Harry S. Randall, 
Charles A. Shorts and Eugene B. Peterson, pooled their 
resources and bought the business, with which they 
had been associated as employees from seven to 25 
years. 

The three years that they have owned and managed 
the business have proven that “three heads are better 
than one.” Especially outstanding is this fact when 
all St. Petersburgians agree that Mr. Touart’s head 
was a pretty good one. Mr. Peterson was elected presi- 
dent, Mr. Randall, vice-president, and Mr. Shorts, sec- 
retary-treasurer. Mr. Peterson had been with the 
company for 25 years, Randall 10 years and Shorts 
seven years. 


Stationery Takes Precedence 


Although from its inception the Pinellas company 
has been known as the Pinellas Printing & Stationery 
Company, stationery has from the very beginning 
taken precedence over its printing department. The 
new partners disposed of the printing section and 
although it still retains its name, and printing orders 
are taken, printing is a small part of the business 
Printing will soon disappear from its official title and 
the Pinellas Printing & Stationery Company will stand 
out in its true light as the Pinellas Stationery Com- 
pany. 

The Pinellas Printing & Stationery Company’s busi- 
ness furniture department and business machine serv- 
ice are housed in a separate building at 345 First Ave. 
S.—only a few blocks away from the main store. 

By successfully grouping related merchandise in 
éffective displays, by relocating and enlarging the 
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Employees Take Over St. Petersburg 


Firm, Make It a Profitable Business 


By Joseph Lauren 


Correspondent 


stationery departments which had shown the greatest 
increases in business during the last decade, and by 
utilizing the latest type of shelving and display cases, 
the new partners in time created what was practically 
a new store. This was especially true with the artists’ 
material department, which the partners had found 
had shown a heartening increase in sales during the 
past six years. They therefore set up an artists’ mate- 
rials section in the back part of the store, with the 
result that it is today one of the most profitable de- 
partments of the establishment. 


Cover a Wide Area 


Since the acquiring of the store, the partners have 
pushed their territory farther afield until it covers an 
area within 100 miles of the store. They employ three 
outside salesmen who cover the territory and contact 
all prospects. Each of the salesmen is a specialist in 
his own field: one covering offices, schools, churches 
and professional people, one covering retail outlets 
and the third, large factories and companies. Thus 
each salesman specializes in the items in which he is 
a specialist. The Pinellas firm handles the General 
Fireproofing Company’s products, acts as distributor 
for Smith-Corona typewriters and Alan Vales adding 
machines and is exclusive distributor for Wilson Jones 
looseleaf products. One of the oustanding installations 
recently made by the Pinellas Printing & Stationery 
Company has been the complete furnishing of the 
Florida Power Company in the large office layout in 
St. Petersburg. 

The Pinellas Printing & Stationery Company has, 
under its new management, developed a large business 
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with individuals and concerns in typewriters, 
portable and standard. It has been aided in this 

the fact that its business machine service is un- 
nably the most elaborate and efficient in the 

and does the largest amount of repair and re- 
litioning of typewriters, and other business ma- 
nes, in southern Florida. By effective advertise- 
in local newspapers, the typewriters, business 

fu ture, and business machine service is kept con- 
stantly before the reading public of the Sunshine City. 
Confident in the belief that the Pinellas company can 
ipon its past and present 

of business machine serv- 
welcomes inspection of this 
artment. All employed in the 
urtment have had many years’ 

in typewriters, adding 
chines, calculators and general 
ness machine repair For 
ill offices and companies which 
but one typewriter, service 
tically guaranteed on a 24- 
The repair shop is 
ted on the first floor of the 
ture department and is sep- 
from the sales floor by a 
railing. Each machine is 
with a tag which gives full 


experience 


asls. 


ation on the work to be 
an itemized list of parts, 
and address of the owner 


when promised for delivery. 
Any customer who wishes may 
the work on his machine 
being done. Thus, he may 
tisfied there is no lagging on 

rk 
Pinellas 
Company 


partners in the 
Printing & Stationery 
re firm believers in frequent 
display changes. These 
ays are made with an eye 
the chief interests of St. 
Petersburgians during the tourist 
ison (from October to April) 
when over 100,000 tourists live in 
Sunshine City. The interest 
tourist runs chiefly to 
goods, souvenirs, greeting 
ind books. 


Waras 


Sales Aided by Tourists 


During the tourist season, sales 
fountain pens, greeting 

ind books rise from 40 to 

60 per cent. Greeting cards, how- 
ire a year round business, 

he store has built up the 
stock of greeting cards on 

ay in St. Petersburg. Much 

the credit of building up this 
rtment goes to Mrs. R. K. 


PINELLAS PTG. & STATY. CO., INC., 
ST. PETERSBURG, FLA.—Top: the 
jleaming 40-foot front of the firm's 
headquarters at 265 Central Ave. in 
i heart of the downtown business 
district of the Sunshine City. Below: 
Martha McDonald (left) explains and 
demonstrates portable typewriters. 


OFFICE APPLIANCES, February, 1950 


Bongaard, its manager and buyer. Leather goods 
is retailed on a large scale in the store. Its commercial 
and leather goods department is outstanding in the 
number of items it carries and the effectiveness with 
which they are displayed. The leather gift section is 
separated from the commercial leather, so that the 
customer may find what he is looking for at once. 
Since St. Petersburg is a tourist center, the store finds 
the market for gift leather is constantly enlarging and 
increasing. The best spot location is given over to 
both gift and commercial leather. 
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Should Dealers Have Specialty Men? 


ANY ITEMS in the modern stationery store lend 

themselves to specialty selling. Filing systems 
and equipment, visible re office furniture, 
office machines, and carbons and ribbons fall into this 
classification 

Other lines such as engineering supplies, artists ma- 
terials, and school supplies which are sold to a special 
ized clientele and office machines, which our store does 
not handle, will not be considered in this article 

Specialized sales effort on these lines has its advan 
tages and attendant disadvantages over general selling 
On the advantage side, the specialty salesman handling 
a single line of products, or a small group of related 
lines, normally will do a much better selling job than a 
general man will do on those products. His entire time 
is devoted to them. He rapidly learns the details of the 
product, its usage by various customers 
prospects, how it can be adapted to different situations 
and what it will do for a customer under a given set of 
circumstances. He learns the best approach, how to get 
to the proper people in an organization, and how to 
create a sale. He has the yf being an expert in 
his field. These factors all] up to increased sales for 
the product. 

The general line salesman who has had no specialized 
training takes orders for so many products he “doesn’t 
have time” to learn them. He makes his 
regular calls, gets his order on staple merchandise 
because of friendship the buyer believes that he 
will automatically be in on that comes up 
He often wakes up to th good specialty 
man came in behind him sated a beautiful sal 
on merchandise his house which the cus- 
tomer did not even know he 


ords Safes 


types of and 


prestige 


add 


about all of 


and 
Wt! 
every deal 
fact 


and ere 


that a 
carries and 


ld 
Soid 


Disadvantages Are Listed 


Side, we have first conflict be 
tween the general men specialty men over ter 
ritory, sales credit, and commissions. Many companies 
who have hired specialty men find them concentrating 
on accounts already on the books, the overall picture 
being not an increase in sales, but merely the transfe1 
of sales from a group of general men to the specialty 
man. Again we have dissatisfaction. The general man 
claims he would have gotten the order and wants credit 
for it. A split commission leaves both men unhappy as 
the specialty man claims he did all the work and, on a 
split commission basis, he is not receiving just compen- 
sation for his work. If either of the men or both work 
on a salary based on annual sales volume, and both re 
ceive sales credit, the company finds itself paying twice 
for the same sale which makes it an unprofitable tran 
saction. 

Many of us have hired people for a specialty sales 
job, spent time and money on training, only to see the 
man turn into a general line man. A number of pros- 
pects on whom he is calling start him about 
general items which his store carries and giving him a 
few orders. He finds this type of business easier to get 
than his specialty item and in his desire to build up his 
own sales starts looking for this type of business. Be- 
fore long he is selling more general merchandise than 
his specialty. The company cannot discourage this type 
of activity as it would discourage the man and also it 
brings in additional profitable business to the house 
and helps pay the cost of the salesman 


On the disadvantage 


and the 


Ly 
asking 
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General Line Salesmen Often Too Busy 
For Education On All His Products 


By VU. H. Vallet 


Sales Manager, 
Southern California Stationers, 
Los Angeles, Calif. 


Another disadvantage of specialty selling is that a 
man selling an item which is bought infrequently must 
cover a great many prospects and accounts and con- 
sequently cannot make too frequent contacts. He finds 
it hard to establish the friendly relations which are so 
important and which the general man can develop 
through frequent calls 

Quite often a specialty salesman 
job does not produce as much profit for the house as a 


doing an average 
good general man 

Situations within companies a plan that 
works well for one may not produce desired results for 
the last analysis the purpose of specialty 
a line of products 
make 
our sales of 


vary and 


another. In 
salesman is to increase sales on 

We have, in our organization 
specialists of all our men, and asa 
items that lend themselves to specialty selling compare 
favorably with companies that use specialty salesmen 
A by-product of the plan is that the men apply prin- 
ciples of specialty selling to their general sales with 
the result that their average volume is larger 

We attempt to train the lines we 
carry which lend themselves to selling, so 
that they can compete on the same basis as specialty 


good account of themselves 


attempted to 


result 


salesmen in 
specialty 


our 


men ana @lveé a 


Series of Sales Meetings 


; ; 


Our program has been to take a product, or related 
group of products, and hold sales meetings 
on the product—studying its uses, the results it will 
produce, how to create int he product, and 
look for prospects. We have demonstration 


how to 
and quizze members of the 


series of 
erest in t 
calls, written oral and 
group relate experiences and problems in promoting the 
sale of the product. During the latter part of the pro- 
gram, we start an intensive sales drive the product 
with suitable prizes being awarded at the end. Prizes 
usually awarded on a percentage of sales basis 
so that new men have a chance to cash in on in- 
creased effort on a par with the older men 

After men have worked a product intensively 
for a short period they lose their fear of the specialty 


are 


our 


items and continue their sales effort on the product 
after the close of the sales drive. If the newer men 
need help on a deal, or if the prestige of a specialist 


is needed, either myself as sales manager or one of the 


more experienced men make the call. It is important 
that the salesman on the account be along on the 
call for the experience. He will soon find, if he has 
studied his product, that the “specialist” is just an 
ordinary fellow away from home 
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by Fred Merish 


Business Analyst and 
Financial Counselor 


ERCENTAGES are useful working tools in business 
p analysis but they must be used wisely to be of 
ie. Many dealers do not interpret business figures 
intelligently because they misuse the percentage cal- 
ilations. Four essentials must be considered when 
percentages in business analysis: 
The base upon which the percentage is figured. 
rhe content of the comparables. 
The logical relationship of the comparables. 
4. The time element. 
Bypassing these requirements creates trouble for the 
ealer analyzing his business figures. “Figures don’t lie 
it liars often figure,” is an old wise-crack loaded with 
Today it has reference to the statistical phase 
alculation, not the mathematical routine. “You 
an prove anything with figures” is another time-worn 
which has nothing to do with addition or sub- 
raction but refers to the “figger-rigger” who wants to 
emphasize one thing or the other for one reason or 
nother 
When handled statistically, figures can be used to 
or prove whatever the manipulator wants 
statistically, figures are as flexible as an old 


lisprove 
,PCAUSE 
The dealer should engrave this difference deep 
the tablets of his mind because it will help him 
gau the proclamations of bureaucrats and “wreck- 
nomists” whose only stock in trade is a lively imag- 
a piece of paper and a pen that writes under 


Juggling Figures Not Always Intentional 


Businessmen do not juggle figures intentionally but 
they often do so unknowingly and usually they pull 
the rabbit out of the hat when using percentages or 

n connection with some form of business an- 

Dealers frequently state that, “This year we in- 
eased sales only 7 per cent, last year the increase 

10 per cent,” and assume that because of this de- 

in percentage they are sliding off on volume or 
been lax in managerial effort somewhere along 
ne where a review of the dollar results may show 
they are doing more business although the per- 
ge is less. 

astute business experts sometimes propagate 

ror. For example, a widely read publication car- 
yusiness news comparing department store sales 


rease 
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Percentages Can Be Useful 
Business Tools if You Know 
How to Use Them 


Without Proper Understanding, Figures Can Be Juggled 
to Prove Almost Anything User Wants Them to Prove 


this month and year with last month and year. In the 
1947 reports they make much of the fact that sales 
are only 10 per cent higher in department stores than 
in 1946, whereas, 1946 sales were around 25 per cent 
higher than in 1945. The gimmick in this reasoning 
is that as volume increases, the percentage decreases. 
Were this not so, within a few years an increase of, say, 
25 per cent, would give volume around the Milky Way 
for some organizations. A few figures will show what 


we mean. 

Year Sales Increase in dollars Increase in percentage 
1941 $ 50,000 

1942 62,500 $12,500 25 per cent increase 
1943 78,125 15,625 25 per cent increase 
1944 97,656 19,531 25 per cent increase 
1945 122,070 24,414 25 per cent increase 
1946 152,587 30,517 25 per cent increase 


In six years the volume more than tripled on a 25 
per cent yearly increase because the base figure was 
increasing each year and the same percentage figured 
on the increased base increased the result in dollars. 


Points Up Another Way of Juggling 


The following figures give another slant on the tricky 
maneuvering of percentages. An increase of 25 per 
cent in 1942 over an original base figure of $50,000 in 
1941 is $12,500 and after cumulative increases have 
gone on for 5 additional years, 124% per cent on the 
higher base figure in 1945 ($100,912) gives $12,615, more 
money in dollars than the 25 per cent increase in 1941 
although the percentage computation is cut in half 
and dollar sales in the interim years have increased 
over 125 per cent. 


Year Sales Increase in dollars Increase in percentage 
1941 $ 50,000 . 

1942 62,500 $12,506 25 per cent increase 
1943 75,000 12,500 20 per cent increase 
1944 87,750 12,750 17 per cent increase 
1945 100,912 13,162 i5 per cent increase 
1946 113,526 12,614 12.5 per cent increase 


The base figure is the key to the proper evaluation 
of percentage figures whether considering your own 
business results or results outside your organization. 
You can be fooled by percentages unless you under- 
stand this. 

By content of the comparables we mean that the 
figures that make up the accounts must be analyzed 
to determine that there are no unusual factors in their 
make-up that would distort results. For example, a 
dealer may have a fire loss of $2,500 and collect only 
$1,000 from the insurance company, the $1,500 re- 
mainder a loss to him. If he charges the difference to 
profit and loss, obviously, the profit for the period will 
be hit with an extraordinary expense that must be 
considered when making comparison with the profit 
of another period. Usually, to avoid such distortion, 
these extraordinary expenses are charged direct to the 
net worth of surplus although they may be deductible 
on the income tax return. 

When assets have been written down completely, the 
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depreciation charge stops, hence, overhead expense is 
reduced. Unless considered, this distorts comparison 
with prior periods. 

An increase or decrease in the market value of in- 
ventory will increase or decrease profit and show a 
good year for bad management, or a bad year for good 
management. That is why the “lifo’ system of com- 
puting inventory was invented, to eliminate market 
fluctuations in inventory that throw the operating fig- 
ures out of kilter regardless of managerial efficiency 

Business executives could maintain a high standard 
of efficiency throughout the year and then at year’s 
end the market value of inventory would drop, neces- 
sitating the adjustment of recorded figures to the lower 
market value which would mean a big slash in profit. 
This has seldom happened since Pearl Harbor, hence, 
the “lifo” system has been put in moth balls for the 
time being but it happens frequently in a normal 
economy and merchants may revert to “lifo” again 
when the buyer’s market comes back to the fold. 

Bad debts written off may distort comparative an- 
alysis. If large, they should also be charged to net 
worth or surplus direct although they can be deducted 
on the income tax return if written off in the year they 
are ascertained worthless. To equalize the bad debt 
write-offs from period to period, thus making business 
analysis more dependable, businessmen use the reserve 
method by which a certain percentage is credited to a 
reserve each period and the bad debts, as they come up 
for write-off, are charged to this reserve. 

If a dealer lets bad debts accumulate and writes off 
a substantial total in one period, obviously, this will 
distort comparative analysis with another period un- 
less he makes the proper adjustment. 


Importance of Consistency 


Some dealers have a bad habit of changing record- 
ing routine indiscriminately. For example, at one time 
they will charge repairs as improvements, at another 
time, to repairs and maintenance, the former an asset 
account not calculated on the profit and loss state- 
ment, the latter account always an expense. The re- 
cordings behind the figures used must be properly ap- 
praised to make comparative analysis dependable. 

The comparison must bear logical relationship. Com- 
paring the cash account to fixed liabilities is not a logi- 
cal comparison or repairs and maintenance to light, 
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heat and power. The cash account, however, bears a 
relationship to current liabilities and repairs and 
maintenance to production output. We cannot go into 
the details of logical comparison here, merely point 
out that when using percentages, the things compared 
must bear a logical relationship to each other. 

The time element distorts many percentage inter- 
pretations. Comparing this month’s figures with last 
month and computing the difference in percentage 
may require mental adjustment to arrive at fair con- 
clusions because the prior month may have been a 
busy-season month, the current month normally low 
in business activity. Comparing this year’s figures 
with last year’s may also lead to fallacious reasoning 
unless adjustments are made for dissimilar factors or 
conditions. 


Suggests a Business Diary 


One way to keep track of irregularities that distort 
figures despite managerial efficiency is to keep a busi- 
ness diary, in other words, record the distorting fac- 
tors in a separate book or on the profit and loss state- 
ments. The mind is quick to forget. Comparing one 
period’s figures with another gives erroneous deduc- 
tions unless such factors are considered before busi- 
ness analysis is concluded. 

Comparative analysis is a “must” if the dealer ex- 
pects to manage his business economically and ef- 
fectively but the figures must be interpreted intel- 
ligently to make the comparison valid. Percentages 
are used because they are easier to handle than cum- 
bersome numerals, particularly when many digits are 
involved, as is often the case. The relationship be- 
tween two comparables is simplified by means of per- 
centages. When computing percentages, “round” the 
figures as much as possible, thus, $29,783 becomes $30,- 
000 and do not use more than one decimal in the per- 
centage result, thus, 29.7 per cent. 

Ratios are really percentages but, in business an- 
alysis, they differ in application. A ratio shows the 
relationship between different accounts or factors dur- 
ing the same period, whereas, a percentage shows the 
relationship between the same accounts or factors 
during different periods. Thus, percentages show com- 
parative trends from period to period, ratios show how 
the accounts or facturs compare with one another dur- 
ing the same period. 


METRONOMES SUGGEST THE MOD- 
ERN TEMPO.—Monroe Office Furniture 
Co., Chicago, Ill., effectively uses musi- 
cal instruments to put across the theme 
“Buy the Desk that Sets the Tempo.” 
Established in 1916, this firm knows how 
to tie up the popular interest in music 
by lettering signs that read, “Tune Your 
Office to the Modern Tempo.” Musical 
notes skip across the signs to create 
added interest in the printed messages. 
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Protect the Trading Allegiance of 


Your Customers 


hy Victor N. Vetromile 


Feature Writer 


HE CONVERSION of a casual buyer into a customer 

and the retention of his patronage through the years 
against the lures and wiles of aggressive competitors is 
unquestionably the conclusive test of skillfull manage- 
ment in the conduct of a stationery business. 

No customer can be held long, once the dealer de- 
faults in either service or value, but it is a fact, never- 
that it requires an adroit hand in the art of 
man relations applied to business to keep customers 
looking into other establishments that are 
stocked (to a considerable extent, at least) with the 
same goods at practically the same prices. 

No dealer can build a Wall of Sparta around his 
He cannot fence in his customers against 
He can only hold them by making them 
like him as an individual—that is, as the personal em- 
of the business—as much as they like the 
ts wares, and its service. 


theless 


ro . 
[rom 


clientele 
competitors. 


podiment 


He Had Personal Touch 


[I have heard it said of E. C. Simmons, “the bed and 
bedding king,” that he had a peculiar talent for writing 
the kind of “personal-touch” letters to dealers that 
them say “NO” to the salesmen of competitors. 
George E. French, of the great Atlantic Lumber Com- 
Boston, likewise had this inherent gift for writ- 
ing the caliber of letters that kept his customers away 
from competitors 

This ability to keep close to the hearts of customers 

ting under the buyer’s skin,” as some salesmen 
express the trick—is the best device known for the in- 
nee of permanent trading allegiance, and custo- 
trading allegiance is the dependable element in 

the profit-making power of even a relatively small 


made¢ 


The simple explanation of this statement is the fact 
that in many lines of business, both wholesale and re- 
the exclusive and constant patronage of 1,000 con- 

customers may easily be more profitable than 
occasional orders of 2,000 “hit-and-run” or tran- 
t buyers, even though some of the occasional buy- 
ers place large orders. 

The seeds of good will and trading allegiance can 

be planted years in advance of the expectation of 

any material benefit to the business, yet eventually 

ice abundant fruit for many years. This is espe- 

in retailing. The story is told of an old 

ioner in a comparatively small city who presented 

inexpensive pencil box to the children of a small 

elementary school, not far from his store, in the days 
when slate pencils were in vogue 


laliy true 


There was no advertising on these little boxes, yet 
urprising fact is, according to the story related to 
that about four-fifths of the tots thus remembered 

by the old stationer with this souvenir on the day they 
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Personal Touch, Ads That Build Prestige 
Convert Casual Buyers into ““Permanents” 


started school, became adult customers of that station- 
er’s store—a remarkable result when one considers that 
a certain percentage of those children had moved from 
the locality by the time they were of high school age. 
Obviously, parental appreciation and recognition of 
this kindness must have been an element in keeping 
alive those children’s memory of how they obtained the 
first piece of stationery equipment they ever used. 


Now, I realize that the cultivating of patronage 
should not depend upon giving away something, no 
matter how inexpensive, any more than that crisp dol- 
lar bills should have to be inserted in hymnals in order 
to induce people to attend church. But this little story 
does illustrate how far the roots of friendliness and 
good will penetrate in human relations—especially, in 
the business of local dealers who live among the people 
of the community from which they expect to obtain 
sufficient day-to-day patronage to sustain a profitable 
business. 


The same general principles of human relations ap- 
ply to the psychology of advertising a retail business. 
Of course, competition makes a certain amount of price 
advertising inescapable, even when the stationer 
eschews cut-price fakery as every intelligent stationer 
of this day does. Competition requires also that the sta- 
tionery advertiser describe his merchandise as attrac- 
tively as he can within the bounds of truth. 


The fact remains, however, that the advertising of 
mere merchandise, accompanied by a list of prices, is 
the least durable kind of advertising. The advertising 
of a sale announcement or a special price on this or 
that item is as ephemeral, so far as the duration of the 
public’s interest is concerned, as yesterday’s newspaper 
or last night’s theatre program. 


Durable Ads Build Prestige 


The durable elements in all retail advertising are the 
ones that build prestige—that burn the name of a 
dealer and his store indelibly into the public conscious- 
ness so that when they think of buying anything of the 
nature of his merchandise, they will think of him and 
his store unconsciously—automatically. 

Local newspaper advertising devoted to taiks on 
policies and ideals, as well as merely to merchandise, 
produces this effect. The incessant advertising of a 
strong, pithy trade slogan or catch-phrase that epito- 
mizes some ideal or policy of management likewise 
builds accumulative prestige for a stationer’s business. 


This principle of cultivating prestige—of building 
permanent, long-range trading allegiance—is the very 
thing that so often escapes the conscious planning of 
retail advertisers in their feverish determination to 
match this or that competitor’s specific merchandise 
offering. 

Of course—it is necessary to advertise specific mer- 
chandise, but the business, as a merchandising institu- 
tion that reflects its owner’s ideals, policies, and aspir- 
ations to serve the community in a way to merit all 
possible patronage in the stationery line in this trade 
area, should be advertised, too. 


As an introduction to the copy for his semi-weekly 
display advertisement, which is usually seven inches 
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on three columns in his local daily newspaper, a sta- 
tioner-friend used this copy recently: “Our whole pur- 
pose is to serve you well. To this end, we have strived 
to acquire expertness in extra good service to the cus- 
tomers of this business. YES—we have the profit mo- 
tive, but because we want to hold your patronage, we 
cleave to the policy of the most reasonable current 
prices possible.” 

“We are just as quick to lower a price when that is 
possible as to increase a price when the increase be- 
comes inevitable from causes beyond the control of any 
retail distributor.” 

Then followed, in a well-balanced typographical lay- 
out, four illustrated merchandise offerings, but there 
were no so-called “bargains.” The merchandising 
theme was simply ‘that of dependable pedigreed prod- 
ucts, each offered at its proper standard price as some- 
thing well worth the price. That kind of advertising in- 
spires confidence. It will not cause any business man 
to rush to the store and buy something regardless of 
current need, but it will certainly cause him to feel 
that he will be reasonably safe in patronizing that 
stationer when the occasion arises 

Price advertising may be a traffic-puller, but prestige 
advertising is the trade-builder. Naturally, some of 
each is necessary and the stationery advertiser, whose 
Skill develops apace with his experience in advertising, 
can often combine these promotional elements with 
good effect. 

Neglects Long-Range Pull 


Perhaps the reason why so much emphasis is placed 
upon price-pull by many retailers is because it is the 
kind of advertising from which they can most certainly 
trace results if any are forthcoming. Such a perspec- 
tive on advertsing, however, overlooks what might be 
called the futurity value of retail advertising—that is, 
the long-range accumulative effect for the figurative 
“tomorrow” of the business 

An excellent device for testing reader interest in 
prestige copy is to deliberately “bury” some seasonable 
price item somewhere in the advertisement and then 
watch for the effect. This is a reliable test technique 

The advertising plan and policy of the average sta- 
tioner, who handles appliances as well as merely sup- 
plies, must take into consideration that probably not 
more than 20 to 22 per cent of the adult population of 
the store’s trade area are or ever will be purchasers of 
office machines and office furniture with the sole ex- 
ceptions of typewriters and typewriter tables which are 
found today in a surprisingly large number of homes 


On the opposite hand, commonplace writing imple- 
ments, desk supplies, and secretarial stationery are be- 
ing bought continually by practically every literate 
person in the population. 


Ads Must Be Slanted 


To influence the attention and interest of the office 
managers, renters of furnished offices, and industrial 
purchasing agents, who control the purchase of office 
machines and other office equipment, the stationer’s 
advertising must be slanted specifically to those groups. 

The routine advertising of the general line of rela- 
tively low-priced stationery items, such as are com- 
monly used by everyone, can naturally be more general 
with more of a mass-appeal. 

It is interesting to know, however, that much more 
than 20 per cent, in dollar volume, of the annual turn- 
over of many progressive stationers is transacted in the 
mechanical appliances and “heavy” goods of the trade. 

The explanation of this is, not only the larger dol- 
lar-unit of sale with the commensurate larger profit 
typical of such transactions, but the fact that these 
dealers are always soliciting systematically the office 
furniture, appliances, and mechanical equipment busi- 
ness of every important business firm within the “nat- 
ural” trade area of their stores, never hesitating to bolt 
convention by prospecting beyond those presumed 
limits when to do so seems feasible and profitable. In 
other words, they build up their volume of better-profit 
sales by personal canvasses for orders outside their 
showrooms. 

Gets Jump on Competition 

This is their strategy for getting the jump on less- 
alert competitors in the immediate territory as well as 
for discouraging new competition. Such enterprising 
stationers have anticipated the only logical answer to 
the question “Why is competition attracted to a locality 
that seems to have a sufficient number of dealers in 
this or that line of trade?’’ 

If a city is not growing by leaps and bounds, what 
basis can there be for the expectation of success on the 
part of new prospectors in the territory, unless the ap- 
parent behind-the-times management of existing out- 
lets provides it? This is the kind of question that con- 
tains its own answer. 

Foresighted stationers strive constantly, not only to 
insulate the trading allegiance of their customers 
against new competitors, but to get all the business 
that is obtainable in their territory, and especially, to 
keep orders from going out of town. 
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MORRISET DISPLAY 


This window display featuring products 
of the Bert M. Morris Company was suc- 
cessfully used by the Acme Stationery 
Company, 4212 W. Madison St., Chicago. 
In an effort to increase the value of win- 
dow space Acme has been featuring 
entire manufacturer's lines. By putting 
in entire lines many products are tied 
together with the result that additional 
sales are made. It was found that when 
a customer purchased a Morriset or 
Morris desk tray, he frequently bought 
a memo pad, ash tray or other matching 
items. Wallace G. Jones, sales manager 
of Bert M. Morris Co., points out that this 
type of window could be successfully 
used by any dealer featuring any one 
of several hndred manufacturers who 
would be willing to co-operate. 
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Capital Gain On Sales of Rental 


Property 


by Geerge W. Lyon 72. 


Attorneys and Accountant Associated With 
Peat, Marwick, Mitchell & Company, 
Chicago, Ill. 


Editor’s Note—Orrice APPLIANCES was granted per- 

to use this informative article by Jim Ward of 

S)} nan-Ward Manufacturing Company, whose firm 
shed it for the benefit of its dealers. In line with 
the Shipman-Ward policy of keeping the trade in- 
i on new ideas, the article was prepared by a staff 
of Shipman-Ward’s certified public account- 
The idea originated with J. D. Romano of the 
Northern California Office Machine Dealers Association 
eared in the November issue of the NCOMDA 


rorTTre 


FFICE MACHINE dealers, who operate a machine 
O rental department in addition to their sales of 
nev i used equipment, may be overlooking the op- 
portunity of obtaining coveted capital gain treatment 

profits on sales of equipment rented out prior 

e sale 

Rental property is depreciable property used in the 
business and its cost is recoverable through 
depreciation charges against the annual rental 

If such rental property is not held primarily 


for sale to customers in the ordinary course of business, 
Section 117 (J) of the Internal Revenue Code provides 
that pital gain, rather than ordinary gain, may 


from the sale of such rental property 
117 (J) provides a procedure whereby all 
axpayer’s gains and losses on sales or exchanges 
epreciable property and real estate used in a trade 
or business, held for more than six months, are con- 
i cojointly with certain other enumerated tran- 
In brief, the other gains and losses to be 
‘onsidered comprise gains and from 
tary conversions of depreciable property, real 
capital assets held for more than six months, 
ns or losses from other transactions described 
in Section 117 (K) of the Code. If the net result of the 
pooli of all such transactions is a gain, such net 
result shall be taxed as a long-term capital gain. Thus 
yugh depreciable property used in the trade or 
is not considered a capital asset for tax pur- 
post apital gain privileges are extended to depre- 
roperty when the pooling results in a gain 
result of the pooling is a loss, then the 
rules apply and the gains or losses on the 
(or other dispositions) of depreciable 
are treated as ordinary income or ordinary 
is the case may be 
First of all the taxpayer should maintain complete 
tion of his equipment held for rental purposes 


rr tinn 


losses 


; 
net 


te sales 


al equipment held for sale to customers. This 
egregation should be by specific identification and 
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How Office Machine Dealers Can Reduce 
Their Income Tax Payments 
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FRONT AND BACK OF MACHINE RENTAL RECORD CARD 


treatment on the books. It will be up to the taxpayer 
to overcome a natural inference that all his equip- 
ment on hand is being held for sale to customers. This 
inference is best refuted by separate accounts for 
equipment held for rental and equipment held for sale. 
If equipment is purchased for the purpose of leasing 
it to others, it should be recorded on the books in a 
rental asset account; or if equipment in inventory or 
purchases is to be dedicated to a rental purpose, it 
should be transferred to this rental asset account. 
Each item of equipment in the rental account should 
be separately depreciated each year on the basis of 
its expected useful life, so that its cost less allowable 
depreciation at any given date can be easily deter- 
mined. When a particular piece of rental equipment 
is sold, its cost should be removed from the rental 
asset account, the depreciation to the date of sale 
removed from the reserve for depreciation account 
and the gain or loss recorded in an appropriately des- 
ignated account. Sales recorded should be designated 
so that those involving sales of property held for more 
than six months can be easily segregated from those 
held for less than six months. 

At the end of the year if gains from sales of rental 
equipment held for more than six months exceed losses 
then all such transactions should be reported as capi- 
tal gains and losses on the federal income tax return, 

(Turn to page 31, please) 
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PEN SECTION OF MILLER-DAVIS CO., MINNEAPOLIS, MINN. 


Accent on Pens Builds Office 
Accessories Volume Miller-Davis Company, Minneapolis, 


HAT PENS can be a feature of an office 

accessories department in building volume is ex- 
emplified by a section in the Miller-Davis Company, 
219 S. Fourth St., Minneapolis, Minn 

Approximately 60 feet of display space is given 
over to pens. Four counter cases and additional back- 
ground cases are used to present pen merchandise 
While other makes are carried, Parker’s and Sheaffer’s 
are featured. Pens of manufacturers are 
played according to make with names prominently 
displayed on cases 

A beautiful case for Parker pens is on one 
facing a traffic lane. Well lighted, pens and pens sets 
are shown to advantage on a series of glass shelves 
within the case. A demonstrator is on one side 
catching the eye with movement and drawing atten- 
tion to the large display of pens of this make 

Sheaffer pens are shown in long cases, also on a 
traffic lane. Pens and pen and pencil sets are laid on 
displayers, offering customers opportunity to make 
comparative selection. Displays are not crowded. Dis- 
players hold groups, breaking a display which if con- 
tinuous without separation, could be confusing in 
selection. Desk sets are in background cases, arranged 
with an eye for harmony in presenting colors. 

The section is set up at the front of the 
No one can enter the Miller-Davis house without being 
aware of the large stock of nationally known pens 
carried. 

The Miller-Davis firm deals primarily with commer- 
cial businesses, industrial firms, counties and banks 
“Whenever there is an installation of desks and chairs, 
or complete office furniture outfitting, salesmen are 
instructed to inquire as to needs for accessories,” said 
E. M. Hansen, secretary of the company and manager 


strong 


these dis- 


end 


store 
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Finds Proper Display Draws Attention 


hy E. C. Pithin 


Correspondent 


of the store. “Accessories are a ‘must’ in offices. The 
reminder often is all that is necessary to effect sales 
of pens, desk sets, blotters, in addition to furniture 
sales. Care is taken in buying stock to have ample 
selection as to color to harmonize with any office color 
scheme.”’ 

Across from the pen section is a gift department, 
set up with wall displays in distinctive cases. This 
ties-in well with the pen section. Nearness of location 
suggests pens as gifts to those who are buying for 
this purpose. 

Here and there in the gift displays is placed a pen 
and pencil desk set. This is a reminder to the customer 
to look over the full pen stock, just a step away. 

Other accessories are placed in open displays on 
nearby fixtures. Those looking for ash trays, smoker 
stands, waste baskets, chair cushions and other acces- 
sories of an office, meet the “suggestion” selling of the 
fine pen displays. 

In addition to the over-the-counter sales, the firm 
has ten salesmen out in the field who sell accessories 
as well as major office needs. Stuffers dealing with 
pens are sent with other material to a regular mailing 
list. Christmas stuffers feature pens with other gift 
items. Last year, 5,000 Christmas gift suggestion stuf- 
fers were sent out on its mailing list 
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At special seasons, windows are run on pens. Last 
Christmas, a window which is at the entrance to the 
re, was given over entirely to pens and desk sets. 
holiday colors, the merchandise displayed 
d excellent suggestion as to solving the Christmas 
question. 
The merchandise setting of the store, which is one 
he most outstanding in the country, in addition to 


the quality of merchandise presented, inspires confi- 
dence. 

Recently remodeled and enlarged, the setting incor- 
porates newest ideas of display and color. Fixtures are 
blonde. Cases are lighted. This indirect lighting aug- 
mented by ceiling lights placed to give correct over- 
all illumination, does much to bring out and accent 
merchandise. 





Simplified Bookeeping for the 
Office Equipment Dealer 


D° YOU KNOW exactly how much net profit you 
made last year? Or did you “estimate” certain 
items when March 15 rolled around? Lack of detaiied 
knowledge of office supply store expenses—and of what 
ral deductions—has resulted in others taking de- 
ductions to which they were not entitled, or which they 

not prove by book entries. The result for these 
rs was usually a six per cent interest charge—and 
times penalty assessments as well 


are if 


could 
aealt 
some 
Aside from the fact that it simplifies the filing of tax 
an accurate profit and loss statement is an 
indispensable tool for good office supply stores. It tells 
not only how much was made or lost, but where it was 
and what expenses cut down the net. Essentially, 
the profit and loss statement is no more than a con- 
tion of the year’s records. It can be taken en- 
tirely from the monthly master control sheet of the 
one-book bookkeeping system discussed in three pre- 
is articles of this series on simplified bookkeeping. 
This is what a profit and loss statement (see illustra- 
ion) tells you: the net sales. Other income and what 
oods sold cost. This gives the gross income 


returns 


Subtractions From Net Profit 


From this figure, the following are subtracted: wages, 
re itilities, telephone, store supplies, repairs, depre- 
ciation, advertising, delivery costs, bad debts, cash 


taxes and licenses, and miscellaneous ex- 
; such as freight and express. The amount left is 
profit made by the office supply store for the 


snortages, 


” 

The illustration above (?) shows a profit and loss 
tatement readily adaptable to any office supply store. 
These same entries, transferred to the income tax form, 


give Uncle Sam a clear picture of your business. The 

yne-book system (which should be kept for at least five 

years) and receipts or cancelled checks are there to 
ip claims made on the income tax return 


Concerning Expenses 
What expenses are deductible from gross profits on 
return? Which expenses are not? How fast 
fixture be depreciated? 
Any merchandise bought for resale is deductible 
is a catch! If you purchased $10,000 in mer- 


Lit ax 


Dut tnere 


chandise to be resold, and still have on hand $5,000 
worth at year’s end, you have incurred only a $5,000 
expense because you still have, as an asset, the other 


a 


$5,000 in merchandise 

Store supplies of every kind are expenses of the 
business. Postage is an expense. If you buy a broom 
t veep the floor, that is a supply expense. Freight 
OFFICE 
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Fourth and Last in a Series of Articles on 
Record Requirements for Small Business 


By Betty Lee Gough 


Feature Writer 


paid on shipments is deductible. Advertising, enter- 
tainment, wages (but not the proprietor’s), utilities, 
gasoline used for delivery, bad debts, cash losses, thefts, 
rent, repairs and taxes (except sales and income taxes) 
all are deductible. 








Percent of 


Item net sales 
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Less: COSt Of B00dS SOld..cccocsseccsccccess 








GrOSS MATIN. ...csecesees eceraccvece eevcece 





Add; Other business INCOM... eeseccceees eee 








GrosS INCome...cececesess ecccccccccccoce ee 





Less: Operating expenses: 


Wezes: 
Proprietors’ wages.... 
Employees’ wages...... 
Store expenses: 
Rent or occupancy..... 
Heat, light, power and 
WALES. ccccccceses ecco 
Store supplies........ 
Repairs te equipment.. 
Depreciation of store 
CQUIPMENE. ...ceeeeeee 
AGVETTISING. cccccceseees ° 
Delivery expenses (not 
including wages)......+.. 
Management losses: 
Bad GEDts.ccsecscccece 
Cash shortages......+++ 
Taxes and licenses 
(except sales, real 
estate, and income)..... 
Miscellaneous expenses... 





DT 


Total Operating CXPeNSeS...--eeeecercecs ee 








Net Operating profit. ccrceccecceeeesseees -L$ 














COMPLETE PICTURE—A profit and loss statement gives the 
complete picture of a year's (or a quarter's) operations. Es- 
sentially, it is a boiled-down condensation of the facts in the 
one-book control system. (The statement pictured here was 
designed by the Department of Commerce.) 
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IT PAYS TO LISTEN—The suggestions of your advertising salesman are often based on 
sound merchandising principles. He can suggest layouts and plan campaigns. 


Local Advertising Must Pay 


F YOU CRINGE whe! from 
paper comes by to sell you 

cause you have a low a.q.—ad 

don’t dare to try getting along without 

you’re doubtful whether it’s pulling any 

Besides, the adman probably an affable lad 
makes this extraction of a dollar or so a column inch 
seem less painful. But unles ads do their job 
a job of selling, you're wasting each others’ time and 
money. 

And unless you have a 
writer or office furniture company 
is invariably: what shall I put in the ad? 

So far we have no organization known as Advertisers 
Anonymous (for those with a low a.q., of course), thus 
few merchandisers will bare their soul to admit 
advertising lingo has them whippex There 


your news 
space, perhaps it’s be 
quotient. You perhaps 
that ad, but 
Sales 


who 


youl 


handy mat from the 
your sudden seizure 


type 


Is no sym 


pathetic voice to coo a few phrases of enticing copy 
for your customary tt on page five when you're in 
a jam. 

As much as you may hate to defer to little curly-top 
from the ad agency, it two-to-one he knows mort 
about writing copy and preparing layouts than you ad 


No Short Cut to Results 


There are, of course, no short cuts to making you 
advertising dollar earn its keep. But a heart-to-heart 
talk with an ad m 
never thought could exist 

For instance, although the 
you excessive space for 
were in the same business as yours, he 
splurge on the size of the ad unless he 
special reason. He would 
stead, or several small ads in the same 

And there are other things he might do—if he had 
it to do for himsel! 


in might reveal some ideas you 


approat h 
try to sell 
if he 
likely wouldn't 


breezy 
oY m 1\ 
opvious Dusiness reasons 
nad a very 


substitute 
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Perhaps You‘re Buying Space But 
Failing to Tell a Message in It— 
If So, These Tips Might Help 


by John W. Douglas, Jr. 


Correspondent 


He would insist, first of all, that each ad accomplish 
something—rather than prompt the reader to say “so 
what” after he reads the copy. To make it accom- 
plish something, the ad must carry a message that will 
entice the reader to buy—if he wants your product 

Your copy must have something to say. The opposite 


ting your name in the paper—goes something like this 
Your friendly office equipment dealer—Satisfactory 
Service—Give Us a Trial.” 

Unless you immediately shy away from such plati- 
tudes in ad copy, eventually you'll find yourself talking 
in meaningless abstractions such as “Dependable, cour- 

“Where Satisfaction is Guaranteed 
Give Us a: Trial,” or that tritest of trite 
recreation parlor, “Where Good Fel- 


teous, service,” 
and “Efficient 

for such as the 
lows Get Together.” 


Tripe Doesn't Bring Results 


won't sell as much 
says you have “Red 
Fine for School Open- 


A full page ad of such tripe 
merchandise as a l-inch ad that 
Automatic Pencils on sale for $1 


in 


aid 


Y provided even one reader is a potential customer 
Putting yourself in the customer’s place, you’d ad- 
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ting to see ads about new products, ads with that has no merit, or white elephants that you want 

licated, full details regarding sizes, colors,and to get rid of, unless, of course, you represent them as 

vailable. Your best lesson in writing ad copy “seconds” or “old stock.” It is a mistake to think 

by reading a few descriptions in a successful that you can sell inferior products if you advertise 

ler catalog. Their writers have gone through them enough. If that mistaken idea ever is true, it’s 

of writing what the public wants to know not true for long, and from that point the mer- 

ibout product chandiser loses good will. Successful sales patterns are 

like your ads big, remember that all one can centered around first: a good product; and second: 

io in bigness is to dominate the page. Thus, ‘truthful, convincing, advertising. 

an dominate an eight-column page with a P 7 , 

nn ad, there’s no need to buy the other two Make Slogans Something 


Create a slogan that says something preferably 


But usually, advertising that is moderate in size, but Without dealing in generalities cr platitudes. 
- and containing a sales message, is preferable The business of preparing effective advertising can 
nal splurges be accomplished in several ways, depending on the 
Assuming that your ad copy always intends to sell, ‘ize of the firm, the imagination of the firm, and the 
stitutional,” or “good will” copy serves little Services of the newspaper. 
pu in the small business. Actually, one of the A merchandiser, lacking the imagination or know- 
few times such copy serves a purpose is when you are how of ad preparation, first of all should obtain all 


supply a product, such as during a war the help possible in the form of illustrations and copy 
su still desire to keep your name before the from the newspaper’s mat or ad copy service. Most 


ib] rhere’s a Ford in Your Future), or if your advertising salesmen are capable of preparing regular 
product is so well-known it needs only suggestion campaigns on the advice of the advertisers. 

( Cola What to advertise depends on what the public right- 

Does This Ad Pay? fully wants at that particular time. If portable type- 

Further, it is questionable whether your name in’ writers sell best at the beginning of school and at 


ype, together with perhaps 24 other merchants, Christmas time, then is when they should be adver- 
bottom of a civic promotional ad or stunt, does. tised rather than trying to spur off-season buying. 
good. Also, it is doubtful whether the tradi- Some items should not be advertised—such as those 
reeting cards at Christmas or Easter are either on which you have a stock so small that customers 
ilesmen, or in good taste, for that matter. Yet are likely to be disappointed if they cannot purchase 
nerchandisers fear they may be singled out for the product. One method, of course, is to advertise the 


on the bandwagon number of units available 
What do you do when the salesman comes in with 
promoting something like “Congratulations All Display Is No Display 
Girl Scouts,” and points out that already 24 A frequent request made by the advertiser to the 


have kicked in a $1 each to “sponsor the newspaper is to construct his ad in “big black type.” 
If you’re a solid citizen who looks upon the Printers detest this suggestion, knowing that “all dis- 
as something he must help support—like the play is no display,” and that type frequently is more 


Community Chest—who backs everything to the hilt readable when its type face is conservative in both 
t ll probably okeh the deal. But from the sales’ size and degree of blackness. 
it’s better business to say, “No, I'll not Don’t neglect the little explanatory items that be- 


pend $1 for my name at the bottom of that page, but long in your ad, such as whether you accept mail and 
take $1 worth of space if it contains a message _ telephone orders, your business hours, your telephone 
onnected with my business.” number and address, whether credit is extended, de- 

tails about discounts, whether you deliver, give Eagle 


Avoid the “Card Ads” stamps, have an elevator, or free parking. 


Re! nbering that advertising must produce results, Don’t assume that “everyone knows what you handle 

card ads” in directories of doubtful cir- and your location.” Your products change, and your 

football programs, calendars, and the like public changes too. True, you needn’t startle them 

Ca .ds are the non-committal little cheaters that with big display. Sometimes classified advertising is 

ist } name, address, phone number, and perhaps’ most effective for the low budget 

iten slogan you've clung to for the sake of Business men who despair at the value of news- 

ce. Few customers rush down to your con- paper advertising should know that the purchase of 
merchandise because of card ads space alone does not guarantee results. 

What then about the little school paper, or the Advertising is salesmanship. Either it must offer 

ial, or regional publications? These media something for sale right now, or it must impart good 

mpete with the newspaper in terms of circu-_ will or a desire to buy later on. Advertising as a sales- 


i cost per column inch. Therefore, determine man, then, demands even greater tact, brevity, and 
mall publication stacks up with the local sincerity than your trained sales personnel, because a 
determine whether it reaches the same much greater audience is reached in one fell swoop, 


then buy space accordingly and this audience has no chance to ask questions. 
times, test your ad copy by inserting a : “as 

‘ther “key” device (such as writing in for Don’t Write Ad in a Hurry 

et or sample) to discover whether the news- Many newspaper ads are pitifully incomplete. Some 


aders are interested in your products. (But are even scribbled on a scrap of wrapping paper while 
ember that even in direct mail where the the ad salesman waits, and most firms aren’t blessed 
more personal, the returns are usually less with managers who can dream up a dynamic sales 
per cent where return of a coupon means a message while the ad man waits 

action Use illustrations whenever possible. Take advantage 
to sell, through advertising, something (Turn to page 31, please) 
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Incentive Plans for Store Salesmen 


ITH GROWING general in- 

terest in incentive plans 
for sales employees, it is logical 
that owners of stationery and of- 
fice supply stores and salesmen 
alike are thinking of and discuss- 
ing practical incentive plans for 
salesmen. 

The store salesman presents a 
bigger problem than the outside 
man, in formulating a fair incen- 
tive plan, because he works on 
straight salary in most establish- 
ments and he is required to han- 
dle more small sales than the out- 
side man and perform other duties 
besides actual selling 

Here are four plans which have 
worked in some establishments as 
a means of stimulating greater 
efficiency and alertness on the 
part of store salesmen and at the 
same time providing extra com 
pensation for extra effort 

The ideal plan, of course, is 
have every “inside” salesman 
working on a quota-bonus basis 
Where conditions make this pos- 
sible, it works out about as follows 

Each salesman has established 
for him a monthly and/or yearly 
sales quota, the monthly basis 
being considered more practical 
by most concerns using it. 

Each man’s quota is determined 
by his past sales record, if he has 
been with the company as long as 
a year, and if the company has 
compiled sales records on each 
salesman. Assume, for example 
that Salesman Kelly’s sales for the 
past 12 months totalled $30,000, 
and that Kelly received a salary 
of $250 a month, or $3,000 for the 
year. 

This means that Kelly’s sales 
cost the company 10 per cent. If 
this is the average sales cost 
throughout the store, it means 
that Kelly fully paid his ‘“keep.’ 
If it is above the average, then 
Kelly is worth more than his sal- 
ary and should be given an oppor 
tunity to make more money. If 
his sales are below the store aver- 
age, then he should either in- 
crease his sales or take a cut in 
salary. 


to 


Breakdown Quota By Months 


But assume that his record is 
average. That $30,000 then be- 
comes his sales quota for the cur- 
rent year; and by checking his 
sales results by the month for the 


30 


How Salaried Store Employees May be Paid Incentive 


Bonuses for Extra Alertness and Sales Effort 


past year (or the over-all store 
volume by the month if the rec- 
ords for individual salesmen have 
not been kept), it is possible to 
break down his quota by the 
month, sales naturally varying 
with seasonal demand for certain 
merchandise and with seasonal 
variations iln demand for office 
supplies and equipment 

Kelly then receives a statement 
showing his year’s sales quota and 
a breakdown indicating how much 
he should sell each month in or- 
der to make his annual quota. 

He then receives a bonus on all 
sales above his quota. Those who 
have used the plan find it more 
satisfactory to calculate the quota 
and sales on a monthly basis, so 
that each man sees exactly how 
he stands 

The amount of the bonus on 
sales above his quota naturally 
varies with individual stores. One 
Louisiana concern takes the atti- 
tude that the company is making 
a norma! profit off the man’s sales 
if he maintains his quota, so it 
is only fair to allow him the same 
bonus on above-quota sales that 
he is allowed on sales to accom- 
plish his quota. In this case, Kelly 
would receive ten per cent on all 
sales above $30,000 for the year 

Thus, if he used his own initia- 
tive and energy to sell $35,000 
worth of merchandise instead of 
the $30,000 that he should sell to 
earn his $3,000 salary, he would 
have made a bonus of $500 for 
the year. The company makes the 
same percentage of profit from his 
extra sales as it made from the 
quota sales (actually more, be- 
cause fixed overhead does not rise 
in proportion to sales increases), 
so it profitably can pay Kelly his 
bonus. 

However, this bonus percentage 
varies anywhere from five to ten 
per cent, on the same basis, de- 
pending upon the view of the in- 
dividual employer 

Naturally it costs more to sell 
some items than others. The man 
who sells small-lot stationery and 
greeting cards, for example, can- 


By Ruel McDaniel 


Staff Writer 


not be expected to make his sales 
at ten per cent, if it costs that 
much for another man to sell 
business machines or office furni- 
ture. Obviously, these factors must 
be taken into consideration in 
establishing a man’s worth to the 
company and his sales quota. 

Past sales records should govern 

performance, plus the gross 
profit on various classifications of 
merchandise sold. It goes without 
saying that the man who sells 
small orders of goods carrying 100 
per cent profit cannot be expected 
to sell as much as the man who 
specializes in short-profit bulk 
merchandise, nor at as low a ceil- 
ing cost. Yet he may actually be 
making more net profit for the 
company 

All of these factors should be 
considered in fixing individual 
sales quotas and bonuses and may 
be tied in with past sales records. 


Explains Second Plan 


In case it is not practical for 
the management to install a store- 
wide quota-bonus system for 
salesmen, there still are possibil- 
ities of offering store salesmen in- 
centives for more efficient selling 
One of these is the “PM” idea, 
widely used in department stores, 
men’s clothing shops and furni- 
ture stores 

One southern dealer stream- 
lined the idea and embellished it 
with a few new appeals. As he 
uses the idea, he moves a lot of 
Sluggish merchandise and store 
salesmen make some extra money 
every month 

He calls his plan the “White 
Elephant” program Near the 
front of the store is a large square 
table, with three diminishing dis- 
play surfaces above. A card above 
the display calls it the “White 
Elephant Table” and text explains 
that merchandise shown here is 
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mi i down for quick sale. Each 
item bears a distinctive orange 


g showing the selling price. 
Throughout the store are items 


hearin: 


similar tags, showing that 
belong on the White 


they LOO 


Elephant table. This merchandise 
is scattered at convenient points 
wherever customers encounter dis- 


played goods, so that not only may 
customers see the stuff when 
specific departments, but 
so that it is convenient for a sales- 


man to call a customer’s attention 
to specific items 

Every article tagged with this 
range label automatically car- 
ries a bonus of five per cent to 
the salesman who sells it. The 


sale ‘ontinues throughout the 
management always 
finding sufficient sluggish or sea- 
sonable merchandise to keep up 
ind to make an attractive 


yeal tne 


The average salesman makes 


Another merchant permits his 
store salesmen to make extra 
money by offering specific bonuses 
for making “suggested” sales. He 
pays every salesman a bonus of 
two to as high as seven per cent 
(depending upon the merchandise 
and the profit it represents) for 
suggesting and selling merchan- 
dise aside from what the cus- 
tomer came in to buy. 


For example, a woman comes 
in to purchase a bottle of foun- 
tain-pen ink. The salesman sells 
it to her, but at the same time he 
calls her attention to a new pen- 
and-pencil set just received. She 
looks at it awhile, remarks that it 
would make a fine birthday gift 
for her husband and buys it. The 
salesman thus makes a “sugges- 
tive” bonus on the pen-pencil set. 


Salesmen make an “S” after 
such sales when writing out sales 
Slips so that the records may be 


ment and supervision, and a close 
scrutiny of sales methods and 
sales slips can overcome this 
weakness, according to the dealer 
who uses the plan. 


Fourth Plan Suggested 


A fourth plan for paying store 
salesmen special incentives for 
special effort is to allow a bonus 
on “substitute” sales. This is par- 
ticularly practical at this time, 
when complete stocks of favored 
merchandise are not always avail- 
able. 


Under this limited plan, the 
salesman receives a bonus, vary- 
ing according to the merchandise 
sold, for successfully recommend- 
ing a substitute item for the one 
the customer wanted but the store 
did not have in stock. This plan 
may be combined with the pre- 
vious “suggestive” plan. 7 

Lacking facilities for adopting a 
store-wide quota-bonus program, 


from $10 to $15 per month bonus compiled daily. 


for selling this slow-moving goods. 
The basic idea may be applied to 

y merchandise to be moved be 
quickly, with or without a specific 
displ: such as the foregoing 


inclined to 


aeaiel isea 


An obvious weakness in such a 
plan is that some salesmen may 
claim 
sales when actually the customer 
would have bought anyway. That 
is a matter of individual manage- 


the latter three plans are being 
used in one form or combination 
by merchants to develop keener 
selling on the part of store sales- 
men, while giving them an oppor- 
tunity to profit personally from 
this extra effort and alertness. 


suggested 





CAPITAL GAIN ON RENTAL PROPERTY SALES 
(Continued from Page 25) 
in tl bsence of involuntary conversions and/or other 
Section 117 (J) transactions. By such treatment only 
t of the net gain from sales of rental assets 
by individual taxpayers is recognized for tax 
pul es and the maximum tax rate on the recognized 
portion is 50 per cent which means a maximum effective 
ite of 25 per cent. For corporations all such net 
recognized for tax purposes, but the maximum 
is 25 per cent. 

Briefly, then, the dealer who is regularly engaged in 
the business of leasing equipmént to customers is en- 
capital gain privileges with respect to sales 
tal equipment. The pooling required by Sec- 
J) may sound complicated but it really is 
dealer is entitled to capital gain treatment of 
nsactions he should claim such privilege in his 
rn, so that any possible benefits will not be 


Romano Explains Plan 


mano of Valley Typewriter Company, Fresno, 
Calif.. in his article gives the following example of 
plan works 

rhe original cost of a used typewriter, for illustra- 

$30.00. If this machine is depreciated at $5.00 

per year, at the end of two years it would have a cost 
00ks of $20.00 

Now, suppose this machine is sold for $60.00. We 

the $20.00 cost on our books which leaves a 

f $40.00. From this profit of $40.00 we may de- 

or 50 per cent) as long term gain, which is 


. {it} 
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not taxable. The remaining $20.00 goes into regular 
income as ordinary income. 

“You can readily see that we in this industry have 
been losing a tremendous amount of money by not 
setting up our machines on this basis. This is perfectly 
legitimate, fully allowable, and should be put into effect 
at once.” 

—- 


LOCAL ADVERTISING MUST PAY 
(Continued from Page 29) 


of the mats, suggested ad copy or layouts from your 
manufacturer. The newspaper’s mat service has oth- 
ers 


Advertise not necessarily lavishly, but consistently. 


Strive for Distinction 


For distinction, you may desire to have the signa- 
ture of your ad (your name at the bottom) designed 
in a special pattern, the signature to be used on every 
ad yourun. This necessitates several sizes to cover the 
larger ads, but the expense is only silght. 

Don’t, through your own apathy, let your same ad 
run countless times in succession. “Standing ads,” 
like familiar landmarks in your city, finally aren’t no- 
ticed at all by the natives. And it takes but a minor 
change in the ad each insertion to keep it fresh and 
alive. 

Producing advertising that pays then, is not print- 
ing it unless it has something to say. It must sell 
something, just as effectively as your salesroom ace. 
It means dodging the pseudo ad schemes in favor of 
legitimate, frequent, display advertising. Spend your 
advertising dollar, yes—but make it work for you. 
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MUDEAM DlsPlily 


for the 


OFFICE EQUIPMENT DEALER 





This Month's Idea 
for the Dealer's 


Ad Window 


Suggested by an Advertisement 
of the Oxford Filing Supply Co. 


zenith of 
folders show a 
the window, or a few 


the 
is to 


O MANY OFFICE SUPPLY dealers 

success in displaying filing 
box of them in the corner of 
fanned out in a mass display. This type of display 
will sell very few folders even in a large city 

The Oxford Filing Supply Company has suggested, 
through their advertisement on page 191 of the De 
cember issue of Orrice APPLIANCES, a window which 
will not only sell its folders but will help you to build 
prestige for your organization in your community be 
cause of a well rendered service. Our artist has illus- 
trated one set-up from which you can evolve many 
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A MODEL OXFORD FILING UNIT DISPLAY 
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The “OA” Display Section Is Conducted 


By George D. Taylor 


Long Beach, Calif., 

Display Specialist Now Actively 
Connected with the Office 
Equipment Industry 





such arrangements in window display 

In this particular case a four-drawer filing cabinet 
is used. A three or even two-drawer cabinet would 
be just as effective, depending upon the amount of 
space you have to spare for the display. The bottom 
drawer of the cabinet is removed and a complete 
Oxford filing unit is installed. The two circular signs 
can be placed as shown in the sketch. There need not 
be too much expense in preparing signs. An 
expert art job is not necessary as long as the idea 
is plainly carried out for all to However, it is 
necessary to emphasize the two headlines on the 
cards. “DON’T FILE IT” “HANG IT.” 


these 


see 


Some Worthwhile Suggestions 


As an added interest in this display you could open 
the second drawer part way and fill the observed sec- 
tion with some of your old records filed in the old 
manner. One Pendaflex frame in front of the display 
carrying on hanging folder would be a very dramatic 
way to attract attention to the hanging unit. Be sure 
to have your firm name and that of the Oxford Fil- 
ing Company prominently displayed in the display 
Be sure that the entire unit is well lighted 

This unit as illustrated, or as planned by you, might 
well serve as the center attraction of a complete filing 
supply display. In a.large window, small platforms 
would to segregate the groups of merchandise 
and to maintain order and balance in the display. A 
frame of 1 x 2-inch wood surfaced with masonite 
would do the trick. Plywood is used extensively in 
fashioning different types of displays. One of the 
finest materials to use for backgrounds and build ups 
is combed plywood. It is a little more expensive than 
the ordinary material, but no marks from pins 
or small nails. 


serve 


show 


Keep an Eye on Ads 


So from the advertising in Orrice APPLIANCES of the 
Oxford Filing Company we have developed several 
ideas for successful window display. Let’s keep our 
eyes on these advertisements. We shall learn many 
things which have taken a great deal of thought and 
patient effort to prepare. The groundwork has been 
laid for us and a little imagination and hard work on 
our part will mean money in our pockets if we recog- 
nize opportunity when it Knocks. OFFICE APPLIANCES 
offers congratulations to The Oxford Filing Company 
for a smart advertisement which not only has appeal 
1950 
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nted page, but also suggests a way in which 
windows can produce more sales of their 

and realize more profits for us 

has depicted just another idea which can 

for the same type of display. By hanging the 

from above, a very dramatic touch is added 


Ou rtist 


which will not fail to attract attention. Sign copy 
can be used on the hanging folders to very good ad- 
vantage. Work up an entire display for Pendaflex 
folders. Tell your customers of their advantage. Tell 
it in your window displays and watch the sales of 
this popular item soar 








DISPLAY OF SHELBYVILLE FURNITURE AT STATIONER’S CORP., LOS ANGELES 


Single Line Featuring Convinces 


Furniture Prospects 


by George D. Taylor 


Display Specialist 


| He 
=| 


WANDERING through the streets of downtown 
Angeles the other day when an attractive dis- 


Shelbyville furniture attracted my eye. I was 
impressed by the simple but outstanding 
ement that I decided to let the readers of this 
have a chance to see it also. It is a display 


ikes no super budget to install, and yet it shows 
phically just how fine the average office can 
which is decidedly the which Sta- 
Corporation wished to convey to the public 
ner’s Corporation always has outstanding dis- 
merchandise, well-arranged, well-lighted and 
every aspect Hans Andres, display man- 
Stationers Corporation, has succeeded in pre- 


message 


the Shelbyville merchandise in a most attrac- 

iral arrangement 

irniture is grouped just as you might expect 
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to see it in any small office, and certainly can be 
counted on to create the desire. The purpose of good 
window display is to create desire and Mr. Andres 
has succeeded in achieving this desirable objective. 
Any one searching for a new office set up would look 
twice at a display of this nature and would find some- 
thing to think about which, at the very least, would 
attract him to the furniture department for further 
research and information. 


Effective When Uncrowded 


The uncrowded display is always an asset and it is 
a relief to see such an artistic arrangement in the 
crowded (all too crowded) city. Of course it must be 
granted that Stationer’s Corporation has plenty of 
window space in which to work, and that makes a big 
difference in display technique. It is good, however, 
for the smaller merchant to present such a display in 
his smaller window. He not need to entirely 
neglect the staple items of commercial stationery which 
can be displayed in the extreme corners of his window. 

The very attractive sign used in this window is well 
worth the trouble and expense to present it. It ties 


does 
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in with the type of merchandise shown in the display, 
and is exceptionally well done. All too often, a well- 
organized display is completely spoiled by a sloppy 
sign which shows no professional aptitude and would 
have done more for the store’s prestige if it had been 
consigned to the waste paper basket in very small 
pieces. By all means, when showing quality merchan- 
dise, emphasize quality in the manner in which you 
persent the sales message in the window. 

It pays to do something more than ordinary in 
your display windows. The Stationer’s Corporation 
realizes this fact and shows it in the handling of its 
window presentations. We shall be seeing more of its 
ideas in this section. Mr. Andres installs some very 
attractive stationery displays from time to time and 
we are going to present some of them for your ap- 
proval and use. 


The Ideas Are Unlimited 


There is no such thing as a limit to display ideas. 
The field of display is limitless. It is only thought 
and opportunity which is limited and OFFICE APPLI- 


ANCES intends to do something about this by inviting 
your contribution to this display section. If any read- 
er of this section cares to contribute an idea, or a 
picture of a display which has proven it’s worth, just 
send it in and it will be given a place in these columns. 
This is one way in which we can all make a contribu- 
tion and learn from the other fellow. Here is a thought 
for the display man in the larger communities: Re- 
member that the people responsible for display in the 
smaller communities do not have the opportunity to 
see the many idea-producing displays which we do 
Let’s help them out and make a contribution by this 
means to the democratic way of life. 

Our windows actually express our thought or lack 
of thought in a very dramatic positive manner. They 
tell the public more about us than we dream of and 
they tell the story eternally as we reveal the display 
to the shopper. It behooves us to follow the pattern 
set by Stationer’s Corporation, and stores of equal 
prominence, by bending every effort to see that our 
true character is showing at all times in our very 
valuable display space. 





“Render Unto Cesar” 


HERE IS MORE discontent simmering and fester- 

ing among the employees in retail establishments 
all over the country than many managers dream could 
be possible. By some strange quirk of fate or human 
nature the responsibility for this discontent can be 
laid only at the door of the manager himself. He has 
no one else to blame. He is anxious to build a happy 
organization and to have his employees pull together, 
because he knows that if they do he will stand more 
chance of happiness and success. You could not con- 
vince this man that he was in error for the reason 
that his intent was of the best and he does not realize 
the manner in which his own good-heartedness creates 
envy, unpleasant rivalry and sometimes hatred among 
his employees. 

I used to work for a man who employed his brother 
in his place of business. I never heard him (during 
business hours) address his brother as “John.” It was 
always “Mr. Doe.” I used to wonder at this because 
immediately after work they went home arm in arm 
and it was “John” and “Henry.” As I gained more 
experience, however, I became conscious of the fact 
that this man was doing the best he knew how to 
be impartial and just with his employees. I saw 
friction in that organization than I have ever seen 
since, or ever run across before I went to work for 
him. He was a very stern individual, whom one had 
to know to appreciate. I have worked for better- 
hearted employers but in many their good- 
heartedness has been the cause of a continual feeling 
of discontent among their employees for which they 
have tried to find an explanation without success 


less 


cases 


Three Things to Avoid 


There are three things which create unhealthy feel- 
ings in any organization and the wise manager will 
do well to take heed. Favoritism, tale bearing and 
hypocrisy. These are the heads of the monster that 
can cause unrest and unhappiness among employees 
Frequently, the kind-hearted busy employer does not 
take the time to reason these things out and does not 
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Giving Proper Credit to Employees 
Can Avoid Unrest and Unhappiness 


By George D. Taylor 


Display Specialist 


realize the abuse of authority that goes on right under 
his nose. This abuse goes on for years and years un- 
heeded by the one to whom it means the most. 

Let me give you an example. I was employed at 
one time in a department store. They put me to work 
under their display manager. Because of long and 
faithful service, this man had undoubtedly been told 
to take it easy. There’s the rub and there’s the error 
I was working hard from morning till night while 
this man, who was supposed to be directing my work, 
was having as good a time as he could arrange for 
himself, and at my expense. When I would have the 
display finished he would be right there to say, “Mr 
Manager; how do you like our work?” He always got 
the “well done” for the effort from the kind-hearted 
manager who liked his personality, but did not take 
the time to judge his effort. This went on for years 
until another manager took over, and one of the first 
things he noticed and corrected was the fact that I 
was doing the work while the other chap was getting 
the credit and the salary. How do you suppose I felt 
during this time. I felt just as hundreds of employees 
feel when there is a miscarriage of justice—very dis- 
satisfied with my position in that concern. 

Then there is the type of manager’s assistant who 
is always right there to take the credit for someone 
else’s endeavor. This person is active enough but he is 
“smart?” and is not satisfied with earning rewards 
for his own efforts, but wants to receive what belongs 
to someone else as well. I worked under one of these 
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lee it one time. Well I remember how I would 

‘d to install a display, leave it and come back 

find him making some obviously unnecessary 

just to create the impression in the mind 

manager that he had designed the display. 

Th ip got away with his hypocrisy, and in my 

was nothing but resentment as there 

justifiably in the heart of any employee who 

‘ientious and hard working, but was not given 

gnition for a job well done. 

Many managers make the very grave mistake of 

one employee without due authority, to criti- 

e work of another. There is merit in this if it 

i through a store planning program. If how- 

ever the criticism is direct and undiplomatic, which 

is often the case, then the good accomplished 

owledge of the critic is counteracted by the 

tent it creates in the heart of the person or 
ersol riticized 

lier unto Caesar the things that are Caesar’s.” 

Be sure that every person in your employ gets credit 

fo! rk he is doing and that no one else is claim- 

redit and getting away with it. Give him 

only in a financial way but let him know 

observed his work and that, if it is 

Watch out that you do not 

chiselers—tale bearers—and 


ne Lnere 


— 


have 
are aware of it 
much faith in 


hypocrites. Your own life will be much happier for 
this type of diplomacy. 

Why does such an article as this find its way into 
our display columns? Because in all too many cases 
the quality of your displays hinges on just such things 
as we have been discussing. Quite frequently, the 
trimmer is getting the blame for poor results when 
the responsibility should be placed on the shoulders 
of the individuals who, instead of encouraging him 
and helping him to attain the artistic triumph to 
which your establishment is entitled, have haggled 
and worried him to such an extent that his mind no 
longer works smoothly towards that end. 

Many an employer is unhappy with the final results 
of many phases of his store operation and tries to 
find the answer. He has a most kindly feeling towards 
his employees and cannot understand why there is so 
much discord among them. He has failed to look in 
the right place. He is so sure that his kindliness 
should bring the desired results (and it should but 
it doesn’t), that he has failed to examine his own 
attitude (which has to be one of extreme diplomacy) 
towards his employees. He passes by the effects of 
natural weaknesses in human nature and this over- 
sight, in all too many cases, is the cause of his 
dilemma. 





The Professional Touch 


K. ALLERTON of the Underwood Corporation 
R. iblic relations department sends us the accom- 
photograph of a strictly professional display 

pie epared for the Underwood display windows at 
One Park Ave., New York City. The photograph speaks 
There is very little the writer can say to 
le e it more fully. It is modern in every sense of 
and the workmanship is of the finest. You 

ve no finer unit trim of Underwood portables 
how this display against a black background 
the advantage of a display budget. To decide 
ir of the moment to purchase a display of 
is out of the ques- 
small business con- 
wever, if a sum of money 
t aside month by month 
expense is not noticed and 


nitude 


ry tT 
illUsS | 


benefits by the profes- 

Allerton advises that the dis- 

be purchased from M.S 

N k, Franklin Studios, 106 S 
Studios, Brooklyn 17, New 
your budget will permit, 

ler one from him today 


ncrease your prestige 
progressive 


field 


you as very 


table Underwood 


PROFESSIONAL TOUCH—An example 
f f display window advertising in 
Inderwood Corp. windows. 
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It can be used as an interior permanent display piece 
when you are through with it in the window. IT WILL 
SELL PORTABLES. 

To the smaller dealers joined for mutual benefit in 
associations and to the merchants in small adjoining 
communities, I can suggest this. It would be very de- 
Sirable to show this display for a short time as an 
extra change in your display window. The cost would 
be cut greatly if several of you went together on a 
joint purchase and used it just as the popular travel- 
ing displays are used all over the country in this mod- 


ern age. 
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Special Furniture Promotion 


Has Lasting Results 


ECENTLY, the McManus-Troup Company, Tol 
Ohio, 37-year-old office furniture and printin 

firm, sent more than 4,000 invitations to a selected 
of executives and professional men, inviting them to 
see the firm’s extensive line of executive office furni 
ture. Though the invitation was for a one-week period 
the results of the promotion are expected to be felt 
throughout the coming months 

The firm, using its own printing facilities, prepared 
an elaborate yet dignified and restrained eight-page 
lithographed booklet featuring photographs taken of 
its second-floor office furniture displays. The cove 
showed an illustration of a modern Murray Furniture 
Company desk 

Opening copy of the booklet stated, “The modern 
executive is aware of the psychological value of pieas 
ant surroundings for their contribution to order 
morale, and public relations. Whether you prefer th 
simple lines of contemporary modern or the gracious 
design of traditional office furniture, you will find at 
the McManus-Troup Company appropriate furnishings 
reflecting your stability, progressiveness, and profé 
sional prestige.” 


Used Special Mailing List 


In order to have the invitations reach the persons 
who would be most interested. within a 50-mile radius 
of Toledo, including sections of southern Michigan 
as well as northwestern Ohio, a special mailing list was 
compiled. This comprised, first of all, ali customers of 
the firm. Next, from the telephone books of Toledo and 
nearby territory, were taken the names of all physi 
cians, attorneys, automobile dealers, bankers, archi 
tects, advertising agencies, churches, and similar clas 
sifications. Then, from the Chamber of Commerce, the 
firm obtained a iisting of all manufacturers and thei! 
personnel. From this came a mailing list of 4,200 per 
sons, all of whom were deemed good prospects for ex 
ecutive furniture 

Although officials of the McManus-Troup Company 
did not expect all 4,200 persons to drop everything and 
visit the furniture displayed for them, they were pleas- 
antly surprised to find that almost 100 persons re- 
sponded directly to the invitation, and that in th« 
following week, dozens more came in, mentioning 
their receipt of the booklet 

“We feel that the special invitation has definitely 
identified our store with fine executive furniture, and 
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McManus-Troup Company, Toledo, 
Ohio, Profitably Uses Mailing List 


By Anna Kline 


Special Writer 


when any of those written to are ready to consider a 
purchase, they will be aware that McManus-Troup has 
a fine selection from which they can choose,” said 
J. F. Bartley, president of the firm. 


Issued Souvenir Folder 


All persons coming to see the executive furniture 
groupings were given a useful remembrance, a corre 
spondence folder manufactured by the McMillen Loose 
Leaf Company, Syracuse, N. Y. McManus-Troup Com- 
pany sales personnel told callers that the store would 
be glad to print their names on the folder, without 
charge, and thus the firm was able to determine which 
persons on the mailing iist responded to the booklet 
and invitation 

The display of executive furniture, held in the tradi- 
tional Christmas shopping period (November 28 
through December 3) also increased sales of desk ac- 
cessories, particularly the type of item ‘such as desk 


pads and pen sets) which made good gifts 

Besides the booklet, the firm used five advertisements 
in the Toledo newspaper, each of which repeated the 
illustration on the cover, although copy was changed 
Newspaper publicity was also obtained for the display 

The company gives its entire second floor to office 
furniture display, and has set up a number of model 
office rooms. Among the lines the firm handles are 
Doten-Dunton Desk Company, Cambridge, Mass.; Mur- 
ray Furniture Company, Grand Rapids: Charles R 
Sligh Co., Inc., Holland, Mich.; Shelbyville Desk Com- 
pany, Shelbyville, Ind.; Sikes Chair Company, Buffalo, 
N. Y.; Jasper Office Furniture Company, Jasper, Ind 
B. L. Marble Chair Company, Bedford, Ohio: Grand 
Rapids Leather Furniture Company, Grand Rapids, 
Mich., and Art Metal Construction Company, James- 
town, N. Y 
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RIGHT—Here, McManus-Troup demonstrates that 


the Murray-Modern has simplicity and beauty 
in contemporary modern furniture. The design 
emphasizes broad unbroken surfaces, and re- 
lies on the beauty of richly-figured woods for 
decoration and accent. All pieces in the suite 
are custom-built of genuine walnut in dark or 


attractive bleached finish. 


IGHT—The Adam is desirable for the executive 


who desires his surroundings to be conventional, 
yet distinctive, McManus-Troup Co. attempts to 
prove in this setting. The design is accented by 


the modest and restrained use of decorative flut- 
ng figure and grain of the woods used 
enhanced by hand-rubbing. 
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LEFT—The McManus-Troup Co. shows how the 

classic lines of the Winchester styling were de- 

termined by the requirements of a modern olfice 

where hospitality and dependability are good 

business. All pieces of the Winchester suite are 

custom-built of mahogany in Old World finish. 
or of hand-rubbed American Walnut. 


LEFT—The massive proportions of the Marshfield 
styling verify dignity and accomplishment, says 
McManus-Troup Co. Custom-built of quarter- 
matched American butt walnut, all matching 
pieces in the Marshfield suite are built of woods 
selected for natural beauty. Drawers are hand- 
dovetailed and hand-fitted. 
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Modern at Its Best in New Office 
of Printing Firm Executive 


N EXAMPLE OF workable, comfortable, clean-cut 

modern styling is the newly-furnished office of 
Sampson R. Field, president of Publishers Printing 
Company, New York, N. Y. 

The table-type desk with single pedestal was spe- 
cially designed by W. & J. Sloane, Contract Division, 
New York 17, N. Y., who furnished the office. Measuring 
84 x 34 inches, this handsome piece carries a solid 
support at one end, and a bank of drawers at the 
opposite end. Two generous pencil drawers at the 
working side are balanced on the room side by dicta- 
tion slides. Additional drawer and cupboard space is 
conveniently at hand in two matching cabinets, 30 


inches wide, placed at the left at the window wall 
In the same desk size, the executive table may be 


placed domino-fashion against the desk when required 
for full conference purposes 

Pull-up conference chairs are strategically distrib- 
uted. The corner sectional grouping is constructed with 
rollers for quick, easy moving 









TWO VIEWS OF SAMSON R. FIELD'S 

NEW OFFICE.—W. & J. Sloane Contract 

Division made this installation keeping 

in mind the individualized requirements 
of the printing firm's president. 
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Specially Designed Furniture Fills 
Needs of Publishers Printing Company 


A curved false wall is featured at one end to create 
a more interesting modern room shape (without sub- 
tracting space) and to conceal the lavatory, and the 
closet which contains a refrigerator bar. A lacewood 
veneer Flexwood was selected for this wall, matching 
in color the balance of the room walls which are 
soft rose-beige in tone. Interesting harmony is in 
the grey-brown pickled color of the all-wood furniture 
fashioned of carefully selected oak. Cocoa-brown 
chenille floor covering blends with the wall color and 
wood trim. Draperies relate several windows into two 
single groups. The mulberry antique serge satin of 


the drapery is found also on the sectional pieces. The 
conference chairs and posture desk chair offer a sub- 
dued contrast in matching red leather 





LEFT:—Custom designed tabletop desk 
showing bank of drawers. The corner 
sectional grouping is constructed with 
rollers for easy moving. Conference 
chairs also are strategically located. 


OFFICE APPLIANCES, February, 1950 





0 


xt ot ot 


Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 
CONFIDENCE ... COUR- 
AGE ... CO-OPERATION 


RANSLATING with my Spo- 
; oma knowledge of Spanish we 
bring your these pert BUSINESS 
BUILDERS direct from a helpful 
correspondent in far off Guaya- 


quil, Ecuador: 


An urgent invitation on YOUR 
PART definitely should be incor- 
porated in every sales presenta- 


FOR YOUR PROSPECTIVE 
CUSTOMER TO ACT 

Principles of good merchandis- 
ever change; but, oh, how 
often we merchants need to be 
reminded of them!” 

Let us all endeavor to plan our 
busin¢ programs far distant 
enou ahead this year and the 
succeeding years to give our Sales 
personnel, and ourselves sufficient 
freedom with which to achieve 
brilliant workable ideas for our 
respective stores.” 

For the third BUSINESS 
BUILDER I’m dispatching to you, 
my friends in the States, a quota- 
tion from the eminent late Presi- 

ent of your nation, Theodore 
Roosevelt, and I quote, ‘Nine- 
tent] of wisdom is being wise 
in time which adds to the em- 
phasi if my second BUSINESS 
BUILDER; and I hope these three 
f some service.” 

oo ae 8 


National Blank Book Company’s 
genial new Pacific Northwest Rep- 
Kenneth E. Dicken- 
sheet n his initial visit to our 
t ecently promised volun- 

to dispatch to us in time 

for month’s program over The 
OFFICE APPLIANCES net-work, a 
BUSINESS BUILDER that he con- 
idered so important that he sug- 
we quote from it in en- 

least from the abridged 


resentative 


Therefore in today’s airmail we 
and Kenneth explained 

‘alled to his attention 
stationer who read it 

i ie of The Sporting Goods 
De if St. Louis, and subse- 
by another office outfitter 
v t and as he put it RE- 
XEAD it in the December, 1948, 
is f that excellent publication 
selling, SALES TALK. 

article is now practi- 
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cally a year old, but as Mr. Dick- 
ensheet terms it, the message is 
important enough to be a classic 
and should be used perennially by 
sales groups everywhere. We 
heatily agree and now bring to 
the O. A. “Mike” this condensed 
version of the excellent treatise 
by Briant Sando: 


“HOW TO MAKE CUSTOMERS 
GROW” 
‘*‘DEVELOP CURRENT CUS- 
TOMERS: If you could realize 
the full potential of all your cus- 
tomers, you’d have a_ veritable 
gold mine. It’s surprising how 
much money the people we re- 
gard as our regular customers 
contrive to spend elsewhere. This 
is a hidden treasure and deserves 
some careful digging on your part. 
“Of course, you should continue 
to work on all the new prospects 
you can, but as my good friend 
Harry Simmons once stated, One 
good customer in the hand is 
worth a dozen prospects in the 

bush. 

“BROADER APPROACH: For 
example, do you sell your entire 
line to your customers or only the 
one or two items they ask for at 
that particular time? Why not 
broaden your approaches? I’ve 
heard many retailers and clerks 
complain about one-track buying 
minds in customers, but often the 
latter get that way from sales 
people with one-track selling 
minds 

“Every time you make a sale, 
suggest some related item to the 
customer, unless he’s in a terrible 
rush. In the latter case, don’t 
detain him. But try, whenever 
appropriate, for more companion- 
ate sales and watch your volume 
zoom. 

“Carry this idea to the higher 
priced items that require some 
thought—and the farther you go 
the better it will pay off. 

“MENTAL PROPOSITION: 
While companionate selling is 
some times difficult from the 
standpoint of physical arrange- 
ment, it usually is an easy mental 
proposition in suggestive selling. 
All you have to do is to mention 
the proper related items to enough 
customers as they come along and 
the law of averages will work in 
your behalf. 

“In the same manner, you can 
often double or triple your sales 
by suggesting larger quantities of 
the item people came in to buy. 

“A good salesman tries to sell 
something to everyone he con- 
tacts. He doesn’t make a nuisance 
of himself, however, because he 
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always presents his thoughts in 
the light of helping the prospect. 
Therefore, since you never know 
where prospects will blossom or 
what sales talk will hit the jack- 
pot, your selling job is never done. 

(We interrupt this intriguing 
sales message to announce that 
the second half of this important 
subject matter will be released on 
nexth month’s program due to 
our desire to bring it to you in 
full measure. Be sure to tune in 
to benefit from this BUSINESS 
BUILDER of Briant Sando’s, as 
called to our attention by our 
newest friend of BUSINESS 
BUILDERS.) 

° * > * - * . 

From Southern California comes 
this month’s prize nominee for 
Mr. I. Will Pepper-Upper’s State- 
ment. This office 
outfitter gives cred- 
it to that famous & 
little manual of the , 
automotive trade, 
“Step Out and Sell” 
by William E. Hol- 
ler, a handbook he 
had become  ac- 
quainted with from a _ previous 
mention in BUSINESS BUILDERS: 


C-MAJOR SELLING 


CIRCULATE —See as many 
people as possible every day. Life 
is circulation. Death is stagnation. 

CONTACT—Intelligently. Know 
something about every person you 
call on. The more people you con- 
tact, the more sales you make. 


* * > * > . > 





Send in your candidates for 
Mr. I. Will Pepper-Upper’s next 
month’s statements. And also for 
our BUSINESS BUILDERS “IDEA” 
EXCHANGE. The address is Box 
2153, Care of Shaw & Borden 
Company, Spokane 2, Wash. A 
prize will be awarded to the best 
entry in each department. 


* 7. * * * * * 


Smead Manufacturing Com- 
pany’s H. Ed. Cooper favors 
us with this month’s terse-trailer 

-and it’s a good one:—‘“Folks 
who get temperamental should re- 
member that it is usually more 
temper than mental.” 

CONVERSE—Know what you 
are talking about because it is not 
only the quantity but the quality 
of the things you say that sell 
more people and sell more goods. 


3b, 3b 3 


Office-efficiently yours! 
RALPH B. ORTEL 
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Editorial 
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A NEGLECTED SELLING POINT 


@@ TODAY’S SELLERS of modern office fur- 
niture have a cost analysis argument which can 
not be ignored after presenting the facts that 
well-equipped office saves costly floor space, in- 
creases employee productivity, improves em- 
ployee morale and customer relations. 

The further clincher, as graphically presented 
by Trends, official publication of Wood Office 
Furniture Association, and further delineated by 
Eugene Whitmore, editor of American Business 
is this: 

“Your customer is looking at a desk and chair 
.. . total price is $125. What do that desk and 
chair really cost him? Suppose he’s paying $3 
a square foot per year for his office space. If we 
allow 70 square feet for each worker, that’s $210 
per year. Let’s say the worker in the desk and 
chair is paid $2,500 a year. Now figure it out 
for 10 years: 


Employee's spact $ 2,100 
Employee's salary $25,000 
Total $27,100 


“That’s a lot of money. Your customer will be 
surprised. The $27,100 reminds him that he 
wants an efficient, productive employee to oc- 
cupy those 70 square feet and that desk and 
chair. How does $125 for an efficient desk and 
chair look NOW?” (and well-built modern fur- 
niture lasts even longer than 10 years). 

A ten-year employee cost of $27,000 compared 
to a desk and chair 10-year cost of $125. A pow- 
erful argument is this for the salesman 

The selling point can be further expanded, 
Trends continues, for the benefit of the office 
furniture salesman 


“Here’s a prospect with 15 out-moded over- 
sized desks. Let’s say they occupy 200 square 
feet of floor space. Your recommendation, using 
15 compact modern desks with specialized func- 
tions, results, let us say, in total space for the 
new equipment of 150 square feet of floor space 

“Your prospect has a growing business. Dur- 
ing the next ten years he expects to need more 
office space. He gets it, from you, at no increase 
in his office rental. In dollars, this gain of 50 
square feet of floor space (at $3 a square foot) 
means a ten-year gain of $1,500. How does the 
cost of those 15 new desks and chairs look now?”’ 

In other words when the next prospect picks 
up the price tag, the salesman should whip out 
his pencil and start analyzing cost, proving that 
the expenditure for modernization of an office 
is as much an investment in the future health of 
business as any other purchases which are made 
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NSA’S PROGRAM 


#4 EARL R. KOCHHEISER, president of the 
National Stationers Association, has presented 
a program of activities which can be of definite 
assistance to the manufacturers, distributors 
and field division members of NSA. These objec- 
tives are fundamentally “good business” and 
worthy of attainment. They include: 


MANUFACTURERS: 

1. In the heavier goods industries, set up an 
educational program either in the form of train- 
ing schools at the factory or geographically 
spotted; if this is not plausible or possible, then 
a well-planned training course condensed and 
illustrated to sound facts visually described. 

2. Raise the level of your advertising material 
and promotions to carry through the idea from 
inception and use to the ultimate sales and ad- 
vantages to buyer. 

3. Make your sales policies known to the 
dealer as they relate to him. Tactfully done, 
this will establish good will and foster a better 
understanding. 

DISTRIBUTORS: 

1. Study your budget and allocate the maxi- 
mum possible to advertising. 

2. Capitalize and use the best of manufac- 
turers’ dealer helps. 

3. Train your sales people to do a better job 
of creative and related selling. 

FIELD DIVISION: 

1. Know the line of products you sell—their 
functional use and best way of merchandising 
them. 

2. Carry with you in a clean and orderly 
fashion all the sales and advertising literature 
available to the dealer, also proof copies of 
electro and mat service available. 

3. Offer to assist the dealer at sales meetings 
or through personal helps to sales people. 


THE PAUSE THAT ENLIGHTENS 


@¢@ THE CALENDAR of Industry Activities pre- 
sented on page 153 of this issue of OFFICE APPLI- 
ANCES is a guidepost to pardonable departure 
from the daily routine of selling and office work 

Never before, perhaps, has enthusiasm reached 
such a high point for such projected meetings 
as those of the Wholesale Stationers Association 
at New York February 27-March 2, the National 
Office Furniture Association in the same city 
March 23-25, and the NSA spring regionals. 
These sessions will be followed by such industry 
conclaves as National Office Management Asso- 
ciation at Cleveland, Ohio, May 21-24, National 
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Office Machine Dealers Association at Chicago industry when information is both welcomed and 
June 28-July 1, and last, but not least, the NSA sought. That the present thriving market will 


an! c mvention, also at Chicago, September continue is freely forecast. But the men who 
“or : Cs aus nada a en have both money and brains invested want to be 

.dvance interest in such meetings is rec- Sure and they wish to keep abreast of all trends, 
ognition of the fact that this is an era in our straws in the wind, so to speak. 





. Here and There 


CHARL E MUELLER DIGS UP AN > marTre T per nai experience nad avaiable Tor war work. 
OLD STATIONERS BANQUET to hin Only recently, Mr. Brainard was 
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PROGRAM re-appointed to the board of di 
r meeting of the reat NIMRODS rector t the Federal Reserve Bank 
Clut 749 ft Cleveland for a three-year term. 





BURROUGHS OFFICIAL NAMED 
DEPUTY CHAIRMAN FEDERAL 
RESERVE BANK 
Jonr Coleman of Detroit 
Mich., president of Burroughs Add 
nq Machine Company, has been 
named deputy chairman of the Chi 


aao Federal Reserve Bank, it was 


recently announced in Washinaton, 
D ( Mr eman reprace Frank 
i 

naing aavancea Tf tne 





BRITISH STATIONER TELLS OF 
CHARLES DICKENS’ HELP 
TO THIS INDUSTRY 








»] number of Sta 
: vy Trade Review carries an in 
eresting articie Charles Di ken: 
Tom Riendl (left) of Peerless Imperial spelt stoner, written by Eric 
Mig. Co., and George Lipp, Macau- H. Murphy, Birmingham (England) 
ley’s, Detroit, Mich., are justily proud tationer and a yal Dickensian. 

of these bucks bagged in a recent sys Mr. Murphy: 
hunting trip at Lewiston, Mich. The , taclaeed bee fenom wll 
' , two nimrods were accompanied by ' ; Pct : 
: their wives on the trip. ren about harles Dickens that it 
American Sta- sht be iposed that nothina 

TION rn the Se 

€ i; = ave ever 
GEORGE C. BRAINARD NAMED —sjaicy, ccneerel delight in. the fact 


always displayed in hi 
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told and Mr. Murt hy ay TNaT 
Christmas Carol has become 
most vital Christmas picture ir 
whole gallery of 

of the thousands upon thousand 
Christmas card 

spirit of Christmas a 

Dickens. Think of 

endars, the Christ 

Christmas gift-tags and 

and think of all the tir 


your shop at the Christmas sea 





RICHARD BUTTON PUTS 
AMATEUR AWARD ON ICE 
Richard T. ‘Dick’ Button, 1 

American ever to win a ; 

figure-skating championship, wa 
cently voted the prized Jame 
Sullivan Memoria! 1 C 


awarded annually to the tstanding 


U. 3: amateur athiete 
of this covete J awa ; 
George Button Lind, 
poration. 

In winning the A.A 
trophy, the 1|9-vear 
sophmore from Enalew 
set another precedent 
winter sports athlete 
the trophy betore 
sented annua ly : 
"amatuer athlete wt 
ance, exampie and 


did most to advar 
good sportsman 
year. 


The gracetu 
youngster captured 
at St. Moritz, Switzer 
ruary, turning in a 
tion in free-style skating 
current worlds ch 
every major title 


eligible. 


mme 





COLUMBUS NEWSPAPER 
SKETCHES H. L. MORGAN 
OF OFFICE OUTFITTERS 
A recent finan 1 paade TeaT 

in a Columbu 

carried a pen 

concerning Harry L 

Harry L. Morgan 

outfitters at 208 S 
Accompanying 

drawinas was thi 


"Harry L. Moraga 


Indianapoli Ind He yraduate 


from Hanover C 

Ind., where he plays 

ball and basketba 

was in an office f 

in Indianapolis. . . . Ther 
to Detroit where he 

of the Prest-O-Lite 

they were manufact 
lights for horseles 

four years ago Mr. M 


TO Columbus to start 
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REMINGTON RAND OFFICIAL 
HEADS NATIONAL NOISE 
ABATEMENT COUNCIL 
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STILL AT "TEMPORARY" JOB HE 
TOOK 60 YEARS AGO WITH 
GEORGE E. COLE 


hr 
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MOORE BUSINESS FORMS 
FFICIAL AIDS C. OF C. 
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Dear Editor: 

Sylvester Swan had a beauti- 
ful voice. He was in great de- 
mand at social gatherings for 
his rendition of the Swan Song. 
When a depression hit Birdland, 
the Town Council decided that 
because Sylvester was such a 
sociable bird that he would be 
just the social planner to solve 
the problem. 

Sylvester told the Council, 
“The reason we have hard times 
is that there is an over-produc- 
tion of birdseed on the farms, 
which is keeping farm income 
low, and so, the farmers can’t 
buy goods from the factories and 
they law off workers. 

“My solution is to buy the sur- 
plus seed from the farmers, give 
it to the unemployed birds for 
free, the farmer will use the 
money he gets from the Council 
to buy goods from the factories 
and they will hire the hungry 
birds to produce the things the 
farmers want. When the unem- 
ployed go back to work, they 
will make enough money to buy 
their own seed from the farmers, 
the Birdland treasury will fatten 
up on a Birdseed tax on business 
profits and get back its money 
many times over.” 

Said the Council, ‘You never 
sang sweeter words to a song.” 

The Council bought the seed 
from the farmers, gave it to the 
unemployed, the factories got 
ready for the expected business, 
but when they called back the 
workers, they refused to return 
because they preferred to hang 
around the treetops and eat for 
free. When the farmers heard 
that the town birds were getting 
free food they threw down their 
plows, took the money the Coun- 
cil had paid them and flew to 
town demanding free grub too. 

Soon everyone was out of 
work in Birdland and its treasury 
was out of funds. 

The words of a social planner 
can be set to only one tune—the 
Swan Song. 

Very truly yours, 
OLLIE THE OWL 
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New home of A. B. Dick Company, Chicago, Illinois 











~ AB DICK 


imal ...the first name in mimeographing 


For use with all makes of suitable 
stencil duplicating products. 
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L. C. SMITH & CORONA SKYRITER of paper as securely as two. It is designed for smooth, 


efficient and lasting service 

The Duo-Fast pocket stapler has a plastic barrel 
which comes in five different colors with the mechan- 
ism and cap in chrome. Complete with 1,000 staples, 
the pocket stapler retails at $2.95. The manufacturer is 
Fastener Corporation, 860 W. Fletcher St., Chicago 
14, Ill. 


USE DITTO FOR ADDRESSING 


The use of a liquid duplicator has now been adapted 
for making copies of addresses on gummed labels, the 
plan declared to be feasible for churches, clubs, direct 
mail advertisers and organizations making use of the 
same list several times a year. Master sheets are ruled 
into 33 spaces and gummed perforated copy sheets are 
likewise divided into 33 spaces. By typing the address 
on the master sheet, 33 to each 8'% x 11-inch page, the 
user can duplicate as many copies of these addresses 
as he is likely to use in a reasonable length of time 
Cas me ; The master itself is then filed for use at a later date 

Weighing approximately nine pounds, L. C. Smith ©’ to reproduce additional copies of the sheet as required. 
new portable typewriter, the Skyriter, comes equipped when a maliing is ready to send out, the gummed 
with a full size office typewriter keyboard. Said to be janels are separated, moistened and attached to the 
small enough to fit in a desk drawer, grip or brief case, nyelope or mailing piece. Sample master sheets and 
the new portable is claimed to be capable of perform- gymmed labels will be sent on request by Ditto, Inc., 
ing all the usual duties of a correspondence machine 697 S. Oakley Blvd.. Chicago 12. II] 

In addition to the usual operational features such as 
back spacer and margin release, the Skyriter is pro- 
vided with retractable paper supports, touch selecto1 G-F HIGH LINE FILING EQUIPMENT 
and molded Tenite key tops whose characters remain 
permanent. The “swing shift” is said to make possible 
the greatly reduced height of the machine. For capital 
letters the carriage rocks backward, but until the shift 
key is depressed it remains locked in the lower case 
position. Manufacturer of the new portable is L. C 
Smith & Corona Typewriters, In 701 E. Washington 
St., Syracuse, N. Y 





DUO-FAST POCKET STAPLER 





e000 Star e 
caee-marr., 
POCKET Stare 


High Line filing equipment, including document file 
and roller shelf cases, is now available again for the 
first time since before war. These cases are used 

Designed to be carried conveniently in a pocket is’ especially for vaults, court houses and other large pub- 
this new pen size stapler. The new paper fastener is lic and business offices to permit efficient storing of 
just 5 inches long and weighs only 142 ounces. Hold- documents and books. High Line cases, uniformly 
ing 100 staples the device is said to fasten 12 sheets 70 15/16 inches high, may be assembled in battery 
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of this... 


Tv “business cycles”, “pendulum swings” and fluctuations in manufac- 
turing costs — however drastic, however upsetting — cannot nullify this 
fundamental truth :— 

The BEST is CHEAPEST in the long run 
Time-proven Panama-Beaver products, unique in their avoidance of 
certain mass-production methods, afford you the nearest thing to HAND- 





TAILORED Carbons and Ribbons. 


Have you tried 
CLEAN SURFACE BLACK HECTOGRAPH 


(Pat. No. 2,155,861) 
Sheet form and Uni-Masters? 


Qn f? 

PA NAMA-BEAVER 
Globnd ait 
MANIFOLD SUPPLIES CO, 188 3rd Ave, Brooklyn 17, N. Y. 
to Coast Distribution 


HECTOGRAPH 











Coast 
UNI-MASTERS 
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and, through the use of end panels, have the ap- 
pearance of a complete unit. When the height of the 
room permits, these cases may be stacked one above 
the other, the upper sections being reached by means 
of a rolling ladder. The manufacturer is the General 
Fireproofing Company, Youngstown 1, Ohio. 


AUTOMATIC EXECUTIVE FILE 





A personal file for the business, professional, school 
and home executive is this desk high unit mounted on 
rubber-tired casters. The top opens and drops back, an 
operation which can be done from a sitting position 
exposing the contents of the upper compartment for 
reference or filing. When the top is closed, the uppe! 
drawer recedes and the contents assume a vertical 
position under compression 

Both drawers are mounted on progressive ball bear- 
ing slides and have expanding and compressing fea- 
tures. They can be open and in use at the same time 
without danger of the unit tipping over. All hardware 
is of modern design and the top is equipped with an 
automatic lock. This executive file is made by Auto- 
matic File & Index Company, 549 W. Washington 
Blvd., Chicago 6, Ill 


REMINGTON CARBON RIBBON ELECTRIC 





SR EMHNGTON (8ANnod 
ree waren wate, Soo Sern cer wenn | 


REMINGTON 





An electric typewriter with a new carbon ribbon 
attachment has recently been announced by Reming- 
ton Rand, Inc. Designed to prepare photographic and 
direct plate masters, the new Remington Carbon 
Ribbon Electric is available in carriage widths up to 27 
inches. It is said to be quickly convertible to a general 
purpose typewriter through the use of Remington’s all- 
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nylon (fabric) ribbon. 

The electrically-controlled type action of the ma- 
chine was designed to assure uniform type impressions 
over the entire keyboard. Intensity of impression is 
controlled by means of a manifold dial control. This 
device can be adjusted to increase or decrease the 
force of typing action according to the requirements 
of the plate being prepared, whether plastic, paper, 
zine or other material. 

Additional information may be obtained from the 
Business Machines and Supplies Division, Remington 
Rand, Inc., 315 Fourth Avenue, New York 10, N. Y. 


STATIONERS SETTEE 





Specifically designed for the business man required 
to rest during office hours or the executive who wants 
to relax for a few minutes, is this adjustable arm 
settee. Stationers Manufacturing Company also rec- 
ommends it for use in reception rooms 

The couch permits either one or both of the side 
arms to be dropped. The back is 27 inches high and 
the seat is 16 inches high. The outside length, when 
let down, is 76 inches while the inside length measures 
44 inches. The depth of the seat with the pillow is 23 
or without the pillow 29 inches. Complete details may 
be secured from Stationers Manufacturing Company, 
Inc., 1414-20 W. Tucker St., Ft. Worth, Tex. 


STAPLEX ELECTRIC STAPLER 





A new, improved automatic electric stapling machine 
has been announced by Staplex. Two models are 
available, one operating on D.C. and the other on A.C 
current 

Weighing 12! pounds, the new stapler is 1015 inches 
high, 10 inches deep and 4's inches wide. It is de- 
signed to prevent skipping, repeating or jamming 
Once it is plugged in there is no motor to turn on 
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This Simpler, Low-Cost Adding Machine 


is EASIER TO SELL 


The ideal bookkeeping 
tool for the non-expert user 


Here’s the adding machine that the one-man office, the 
small retail shop, service station, professional office, farm, 
hospital, caietall club and restaurant all want. That's 
because it’s low in cost, and so easy to use that no experience 
or training is needed. Everything is in sight where the 
non-expert user can see exactly what he is doing . . . can 
catch his errors before they are entered on the tape. (ne 
digit or a complete figure can be changed by the flip of 


single key. 


Outstanding for Durability 


Smith-Corona adding machines have stood up under the 
hardest usage for 20 to 25 years without requiring repair 
or overhaul. They're the product of the fine workmanship 
and precision manufacture that have made Smith-Corona 
office and portable typewriters famous the world over. All 
these quality features: 


@ Clear signal automatically printed 


@ Adds to 999,999.99 


@ Repeat key 
@ Sub-total, non-add and total signals 
@ Decimal point and comma Retail price in “Fair 
@ Self-aligning tape Trade” states only $177.50 
cals plus tax. 

@ Writing table under tape (subject to change) 
@ New single-motion paper ejector 
@ New color-speed keyboard 
@ New guides for quick replacement of paper rolls 
@ New visibility of last items printed 
@ New carrying case for small extra charge 

Retail price in “Fair Trade” 

states only $107.50 plus tax. 

subject to change 
( on products to famous Smith-Corona office and portable type- 


} ivid duplicators; Type Bar brand ribbons and carbon papers. 






Smith-Corona CASHIER 


A rapid turn-over item with a broad market, the Smith- 
Corona CASHIER provides the security and control 
features of the ordinary cash register for about one-third 
the price. Gives a running account of what has been taken 
in, paid out and sold on account during the business day 
or week. Available with various keyboards to suit special 


business needs. 







L C SMITH-CORONA TYPEWRITERS Inc. 


72 E. Washington St. 


Syracuse, N.Y. 
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or off, a feature which leaves both hands free to handle DITTO D-45 DUPLICATOR 
the work. 

Standard preformed staples ‘2 inch in width with 
¥ inch leg may be loaded from the front without re- 
moving any part of the machine. The stapling position 
is said to be quickly adjustable for the depth of the 
machine by setting to any position on the calibrated 
scale which ranges up to 4! inches. The new electric 
stapler is manufactured by The Staplex Company, 
68-72 Jay St., Brooklyn 1, N. Y 


VICTOR FIRE DRAWER 





The new Ditto D-45 systems-duplicating machine 
featuring the “Velvet clutch” is declared to be a heavy- 
duty general office duplicator for any duplicating job 
whether typed, handwritten or drawn—four colors re- 
produced at once, 100 copies a minute, 300 to 500 per 
master. Other innovations include a dial-controlled 
margin adjustment, accurate register in small spaces 
on forms, a master clamp on the drum of the machine, 
an optional line printing tray and ball bearing 
throughout. It copies on any card or paper from small 
labels to 14 x 15% inches. The new duplicator is made 
by Ditto, Inc., Harrison St. at Oakley Blvd., Chicago, Il 





Again available for record protection is a Victor 
fire drawer, redesigned and improved over a similar 
model available several years ago. The fire drawer 
is said to combine the certified protection of a safe 
with the convenience of a file Fc It bears the EMECO OFFICE CHAIRS 
S. M. N.’A. one-hour label and is certified by Victor to 
be effective in withstanding severe heat reaching 1700 
degrees Fahrenheit, for at least one hour without 
damage to paper contents. It is available with or 
without base from Victor Safe & Equipment Company, 
Inc., N. Tonawanda, N. Y 


DRI-KWIK STAMP PAD BOX 





After three years of research and development, the 
Emeco Corporation has announced a complete new 
line of aluminum office chairs. Chairs are designed 
with a single one-piece welded frame said to be heat 
treated and tempered to give additional strength. Each 
is specially annodized for a life long satin aluminum 





A round cornered stamp pad box, Dri-Kwik is de- finish which is claimed to act as a protective coating 
signed with its edges drawn and rolled to prevent ink against corrosion in any atmosphere 
leaking from the pad. Attractively covered in a mod- Illustrated above in both the steno and the swivel 
ern type box the new stamp pad unit is made by Ful- arm chair models are foam rubber seats and backs to 
ton Marking Equipment Company, 82 Fulton St., Eliza- provide upholstery that neither sags nor packs. The 
beth 1, N. J. chairs are available with plastic leatherette or fabric 
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Meet the Royal Family: 





First and Foremost! The new Gray Magic 


Roval. A streamlined beauty with built-in 
sturdiness Preferred by typists every- 
where 24% to |. Truly, the world’s No. I 


office typewritel 





New Gray Magic Carbon Ribbon Type- 
writer. Introduces the ease, simplicity, and 
economy of the office typewriter into the 
reproduction field Also produces the fin- 


est original letters an executive could sign. 














The standard typewriter in truly portable 
size. In keyboard size, slope, distance be- 
tween rows, and placement of controls, 
identical with office typewriters. Preferred 


5 


more than 2 to | by students. 


vy wren ~ 
pacer *:~s 


Roytype Supplies. A complete line of 
carbon papers, typewriter ribbons and 
supplies to meet every office machine 
requirement. Made and guaranteed by 
Royal. 


WORLD'S LARGEST MANUFACTURER OF TYPEWRITERS 


APPLIANCES, February, 1950 


49 








upholstery in standard colors of red, green or brown 
Other colors are available upon request from Emeco 
Corporation, Maple Ave., Hanover 2, Pa. 


MARSH FELT-POINT PEN 





A Felt-Point pen that is said to mark neatly and 
colorfully on surfaces which cannot be marked by 
other means is now on the market. Designed for use 
on cellophane, wax, glass, metal and so forth, the 
Felt-Point pen is claimed to mark blacker than crayon, 
draw smoother than pencil and write bolder than pen 
A special display unit is also available from the manu- 
facturer, Felt-Point Pen Division, March Stencil Ma- 
chine Company, Belleville, Ill 


HAMILTON APPLIANCE TRUCK 


y, 





A new appliance truck is now available with a frame 
of one-inch steel tubing, 30 inches wide and 60 inches 
long. A distinguishing feature is a pair of 2% inch 
rubber guide wheels which in addition to protecting 
floor surfaces are said to greatly facilitate loading and 
moving the truck. 

Main wheels have 10 x 3.50-inch pneumatic tires, 
four-ply with separate inner tubes, and roller bear- 
ings. Heavy web belts, with buckles, are available. 
The truck, said to be popular with furniture and office 
appliance dealers, is made by the Hamilton Caster & 
Manufacturing Company, 1713 Dixie Highway, Hamil- 
ton, Ohio. 
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NEW COLORS FOR CELLUGRAF SIGNALS 


Six new colors have recently been added to Graffco’s 
line of transparent Cellugraf signals in both the 3/16 
and 5/16 inch widths. Light blue, dark blue, light 
green, peach, heliotrope and frost are the new shades. 
For the sake of clarity, the colors, known in the past 
as blue and green are now designated as turquoise 
and dark green. Previous colors which have been con- 
tinued are red, yellow, orange, and pink. The trans- 
parent signals are made by the George B. Graff Com- 
pany, 54 Washburn Ave., Cambridge 40, Mass. 


FILE 


TOP-FLIGHT TRANSFER 





Built with a sturdy recessed base with toe clear- 
ance at the front, the new Top-Flight transfer file 
has a brass finished guard holder and handle. 

Other features include four rollers for ease of op- 
eration, an index guide rod with a brass knob and 
simple stacking provisions. The company claims it is 
attractive enough to be used as an active file. The 
new case comes in both the letter and legal size. Self 
locking followers may be obtained at a nominal fee. 
Available in Hammerloid grey or office green, the 
transfer file is manufactured by Top-Flight Products 
Company, 6224 S. Oakley, Chicago 36, III. 


AMBERG PACIFIC BINDER COVERS 





Pacific is the name Amberg designates its latest two- 
tone, heavyweight binder cover line. The edges are 
neatly embossed as are the front cover panels. These 
are available with acetate covered window panels so 
that captions can be written on page 1. 

Three Amfile double-prong metal fasteners and eye- 
lets take regular 84 x 11 inch sheets. The Pacific line 
comes in eight colors: red, orange, brown, blue, dark 
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A DUPLICATOR 
WITH WINGS? 



















That’s what one user called the new OLD TOWN LIQUID DUPLICATOR. 
“It flies through a job with the speed of a jet plane,” he told us. 


NEW SPEED, NEW ACCURACY, NEW ECONOMY 


The liquid process gives you more copies per duplicating dollar than any 
other duplicating system...And OLD TOWN is the latest step forward in 
liquid duplicators. 

Dramatically different... this new king of liquid duplicators has been 
engineered for a new high in speed of turn-out, in accuracy of reproduction 


and in the brilliant tonal quality of the copies it delivers. 


NEW SIMPLICITY OF OPERATION 


So few controls that a child can run it, the new OLD TOWN Duplicator 


nevertheless surpasses the results of the most complicated machine. 


Look into the OLD TOWN franchise. For this fran- 


chise is the sign of a distributor who respects quality 


both in merchandise and in salesmanship ... the sign 
ld | of a distributor who is going ahead. 
OW RIBBON & CARBON CO., INC., Brooklyn 17, N. Y. 


World’s foremost maker of duplicating supplies... 
pioneer in the chemistry of liquid process duplicating. 











FOR THE BEST RESULTS FROM ANY LIQUID DUPLICATOR USE OLD TOWN DUPLICATING SUPPLIES 


; 


tan, bringing the number of dif- 
ferent colors and styles of Amfile binder covers to a 
total of 133. A descriptive circular on the complete 
line is available on request from Amberg File & Index 
Company, Kankakee, I]! 


blue, green. grey and 


NESTLER-FIELDS SAND URN 





aluminum unit designed 
this type of smoker fo: 
rooms. The 


Sand Urn No. 1 is a new all 
to meet the high demand for 
offices, reception and 
model above features heavy aluminum, brush 
finished. Heavily weighted at the base, the sand con- 
tainer has a removable top. Weighing nine pounds 
the urn is 19 inches high with an 1l-inch diameter and 
a 914-inch base. It is made by the manufacturers of 
the Smo-King line, Nestler-Fields Manufacturing Com 
pany, Inc., 602 Wythe Ave., Brooklyn, N. Y 


rooms conterence 


spun 


EXECUTONE SOUND-PROOF BOOTH 





Claimed to offer a practical and economical solution 
to heretofore unsolved acoustic problems, Executone, 
Inc., has introduced the new sound-proof booth, Model 
M-15, here illustrated. By placing the intercom station 
in the sound booth, it is claimed that a high percentage 
of the background shop noises are effectively absorbed, 
and not transmitted in the form of a disturbing blast 
to the station in the quiet area 

Of wooden construction in dark brown finish, the 
booth is 1342 inches high, 134% inches wide and 13%, 
inches deep, outside dimensions. It is priced at $13.50 
by Executone, Inc., 415 Lexington Ave., New York 17 
N. Y 
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REMINGTON CARD CARRYING CASE 





A handy meter or service order card carrying case 
for service men of gas, electric and water utilities has 
just been placed on the market by Remington Rand, 
Inc. The case, a wallet-type kit of sturdy leather, holds 
6 x 4 inch order cards securely against a firm surface 
for easy posting, and provides a pocket in which to 
place the completed orders. The pocket also contains 
a pad of temporary order blanks used in recording 
emergency orders 

Small enough to fit into an overcoat pocket, yet said 
to be substantial enough to permit comfortable post- 
ing without the aid of a desk or table, the kit serves 
travelling “office” for meter readers. More informa- 
obtained from Remington Rand, Inc., 315 
N. Y 


asa 
tlon can be 
Fourth Avenue, New York 10 


STA-TRAY FOR DESKS 





Introduced just recently, Sta-Tray holds a generous 
supply of standard and three-fourths size letterheads, 
No. 10 and No. 634 size envelopes, carbon sheets and 
has additional space provided by the full size three- 
sided tray at the top. Sta-Tray is also available in 
a legal size to accommodate the needs of a lawyer's 
office. Constructed in oak, walnut or mahogany finish 
the item is available from Sta-Tray Company, 45 
Church St., Paterson, N. J 


AMES FUTURISTIC PLATEN 


A new 
oped to meet the requireme 
ment, writing, paper feed and wear 
ents used to control the resiliency or 
rubber are claimed to 


Futuristic Five-Star platen has been devel- 

nts of manifolding, align- 
Costlier ingredi- 
elasticity of the 
manifolding 


produce greater 
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ART METAL 
xecutive 
osture Chair... 





F 
: 
4 
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ie 
H ' e great new Art Metal of any user for individual comfort. Back 
Exe re Chair. With its of chair is contour fashioned hori 
rineered quality—and zontally and vertically and provides 
t opens a whole new full support in all sitting positions. One 
f profits for you piece aluminum base provides smooth, 
; rounded surface and combines 
W VE Tile Acti n seat 


styling with utility. Upholstering is of . 


t metal Executive Posture : 
. Foam Latex with perforated plastic 
it — this sm: . fabric covering for lasting comfort 
Metal's complete line and wear 


your customers of the BUSINESS 
ad sanitiiiiaidinal _— The new Art Metal Executive Posture EQUIPMENT 
1d mecnié icai Qual C 


1 and designed to 





Chair is engineered 


provide more comfort and to reduce 


Posture Chair—made of seating fatigue. And this means in- Art Metal 


- ‘ Jamestown New York 
Tinest materials—is fully creased efficiency less wasted time USA 


| requirements for every busy executive. 


ART METAL CONSTRUCTION CO. 


Jamestown, N.Y. 


For the finest in office equipment 
... look to Art Metal! 





properties and the softness is said to help hide im- 
perfections of type faces. The rubber compound of 
the new platen is claimed to assure better grip and 
paper feed and is manufactured by the Ames Rubber 
Corporation, Hamburg, N. J. Information on the new 
platen can be secured from the Ames Supply Com 
pany, 564 W. Randolph St., Chicago 6, Ill 


LAH STENCIL KIT 


Claimed to have 101 this de luxe stencil set 
has all the necessary tools for personalizing posses- 
sions. Among the many items which can be marked 
by the stencils are golf balls, toys, signs, clothing, 
farm equipment and trucks 

Contained in each kit is a 72 die cut letter and 
number square alphabet, sponge rubber dauber, file 
for letters and numbers, word holders, tin container 
of paint paste, 33 cloth tabs which are said to be 
reusable and general instructions 

Packaged in a 2'!% x 12 x 1 inch box, the kits are 
shipped 1 or 3 dozen to a carton, FOB. It retails at 
$1.00, with red or white paint paste 25c extra and 
Lah-lite 20c extra. The stencil set is manufactured by 
the Lah Stencil Company, Box 105, Kiester, Minn 


uSes, 


NUTONE GREETER 


ih 
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NuTone’s sales promotion manager Fred Fry here 
demonstrates NuTone’s product, the Greeter, 
requiring no electricity or writing. The user merely 
drills a one-half inch hole in the door and mounts 
the instrument in place. A pull and release mechanism 
sounds a rich musical tone. Dealers ordering six 
Greeters get one chime mounted on the counter display 
shown and five for stock. The display unit is free 
Retailing for $3.95, the product is manufactured by 
NuTone, Inc., Madison and Red Bank Rds., Cincinnati 
27, Ohio. 


latest 


G-F SUPER-FILERS 


New two and three-drawer letter and cap sized 
Super-Filers have the new self-adjusting divide-a-files 
and sectional tops and bases. The tops are either the 
velvoleum type harmonizing with the G-F Mode-Maker 
desks, or of steel construction. Sectional bases 1% in- 
ches high are available for use with desk-high files 
where the user wishes to raise the height from 29 to 
304% inches. These are flush with the front and back 
and are finished to match the cabinets with which 
they are used. Illustrated is the new counter-height 
Super-Filer (N 5303L-VT) showing the swing front 
with contents parted for easy accessibility, the sec- 
tional velvoleum top and the sectional black recessed 
base in the rear position permitting three-inch toe 
space in the front of the cabinet. The new files are 
available from The General Fireproofing Company, 
Youngstown, Ohio. 


CINCINNATI PAYROLL RECORDER 


A new Cincinnati payroll (attendance) recorder has 
been introduced, the new models printing up, down, 
across and on front of a card to speed employee wait- 
ing lines. The 800 series here illustrated is fully 
automatic and has a two-coior feature by which names 
of late arrivals, and so forth, are printed in red for 
easy payroll computations. The up-the-card feature 
allows direct subtraction. Optional is a bell-ringing 
attachment which sounds a warning signal before 
starting or stopping work periods. Heavy gauge sheet 
steel is used in two-toned satin smooth and wrinkle 
finish. Extra large clock dial provides good visibility 
and gears are machine cut and heavily plated. Speci- 
fications are 11% inches high, 14% inches wide and 
12 inches deep. The manufacturer is the Cincinnati 


OFFICE APPLIANCES, February, 1950 








To the ACCURACY, DEPENDABILITY and 
SPEED of Allen-Wales adding machines have 
Blo) am of-1-5 aMe-(olol-to MB aalolo(-)oaMe—pa'dbbate mt-b atom o}(-T-T-}b ale) 


‘color—the bright look for the right figures. 


DEALER FRANCHISE AVAILABLE IN CITIES 
WHERE WE ARE NOT AT PRESENT REPRESENTED 


NBA ANEW RS 


ALLEN-WALES ADDING MACHINE DIVISION 
OF 


THE NATIONAL CASH REGISTER COMPANY 
444 MADISON AVENUE 
NEW YORK 22, N. Y. 








SO MUCH QUALITY 
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HARTER’S 
1800 SUITE 
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LITTLE MONEY! 


1830 





Here is today’s best buy in fine office furniture! Harter’s new 1800 suite 
combines graceful modern design and real deep-seated comfort. These 
chairs cost far less than what you expect to pay for such superior quality. 

The 1800 line is big, roomy, luxurious. Seats and backs are deeply 
cushioned to provide soft and resilient support. Padded arm rests 
come fully upholstered to match the rest of the chair. Solid all-steel 
construction assures a business lifetime of good, hard service. 

You can get the 1800 suite in corrected top grain or deep buff leather, 
Tolex plastic-coated fabric, or mohair fabrics. Four standard colors 
Green, Brown, Maroon, Black — and five ‘‘special”’ colors are available 


Write for literature. Harter ( orporation, 1002 Prairie Ave., Sturgis, Mich. 


‘ ome 
“HARTER 


| G A WN 
STEEL CHAIRS © POSTURE CHAIRS 
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for Executive Desk Value! 





= ‘\ succeeds like success.” The Jasper Desk urious traditional office furniture. Stump walnut 
‘DALI deserves to be identified with matched veneers. selected with the most meticulous 
ecause this pressive executive desk care. are used for the face material on drawer fronts. 
way. It sells and sells (;enuine walnut is used for all exteriors 


and interiors. 
ches the dealers sales 


Other features include R 


foller Suspension Deep Drawer 
its sold. it satishes the most discril 


Ihe Jasper Desk CHIPPENDALE. is Inset Back)—and Dictation Slide on back of 


, - 
executives ervwhere who seek luy OOF” desk 
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Time Recorder Company. 1728 Central Ave., Cincinnati Goodyear foam rubber. Covered with Dupont 100 per 
14, Ohio. cent nylon the cushions are claimed to withstand 
fading, stains and hard usage. They are made by 
Brewster Manufacturing Company, 2262 Bedford Ave., 


TAPEMATIC’S NEW DISPENSER Brooklyn 26, N. ¥. 


Le 


BUD TYPE CLEANER 





Tapex, a new tape dispenser, can be used without 
touching the fingers to the tape when it is being 
applied or cut. It dispenses pressure-sensitive tape 
automatically with a one-hand motion 

Pressing the feeding end of Tapex to the surface 
is said to cause the free end of the tape to adhere 
After being drawn along the surface to be sealed, 
the tape is cut by depressing the knob. It is claimed 
to save tape and time because the tape goes on 
smoothly without wrinkling 

Produced in two sizes of unbreakable plastic in 
wine, green, grey, and brown, Tapex takes rolls of 
imprinted or plain tapes up to 1,296 inches. Reloading 





A non-liquid typewriter type cleaner has been an- 
nounced recently by Bud. Said to resemble a fresh 
pink rose, it consists of a soft pink plastic firmly held 
is said to take only a few seconds. The new dispenser iM a green rubber cup. The Bud is claimed to pull the 
is available from the Tapematic Corporation, 217 dirt out of the typewriter keys rather than washing 
Astor St.. Newark 5, N. J it into the machine. 

The new type cleaner is claimed not to injure finger 

nail polish, soil hands, splatter, evaporate or corrode. 

NEW WESTCOTT RULER Full information is available upon request from Bud 
Type Cleaner, Inc., 100 W. 25th St., Baltimore 18, Md 


REPLACEMENT FOR OLD TYPEWRITERS 





Smooth-rounded corners are now featured in West- 
cott’s line of rulers. The new design is claimed to as- 
sure safe handling and protection against cuts, sharp 


or jagged corners or the marring of desk tops. The ; 
new ruler is available from Westcott Rule Company, A chrome bail and rolls of modern design to re- 


Seneca Falls. N. Y place the old type paper-fingers and rods on old model 

Underwood typewriters are now available, the bail 

made for any width of Underwood carriage up to 18 
BREWSTER NYLON CUSHIONS inches and installed in a brief time. The bail is 
chrome plated and has two rubber rolls already in- 
stalled on a rod. A spring holds the rod firmly on the 
platen and also holds the bail in throw-back posi- 
tion. Information can be secured from Western Patent 
Accessories Company, 6611 Sunset Blvd., Los Angeles, 
Calif 





BROW NE-MORSE PLASTITE TOP 


A new Plastite top is interchangeable now on all 
Harmoniously colored seat cushions in secretary and Browne-Morse flat top desks. The tops are held firmly 
executive sizes are filled with a 22 inch thickness of in place with a series of fasteners to make them quickly 
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Smith Metal Arts Co., Inc. 
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have been tested 
says the manufacturer 


interchangeable. These fasteners 
under a 500-pound pull test 

The tops are stamped from 16-gauge steel and the 
Plastite surface is then permanently laminated to the 
metal by an exclusive process. This is claimed to result 
in a writing surface that is ultra smooth and will not 
buckle or crack. The underside is coated with a sound- 
deadening material claimed to absorb all noise. The 
surface is claimed to be cigarette, ink, water and chip- 





proof. Further information can be obtained from 
Browne-Morse Company, Muskegon, Mich 
DEHLER STEEL CASH BOX 

A non-breakable plastic tray is now fitted to the 
new Dehler steel cash box. A special feature of the 
construction is said to eliminate the fitting difficul- 


ties characteristic of many cash box trays. Claimed 
not to chip or crack under hard knocks, the trays in 
Model No. 10 and No. 30 boxes are finished in glossy 


black. They are divided into five small compartments 


and one large one 

The 12 
constructed of quality steel a1 
new shade of lustrous modern gray baked-on enamel 
The line, which 


Styles in the cash line are said to be 


id all are finished in a 
includes all standard sizes, is made 


by Dehler Manufacturing Company, 216 N. Clinton 
St., Chicago, I] 


SMITH METAL ARTS LAMP 








This Moon Crest lamp, newly introduced, is made 
entirely of a special aluminum alloy. Its anodic fin- 
ish is said to be bu relatively 


rnproot and scratcn- 
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proof. For ease of handling the stem is insulated 
against heat. Both shade and bowl have been de- 
signed to provide maximum light over the working 
area 

Cleaning with a soft damp rag is recommended 
to bring the reflecting surfaces back to their original 
efficiency. Available in four pastel colors as well as 
in bronze or silver, the new lamp will retail at $17.50, 
subject to the company’s maximum discount. The 
manufacturer is the Smith Metal Arts Company, Inc., 
1721 Elmwood Ave., Buffalo 7, N. Y 

—-< 
ST. LOUIS FIRM EXPANDS 

After four years in the business, H. A. Steger, St 
Louis distributor of carbon and ribbons, has recently 
taken on additional warehouse space. The new space 
is at the same address 816 Pine St., St. Louis. In 
addition to manufacturing office machine covers Mr 
Steger is factory representative of the Haskell line 
of steel furniture for which he covers Missouri, Ar- 
kansas and southern Illinois. 

Growing business and the need for greater display 
of Haskell furniture made it necessary to acquire ad- 
ditional space. At the present time Mr. Steger is con- 
sidering installing equipment for the recovering of 
typewriter platens. 

6 we 
SCRANTOM’S CHANGES 
Scrantom’s Book & Stationery Co. Inc., 


STORE HOURS 
Rochester, 


N. Y., has made a revolutionary change in its store 
hours which is being watched with considerable in- 
terest by the stationery and office supply trade 


throughout western New York 

The new hours are designed to give employes a five- 
day work week with a two-day weekend holiday and 
at the same time provide more convenient shopping 
hours for customers 

Beginning January 9 has been closed all 
Mondays and open until 9 p.m. on Tuesday 
All employes work a five-day 


+ . 7 
the store 


aay on 
and Thursday nights 


40-hour week and no employe, including executives, 
will be required to work more than one night each 
week.—GET 

oo 


MOERS OPENS STORE IN CINCINNATI 
M. A. Moers Company has opened offices at 529 Wal- 
nut St., Cincinnati, Ohio, as a broker of all types of 
office supplies. The new business is operated by Moses 
A. Moers, who until six years ago had operated for 20 
Harris-Moers Company, distributors of car- 
ECH 


years the 
bon paper and typewriter ribbons in Cincinnati 
—-_ < 

GALESPIE FIRM TAKES LARGER QUARTERS 

The Samuel Galespie Company of Philadelphia, Pa., 
located for the past three years at a smaller place, 
has purchased its own warehouse and showrooms at 
927 Arch St. in that city. Here, the concern handles 
a complete line of steel and wood furniture. A large 
stock of executive desks, chairs and tables and leather- 
covered furniture is kept 

~<a « 

*, FIDDLER MAKES STORE CHANGES 
C. F. Fiddler, owner of Kansas Typewriter Exchange, 
821 N. 7th St., Kansas City, Kans., has recently con- 
solidated his office and sales room into the Dougherty 
Stationery Company store, 900 N. 7th St., of which 
Mr. Fiddler is also sole owner 

This will enable the organization to consolidate their 
efforts and better serve trade. For the time 
being the repair department will be maintained at the 
old address 

Since Mr. Fiddler acquired the Dougherty Stationery 
Company, a number of months ago, he has completely 
remodeled and renovated the store, is handling popular 
brands of both commercial and social stationery and 
operates a store that is a credit to the community 
Mrs. M. H. Bishop has charge of all purchases 
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QUALITY FOR CUSTOMERS 
PROFITS FOR YOU 


2296 
2295AC 
See the Gunlocke Display at the National 
Office Furniture Association Convention, 
Mar. 23-25, Hotel Commodore. 
$ 2253 

Y Es, Gunlocke has a double meaning — (1) excel- 
lent dealer profit opportunities; (2) customer sat- 
isfaction, which adds up to repeat business. 7 


The reason is guality—you don’t need to cross oneal 
your fingers when you talk about Gunlocke top 
quality. It’s there—based on sound design and 


careful Gunlocke workmanship. Sell Gunlocke 


for bigger profits and satisfied customers. 
682RSB ra 


er GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 








@ FILING SERVICE 


MAKES MONEY FOR EVERY DEALER 


Guide. febtr 


Pat. Pending 


THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 


The only limit to your profit possibilities in selling Guide-O-folders is your 
own effort, because there are so many applications in every office you 
service. Everywhere records must be kept, Guide-O-folders increase the 
speed, facility and accuracy of filing and finding. They are always in an 
upright position because they hang. Guide-O-folders glide along on the 
metal Guide-O-frames with finger tip ease. They fit right into every sys- 
tem because the metal tabs are adjustable to all filing positions. Use our 
handy demonstration kit to sell all your customers. 





TRADEMARK 


TRANSFILE 


STEEL FRONT FIBRE BOARD FILES 


How many of your customers still bundle up their old rec- 
ords and toss them in a box or vault? You'll probably 
find a good many of them do. Here is fertile sales ground 
for TRANSFILE Fibre Board Files—the practical, low cost 
method of keeping these inactive and semi-active records 
accessible at all times. You will do your customers a great 





e 3 STYLES 


service and can make a nice profit for yourself by selling 
them TRANSFILE FILES. 13 SIZES 


FILING SUPPLIES =——agayansrury 


Who gets the big orders for folders, guides, index cards, etc., in your 





town? The GUSSCO dealer gets them because he has the right mer- - = io 
chandise at the right price and the right time. He never fears factory es ok. 25 
competition for he knows all GUSSCO products are sold thru dealers baw : st - 
only. And when he happens on a special he gets the whole cooperation ae = pea 
of our staff—he gets merchandise, not excuses. This combination of Sea hss we 
quality, economy and service places the GUSSCO dealer in an excellent leah MET Se" 





competitive position. 


WRITE FOR THE NEW GUSSCO CATALOG TODAY! Hi 


GUIDE SYSTEM & SUPPLY CO. I 


335 CANAL STREET NEW YORK 13, N. Y. 35 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. : 
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Luxurious Comfort Makes 


CHARLES OF LONDON 
A TOP SELLER 

















TANLEY 


soRt woetn 


The most particular connoisseurs of fine furniture approve the 

simple dignity, the genuine beauty, and the luxurious comfort of 

this CHARLES OF LONDON Sofa, styled by Stanley. Finest top 

grain leather and perfection craftsmanship make this a life-time 

Q investment. Everyone loves this pillow-type back design. The 
marvelous cushioning retains its elastic life indefinitely. The best 
THE STANLEY LINE 
The « om plete line of fine 
ither furniture by Stanley 
ncluaes swivel chairs, side 
hairs, sofas, and settees in 
numerous styles and designs 
r office and club uses. All 
are available in red, 
ereen, blue, brown, and tan 
top grain leather. Offe red 

» in machine buff and 


; ; 
Plasitt 


type of all-hand-tied coil springs adds still greater comfort. Avail- 
able as illustrated or with straight legs and all-welt trim. Display 
this best-seller and watch it move. 


pieces 


A STANLEY ~- 


MANUFACTURING COMPANY 
2310 N. MAIN STREET 


FORT WORTH 
TEXAS 





SSC See e Ree Eee eee eeeE 
. 

STANLEY MANUFACTURING COMPANY 

Dept. OA-250, 2310 N. Main St., Fort Worth, Texas 





SALES KEPRESENTATIVES 
Hen: H. T. Sullivan 
103 P ‘ 553 First Avenue 
Salt Lake City, Utah 
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Wm. Tonk j. B. Tompkins 

3515 ( Park Blvd 60 E. 42nd St 

Los A es 27, Cal New York, N. Y. 
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Please send me descriptive | 


teroture ond prices on your Cherles of 


London Leather Upholstered Sofo 


| am interested in handling the complete line of Stonley office chairs, 


sofas, ond other furniture 


NAME 


ADDRESS 


ciTY 


STATE 
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Marc. Charmatz of Kores Carbon Paper and Ribbon 
Manufacturing Corporation was a caller at this jour- 
nal’s office December 13. He spent a week in Chicago 
and planned to spend four or five days in Cleveland, 
which would allow him time to return to New York a 
day or two before Christmas. The principal objects 
of his journey were selling and appointment of repre- 
sentatives. 


George C. Holt of George C. Holt, Inc., called upon 
OFFICE APPLIANCES by telephone December 29. He had 
gone with Mrs. Holt to Nebraska to spend Christmas 
with other members of the family and was on his way 
back to Providence, R. I. He reports an excellent vol- 
ume of pen and pencil sales for his first year of oper- 
ation, which has led to the purchase of new and larger 
quarters for increased production. George Holt has 
that happy combination of initiative, sales and man- 
agement ability, and hard work, which has produced 
good results so quickly. Those particular qualities he 
attributes to the men associated with him 


A. J. Nicoli, of Maple City Stamping Company, signed 
the Guest Book December 29. He was in Chicago to 
cail upon dealers and to interview some prospective 
representatives. He is well pleased with the attention 
given to his company’s folding chairs during the las® 
year or two 


David Miller of Beverly Hills, Calif., visited OFFricr 
APPLIANCES January 4. Mr. Miller has a good record in 
the sale of office appliances. For 17 years he was in 
the Multigraph organization. Frequently, he was a 
member of the Multigraph 100-Point Club, reaching 
the enviable position of president. He also spent two 
years with American Type Founders Company doing 
promotional work on its offset presses. During the war 
he was attached to the United States Army Air Force 
remaining in active service until 1946. He is well ac- 
quainted with the large users of office equipment in 
the western states and has the urge to get back into 
office specialties and call upon those same people 
again. 


Ron Douglass, whose home is at Rocky River, Ohio, 
and who travels a group of states for the W. H. Gun- 
locke Chair Company, paid OFFICE APPLIANCES a Visit 
January 5. Formerly for two years sales manager for 
the Marble & Shattuck Chair Company, Mr. Douglass 
has been in the Gunlocke organization since 1932 
For 18 years all his sales effort has been concentrated 
on Gunlocke merchandise. Mr. Douglass at one time 
traveled from Pittsburgh to Kansas City. At present 
most of his attention is given to NSA’s Fifth District 
plus certain other areas, such as Chicago and vicinity 
for example. He is well Known by office furniture 
dealers, participates freely in trade gatherings and is 
a past president of the Fifth District Travelers Club 
He is a constructive merchandiser and takes particular 
delight in making calls with his dealers’ salesmen 
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Ernest Frissell of Dependable Manufacturing Com- 
pany dropped in at OFFICE APPLIANCEs for a brief visit 
January 11. He had come to Chicago to call upon 
dealers and took advantage of the momentary absence 
of a buyer to cross the street to OFFICE APPLIANCES 
home base. He is well pleased with the reception of his 
redesigned line of posture chairs and stools. Within a 
few months he expects to announce new office ma- 
chine desks and stands. Almost completely over the 
effects of a disastrous fire some two years ago, he re- 
ports that the business is in unusually satisfactory 


State 


John T. Morris, of Morris Products Company, paid 
OFFICE APPLIANCES an interesting visit January 11. Mr 
Morris rootage in the office equipment field goes back 
to the early days of the Sundstrand Adding Machine 
Company. He stayed with Sundstrand until it was sold 
to Elliott-Fisher Company and the General Office 
Equipment Corporation was formed. Later, he was 
branch manager for Victor Adding Machine Company 
in Los Angeles, and at the time Al Smith ran for presi- 
dent was manager for Royal Typewriter Company in 
Pittsburgh, Pa. Within the last few months he has 
become interested in the manufacture of ball point 
pens and an ingenious ball point filling device. His 
business is located in Huntington Park, Calif. He was 
on a business trip which had included stops in Kansas 
City and St. Louis and was to take him on to New 
York. A newcomer in ball points, he is making progress 
rapidly 





Industry Personnel 
Brevities 














we! WILBUR E. WALKER— 
Proprietor of a continually- 
expanding business in Wich- 
ita, Kans., the Wilbur E. 
Walker Company, the sub- 
ject of this sketch has oper- 
ated his own firm since May 
of 1930. His previous ex- 
perience included two years 
of direct selling, sales train- 
ing and branch managership 
for Real Silk Mills and a 
period of salesmanship with 
the Victor Adding Machine 

. Company at Oklahoma City, 
kla. Mr. Walker has found time to aid his own 
industry through the Office Machine Dealers Asso- 
ciation, serving as governor of District No. 9 and as 
a director of NOMDA. In addition his civic interests 
include Rotary Club, Chamber of Commerce, Executive 
Club, Y.M.C.A., Independent Business Men’s Asso- 
ciation and Crestview Country Club. His hobbies are 
golf and travel. He was married to Bernice H. Penny 
in 1937 and says that Mrs. Walker has been a great 
help in operating the store—"It has only been since 
1937 that I have been able to make golf a hobby.” 
The Wilbur E. Walker Company employs 13 persons 
and handles these lines in addition to miscellaneous 
supplies—Friden calculators, Victor adding machines, 
L. C. Smith & Corona typewriters and Speed-O-Print 
duplicators. 
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Another WELLS Engineered > 


Achievement in one 
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BACK REST 


Really something to sell! 8 


} \ 
3 \Bal MEN 
’ \ \ Back rest can be raised or 
lowered to suit the individual 


ALL THESE FEATURES ARE ALSO YOuRs 


t's what the WELLS 
h sack Rest gives 
t means correct 
e comfort for every 


Short — Tali— Aver- 









WELLS 


e Duran Upholstered e Rigid Posture Back POSTURE-RITE 

e Seng Mechanism e Bassick Casters \ oo 

e Adjustable Back Rest e Padded Seat and Back \ 
° Adjustable in height Rest 








_— 
YOUR CHOICE OF COLOR COMBINATIONS $9 g40 EA. 


LIST 


SEATS AND BACKS BASES AND BACK RESTS F.0.B. CHICAGO PRICE 


DURAN UPHOLSTERED BAKED ENAMEL FINISHES | SHovins Waiaht: Pacted 21 
e Brown e Red e Lustrous Brown e Brilliant Grey SOLD ONLY THRU DEALERS 
e Grey e Green e Appealing Green — 


‘ GENERAL OFFICES 
725 $. LA SALLE ST. 
CHICAGO 5, ILLINOIS 

= 
TELEPHONE 
HARRISON 7-1100 











CABLE ADDRESS 


OPFICE FURNITURE COMPANY PN ual «= weno, cmecace 
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N.O.F.A. HOLDS FIRST ANNUAL OFFICERS’ 
CONFERENCE AT NEW YORK, N. Y. 

With an attendance of more than 40, the officers and 
directors of the National Office Furniture Association 
met with officers of regional chapters in a two-day 
session, Friday and Saturday, December 9 and 10, in 
the west ballroom of the Commodore Hotel, New York, 
N. Y. President Moe Turman, Metwood Office Equip- 
ment Corporation, New York, N. Y., presided. 

Officers from Chicago, Ill., Baltimore, Md., Boston, 
Mass., Newark, N. J., Philadelphia, Pa., Pittsburgh, Pa.., 
Richmond, Va., and Washington, D. C., chapters par- 
ticipated in discussions designed to strengthen and 
shape the future policies of N.O.F.A. Among the topics 
discussed were: a code of ethics, a program for closer 
co-operation between dealers and manufacturers, ex- 
panded convention and sales promotion work, in- 
creased sales training activities, new program of public 
relations and labor relations work 


Hold Three Sessions 


The conference was divided into three sessions 
Friday afternoon, Friday evening and Saturday morn- 
ing. After luncheon the first session got under way at 
2 p.m. with President Turman extending a hearty wel- 
come and sounding the keynote of the meeting when 
he called for frankness in discussing problems to come 
before the conference. Declaring that he has always 
been proud of N.O.F.A. because men from all parts of 
the country meet with and greet each other as friends, 
because it affords an opportunity for the discussion of 
problems that apply both locally and nationally and 
because a spirit of good feeling among competitors has 
been established through the existence of N.O.F.A., 
he went on to tell of the organization’s growth from 
the germ of an idea to its present size with a member- 
ship of 524. He paid tribute to those who have given 
generously of their time and talents in the accomplish- 
ment. In conclusion, he declared that N.O.F.A. was 
born and grew during a good business period after the 
war and pointed out that conditions are changing, 
competition will be keener and new problems will have 
to be met. In this connection he called for suggestions 
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“his listeners the various 


for solving those problems as they came up for dis- 
cussion 


Next to 


address the group was John R. Gray, 
N.O.F.A. executive director, who gave his listeners an 
outline of the program to follow which included dis- 
cussion of a code of ethics, price cutting, closer co- 
operation between dealers and manufacturers, expan- 
sion of N.O.F.A. convention, sales promotions, sales 
training, building up of membership, study of labor 
relations, public relations and a national advertising 
program. He pointed out that the purpose of the meet- 
ing was to be realistic and practical in doing things 
to further the usefulness of N.O.F.A. in serving the in- 
dustry and its 524 members divided into 14 regional 
chapters. In conclusion, he offered the following sug- 
gestion—“Let us work, trade, travel, live up to business 
ethics as good business people.” 

The next order of business was a round table dis- 
cussion entitled, “What’s right—-What’s wrong with 
N.O.F.A.?” with President Turman acting as moderator 
during which a number of gripes as well as compli- 
ments were heard. Among the topics discussed were 

advance notice to regional chapters of executive 
meetings, dues, dealer benefits, elimination of unfair 
competition, price cutting, trade ethics, the holding 
of directors’ meetings in more central location, enlist- 
ing co-operation of manufacturers to stabilize condi- 
tions and elimination of direct selling by manufactur- 
ers. A motion was passed to hold some of the future 
meetings of officers and directors of N.O.F.A. in more 
centralized locations. 


Prices in Relation to NOFA 

The balance of the afternoon session was devoted to 
discussion of “Prices—What Can N.O.F.A. Do About 
Them Within Federal Trade Commission Rulings?”’ 
with George Link, Jr., attorney, specializing in Federal 
Trade Commission work, acting in an advisory capac- 
ity. Mr. Link, in opening the discussion, outlined for 
legal alternatives available 
to them in attempting to deal with the situation. After 
lengthy discussion and question and answer period, it 
was decided to appoint a committee to visit the Fed- 
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TWO DRAWER CARD CABINET for 3 x 5, 4x 6, 5 x 8, 
8x5,6x 9, 4 x 9 in 15” and 18” lengths. Rich Gray or 
Green baked enamel finish. May be easily and solidly stacked 
as shown above. 


The #7 Steel Line 


available in a rich, new Gray 


It’s a pleasure to add this new finish 
to the Weis steel line. The finer gen- 
eral appearance of Weis Gray stands 
out at once. Show this line with com- 
plete satisfaction. You know that 
underneath the handsome finish are 
the finest materials, carefully and 
accurately constructed in the Weis 
way. All Weis steel numbers are elec- 
trically welded — no rivets. Cabinets 
and trays have non-marring feet and 
wide follow blocks. Whether you sell 
the new Gray or Green, you know 


you sell the best... Weis! 


SINGLE DRAWER CARD CABINET for 3 x 5,4x 6,5 
8x 5,6x 9, 4x 9 in 12” and 15” lengths. Non- 
feet. Wide follow blocks and generous label holders 
pulls. Gray or Green 
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MIDGET STEEL CARD TRAYS for 3 x 5, 4x 6 and 


™ 5 x 8 cards. The 3 x 5 holds approximately 275 
cards with index. Come equipped with or without 
index and 100 cards 


STEEL CARD TRAYS for 3 x5,4x6,5x8,8x5 
8'4 ynd 12% nside lengths. Adjustable 
n-marring feet. Flush hinges securely aftact 

welded vets. Gray or Greer 
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~ ~— 
~ STEEL LEGS for Cabinets. No need 
/ to stock several numbers of Leg 
LETTER FILE Used often as a personal file for letter size papers. Really Bases — these economical No. 
g in Gray or Green baked enamel. Stack them two or three high. 3456's fit any size cabinet. 


pteble to the steel legs on the right. 









Line (continued) 


STEEL BOX LETTER FILE in Standard or 
Giant size with Monthly, A-Z, or Daily 
Easy Clasp 


index. Sturdily made and 


locks it tight and keeps it dust proof 





PEEP eee 


DESK LETTER TRAYS Letter and Cap sizes. De 
yned tor quick rem< f popers. N sharp 
saed ed St | post enable bDuiidir th 

BANKERS NOTE CASE 5 <tr ; = peo 
jh as desired 


everyone likes. ¢ 


ing space. Equipped 





Tae Weis MANUFACTURING COMPANY 


Wier 


MONROE, MICHIGAN 








NEW YORK 13: The Weis Mfg. Co., 54-56 Franklin St. 
CHICAGO 6: Associated Stationers Supply Co. 
BOSTON 10: Adams, Cushing & Foster, Incorporated 
OKLAHOMA CITY 1, FORT WORTH 1, HOUSTON 2: Carpenter Paper 
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e CHICAGO 13 
> IN CANADA @ ACE FASTENER (CANADA) LTD., 1 NOTRE DAME ST., WEST, MONTREAL 
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ACE STAPLE 
SCOUT REMOVER 





ACE FASTENER CORPORATION 


3415 NORTH ASHLAND AVENUE 
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eral Trade Commission in Washington, D. C., to get 
information and advice on setting up an office furni- 
ture dealers’ trade practice code. The committee will 
report its findings and recommendations at the next 
officers’ conference to be held one day prior to the 
annual convention and exhibit, March 23-25, at the 
Hotel Commodore, New York, N. Y 


Hofherr Presides at Session 


The Friday evening session began at 6:30 p.m. with 
a dinner at which Harry Hofherr, Kendrick Furniture 
Company, Chicago, IIll., president of the Chicago Chap- 
ter, and N.O.F.A. vice-president, presided. Mr. Hofherr 
introduced the guest speaker of the evening, Jack S 
Schiff, supervisor of sales training at City College of 
New York, whose topic was “Selling is Your Business.” 
In stressing the urgent need for sales training now to 
meet changing business conditons and keener compe- 
tition, he urged dealers to take advantage of oppor- 
tunities available to them to build up an efficient sales 
organization. Declaring that good sales training 
courses are available in various cities, he went on to 
tell in some detail of the course now in progress at 
the City College of New York in which employees of 
New York office equipment dealers are participating 
He told of their method of selecting men through a 
series of tests to determine their general ability and 
in what subjects they are most interested. With that 
established, the next step is the training of men in 
methods and techniques of selling and, finally, in 
overcoming obstacles and closing the sale. In con- 
clusion he pointed out that management’s duty is 
to control and guide their men from there on by 
having them push the more profitable items in their 
line and give more time and attention to the more 
profitable customers. He further recommended that 
dealers analyze their inventories, their costs, their 
salesmen and their customers and keep a check on 
potentials for future work guidance. A question and 
answer period followed 


Saturday, December 10, Session 


The Saturday a.m. session began promptly at 9:30 
a.m. with President Moe Turman presiding. The first 
order of business was the appointing of the trade 
practice code committee to visit the Federal Trade 
Commission in Washington, D. C. Members are Wil 
liam Sproul, Clark & Gibby, Inc., New York, N. Y.; 
H. V. Boswell, Office Furniture, Inc., Washington, D. C.; 
Jack Styron, Maryland Office Supply Company, Balti- 
more, Md.; Harry O. Austin, Doten-Dunton Desk Com- 
pany; Charles B. Goodman, S. Stein & Company, Chi- 
cago, Ill.; Moe Turman, president of N.O.F.A., ex offi- 
cio; Seymour L. Nathan, Charles S. Nathan, Inc., New 
York, N. Y., N.O.F.A. secretary, and John R. Gray, 
Executive Director, N.O.F.A., ex officio 


Chicago Chosen for '51 Convention 


President Turman, in placing before the conference 
the next order of business—‘‘The location of the 1951 
N.O.F.A convention”’—strongly urged that another 
location other than New York be chosen. After con- 
siderable discussion the city of Chicago, Ill., was chosen 
as being most centrally located. Harry Hofherr, pres- 
ident of the Chicago Chapter, after consulting with 
his delegation, accepted and it was so ordered. 

N.O.F.A. Treasurer Edward Blau, Max Blau & Sons, 
Inc., Newark, N. J., then made his treasurer’s report 

Bernard H. Nemlich, Regan Office Furniture Corpo- 
ration, New York, N. Y., chairman of the New York 
Chapter activities committee, reported on securing 
good speakers to address their meetings and on the 
success of the N.O.F.A. bulletin from both a financial 
and editorial standpoint 

Next to be discussed was the adoption of a resolution 
entitled, “What Constitutes a Retail Office Furniture 
Dealer,” written by Charles B. Goodman, S. Stein & 
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Company, Chicago, Ill., activities chairman of the 
Chicago Chapter. It was read and presented by Hy 
Natovich, Spak & Natovich, Chicago, on behalf of the 
Chicago Chapter. After considerable discussion and a 
few minor corrections, it was unanimously approved 
and adopted. The resolution will be mailed to all man- 
ufacturers and dealers in the industry whether they 
are members or non-members of N.O.F.A. It reads: 
RESOLUTION 


WHAT CONSTITUTES A RETAIL OFFICE FURNITURE 
DEALER 


WHEREAS, the National Office Furniture Association is 
established for the purpose of ! taining dignity, respon- 
sibility, integrity and service ; ong its members, as well 
as to foster the highest standard of fair trade relations 
throughout the entire industry 

AND WHEREAS, the Association is the creation of the 

»ymbined interests of businessmen engaged in the retail sale 
of office furniture, filing equipment, and all other kindred 
items directly associated witl 

AND WHEREAS, in order t properly conduct their re 
tail business, dealers operate regularly established stores 
or display rooms, or a combination of both, for the sale of 
merchand purchased from factories and suppliers engaged 
in the wholesale distribution of their product 


AND WHEREAS, since the inception of trade relations 
between retailer and wholesaler there have existed certain 


principle of policy and ethics governing their free and un- 
hampered dealings with each other; 

AND WHEREAS, it is both necessary and important that 
the relationship of dealer and manufacturer and supplier 
be Kept at its highest level « inimpeachable integrity in 
naintaining the retail office furniture business 

AND WHEREAS, questions have arisen as to what actu- 
ally constitutes a retail office furniture dealer! 

AND WHEREAS, in order to define the true meaning of 
“retail offic furniture dealer according to authentic and 
authoritati' conceptions of its meaning so that both deal- 
ers and manufacturers and suppliers may be guided thereby 
letters of inquiry had been sent to major factories identified 
with the ndustry requesting expression of opinion re- 
ating o that question, 

AND WHEREAS, to further arrive at a definite under- 
standing of the question, a special meeting of the board of 
directors and officers of the Association was held on Decem- 
ber 9th and 10th, at the Commodore Hotel, New York City, 
t. general and thorough discussion of the question took place 
nd formed the basis for reaching a conclusion 

NOW, therefore, it is the opinior f the board of directors 
of the NATIONAL OFFICE FURNITURE ASSOCIATION, and 
it is hereby unanimously agreed and established that a re- 
tail office furniture dealer is one who 

lI—Operates a regularly established store, or display room 
or a combination of both, for the sole purpose of selling 
office furniture, filing equipment, and other kindred items 
isually directiy associated with that ndustry, on a 
purely retail basis 

2.-Maintains a reasonably appreciable stock of office fur- 
niture, filing equipment, and kindred products usually asso 
ciated with the industry; Keeps a storeroom or space for 
stock on hand: is identified by appropriate signs describing 
his business; sells and serves the public from stock on hand 
rr display, or from goods obtainable from reliable sources 
of supply, does not sell from pictures, pamphlets and cata- 
ogs only is recognized by factories and suppliers and 
retailers s having the essentials of responsibility and in- 
tegrity as retail storekeeper; may and may not have sales- 
men hould have a repair shop r service department, 
similar facilities, in order to serve the public when called 
upon to a so in connection with his sales 

} Is definitely identified in such publications as the pub 

newspapers, telephone directories, business periodicals, 
ind advertising media, as a regularly established retailer 

AND IT IS FURTHER RESOLVED, by the NATIONAL 
OFFICE FURNITURE ASSOCIATION, at its meeting held on 
December >and 10, 1949 at the Commodor Hotel, New 
York, by inanimously voiced vote of the embers of the 
board of directors present, that it shall be the established 
policy Association to recognize and accept as retail 
office fur ture dealers only those persons whose qualifica- 
tions are .ccord with the principles heretofore laid down 


and adopted 
IT IS FURTHER FINALLY RESOLVED that all factories 
and suppliers serving the retai office furniture industry 
all be apprised of this established policy, to the end that 
! and dignity of the lustry may be steadfastly 


“1 ] 
preserved 


Hear Guy Rentsler 


Next to address the group was Guy Rentsler, Rem- 
ington Rand, Inc., president of the New York Chapter, 
on the subject of “Salesmanship Training.” In a highly 
interesting and informative talk, he pointed out that 
sales training is the dealer’s job and without question 
one of the most important jobs before management 
right now. He went on to say that the often heard 
remark, “He is a born salesman,” is erroneous. Man 
can be born with talents that lead to his becoming a 
good salesman but he must have education, sales train- 
ing and guidance to complete the job. Declaring that 


selling is an important part of the business picture, 


he took his listeners step by step from top management 
where policies and plans are formulated, out through 
(Turn to page 122, please) 
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Cut yourself a good juicy slice of the Carbon Paper 


e 
Co U " hi qj business in your territory with COLUMBIA’S 


MARATHON. Careful market investigations 


show that it is the best general-purpose paper 
qj rat 0 1 you can offer. This means bigger sales, simplified 


selling, faster turn-over and reduced inventories. 





MARATHON is a quality writing carbon paper. 


Ca rbon It is curl and climate resisting. Available in 


standard stock sizes, sheets and register rolls 


in three weights, one finish, for use on all 


Pa pe r makes of standard, noiseless and electric type- 


writers, autographic registers, adding, bill- 







ing, bookkeeping and tabulating 


machines as well as for 






a Sas —— pens. That’s real versatility. Every 
Sere sheet of COLUMBIA Carbon Paper has the 


Sa T a fie % OV er brand name printed in an all-over design on the 


back. The stationer who sells it therefore enjoys 


80 % ot y 0 U r a repeat business through the user being able to 


identify the paper she has used and likes. Each 






Customers — in the COLUMBIA line is the — - its 
kind. COLUMBIA’S Sales Cooperation brings 


Req virements real results. Let us send you samples and prices 


of MARATHON today. 


RIBBON & CARBON 
MANUFACTURING CO., Inc. 


Main Office & Factory: 102 Herb Hill Road, Glen Cove, L. I., N. Y. 


COLUMBIA BRANDS BUILD BUSINESS 
New York Sales & Export: 58-64 West 40th St. 





PINNACI . SILK GAUZE . COMMANDER Midwest Sales: Kansas City, Mo., Dwight Bldg. + Chicago + Detroit 
aie Milwaukee » Minneapolis + Philadelphia + Pittsburgh + Portland, Oregon 
YTANT SPECIAL * NONSTICK . Cincinnati (Harris-Moers Co.) + Atlanta. Also: Toronto, Canada 
MARATHON . RAINBOW e CLASSIC London, England «+ Milan, Italy + Sydney, Australia. 
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LEOPOLD HOLDS DEALERS CONFERENCE 

The Leopold Company held a conference for its 
dealers January 6 and 7 at its plant in Burlington, 
Iowa. The management was agreeably surprised to 
have a dealer attendance of 165 representing all sec- 
tions of the country. The program consisted of a trip 
through the plant in which the various processes of 
manufacture were discussed, a description of the Leo- 
pold line, talks on selling, and the presentation of the 
elaborate Leopold merchandising plan. 

Early the first morning the visitors were taken to the 
plant by special buses. They separated in groups and 
started at once on their tour of modern wood desk 
manufacture. The expert attention given to all de- 
tails and the modern machinery were intriguing even 
to those who had been through the plant before, par- 
ticularly in view of the fact that processes, equipment 
and designs change and each trip is in a measure a 
new one. Frederic Leopold, vice-president of the com- 
pany, was in charge of this first part of the program. 

In the plant is a large display room opening into a 
conference room. The display includes nine private 
offices equipped with executive type furniture, with 
furniture, walls, decorations and accessories all in 
perfect color harmony. Other desks are shown in the 
generous open space which is surrounded on three 
sides by the individual offices. The visitors gathered 
in the display room until all returned from the tour, 
when they moved next door to the conference room. 

Sterling Lord, secretary of the Leopold Company, 
was master of ceremonies throughout the _ two- 
day meeting. He introduced President Carl Leopold 
who expressed his delight at the generous attendance. 
“There no longer is any doubt,” he said, ‘that good 
office furniture is one of the best investments a busi- 
ness can make. The problem of our company and our 
dealers is to sell that idea to business.” He stated 
that he and Frederic would be available to all present 
for special conferences 

In introducing Frederic Leopold, Mr. Lord said that 
the list of visitors at the conference resembled a list 


of “Who's Who in the Office Furniture Business.” He 
asked the men to be outspoken and to be free to 
make suggestions. Frederic Leopold said it was nec- 
essary to manufacture large volume in large groups 
to operate economically. He told of new mechanical 
equipment installed in the plant since the war, which 
helps the company to control cost and quality. Sug- 
gestions from dealers, he said, were helpful. He re- 
ported that the company had 25 patterns of executive 
desks, nine patterns of junior executive, nine type- 
writer desks, also leg and pedestal tables, cabinets, and 
book cases or 78 patterns in the Streamline group. 
There are various types of desk tops, including four 
types of linoleum and formica. Oak has been added to 
the junior streamline. The service grade is made in 
oak and combination walnut. He told of requests to 
bring out still other lines. At present the company is 
concentrating on the improvement of the Streamline 
desk, concerning which he told of recent developments 
in construction. He also described an improved method 
of packing which provides greater ease and safety 
in handling. 


Piertz Tells of Seng Production 


Arthur Pieritz of the Seng Company, producers of 
typewriter mechanisms used in Leopold desks, was in- 
troduced. Mr. Pieritz stated that his company started 
manufacturing the Clemco mechanism in 1915. More 
than 1,000,000 have been incorporated into typewriter 
desks. In 1919 Seng started the manufacture of the 
center mechanism and has produced more than 600,- 
000. In 1939 the side-drop, or space-saver, was added 
to the line, and more recently a portable typewriter 
mechanism and desk drawer suspension. Later, Mr. 
Pieritz demonstrated the new mechanism in a desk 
installed at the front of the conference room. 

After lunch, which was served in the plant, Edward 
J. Eggleston, president of General Office Equipment 
Company, Pittsburgh, gave a splendid and forceful 
talk on “Selling Profitably in a Buyer’s Market.” To 





LEOPOLD DEALERS PAUSE FOR PICTURES AT RECENT MEETING 


1. James ‘‘Scotty’’ Robertson, the Globe Office Equipment Co., Cin- 
cinnati; Dr. W Alexander, First Christian Church, Oklahoma 
City. banquet speaker: Gene Whitmore, American Business. 

2. Frederic Leopold, vice president, the Leopold Co.; Dr. W. H. Alex- 
ander, First Christian Church, Oklahoma City: Carl Leopold, presi- 
dent, the Leopold Co. 

3. Art Reed, Latsch Bros., Inc., Lincoln, Neb.; Ted Warkentin. Lawton 
Okla.. and Forrest Burns. Oklahoma City, Okla., both of South- 
western Stationery & Bank Supply Co 
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4. Seated: Mrs. A. J. Cole, Cole & Co., Harrisburg. Pa.; Stuart Goll, The 
Leopold Co. Standing: A. J. Cole, Cole & Co.; G. A. Meredith, 
Monroe Furniture Co., Chicago; Russ Davis, W. J. Noonan Co.. 
Lima. Ohio. 

5. Mrs. Bob Fleming; J. L. Wren. The House of Wren, Oklahoma City: 
Mrs. Robert Kemske, New Ulm, Minn. 

6. Jack Turman, Metwood Equipment Co., New York: Art Kaplan. 
Colonial Office Furniture Corp., Newark. N. J.: Ro Booth (seated), 
Leopold Co.; Semon Nemlich, Regan Furniture Co.. New York. 
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Stylemaster Executive Line Stylemaster Associate Line 











Stylemaster Departmental Line (Island Base) Stylemaster Departmental Line (Leg Type) 














You supply the correct unit from the Ce complete line... 





Your customers will listen with interest when you say, “This piece of 
equipment was designed by “Y and E” for exactly the job you have in 
mind.”... You can say that with “Y and E” equipment because “Y and E” 
makes a complete line of office furniture that is skillfully designed 


to fit each particular office job— at all administrative and clerical levels. 


Also Makers of Quality Filing nyenten and en 
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YAWMAN A? FRBE MFG.(O. 


TOTS JAY STREET - ROCHESTER 3,N. Y., U.S. A. 











OFFICE APPLIANCES, February, 1950 75 








_ 


meet present conditions he said that it was necessary 
for dealers to get back into sales training. He ex- 
pressed the belief that dealers are facing a prosperous 
future market. He reminded those present that there 
is no shortage of dollars. As an illustration he stated 
that booking agents for winter tours were sold out 
long in advance. People want to live better. Dealers 
must sell that idea to business. Haphazard offices, he 
indicated, often are found to be quarters of successful 
business institutions. Dealers have the opportunity to 
show the advantages of using modern equipment. He 
showed a number of colored drawings of office sug- 
gestions produced by his organization, all of which 
helped to obtain substantial orders for him from im- 
portant companies. That type of presentation, he ex- 
plained, eliminates 90 per cent of competition. H« 
recommended that dealers make part-time arrange- 
ments with artists or art students to help them in the 
preparation of sketches to be submitted. 

The Leopold Merchandising Plan was discussed by 
N. A. Winter, president of the N. A. Winter Adver- 
tising Agency, Des Moines. He has had the Leopold 
account for many years. New times, in his opinion, 
bring a new selling situation. Today, the customer 
is king pin in any business. The whole economy is 


geared to competitive selling. He stated that Leopold 
dealers have a tremendous story to tell. The buyer’s 
market is truly a market of buyers. They are cautious, 
choosy, deliberate, but interested in buying. He rec- 
ommended that every dealer present read the article, 
“What’s the Matter with American Salesmanship,” 
which appeared in September, 1949, Fortune. He said 
that it applied from top management down, the most 
important job of business in retraining salesmen be- 
ing to retrain itself. Just as the tree dies from the 
top, he stated, so does business. 

In outlining sales helps for dealers Mr. Winter 
likened them to a football team. The key to any 
football team is the coach. The Leopold coach, as 
described by Mr. Winter, had a repertoire of touch- 
down plays, four of which he listed in order of im- 
portance. The first was adequate stock to enable the 
dealer to meet demands promptly; second, an at- 
tractive floor display; third, service-minded service- 
men; and fourth, an effective advertising plan. 


Robertson Talks About Selling 


The first day’s session was completed by an address 
given by James A. “Scotty” Robertson of Globe Office 
(Turn to page 136, please) 





CAUGHT BY THE CAMERA AT LEOPOLD'S DEALER CONFERENCE 


- Seated: M. P. Spiess. Consolidated Office Equipment Co., Cleve- 
land; Bob Dillon, General Office Equipment Co., Pittsburgh. Stand- 
ing: Edward J. Eggleston, General Office Equipment Co.; Arthur 
Pieritz, The Sen oe R. F. Treece, Thatcher, Inc., Topeka. 


2. Seated: Mr. and Mrs. O. L. Baumgartner, Wilkinson's, Kewanee. 


Ill. Standing: Erwin W. Doepke. S. J. Olsen Co., Milwaukee; F. 
G. Mitchell, Wilkinson's. 
Jerry Snead, Business Equipment Co., Peoria, Ill.; Gene Whitmore 
American Business; Jack Love (seated), J. E. Heiser and Gus Oster 
Business Equipment Co. 


4. Seated: Frederic Leopold. Standing: J. T. Beltz, Joseph T. Beltz 


Co., Faribault, Minn.; S. K. Jones, Standard Staty. Co., Jackson 
Miss.; E. E. Barker, Leopold Co.; Ed Griffith, The Baker Co., Lub 
bock, Texas; James D. Headley, James D. Headley Co., Seattle 
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Wash.; R. M. White, Dubin Co., Inc.; Philadelphia; W. R. Adams, 
Dubin Co., Inc.; Pete Price, The Baker Co. 


5. Jack Turman, Metwood Equipment Co., New York: Semon Nemlich. 


Regan Furniture Corp.; Dan Hansen, Carlson Bros., Moline, Ill.; Ted 
Peirce, Pacific Desk Co., Los Angeles. 


6. Archie Sherer, Archie Sherer Co., Dayton, Ohio; James D. Headley, 


James D. Headley Co., Seattle. Wash.; Lawrence Hedman, Mc- 
Clain & Hedman Co., St. Paul; E. J. Eggleston, General Office 
Equipment Co., Pittsburgh. 


7. A group picture taken while photographer was having synchronizer 


trouble. Mr. and Mrs. John Collins; Mrs. Carl S. Leopold; Gene 
Richards, Finger Office Equipment Co., Houston, Tex.; Carl S. Leo- 
pold, president, The Leopold Co. 
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PROFITS TO THE DEALER ...SAVINGS TO THE CUSTOMER 


Visible Records have proven their adaptability to all types of businesses. Record 
keeping has been made easy by the accuracy and speed in posting and reference, 


through the use of Visible Records. Most any record keeping problem can prof- 
itably be solved through Visible Records. 

The Shif-Dex Visible Record Binder with its numerous exclusive features 
gains immediate interest upon demonstration. It shows the way to direct sav- 
ings in the keeping of records and to indirect savings through the ready infor- 
mation and improved record control it provides. 


Wide range of stock forms for account- 
ing, payroll, sales, purchase and stock 
control, and other records are available. 





SHIF-DEX FEATURES 


@ Opens perfectly flat—affords perfectly flat writing surface. 
@ Single Lever, Finger-Touch Operation—Opens binder instantly 
to working position or for sheet changes 


@ Balanced Construction—Assures smoothness of action with 
minimum effort. 


@ Built-in Automatic Shift—Opens space at any desired place 


for insertion of sheet; closes space when sheet is removed. 


@ Shift-Lock—A safeguard against accidental shifting and dis- 
arrangement of record sequence 


Metal hinged covers of heavy binders board bound in black 
Levant grain imitation leather, with “‘Resistal’’ steel rims ex- 
tending around four sides—assure lasting service. 
@ Patented Sheet Lifters— Automatically guide sheets into prop- 
er position when closing binder and preserve the records, 


Ask for Circular D1179 





WILSON JONES Co. 


GENERAL SALES OFFICES 





NEW YORK CAMBRIDGE, MASS CHICAGO KANSAS CITY, MO. SAN FRANCISCO 
East 23rd Street 26 Blackstone Street 3300 Franklin Bivd 816 Locust Street 234 First Street 
Main Plants at CHICAGO and ELIZABETH. N. J 
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| A NAME YOU CAN SELL 


| ... Because it Means 


yell Figfe l 


ince 1909 the name “ENNIS” has had a double meaning: top 
quality and top profit. That's why ENNIS has grown the way it has 

.and why more and more suppliers turn to ENNIS for fast- 
moving, sure-profit converted paper products. 


a 
a A WIDE VARIETY OF STYLES IN ALL THESE ITEMS! 


File Folders © File Guides © Index Cords © Card Guides © Stenographers’ Notebooks 
Typewriter Paper © Adding Machine Rolls © Memorandum Books * Loose Leof Fillers 
Composition Books © Tablets © Legal Ruled Pads * ‘Scratch Pods * Guest Checks 


Salesbooks * Tags * Manifoid Order Books \ Available in Both STOCK and 
Receipt Books { MADE-TO-ORDER Styles 








YOU'LL GET MORE CUSTOMER GOODWILL 
— AND MORE CUSTOMERS — WITH 


| &nnis 


WRITE 


FOR CATALOG 
AND SAMPLES 


TAG & SALESBOOK COMPANY 


Manufacturers of Paper Products 


General Office and Factory: ENNIS, TEXAS * Eastern Division and Factory: CHATHAM, VIRGINIA 
WAREHOUSES: HOUSTON, TEXAS; BIRMINGHAM, ALA.; NEW ORLEANS, LA.; ALBUQUERQUE, N. M. 
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STATIONERS 12:30 CLUB OF NEW YORK AT CHRISTMAS PARTY, DECEMBER 19 


STATIONERS 12:30 CLUB HOLDS YULE PARTY 

More than 110 members and guests of the Stationers 
12:30 Club of New York gathered to participate in 
the annual Christmas party held on Monday evening, 
December 19, in the Oxford Room at Rosoff’s Restau- 
rant, New York, N. Y 

Festivities began during the cocktail hour which 
started shortly after 6 o’clock with much good fellow- 
ship in evidence. Considerable singing of songs was 
indulged in, some of which were led by Ralph Barnett, 
Blaisdell Pencil Company, to the tune of some good 
music rendered by strolling musicians 

Shortly after 7 o’clock all adjourned to the Oxford 
Room for a delicious filet mignon steak dinner. 

President Mortimer Libien, Libien Press, Inc., New 
York, N. Y., extended a hearty welcome. He then 
called for jolly old Santa Claus, who promptly ap- 
peared with his pack on his back filled with an ample 
supply of gifts. When Santa had finished distribut- 
ing his gifts, he removed his long white beard and 
was found to be none other than Leonard A. Mathews, 
Weis Manufacturing Company, Inc., who played the 
part to perfection. He was assisted this year by Joseph 
A. Linehan, Joseph Dixon Crucible Company. Both 
received a hearty round of applause and were thanked 
by President Libien for doing a splendid job. 

The balance of the evening was devoted to the ren- 
dition of good music, community singing and genuine 
good fellowship. 

The committee responsible for the success of the 
party was Chairman Charles P. Epifano, Consolidated 
Wire Products Company; Harry Fensterheim, S. E. 
& M. Vernon, Inc.; and Louis Wachtel, American Lead 
Pencil Company. 

_—- 
ANNOUNCE OFFICE MANAGEMENT SEMINAR 

The Eighth Annual Seminar, which will be con- 
ducted in Chicago by Office Management of Chicago 
and Northwestern University at the Stevens Hotel, Feb- 
ruary 27, 28, and March 1, again will stress the econ- 
omy theme, it was announced by Myron D. Ross, Jewel 
Food Stores, president. 

“We are aware that one of the biggest possibilities 
for cost reduction in business today is in the field of 
office operations,’ Mr. Ross said. “Clerical work has 
reached an all-time high and only mechanization and 
better methods offer possibilities for cutting costs.” 

The seminar will be conducted in conjunction with 
the annual office equipment display, which will be held 
in the Stevens Hotel Exposition Hall. Eighty companies 
will occupy every available inch of space. Booths have 
been sold out since early in the summer. Many equip- 
ment manufacturers were unable to secure space. Plans 
are now being discussed for further expansion of this 
show next year 

An all-out effort will be made by Chicago executives 
this year to secure the attendance of supervisors at 
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the seminar sessions. Improvement in supervisory 
techniques is expected to result if the supervisor has 
a greater understanding of the problems confronting 
office management. 

“The supervisor cannot be expected to implement 
management policies effectively if he has been insuffi- 
ciently informed on objectives, methods and planning,” 
says Waldo Williams, Aiden, Inc., past O.M.A.C. presi- 
dent and general chairman of the seminar. 

“We want every company to appreciate the impor- 
tance of having supervisors attend this seminar. The 
rapidity with which improvement or progress can be 
made depends on the degree of understanding of those 
on whom the improvement hinges. Certainly no one 
will deny that the supervisor is the line officer who 
must provide the leadership and incentive. He is prob- 
ably one of the most vital cogs in management.” 


NOMA Officers to Preside 

Many new trends in personnel direction are sched- 
uled for discussion at this conference. Top NOMA 
officers will preside at the meetings. They are Kenneth 
B. Willett, chairman of the NOMA board, vice-presi- 
dent of Hardware Mutuals, Stevens Point, Wis.; Hugh 
A. Wikert, president, NOMA, Fairmont Foods Company, 
Omaha, Neb.; Wayne Reesman, president, Milwaukee 
Chapter NOMA; Bruce Sutherland, president, Winni- 
peg Chapter, NOMA, and Dr. Robert P. Brecht, first 
vice-president, NOMA, Wharton School of Finance and 
Commerce (U. of Pennsylvania). Jack Woods, presi- 
dent, Omaha Chapter, NOMA, will serve as chairman of 
various seminar sessions. 

Outstanding authorities will be discussion leaders. 
Among those who already have accepted are Joseph 
M. Herrmann, personnel director, American National 
Bank and Trust Company; Gordon Bradt, training 
director, Continental Illinois National Bank and Trust 
Company; Harry Wylie, assistant secretary and treas- 
urer, The Pure Oil Company; Jack C. Stahle, director 
of industrial relations, Aldens, Inc.; Jack Friedenberg, 
Standolin Pipe Line Company, Tulsa, Okla.; W. Miller 
Bennett, vice-president, NOMA, comptroller, Inland 
Container Corporation, Indianapolis, Ind.; Dr. Cylvia 
A. Sorkin, associate professor of commerce and finance, 
University of St. Louis, and Paul Gorby, Marshall Field 
& Company 

—-« 
TORONTO STATIONERS ENJOY HOLIDAY PARTY 

A happy throng of well over 300 stationers, Toronto 
Guild Club members, and their friends ushered in the 
Christmas season by the customary party. A Yuletime 
turkey dinner was served in the Oak Room at the 
Union Station, December 14, at Toronto, Canada. A 
grand floor show was presented starring Mildred Mo- 
rey, Toronto’s well-known singer; Ted Rust, the ven- 
triloquist, and his Pal “Pat”; and Bernie Bray, the 
harmonica virtuoso. Christmas carols were sung dur- 
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These points 
will make the 1660F 


your choice, too 





ae 
First choice of Br! 
American Business 







Check these GF features with 
any other desk and you'll see 
why the 1600 for years has been 
the world’s largest selling desk 





Mo E people use the 1600 line of GF metal 
i desks than any other desk in the world. 


Large corporations, small businesses and pro- 






fessional men all find satisfaction in the utility, 






flexibility, strength, long life and fine appearance 





of GF metal desks. 






Resilient Velvoleum top 







; j 1 dey , 
Drawers never stick or bind. Joints never . provides wmrdgstr er 4 
, ms satin-smooth, quiet, durable, 
loosen. Edges never splinter. Top is smooth : ee 
po ¥ I ’ stain-proof, moisture-proof. 
resilient Velvoleum—the ideal writing surface. 
Finished in lustrous gray with anodized aluminum 2 






ing around top protects Velvo- 


trim, they have an eye appeal that will delight 







you. They resist fire, moisture, vermin and time. and moving, from cigarette burns, 
Their price makes them an unusual value. Find from gouges by chairs and clean 
ers’ equipment. 





out what these desks can do for you and your office. 







Write for illustrated folder and the name of our 


3 sion as scientifically as « med 
ern turret lathe is designed fer 
factory production. Ample con- 
venient space to work with and 
house the tools of the office worker, 


Interchangeable drawers 
and suspensions permit quick 
rearrangement of any and all 
drawers to suit user's needs. 


Four-leg construction pro- 
5 vides greater freedom for user's 
feet and chair movement, makes 
cleaning easier, permits closer 
spacing of desks without crowding. 


6 Rugged metal construction 
throughout . . . no splinters or 
rough edges . . . no warping, 
shrinking or swelling . . . mois- 
ture-resistant, fire-resistant. 


Handsome in appearance 
7 —all edges and corners rounded 
—warm gray finish relieved by 


Planned for office produc: | 


nearest branchordealer. The General Fireproofing 





Company, Department A-14 -Youngstown 1, Ohio. 


GENERAL 
FIREPROOFING 


Foremost in Metal Business Furniture 


DEALERS THROUGHOUT THE WORLD 

















Low in lifetime cost —com- 
8 pares favorably in initial cost 
with any other desk—repair, 
maintenance and refinishing ex- 


It’s a maxim of good merchandising to 
push easy-to-sell items. That's why it pays 
every GF dealer to back up this GF 
Desk illustrated is GF meta! desk No. 1660F national advertising by featuring 1600 
line desks in his own advertising and 
sales promotion. 
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ing the evening by the jovial crowd. The program was 
completed by dancing to Jack Fowler’s orchestra. Many 
lovely prizes were distributed among the dancers. 


>< 


PENN-MAR-VA HOLDS HOLIDAY PARTY 

Members and guests of the Penn-Mar-Va Travelers 
Club assembled to celebrate Christmas together at 
the club’s annual party held on Wednesday evening, 
December 21, at the Ben Franklin Hotel, Philadelphia, 
Pa. 

Most members arrived early and by six o’clock a 
goodly crowd was on hand to partake of refreshments 
during an hour of genial good fellowship where old 
and new friends and acquaintances exchanged sea- 
sonal greetings. A background of good music pre- 
vailed and a number of impromptu quartets were 
formed, singing carols and other well remembered 
songs. 

John J. Kerns, Stationers Loose Leaf Company, did a 
masterful job at the piano surrounded by a group of 
harmonizers. 

Ex-president Earl H. Prentzel, Speed Products Com- 
pany, was much in evidence taking colored pictures 
to be shown at some future date 


George Leonard Presides 


Promptly at seven o'clock the jolly group sat down 
to dinner served to the accompaniment of pleasant 
music. President George Leonard, L. E. Waterman 
Company, after extending greetings and good wishes, 
announced that no speeches would be made. He then 
called upon Charles W. Lukens, Yeo and Lukens Com- 
pany, Philadelphia, Pa., governor of NSA third re- 
gional district, and “Uncle” Tom Stagg, Hoskins, Inc 
Philadelphia, Pa., to take a bow, which they did 
amidst loud and enthusiastic applause. 

Stanley M. Woodruff, Weis Manufacturing Company, 
arose and remarked that “There is one man missing 
here tonight”—William F. (Bill) Vogel, Sengbusch 
Self-Closing Inkstand Company—‘‘who couldn’t make 
it for the first time in a long time.” He asked all to 
rise for a moment of silent prayer for Bill’s wife who 
is seriously ill, after which he conveyed Bill’s thanks 
for the bouquet of flowers sent by the club 


Toys Given to Needy 


President Leonard, pointing to one end of the room 
where a huge stack of bundles was to be seen against 
the wall, expressed his appreciation and gave thanks 
to those who had brought toys to be distributed to 
unfortunate and needy children on Christmas day 

The entertainment committee responsible for a fine 
affair was: Chairman Harry Tehan, Jr., The Cooke & 
Cobb Company; Richard M. Graff, Esterbrook Pen 
Company; and Taylor B. Kellogg, C. Howard Hunt 
Pen Company, all of whom received the thanks of 
their president and the applause of the group 

When the dinner tables were cleared, the guests were 
treated to some excellent entertainment. Popular 
Jimmy Evans was toastmaster and story teller par 
excellence. The balance of the evening was spent 
singing Yuletide carols and other songs 


FUN IN PHILADELPHIA—Scene at Penn 

Mar-Va Travelers Club Christmas party 

held at Hotel Ben Franklin, Philadel 
phia, Pa. on December 21, 1949. 
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EASTERN MANUFACTURERS OF NSA MEET WITH 
KOCHHEISER AND BURBANK 


At the call of Paul B. Buckwalter, National Blank 
Book Company, acting in his capacity of vice-president 
of the manufacturers division of the National Station- 
ers Association, a representative group of manufac- 
turers met for luncheon at the Hotel Governor Clinton, 
New York, N. Y., on December 13. The group was 
honored by the presence of NSA President Earl R. 
Kochheiser, Charles Ritter Company, Mansfield, Ohio, 
and Paul E. Burbank, NSA general manager. 

In his friendly way, Mr. Buckwalter welcomed the 
group. He introduced President Kochheiser and re- 
minded his listeners that the strength and success of 
the organization was due to the many who gave of 
their time unstintingly. Such a man is the president 
who was called on to address the group. 

Mr. Kochheiser expressed the belief that meetings 
such as the one in progress and the one he attended in 
Chicago recently, where mutual and common prob- 
lems were discussed, had a very definite over-all, bene- 
ficial effect Recalling the fact that nothing is so 
permanent as change, he charged the industry with 
the responsibility of keeping abreast of the times to 
maintain the position of the industry. 

He emphasized how newcomers soon discover that 
NSA is a unique organization differing from others 
because of its fraternal spirit, co-operation, co-ordina- 
tion and friendliness. The reason for this, he ex- 
plained, is because we were brought up that way and 
are used to working in such an atmosphere. Thus 
it is that members of the industry feel free to consult 
one another on their problems in a manner not gen- 
erally found in other fields 

President Kochheiser then enumerated NSA’s 1949- 
50 program for manufacturers, enlarging on the fol- 
lowing points: 

1. Specifically mention and refer the reader of your 
national advertisements to a particular stationer 
whenever possible. 

2. In the heavier goods industries, set up a program 
of educational training either in the form of schools 
at the factory or by geographical determination. If 
this is not feasible, then a well-planned training 
course, condensed and illustrated, should be given. 

3. Train salesmen to do the best job possible and 
fortify them with facts that will enable them to help 
the dealer in more efficient selling. 

4. Encourage all members to standardize their cata- 
logs, price lists and bulletins to a standard 11 x 8% 
inches or an 11 x 16 inches foldover 

5. Raise the level of advertising and promotional 
material so that it carries the idea from inception and 
use to the ultimate sale and advantage to the buyer. 
In some instances, better advertising will demand less 
advertising. When justified, charge the distributor for 
advertising on a pro-rated basis. He will then probably 
make better use of it. 

6. Make your sales policy known to the dealer. Tact- 
fully done, this will establish good will and a better 
understanding. 

Touching a vital problem of the moment, Mr. Koch- 
heiser said the industry ought to be concerned about 
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“profit planning.” Noting the great difference between 
price levels, he compared the rise in prices of other 
goods and services with those in the office equipment 
and supply field. 

Paul Buckwalter, pinch-hitting for Governor Bob 
Reichman of District No. 13, expressed the governor’s 
disappointment in being unable to attend. In Mr. 
Reichman’s name he asked for the complete co-opera- 
tion of everyone to make the next regional meeting 
a huge success. 

Upon introduction from the chair, Paul Burbank 
stressed the importance of talking things over in the 
manner used at this meeting. He reviewed for the 
group the results of the last national convention and 
expressed his delight in its success. 

He then announced that the 1950 convention will 
be held in the Stevens Hotel, Chicago, September 24- 
28. Display space will be offered to manufacturer 
members by January 10 and, Mr. Burbank assured his 
listeners, space assignments will be made by the point 
credit system which has proven so equitable. He de- 
clared that the regional meetings scheduled for 1950 
give every indication of being bigger and better and 
offer closer personal contact with dealers to manufac- 
turers and their representatives. 

Mr. Burbank closed with a further explanation of 
the product training courses now being prepared and 
offered the thanks of the association to the manu- 
facturers who have given their wholehearted support 
to the project. 

°*—->- © 
GLTC XMAS PARTY MATCHES SUCCESS RECORD 

The custom of having a Christmas party, established 
several years ago by the Great Lakes Travelers Club, 
was followed with enthusiasm on December 21 in the 
West Room of the Sherman Hotel, Chicago. Dealers, 
travelers and manufacturers assembled in goodly num- 
bers at noon for a turkey dinner and generous quanti- 
ties of liquid refreshment. A strolling musician, an 
artist dubbed “Pierre,” and Santa Claus in full regalia 


1g 
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BILL SMITH ENJOYING THE G.L.T.C. CHRISTMAS PARTY 
AT THE SHERMAN HOTEL, DECEMBER 21 


added much to the occasion. Later it was revealed 
that Santa was a stationer, A. J. Cooke, Cooke & Com- 
pany, Chicago. “Pierre” contributed by making crayon 
sketches of several notables present. 

Rus Ragan, American Pad & Paper Company, GLTC 
president, welcomed those present, expressed appreci- 
ation to the committee and all others who had co- 
operated in making the event a success, and then 
introduced Earl Kochheiser, the Charles Ritter Com- 
pany, Mansfield, Ohio, president of the National Sta- 
tioners Association. Mr. Kochheiser spoke for a few 
minutes, quoting a poem which was an excellent para- 
phrase of Shakespeare’s “Quality of Mercy” verses in 
terms of businesses and associations. 

Traditionally, NSA General Manager Paul Burbank 
and the incumbent president attend GLTC Christmas 
parties. Sometimes geographical locations prevent the 
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presence of the president, but Paul is always on hand 
despite such difficulties of winter air travel as circling 
above Chicago for several hours before landing be- 





AT THE GLTC CHRISTMAS PARTY 


Top—Part of the crowd before luncheon was served. 

Second from top—Santa Claus in a handsome setting. Left 
to right: Ed Shapiro, Esco Staty. Store, Chicago, governor 
of NSA District No. 6; Rus Ragan, American Pad & Paper 
Co., president of the Great Lakes Travelers Club; Paul Bur- 
bank, NSA general manager; A. J. Cooke, Cooke & Co., 
Chicago, doubling as Santa Claus; Earl Kochheiser, Charles 
Ritter Co., Mansfield, Ohio, NSA president; “Pierre,” a vis- 
iting artist who sketched a number of notables at the party: 
Ray Eichenlaub, Service Steel Products Corp. 

Third from top—The “Founders Quartet,” caught while sing- 
ing lustily at the request of Chairman George Aigner, G. J. 
Aigner Co. Left to right: Elmer Krumwiede, Elmer Krum- 
wiede & Associates; John Gilbert, OFFICE APPLIANCES: 
Harry Balch, Quality Park Envelope Co.; Al Skibbe, Boorum 
& Pease Co. 

Bottom—The party committee and two special helpers. Left 
to right: Artist “Pierre; Ray Eichenlaub, Service Steel Prod- 
ucts Corp.; Chairman George Aigner, C. J. Aigner Co.; 
Ralph Maish, Dennison Mfg. Co.; “Santa Claus” Cooke. 
Cooke & Co., Chicago; Bill Boyd, Acco Products, Inc., and 
Art Steel Co.; Ed Williamson and Elmer Krumwiede, both 
Elmer Krumwiede & Associates. 


comes possible. The 1949 event was his fourth party 
where he again voiced his personal appreciation for 
the contributions of GLTC to the national association 
at conventions and throughout the year. 

Ed Shapiro, Esco Stationers, Chicago, governor of 
NSA District No. 6, announced that the 1950 meeting 
of District No. 6 would be held at the Hotel Moraine, 
Highland Park, Ill., on Sunday, Monday and Tuesday, 
May 14, 15 and 16. He urged everyone to start pro- 
moting the affair at once. 

Genial George Aigner, G. J. Aigner Company, chair- 
man of the Christmas party committee, took over as 

(Turn to page 126, please) 
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he office of tomorrow...TODAY! 


At last! Efficiency and comfort 
uly in any office! No more 
confused, unattractive office look 
1used by an accumulation of un- 
related furniture and equipment— 
orphan”’ pieces independently de- 
signed and manufactured. Rock- 
File Modular Office Furniture 
Equipment is designed and 
constructed to provide top effi- 
and maximum comfort plus 
ittractive, comple tely harmo- 


pearance. 


Rock-a-File Modular includes 
desks, files, dictating machine and 
riter cabinets, bookcases, 
rage cabinets and waste paper 
tacle—each a completely in- 
dependent unit, yet completely in- 
ngeable so that any combi- 
nation of units can be arranged in 
harmonious layout. 


ete, 


Send for Free Booklet—For complete information, 
% send for free illustrated booklet: 


APPLIANCES, February, 


Rock-a-File Modular offers extreme flex- 
ibility of layout, whether for private or 
Note how varied units 





general office. 


Each Modular unit easily attaches 
to adjoining units—and results in 
perfect alignment. 

Wide \ j 

Rock-a-File Modular offers a wide 
variety of combinations and ex- 
treme flexibility of arrangements 
—ideal for either private or gen- 
eral offices. All of the units neces- 
sary to individual requirements 
can be combined in a variety of 
layouts to suit taste and conven- 
ience, each resulting in a charming 
and attractive office setting. 


; exibility 


Cs, 
rinisine 


Rock-a-File Modular units are all- 
steel construction throughout. Fil- 
ing units incorporate famous space 
saving Rock-a-File side-filing prin- 
ciple. All units available in choice 
of most popular finishes—grained 
walnut, mahogany, gray or green. 





“The 


Office of Tomorrow.” 


1950 







35 East Wacker Drive 


required by individual needs combine 
to create a balanced harmonious ap- 
pearance regardless of sequence. 








Rock-a-File Modular Units 
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ROCKWELL-BARNES COMPANY 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 
Offices of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff 


at the branch in charge of G. C. 


Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park 


Ave., New York, will be happy to be of any possible service. While the facilities at New York are not so many 
as at Chicago, there will be found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 





January 10, 1959 

The removal of import licensing restrictions from a 
further range of goods ‘including office equipment and 
appliances) was announced in the British Parliament 
recently by the president of the Board of Trade, 
H. Wilson. 

A decision on liberalization of trade by the Council 
of European Economic Co-operation on November 2 
required all member countries to aim at removing re- 
strictions by December 15 on at least 50 per cent of 
their imports on private account from all other par- 
ticipating countries in the respective fields of food 
and feeding stuffs, raw materials, and manufactured 
goods, counted separately. A subsequent decision by 
the Council specified the items to be included in the 
three groups for the purpose of the calculations and 
fixed 1948 as the base year. On this basis, the relaxa 
tions previously announced by the United King 
dom accounted for 49.7 per cent of total private ac- 
count imports of manufactured goods and on Decem 
ber 15, in pursuance of the policy underlying the re- 
laxations already in force, the removal of import 
licensing restrictions from a further range of goods 
was announced. 

Took Effect January 5 

These further relaxations—with some few exceptions 

took effect from January 5, 1950, and apply, as in the 
case of the previous relaxations, to goods imported 
from any country other than the United States, Can- 
ada, the Philippines, the dollar account countries of 
Central and South America (Bolivia, Colombia, Costa 
Rica, Cuba, Honduras, Mexico, Nicaragua, Panama, 
Venezuela) Argentine, Uruguay, Japan, Iran, Tangier 
the French Somali Coast, Liberia, the U. S. S. R., Ru 
mania, Bulgaria, Hungary, Czechoslovakia, Poland, the 
Russian zone of Germany, Yugoslavia, Albania, Bel- 
gium, Belgian Congo, Luxemburg, Switzerland and 
Western Germany 

Group 8 (Machinery and Plant) includes office ma 
chinery (the following:) adding and listing machines, 
addressing machines, ¢ ulating machines, coin-sort 
ing machines, counting and wrapping machines, du- 
plicators (stencil and spirit), letter-opening and 
sealing machines, photo printers, postage franking 
machines, punched card machines, stamp affixing ma- 
chines and typewriters (electrical and others). 

In addition, the Token Imports Scheme for the U. K 
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is to be continued during 1950, on the same basis as 
1949. The Token Import annual quota will remain 
at 20 per cent by value of each individual manufac- 
turers average trade in 1936-38 with the U. K. in the 
commodity in question. 


These Countries Participate 


The countries participating in the scheme for 1950 
will be Australia, Belgium and Luxembourg, Canada, 
Denmark, Finland, France, Holland, India, Italy, Nor- 
way, Pakistan, Sweden, Switzerland and U‘S.A. 

The consolidated list of Token Import commodities 
includes typewriter ribbons, duplicating paper, carbon 
paper, blotting paper, adhesive labels, indexing or filing 
cards, writing paper in large sheets (bond, ledger) 
fountain pens and parts, propelling pencils and parts, 
rubber bands, rubber erasers, telephone indexes, num- 
bering machines, staplers and stapler refills, eyeietting 
machines and eyelets. 

In connection with the further relaxation of im- 
ports it is not possible at the time of writing to say 
what the reaction of the trade is to this, but, by and 
large, retailers appear to think it will help in stimu- 
lating a competitive home market. 

Over the past year (1949) the newly-formed asso- 
ciation—National Association of Distributors of Office 
Equipment—is understood to have made excellent 
progress. The president is W. E. Sculthorp, the head 
of the well-known Glasgow firm of distributors. We 
hope to publish a message from Mr. Sculthorp in our 
next issue. 

A neat gadget which is selling well in Britain at the 
present time is the Lindicator 

This consists of a triangular steel stand to which 
is fixed a horizontal copy holder. The indicated line 
of copy is in close proximity to the line of typing or 
writing. The Lindicator stands on rubber limpet feet, 
immediately behind the typewriter. There is a lever 
adaptable to any spacing and conveniently placed at 
keyboard level on the right hand side. This has 
merely to be pressed to disclose a new line. 

The Lindicator is ideal for wages sheets and other 
Statistical copy. Inquiries should be addressed to 
Amsel Ltd., Christmas Steps, Bristol, 1. 

It is of interest to note that claims for the Lindicator 
include an increase in daily output by as much as 
one-third, because the gadget eliminates physical 
strain by keeping the place exactly and automatically 
Thus fatigue and eye strain due to the typist having 
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WILTSHIRE MODERN, in eye-rest- 
ful Softone, was installed at Key 
Motors, Evansville, Ind., by Smith 
and Butterfield, of Evansville. 
Shown are the conference desk and 


TL || 
table in the manager's office. 





...and make the furniture 
modern - - wiltshire modern 


Everything was new when Key Motors opened its doors in Evansville, Ind., recently. New and 








strikingly modern . . . especially the office furniture . . . beautiful WILTSHIRE MODERN. 
At home in any type of office, WILTSHIRE MODERN gives Key Motors just what they wanted 


| . . luxurious, streamlined furniture, as functional as one of their new cars . . . WILTSHIRE 
MODERN is a fast-selling wood office furniture line that is piling up profits for dealers around 
the country. It can do the same for you! 


sure to see our school furniture line in Room 744 at the 
nal School Service Institute annual convention. Feb. 


Palmer House, Chicago 





desk company 
rage Badin Revs EVANSVILLE 7, INDIANA 


— large ads in every MANUFACTURERS OF WOOD OFFICE FURNITURE 
issue of American 
Business make Im- 


perial desks known aay 


ed Member of Wood Office Furniture Institute 
faster selling 
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LEDGER and 
JOURNAL SHEETS 


INDEXING 
Stock and 
Special 


VISIBLE FORMS 
Stock and Special 


ALL THESE AND HUNDREDS OF OTHER 
Ruled Forms in the broad Master-Craft line, are 
consumed by the purchaser. Therefore the buyer 


automatically needs new supplies at intervals 
throughout the year. 
The dealer with the Exclusive Master-Craft 


Franchise knows that he is going to get this 
repeat business, because this line is his alone in 
his territory. 


The Master-Craft Dealer is assured of a con- 
tinuously increasing, dependable income on Ruled 














Can Be One of Your Best “Repeaters’ 
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MACHINE 
ACCOUNTING FORMS 
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Forms, and this income is not for just one year 
or two, but as long as he stays in business. 


The Exclusive Franchise on the great Master- 
Craft loose-leaf line is worth getting. Inquire 
about it today. 


) MASTER-CRAFT 


KALAMAZOO, MICHIGAN 
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LETTER FILING 
SYSTEMS — Seven 












CARD FILING 
SYSTEMS — Three 
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SPACE-SAVER GUIDES 
All Sizes 
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METAL TAB GUIDES 
Letter and Card Sizes 
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167 Stock Items 
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Can Represent 50% of Your Business 


BUYING FROM MORE THAN ONE SOURCE ployees learn stock easier. (6) — Line includes 











may be the reason profit-making filing supplies hundreds of fast-selling repeat items available 
do not represent dollar volume equal to 50° of only from the Shaw-Walker dealers. 
your filing cabinet business. Filing supplies selling rights are immediately 
Here are six basic reasons why Shaw-Walker obtainable in many cities. 
dealers earn these extra profits :— 
= ; _ Built Likea 
(1) All filing supplies can be purchased from rere 
Shaw-Walker. (2) — Extra discounts are earned j= 
by combining requirements. (3) —Selling is HAW- ALKER 
easier. Personnel need learn only one sales story. 
(4) Inventories are simplified. (5) — Em- Home Office ... MUSKEGON, MICH. 
Peper rrr MAKERS Or Orr ce FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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Coordinated action of 
seatand back retains cor- 
rect angle for maximum 
comfort in all positions. 


HIGH POINT BENDING & CHAIR CO., SILER CITY, N. C. | i ton! easing & QisConpsny ost 
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Here’s another customer caught in the act 
- ++ he’s sold on Boling’s new Executive 
Posture chair. 


Its unbelievable comfort, plus that lux- 
urious Goodall covering, sells most pros- 
pects just this fast. And when they see that 
the easily adjustable mechanism actually 
encourages correct posture without strain 
. .. that nails down the sale for sure. 


Boling’s Executive posture chair repre- 
sents a real achievement in comfort, smart 
appearance, and value. We know you 
will welcome it to the line of AMERICA’S 
FASTEST SELLING CHAIRS. Order one or 
more today! 








Just look at these features! 


No springs . . . foam rubber on seat, back and arms, 
molded to fit the body. 

Choice of colors in expertly tailored top grain 
leathers with Gros Point fabrics by Goodall. 

Correct, comfortable seating assured for any indi- 
vidual by easy and simple adjustments to the posture 
mechanism. 

Choice of light or Softone oak, walnut or mahogany 
finishes. 
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Another Business Office Equipped 
Better Business Living 















Photo — Courtesy Wisconsin Form 
Bureau Insurance Co., Modison, Wisconsin 


INCIBLE METAL FURNITURE 


ES, smart office managers everywhere know the 








long-term value of easy-to-work-in surroundings 
with comfortable, attractive, durable office furniture. 
Invincible ““Modernaire” steel furniture is just that! 
Desks are adjustable in height — to meet individual 
worker requirements. Drawers are smooth rolling, 
roomy and silent. Tops are non-glare linoleum — cor- 
ners and edges protected with stainless steel. 


For better business living — with comfort and in- 
creased personnel efficiency — investigate low-cost 
Invincible “Modernaire’’ Steel Furniture. Write for 
complete information. 





REG U.S PAT OFF 


— INVINCIBLE METAL FURNITURE CO., MANITOWOC, WIS. 
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constantly to turn her head from copy to machine and 
back again, is eliminated 


Announce Drawing Board 


Lamson Paragon announce .a new writing board 
This is ideal for use as an accounting board with two- 
finger control of clamps for carbon and forms, and 
ensuring quick release of one or all copies. There is, 
too, vernier registration adjustment. Inquiries should 
go to Lamson Paragon Supply Company, Ltd., Paragon 
Works, London. E. 16 

This firm has also developed an autographic reg- 
ister which it claims is the “smallest and lightest ma- 
chine of its kind in the world.” 

Measurements are 7 x 434 x 17, inches and, fully 
loaded, weighs only 19 ounces. It may be taken any- 
where and holds 50 duplicate or triplicate sets of con- 
tinuous forms, pre-loaded with carbons, and allows 
for storage of file copies. The machine is available in 
four colors—silver grey, ivory, pastel green and mist 
blue. 

Filing System Announced 


Developments in connection with filing systems are 
announced by The Shannon, Ltd., of Imperial House, 
15-19, Kingsway, London, W.C.2 

This system is the Shannoblic, which has seven im- 
proved features, the company claims: 

1. The title inserts are supplied ready-perforated 
for quick easy typing and separating 

2. Six slots are provided for interchanging the po- 
sition of tabs. The tabs—which have transparent tops 
for clear vision—thus slip into any of six positions 

3. The tabs are angled that they automatically 
meet the eye. 

4. Metal hangers fit over a metal frame—for speedy 
sliding, strong suspension and easy removal 

5. Colored signals fit into the tabs, thus enabling 
special distinction or extra classification to be given 
to any particular folder 

6. Files have double tops for extra strength 

7. Files have self-adjusting expansion to cope with 
few or many papers 


SO 


Announce Shannon System 

Another type of file which is being used increasingly 
by business executives, especially those engaged on 
export, is the Shannon visible filing system which 
records progress “at a glance.” 

Each file has a flat top which affords plenty of 
room for a fully-embracing description. Color-coding 
marks make misfiling a thing of the past without the 
error being transmitted by color-flash to the eye at 
once. The first two, three or four initials of the name 
(or number) are color-coded—so that the file simply 
cannot be out of place 

There is, too, the record slotted into the front (in- 
side or outside) of the files. This permits of annotating 
files with the correspondence, or documents concerned 
The record may also be used for cross-referencing, 
and so forth. 

A typical use of the flat-topped file for export ex- 
ecutives is to have the identity number of the order 
on the left, followed by the name of the firm 
which goods are required, then the overseas destina- 


for 


tion, the date of order, followed by the various de- 
partments through which the order must pass. The 
color-coding slides along up to the final invoicing 


and shipping so that the export executive may see im- 
mediately which stage the has reached 


oraer 


Systems Aid Tax Deductions 
The introduction some years ago of P. A. Y. E. (Pay 
As You Earn) income tax deductions from the pay- 
packets of all employees in Britain has led to many 
systems being developed with a view to rapid assess 
ment of the tax which each week 
For large concerns, there is necessity fol 
culations and Powers-Samas Accounting 


varies 
rapia cal 


Machines 
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E. C. 


1., have 
developed a “Single Card Payroll Technique” which is 
deserving of mention. 


(Sales), Ltd., of Holborn Bars, London 


Briefly the operations be summarized into 
seven: 

1. Automatic reproduction of new cards for current 
week’s pay-roll from previous week’s cards and simul- 
taneous punching of new week’s number 

2. It will be appreciated that at the beginning of 
each week there is available from the previous week 
a file containing for each employee a punched card 
in which three groups of information are recorded: 
(a) Repetitive information which is repeated each 
week, e.g. employees number, tax code number, weekly 
tax free income, and so forth. (b) Cumulative infor- 
mation which is carried forward to the succeeding 
week, e.g. gross wages to date, taxable income to date, 
tax due-to-date. (c) Non-repetitive information, e.g. 
week number, net wages. 

Following on the first operation, No. 2 is the punch- 
ing and verifying of hours paid and gross wages for the 
current week by automatic key punch operators. 

3. Cross adding punch mechanically computes and 
punches taxable income to-date. 

4. Automatic key punch operators punch tax due 


may 


from tax tables (which are supplied by the British 
Inland Revenue authorities) 


5. Cross adding punch computes and punches tax 
to be deducted or refunded for current week. 
(In connection with this, it may happen—and often 


does—that when employees change jobs, there is a re- 
fund of tax due for certain domestic reasons and 
from time to time even in the same job, such re- 


funds are made as individual circumstances change.) 

6. Cross adding punch computes and punches net 
wages and simultaneously produces pay advice. Cards 
are then ready for tabulating payroll and coin analy- 
Sis. 

7. After tabulation of payroll, cross adding punch 
computes and punches gross wages carried forward. 
Cards are then ready for the next week’s cycle of op- 
erations 

Burroughs Adding Machine, Ltd., recently opened a 
new office in Manchester and to mark the occasion 
held an exhibition of their machines, open to the trade 
and public. 

The wide and varied r: 
were displayed.—SER 


inge of Burroughs’ products 


oc 


A MESSAGE FOR THE NEW YEAR 
By Claud Potter 


President, 
Typewriter (and Allied) Trades Federation 
of Great Britain & Ireland 


N GREAT BRITAIN we 

have one association 
which co-ordinates the ac- 
tivities of the various sec- 
tions of the typewriter in- 
dustry, namely Typewriter 
Trades Federation of Great 
Britain and Ireland, whose 
membership comprises 
manufacturers, importers, 
wholesalers and retailers 
During the past few years 
this organization has grown 
considerably in many di- 
rections. Its membership 
now represents 90 per cent 
of the activities of the trade 
and it is recognized by those in authority as the nego- 
tiating instrument for the industry 

Indeed, we can say that our federation is really 
progressive and has proved itself competent to handle 

(Turn to page 217, please 
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GUARANTEE 
Arrow Stapling Machines are 
pe te « — — 
work ' m. ri ro- 
ARROW STAPLE GENUINE ARROW GENUINE ARROW GENUINE ARROW vidien oaly @onsine Aree 
REMOVER NO. 105 STAPLES NO. 200-3 STAPLES NO. A-44 STAPLES ee ee on aa 


Staples to insure top stapling 


Precision made of finest Precision made of finest Traditional high quality performance 
stee! wire. Can be used steel! wire. Can be used with deep penetration for 

im any standard stapling in any standard stapling use in Arrow No. A-44 and 

machine machine Arrow No. I! Machines 


“THE MOST COMPLETE LINE OF STAPLERS ON THE MARKET TODAY 


"IN EVERY PRICE RANGE" Slightly Higher In The West and Canada 





EBERHARD FABER PENCIL ELECTS PRESIDENT 
At a recent meeting of the company’s board of 
directors, Thomas R. Rudel was elected president of 
the Eberhard Faber Pencil Company, Brooklyn, N. Y 








a. 


THOMAS R. RUDEL 











Mr. Rudel joined the company in May of 1932 as an 
assistant to the late Eberhard Faber and has been 
active in company affairs since that time 

Louis M. Brown was again named executive vice- 
president of the company and A. J. Farber was ap- 
pointed secretary-treasurer 


= «+ 


DANIEL VAN DYK HEADS EVERSHARP 

Directors of Eversharp, Inc., recently elected Daniel 
Van Dyk as president of the company. Since the 
resignation on March 3, 1949 of Arthur H. Rogow as 
president, Louis A. Stone, treasurer, has served as 
acting president. 

Mr. Van Dyk, past director of the National Retail 
Dry Goods Association, was vice-president and general 

















DANIEL VAN DYK 


merchandise manager of McCreery & Company from 
1934 to 1937 and merchandise consultant for Allied 
Stores Corporation from 1937 to 1940. From 1940 to 
1945 he was vice-president and merchandise counselo! 
of R. H. Macy & Company. More recently he has been 
president and owner of D. M. Read Company 
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UPTON ELECTED TO MONROE BOARD 


Louis C. Upton, chairman of the Nineteen Hundred 
Corporation, has been elected to the board of directors 
of the Monroe Calculating Machine Company, Orange, 
N. J., it was announced recently by A. B. Connable, Jr., 
chairman 

Mr. Upton, a resident of St. Joseph, Mich., is a 
director of the National Association of Manufacturers 
and president of the Economic Club of Southwestern 
Michigan. During 1942 he directed the durable goods 
industries under the War Production Board. 

In St. Joseph he has served as alderman and presi- 
dent of the city’s Chamber of Commerce, as well as 
national councillor of the Chamber of Commerce of 
the United States. He is a director and past president 
of the Michigan Manufacturers Association, past pres- 
ident of the American Home Laundry and the Amer- 
ican Washer and Ironer Manufacturers Associations. 

At the present time Mr. Upton serves as a trustee 











LOUIS C. UPTON 


of the Committee for Economic Development. He was 
founder, president and chairman of the board of the 
Upton Machine Company which in 1929 merged with 
the Nineteen Hundred Washer Company of Bingham- 
ton, N. Y 
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FULTON SPECIALTY CHANGES NAME 

As of January 1 the Fulton Specialty Company will 
be known as the Fulton Marking Equipment Company, 
82 Fulton St., Elizabeth, N. J. Raymond R. Fritz, vice- 
president, said this change in their company name 
was made in order to have their products more easily 
identified by the trade. There has been no change 
in officers or personnel. 





EXCUSE U S, PLEASE 
It is regretted that a typographical error on page 
200 of the January issue substituted “cases” for the 


correct word “bases” in the caption under the picture 
showing the bonderizing of Sturgis Chairs 





A. C. Grofesik was incorrectly referred to as A. C. 
Grofesik in the story on page 120 of the January issue. 
The error in the spelling of Mr. Grofcsik’s name is 
deeply regretted 


OFFICE APPLIANCES, February, 1950 





OF 





50 


ee eae 






There’s a BLAIR CHAIR for every SIT-vation 
& 


Wherever people sit down to work, to rest or to wait, you 
can be there with a Blair Chair. Offices, theaters, banks, hos- 
pitals, schools, and institutions of all kinds are prospects for 
Blair Aluminum Furniture. With this one complete line, you 
can cover the whole field, develop more customers, more 
sales and more profits! 






TABLET ARM CHAIR 
No. 76-TC 





CASHIER’S STOOL No. 63 
JURY CHAIR 


No. 72-CJ 


Upholstered in a combination of Duran 
and Goodall Fabric or in all Duran, in a 
wide selection of beautiful colors. 


Write for full information 





on the complete BLAIR LINE of 


The Popular-Priced Two Favorites in the 
superior aluminum furniture. 


JUNIOR EXECUTIVE GROUP INSTITUTIONAL LINE 
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CLEVELAND PUBLIC AUDITORIUM WHERE THE NOMA BUSINESS SHOW WILL BE HELD 


ANNOUNCE DATES, PLANS 
FOR NOMA MEET 


Director Horace J. Brogley, of Johnson & Johnson, 
New Brunswick, N. J., along with Program Chairman 
Arthur B. Porter, Hood Rubber Company, Watertown, 
Mass., and Exposition Chairman S. R. Leach, of the 
York Air Conditioning Corporation, York, Pa., have 
announced the dates of the 3lst International Con- 
ference and Annual Office Machinery and Equipment 
Exposition of the National Office Management Asso- 
ciation, to be held in Cleveland’s Municipal Auditorium 
on May 21, 22, 23 and 24 

Chairman Porter, assisted by his committee com- 
posed of S. L. H. Burk, of Pittsburgh, E. A. Ladd, of 
Cleveland, D. B. Larke, of Montreal, and H. P. Riley 
of New York, announce the conference theme “Plan- 
ning Office Economics,” with each of the three days of 
technical sessions separated into subjects that come 
under the general heading of ‘““Men,” “Materials,” and 
“Machines.” 

Sessions Open May 22 


The keynote speech will officially open the confer- 
ence in the Statler Hotel Grand ballroom on Mon- 
day, May 22, at 10 am. The keynote speaker will point 
out the functions of the office in relation to produc- 
tion and explain that the period of readjustment, 
while requiring a realistic examination of all costs, 
both direct and indirect, must also provide planning 
for the continuity of the business enterprise 

Other subjects that will be discussed during tl 
three days of intensive meetings will be 
1. “The Function of Personnel Administration in 

Planning Office Economies.”’ 


e 


2. “Personnel Problems in the Office.”’ 

3. “Health and Safety in the Office.” 

4. “Improving Productivity Through Better Office 
Methods.” 

5. “Making Statistical and Accounting Information 
More Useful.” 

6. “Economy Through Office Standards.” 

7. “Work Simplification.” 

8. “Office Methods Problems 

9. “Selection, Operation, and Maintenance of Office 


Machines.” 
10. “The Office Gadget in Planning Office Economies 
National speakers, specialists in these fields, include 
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such notables as J. Ward Keener, vice-president of 
B. F. Goodrich Company, Akron, Ohio; Dr. George A. 
Sudimak, medical director of General Motors Corpora- 
tion, Warren, Ohio; S. L. H. Burk, director of indus- 
trial relations, Pittsburgh Plate Glass Company, Pitts- 
burgh, Pa.; Mr. and Mrs. Clifton M. Cox, management 
consultants, Newark, N. J.; Edmund H. Plant, assistant 
to comptroller, Kodak Park Works, Rochester, N. Y.; 
T. H. McDonough, H. J. Heinz Company, Pittsburgh, 
Pa.; Walter M. Lane, commercial director of Lever 
Brothers Ltd., Toronto; Charles F. Fleckenstein, Stand- 
ard Accident Insurance Company, Detroit; and Frank 
F. Middleswart, E. I. Dupont de Nemours Co., Wilming- 
ton, Delaware 
To Discuss Program 


On Sunday, May 21, national committee chairmen 
will meet with committee members to discuss the 
1950-51 program of the association. A school for chap- 
ter secretaries will be held on Sunday from 9:30 a.m. 
until noon with National Secretary W. H. Evans pre- 
siding. A luncheon will be held for these secretaries as 
the guests of the national association following the 
morning session. 

A new feature in the concurrent sessions will be 
inaugurated Tuesday afternoon from 2 to 4 p.m. with 
each of the three speakers scheduled repeating his talk 
These discussions will take the form of panel discus- 
sions, and in repeating each will make it possible for 
those in attendance to hear more than the one pro- 
gram, which is not possible in the usual concurrent 
session talk 

Exposition Chairman S. R. Leach reports that even 
at this early date more than 80 per cent of the avail- 
able space in the Exposition has been requested by 
outstanding companies in the industry. Co-operating 
with NOMA to bring the most modern equipment, ma- 
chines, furniture, and accessories to aid the scientific 
office executive, will be the Office Equipment Manu- 
facturers Institute, Wood Office Furniture Institute, 
and the Metal Business Equipment Industry. Assisting 
Chairman Leach are J. J. Kenney of New York, W. L. 
Markle of Toronto, J. J. Reinecke of Washington, D. C., 
H. R. Russell, of Cleveland, and E. D. Taylor of Wash- 
ington, D.C 

On the social side, the chapter president’s dinner, 
honoring out-going and in-coming chapter presidents, 
will be held in the Grand Ballroom of the Hotel Statler 
on Sunday evening, May 21. Tuesday night will feature 
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...the High Profit line to sell 
HERE’S WHY: 


1 Large Discount—assures you of good mark-up and profit. 





2 Diversified Markets— probably every one of your present custom- 
ers is a good prospective steady buyer for many items in Lyon’s 
broad line. 





3 Easy to Sell—a merchandising and selling catalog —simplified pric- 
ing—unit packaging, backed by direct mail campaigns that sell. 


4 Direct-to-Dealer-Prices—buy direct from the factory at prices 
based on volume production. 





5 Factory Co-operation—a Lyon man as near as your telephone. 
Lyon District Offices and representatives in principal cities are re- 
sponsible for serving Lyon dealers in their territories. 


6 National Advertising—Lyon reaches buying and specifying per- 
sonnel in all markets for Steel Equipment — factories, shops, schools, 
offices, etc. Lyon is the largest user of advertising in the industry. 


MAIL THE COUPON for detailed information 


METAL PRODUCTS, INCORPORATED 


General Offices: 228 Monroe Avenve, Aurore, Illinois 
Factories: YORK, PA., AURORA, ILL., CHICAGO HEIGHTS, ILL. 
Warehouses, Branches and Dealers in Principal Cities 










LYON Metal Products, Incorporated 
228 Monroe Ave., Aurora, Illinois 


Please send me information about the LYon dealership. 






NAME 





Se sie st ah oe le 










ADDRESS 



















CiTy 





A PARTIAL LIST OF LYON PRODUCTS 


® Shelving ® Kitchen Cabinets ng Lat ts s ilelgeler. veyors 


* Lockers * Display Equipment * Cabinet Benches * Bench Drawers hop Box 
* Wood Working Benches * Hanging Cabinets olding Choir: ® Work Be B 
* Economy Locker Racks © Welding Benches rawing Tables : nits Bin Units 


rR 
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SOME DEALERSHIPS STILL OPEN FOR 








| FLAGSHIP, THE METALLIC-BACK 





re 


yoy CARBON PAPER THAT SELLS ON SIGHT, 


BUILDS BIG REPEAT SALES 





VF. 








\ 
Not just another carbon paper in a new package—but a whole fresh conception © Flagship is curl-proof, \ 
of what a carbon paper can be! Flagship’s patented, metallic coating supported not just curl-resistant 


by a plastic base—its superior performance and appearance—take it right out of 


the class of all other carbon papers. You will use Flagship to bring new business @ Flagship’s metallic back 


. . . - . means extra wear 
in your doors, to bring repeat business, to mark your store as the first to bring , 


P ; easier handlin 
better things to town. We'll be glad to supply complete information about g 


Flagship and we'll be glad to tell you what the chances are for a dealership for ’ 
: ' @ Flagship makes sharp, 


this wonderful new product and the entire Allied line of carbon papers and : 
permanent copies 


ribbons. Write today to Dept. A 
@ Flagship allows smudgeless 


erasures 


ditt 
ieee || 


CARBON AND RIBBON MANUFACTURING CORPORATION 
A lI f) General Offices and Factory: 165 Duane Street, New York 13 
Western Office & Warehouse: 1629 So. B’way, Los Angeles 15 

9 
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amous STEEL AGE Quality 


means Easier Bette £I' 


Tab Card Handling | 

























Only STEEL AGE 
Tab Card Files 


Have so Many Features 


fp 
\ 


T 
at 


\ 


| _at Such a Low Price 


4 
‘ 






% Easily portable trays—can't be 
accidentally removed. 


i 





*% Easy tray stacking—high sides 
prevent card damage. 


r 
‘ 


*% Positive-locking bottom channel 


= 


compressors. 


*% Smooth acting ball bearing 
drawer suspensions. 


i ae Ve re ee 
art 8 8 8 


*% Sturdy, rigid cabinet with four 


a fe fe fe 
Aes Oh es 








vertical reinforcements. 

*% Big 78,000 card capacity 
Visit us (Booth 87) at the NOFA 
ee eee Convention, March 23-25, New York. 


It’s the quality in this STEEL AGE tabulating card file that makes 
it so different from all others! Those familiar with the famous 
STEEL AGE trademark know that this is a traditional quality 
which results from sound planning, the finest materials and 
painstaking construction by master metal craftsmen. 

Yet it may surprise you that this file—sturdily built for effi- 
cient, effortless operation—sells for an outstandingly low price! 
[t's a happy combination of quality and economy that makes 
people everywhere say, “Sell STEEL AGE and you sell the Best 
in steel office furniture!” 





CORRY—JAMESTOWN 


ww bela COR Oel ai, icmmele) ate) 7-Nele), Be eee) sae 
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the annual banquet with spectacular entertainment 
followed by dancing. Wednesday, at 1 P.M., the annual 
luncheon; following the last two technical sessions 
Wednesday morning, will be a no-speaker program 
Past National President Ken Willett of Stevens Point 
Wis., will be the M.C. at the final wind-up of what you! 
committee believes will be the best NOMA Conference 
and Exposition on record. Wives and guests are co! 
dially invited and special features for members’ wives 
are being planned for Monday and Tuesday afternoon 

With business executives from NOMA’s 112 chapters 
throughout the United States and Canada converging 
on Cleveland next May for education and inspiration 
it is believed this event will be the greatest ever staged 
in the 31 years of the Association’s history 

Here is a list of the companies who have contracted 


for space up to press time: 


Addressograph-Multigraph Cory} 

Art Metal Construction C 

Atlas Stencil Files Co 

Bankers Box Company 

The Brush Development ( 

Burroughs Adding Machine C¢ 

Clary Multiplier Corp 

Columbia 
Mfg. Co., Inc. 

Commercial Controls Corpora 
tion 

A. B. Dick Company 

Dictaphone Corporation 

Diebold, Incorporated 

Ditto, Incorporated 

Domore Chair Company, In¢ 

Thomas A. Edison, Inc 

Elliott Addressing Machine C 

Esterbrook Pen Co 

Executone, Inc. 

Friden Calculating Machine ¢ 
Inc. 

General Electric Company 

General Fireproofing Company 

Chas. R. Hadley Company 


International Business Machines 


Ribbon & Carbon 


Metal Office Furniture Cx 
Monroe Calculating Machine ( 
National Blank Book Compan, 
The National Cash Register Cx 


nal Litho Forms Company 

National Office Management 
Association 

Office Management & Equip 
ment 

Office Publications Company 

Peirce Wire Recorder Corp 

Permafiux Corporation 
*itney-Bowes, Inc 

Record Files, Inc 

Remington Rand, Inc 

Reynolds & Reynolds Co 

Roberts Numbering Machine C 

Rockwell-Barnes Co 

Royal Typewriter Company, Inc 

Safeguard Corporation 

The Sikes Co., Inc 

The SoundScriber Corporation 

Standard Duplicating Machine 
Corp 

Standard Manifold Co 

Standard Register Company 


Stow & Davis Furniture Cx 
Underwood Corporation 
VISIrecord, Inc 


Corp 
Kee Lox Manufacturing C: 
McBee Company, The 


Marchant Calculating Machin« Wastinghouse Electric Corp 
Co Wood Office Furniture Instit 
<-> © 


MILLER DESK & SAFE LAUNCHES EXPANSION 

Back in the year 1918, an enterprising merchant by 
the name of Julius Miller was engaged in the buying 
and selling of used furniture for the home. Included 
in one of his purchases was an office desk and some 
side chairs and that was the humble beginning 
of an organization now known throughout the West as 
among the largest and most complete office furniture 
and equipment dealers in southern California 

Now, under the able direction of his son, Leo Miller, 
and his general manager, Herman Klein, Miller Desk 
& Safe Company has embarked upon an expansion 
program which is indicative of the progressive outlook 
of this pioneer firm now under modern management 

In March of 1947, Miller Desk startled competitors 
opening of a 


and pleased their customers with the 





ae 


NEW STORE OF MILLER DESK & SAFE CO. AT STUDIO CITY, CALIF. 
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beautiful modern office furniture showroom in Beverly 
Hills, Calif. That was and still is an epitome of beauty 
in commercial display. In December of 1949, to fur- 
ther show faith in the future, still another location 
of Miller Desk became a reality. This newest location 
stressed the thinking of Leo Miller and Herman Klein 
when they opened a most beautiful showroom in the 
world-famed San Fernando Valley, to be more specific, 
in Studio City, Calif., on Ventura Blvd. This new 
unit is under the management of Glen Ervin, who has 
more than 20 years’ background and experience in fine 
quality office furnishings. The new showroom is 
ideally suited for advantageous showing of quality 
lines of office furniture and equipment and also a fine 
selection of home furniture for the den 

Miller Desk & Safe Company is congratulated by the 
industry on far-sighted management and its faith in 
the future by launching its expansion policy at this 


time 
or 


ROYAL METAL EXPANDS FACILITIES 
In the line with continuing demand, Royal Metal 


Manufacturing Company is expanding manufacturing 
facilities both in this country and Canada, announces 
Irving Grombacher. At 
Ind., the 


the main plant in 
firm is building a 


President 


Michigan City, Chicago 








IRVING GROMBACHER 
new warehouse, thus releasing more space for actual 
manufacture of square and round tube chrome furni- 
ture. In Ontario, Canada, near Preston, is being erected 
a building which will house sales and general offices 
besides releasing more manufacturing space in the 
present plant there. 
Says President Grombacher: “We expect to increase 4 
our output about 15 per cent, ten per cent of which 
will be allotted to our export program, which we are 
resuming for the first time since 1941. Sometime in 
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See your nearest Vornado Distributor 


— and place your order NOW 
BE SURE OF YOUR SUPPLY! 
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the spring we plan to get under way on this phase and 
most of the effort will be directed to the South and 
Central American and Far East fields.” 


“I would like to emphasize that, as far as our prod 
ucts are concerned, there is much more than a ten 
per cent potential in foreign trade, and more than a 
five per cent increase in domestic business. Our policy 
has always been to limit and strictly control expan- 
sion, to engage in no bank loans or mortgages for such 
purposes. At the present time there is ample opportu- 
nity to increase our volume of selling, but we will take 
only gradual advantage of it 

“The expected increase in our volume, plus the in- 
troduction of new engineering devices and production 
methods, should permit us to hold the present line on 
prices. At least we will make every effort to do so. In 
this respect we reduced our prices in many lines last 
November, with 1950 business in mind. It is interesting 
to note that this price reduction immediately followed 
the steel strike, when a shortage of metal furniture 
might have. been expected. However, we managed to 
keep our production schedule unaffected through the 
steel crisis, and we hope to maintain this even tenor 
of output in the coming year. We take a certain pride 
in our record of having no layoffs in 16 years. 

“While confidently predicting a general business ex- 
pansion in 1950, we are not unmindful of the distin- 
guishing factors of Royal Metal as compared to other 
office furniture firms in general. We have increased 
our business volume every year in the half-century 
we have been in operation. Within the past year we 
doubled our sources of distribution. Therefore we can 
rightly expect a successful year ahead 

“Moreover, in view of the demand for seating of all 
types, in hotels, restaurants, beauty shops, schools, 
hospitals, and offices of every type and description, we 
confidently predict that 1950 will be a prosperous year 
for American business.” 

—-_ « 

SCRIPTO ELECTS BROOKS VICE-PRESIDENT 

J. W. Brooks, domestic sales manager of Scripto, Inc., 
was recently elected vice-president and sales manager 
of the company, it was announced by James V. Car- 
michael, president, at the company’s annual sales 
meeting in Atlanta, Ga 

Mr. Brooks has been domestic sales manager of the 
company for the past two years, having come to 
Scripto from Westinghouse, where he was sales pro- 
motion manager for the southeastern district 

Mr. Brooks is a native of Pennsylvania, was edu- 


cated at the engineering school, Carnegie Institute of 
Technology, and was with Westinghouse 33 years prior 
to his association with Scripto, Inc 

At the same time a record year in the sale of Scripto 
products during 1949 was revealed by the manage- 
ment of the company, as well as sales expansion plans 
for 1950 to consolidate the leadership of the company 
in the field of mechanical writing instruments. 

High on the list of plans for 1950 is the introduc- 
tion and promotion of two revolutionary new pens. The 
first is a $.98 convertible ball pen—already widely 
tested—that uses the standard $.25 Scripto ball-bear- 
ing pen. The second new item is the Scripto $1.00 
fountain. pen—with its new feature of an extra reserve 
ink supply 

—- 
UNDERWOOD PROMOTES FRED GREIS 

Fred A. Greis has been appointed manager of Under- 
wood Corporation’s New York district, according to an 
announcement just made by W. F. Arnold, vice- 
president and general sales manager. In his new as- 
signment, Mr. Greis will direct sales and service ac- 
tivities for all the company’s business machines in the 











FRED A. GREIS 


greater New York, Northern New Jersey, Westchester 
County, and Long Island areas. 

Mr. Greis joined Underwood as an accounting ma- 
chine salesman in New York in 1915. He was trans- 
ferred shortly afterwards to San Francisco, and was 
then promoted to office manager in Los Angeles in 
1916. Following service in the Army during the first 
war, he returned to New York City where he soon 





AN ART STEEL SALES CORP. 
WINDOW DISPLAY 


This window display was set up for 

the Pearl Desk Co. of New York. N. Y. 

in the lobby of the Woolworth Bldg. 

Art Steel Sales Corp. offers this window 

display service to all dealers who wish 
to display their products. 


STEELMASTER’S WINDOW DISPLAY 
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SMEAD’S 


FILING ENVELOPE 


The only filing envelope that 


expands from one paper to 2 
















inches of paper in thickness and 


is glove fitting at all times. 


THIS ITEM 
WAS THE 
START OF 
THE SMEAD 
QUALITY LINE 














WRITE FOR 
SAMPLES 






Locking clips are made of thin, specially Available in manilla, red, blue, green, gol- NO STRINGS TO SNARL AND BREAK. 


tempered, spring brass — nickel plated and denrod and red rope colors. The filled and 
shaped to give the greatest holding power NO RUBBERS TO DRY AND ROT. 
locked envelope presents a perfectly smooth 


Will mot rust or corrode in humid climates 
ne tapes te sner!— ne elastic te deleric- surface front and back. There is nothing to NO TAPES TO TIE AND WEAR 
ate , rds to tie. The clip slips in — catch on other envelopes in the files. It 
out of the way ond locks the envelope saves space — snugs to its contents at all NO ANNOYANCE = GLOVE FITTING 
until purposely released times AT ALL TIMES. 
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Smead’s TELL-1-VISION Filing Index 


SMEAD’S TELL-I-VISION FILING INDEX is equally 
adaptable to small, medium or large installa- 
tions. The basic principle is sound. It reads like 
a book—from left to right. 


You first locate the notation or subdivision of the 
alphabet, on the guide, nearest the name you 
wish to find. You then tip the guide forward, 
making a working space, in which to find the 
desired individual folder. If the individual folder 
with the name desired cannot be found you follow 
through to the green miscellaneous folder, which 
is at the end of the individual folders and pre- 
ceding the next guide. The miscellaneous folders 
hold the papers of the occasional correspondent. 
If the desired correspondence is not there you 
know this is a new correspondent and the material 
should be filed in the miscellaneous folder up to 
such time as it contains 6 or 8 papers, at which 
time it will warrant an individual name folder. 
Approximately 80% of your reference will be 
made to the individual folders. Should any one 
individual folder contain more than 40 papers 
you should prepare another individual folder, 
dividing that correspondence into monthly or 
quarterly periods. 


The same number found on the guide, behind 
which they will be filed, should be placed on all 
individual name folders. The purpose of this 
number is to save time in refiling by matching 
numbers. It simplifies reference because all odd 
numbers are on blue tabs and all even numbers 
are on orange tabs. 


You Look Alphabetically and Put Back Numerically 


The double purpose of the miscellaneous folder 
is to become the guide in the transfer cabinet 
when correspondence is moved at transfer time. 


SMEAD MANUFACTURING COMPANY, 


The last step in centralizing the filing system is by 
using the OUT GUIDE. This OUT GUIDE replaces 
a folder which has been removed from the filing 
cabinet. A 3” x 5” REQUISITION card is signed 
and inserted in the OUT GUIDE pocket. This tells 
who has the correspondence. Should the same 
folder be desired by some other party, while it 
is still out of the file, a small WANTED card is 
placed in the pocket of the OUT GUIDE. This will 
designate to whom this folder should next go. 
When the folder is finally returned to the file the 
REQUISITION card and the OUT GUIDE are re- 
moved. The REQUISITION cards are then filed 
in the card cabinet, indicating that the corre- 
spondence has been returned to the file. 


No Lost Files...No Lost Time...No Arguments.. 
No Confusion 


We recommend that our heavy, 20 point Smead- 
fibre folders, with green celluloid angled tabs in 
the center position, be used for the miscellaneous 
folders. These are the de luxe folders which 
better withstand hard, constant use. At the 
end of the year, when the files are transferred, 
they are moved ahead of the individual folders 
and serve as the index to the transferred ma- 
terial. The guides remain in the file and a new 
set of miscellaneous folders are placed in the file 
for the coming year. New individual folders are 
then prepared for those names which you know 
will continue to be active. When material ex- 
pands to such a point that a larger break-down 
of an index is required, you merely add the 
necessary number of guides and miscellaneous 
folders, remove the old inserts and insert the 
new and larger set of sub-divisions in both the 
guides and miscellaneous folders. IT GROWS 
AS NEEDED. 


INC. 


HASTINGS, MINNESOTA 
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stock your stand 








MEILINK STEEL SAFE CO. + Toledo 6, Ohio 
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with 


for steady 


sales! 


Here’s a salesman that doesn’t cost 
a cent in salary. Yet it does a swell 
selling job — day in and day out — if 
you give it something to sell. So fill 
those empty shelves with eye- 
appealing, Hercules quality units 
for every purpose . . . at a wide 
range of prices. Place your order 
now for immediate delivery and 


hop into the Hercules Profit Parade! 
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received appointment as assistant branch manager. In 
1927, he moved to Boston as manager of the company’s 
Atlantic District, and returned to New York in 1931 
as regional manager, where he remained until his 
present promotion. 

Mr. Greis is a member of the committee 
of the New York State Conference of Mayors, Nassau 
County Village Officials Association, Metropolitan Con 
trollers Association, Kiwanis, American Legion, and a 
past president of the New York Office Appliance Man 
agers Association. He served as a trustee of the village 
board of Lynbrook until his as mayor in 1947, 
an office he still holds 


aqavisory 


election 


°—- 
H. S. CROCKER COMPLETES EXPANSION 
H. S. Crocker Company, prominent San Francisco 
firm, has just completed its $2,000,000 expansion pro- 
gram. Besides building a completely new and modern 
printing, engraving and lithography piant, the com- 
pany has remodeled its headquarters building at 720 
Mission St., San Francisco, Calif 
The ground floor show room of the building houses 
a beautiful new office furniture department and a 
comprehensive display of stationery items and school 
supplies. The arrangement is spacious and attractive 
Customers have an opportunity to examine all stock 
in the pleasantest surroundings 
Special features of the ground floor remodeling job 
are the installation of a new completely sound-proofed 
ceiling and a battery of fluorescent lights which give 
comfortable, adequate illumination to the whole floor 
The mezzanine floor, which also serves as a balcony 
above the main retail floor, has been enlarged and 
houses the executive offices, plus the printing, lithog 
raphy and advertising departments. Also on this floor 
is a very attractive conference room where sales meet- 
ings and executive groups gather. The ceiling of this 
room is also sound-proofed and the latest egg-crate 
lighting from fluorescent fixtures is employed. Cabi- 
nets at the end of the room provide storage-space for 
the folding chairs when the room is used for smaller 
groups. 
The upper floor contains the order, 
keeping and other clerical departments 


billing, book- 
These have 


all been streamlined and placed adjacent in a work 





ABOVE—The new office fur 
niture display on the ground 
floor of the H. S. Crocker 
Co.'s newly-remodeled 
headquarters building at 720 
Mission St., San Francisco. 


RIGHT—A view of the ad- 
vertising department. Note 
the simple, clean lines of 
the layout, which insure the 
utmost in efficiency. 
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line arrangement to achieve an orderly, production- 
type flow of paper work. The most modern types of 
office machines are used, and the company expects 
that its service to its many customers in the western 
states will be greatly improved as a result 

H. S. Crocker Company stocks more than 20,000 dif- 
ferent items and is one of the largest firms of its 
kind in the country. The firm was founded in 1856 
and has grown steadily in importance. Numbered 
among its customers are many of the leading firms in 
the West 

—-<« 
FELT & TARRANT MANUFACTURING OF CHICAGO 
LAUNCHES BUILDING PROGRAM 


A new building project is under construction at Felt 
& Tarrant Manufacturing Company, 1735 N. Paulina 
St., Chicago, makers of Comptometer adding-calcu- 
lating machines. Briefly the new building program 
consists ol 

1. A new wing, 56 x 40 feet, consisting of five stories 
and basement, connecting the main building and the 
center building at the south. 

2. A one-story addition to the center building which 
will connect with the north wing of the main building. 

3. New type oil fired steam generators in main 
building (complete with oil storage tanks, located un- 
derground) of sufficient capacity for the entire plant 
plus overload and for future possible expansion. 

The new area, to be used for manufacturing and 
research development, is expected to be ready for 
occupancy early next summer. The new structures, 
in keeping with the firm’s present buildings, will be 
made of fireproof reinforced concrete with face brick 
curtain walls designed to withstand a floor load of 150 
pounds per square foot. Estimated cost of the new 
project is $400,000. 


—-<« 


POWER ELECTED LYON METAL CHAIRMAN 

Lyon Metal Products, Inc., Aurora, Ill., has an- 
nounced the election of Earl D. Power as chairman of 
the board to succeed B. L. Waters. H. B. Spackman 
was elected president to succeed Power, who will con- 
tinue in his new position as the active chief executive 
officer. Spackman has been executive vice-president 
since 1946 





ee) 





ABOVE—A view of the con- 
ference room on the mez- 
zanine floor of the new 
quarters. The cabinets at 
the end of the room hold 
a supply of folding chairs 
for use when the room is 
used for larger groups. Note 
the unique shape of the 
table, giving all conferees 
an opportunity to see each 
other plainly. The ceiling 
is sound-proofed. 
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Completeness of Line and 
Quality of Product are but 
two of many factors contrib- 
uting to ASE’s continuing suc- 
cess in the field of Steel Office 


a Complete line of blueprint cabinets 
—a size for all standard size drawings. 


Flat Top Desk — 60 x 30 — The 


convertible ASE Desk Line eliminates Equipment. 
the need for stocking single purpose fur- 
niture that must wait for the right buyer. 


Your customers will be quick to 
=. a grasp the advantages of the ASE 
) | Line. 


This line is packed with proven 
features your customers can easily 
recognize and that you can sell. 





* Over 36 styles and sizes of 

Storage, Wardrobe and Combination 
4276 Panel Leg Table — Four sizes Cabinet. 3485 Combination Cabinet 

of tables embodying the same modem — = —— _ shown above. 

design and convertibility featured in the 

Desk Line. 








ASE Unit Robes accommodate 
16 people in 8.6 square feet of floor 
space. ASE manufactures a complete 
line of Clothing Lockers and Wall- 
Robes. 








i : a ASE Dead Storage Files are 
#- 5401 Four Drawer Fil- . equipped with easy sliding drawers — 
ing Cabinet —a style and \ can be stacked high to save space. 
size to meet every require- Manufactured in over 2100 sizes for 
ment economical storage. 





® DESKS and TABLES @ BLUEPRINT FILES @ CARD FILES 
@ FILING CABINETS @ DEAD STORAGE FILES © KEY CABINETS 
@ STORAGE and WARD- @ COUNTER SECTION 
ROBE CABINETS EQUIPMENT @ TRANSFER CASES 
@ UNIT ROBES @ UTILITY RACK @ CLOTHING LOCKERS 


AL 


600 
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LOS ANGELES FIRM GETS NEW WAREHOUSE 
A new warehouse arrangement has been perfected 
by Charles Office Equipment Distributors, 2436-40 E 
8th St., Los Angeles, Calif. The company is now pro 











F. C. CHARLES RALPH D. MOORE 


vided with a modern brick and reinforced concrete 
structure 80 x 140 feet which has two doors on a spur 
track and two truck docks on the street side. In- 
cluded are complete room and an Office for 
the convenience of the dealer and his customers 


Sampie 





CHARLES OFFICE EQUIP. DISTRIBUTORS 


The warehouse manager for F. C. “Chuck” Charles 
is his son-in-law, Ralph D. Moore. He received his 
early office equipment training with the Los Angeles 
Desk Company and after service in the war has been 
with Mr. Charles for the past year and a half, calling 
on the trade in southern California 

The new arrangement p! warehousing for the 
products of Imperial Desk Company, the Benson 
Manufacturing Company, the Western Manufacturing 
Company, the Milwaukee Chair Company, the Cramer 
Posture Chair Company and the Berkey Leather Manu- 
facturing Company 


vides 


*—-— © 


CHARLIE SHERMAN JOINS BOGARDUS & CoO. 


Charlie Sherman, a veteran of this industry, has 
announced a new business connection as resident 


salesman for William O. Bogardus & Company, Inc.., 
44 Kilby St., Boston 9, Mass. For nearly 16 years, 12 
years of which he was a partner, he was connected 
with H. S. Hutchinson & Company of New Bedford 
Mass. 

In his new association, Mr. Sherman's 
ers the cities of New Bedford, Fall 
and the towns in between on Cape 


Le rritory COV 
river, Taunton 


Cod as far as 


Wareham, Mass. He also serves the islands of Mar 
tha’s Vineyard and Nantucke 
The Bogardus firm specializes in accounting forms 


] 


and is the exclusive agent in New England for the 
custom built steel office equipment of the LeFebure 
Company, Cedar Rapids, Iowa 
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MARSH APPOINTS MANUFACTURERS’ AGENTS 

Robert E. Wright, sales manager of Felt-Point pen 
division of Marsh Stencil Machine Company, Belleville, 
Iil., recently announced the appointment of the fol- 
lowing manufacturers’ agents to represent the station- 
ery department, introducing the Felt-Point pens and 
inks: 

Andrew A. Huth, 505 Fifth Ave., New York, N. Y.— 
New York State and northern New Jersey. 

Ray A. Williams, 6118 McCallum St., Philadelphia 44, 
Pa.—Pennsylvania, Maryland, Delaware and southern 
New Jersey 

G. Lyn Logan, Hotel Westlake, Cleveland 16, Ohio— 
Ohio and Michigan. 

Wes F. MontPas, 111 W. Jackson Blvd., Chicago 4, 
Ill—Chicago and northern Illinois. 

C. E. Adams, 5243 Guilford, Indianapolis, Inc.—In- 
diana and Kentucky. 

John Pydlek, Route 1, House Springs, Mo.—North and 
South Dakota, Nebraska, Kansas, Iowa, Missouri and 
southern Illinois. 

L. A. Roark, 4303 Shelley Blvd., Dallas, Tex.—Okla- 
homa, Texas, Louisiana and Arkansas. 

Carl W. Draper, 843 S. Los Angeles St., Los Angeles 
14, Calif—California, Oregon, Washington, Idaho, Mon- 
tana, Wyoming, Nevada, Utah and Colorado 


—-< 


NATIONAL BLANK BOOK PROMOTES TWO 

The National Blank Book Company recently an- 
nounced the promotion of Sam J. Orr to the field direc- 
torship of distribution in the South and Emery W. Pat- 
terson to branch managership in charge of internal 
operations at Chicago. 

Under Mr. Orr’s supervision will be the southern sales 
team of Loraine Saxon, Robert “Hank” McGarity and 
George Florence. The new director served 6% years as 
National’s southern representative and previously was 
with the Bishop Office Supply Company, Orlando, Fla., 
Ivan Allen-Marshall Company, Atlanta, Ga., and The 
Globe-Wernicke Co. He will retain his headquarters 
in Atlanta, Ga., where he lives at 3607 Cantrell Rd. 

















EMERY W. PATTERSON 


SAM J. ORR 


The new branch manager at Chicago, better known 
as “Pat,” has been with National since June of 1947 
and was previously with the American Airlines as sales 
representative at Providence, R. I. He resides at Glen- 
view, Ill. 

—-< 


WILLIAMSON WITH RITEFORM CHAIR 


John C. Holten, president of Riteform Chair Com- 
pany, has announced the appointment of F. L. William- 
son as production manager. In his new capacity he 
will direct the manufacturing of the company’s new 
line of aluminum seating as well as its older estab- 
lished posture chairs in steel. Formerly Mr. William- 
son was located in Marietta, Ga., where he served in 
production capacity for Blair Aluminum Furniture 
Company 
1950 
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Franchise 
Dealers 
Now Bein 
Selected. 
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Write or Wire. 


Visit us at Space 
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CRAFTSMANSHIP 


IN ALUMINUM FURNITURE 


* Made To Highest Standard Known! 


The EMECO franchise places you immediately in a leadership 
position—with a genuinely top-quality line of anodized aluminum 
furniture. The highest set of standards ever known is expressed in 
every phase of the whole outstanding EMECO line. Smarter 
design is combined with craftsmanship construction, tested dura- 
bility and unsurpassed value. EMECO gives you quality appeal, 
plus value appeal, to assure you great competitive advantages. 


Write or wire for franchise information and illustrated folder. 


EMECO CORPORATION © HANOVER, PENNA, 
100, NOFA Show, Hotel Commodore, N.Y.C., March 23-25 
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BERGER TRANSFERS CONDIT TO CHICAGO 
The appointment of Frank L. Condit as district rep- 
resentative of the Chicago branch of the Berger Man- 





51 
} 














FRANK L. CONDIT 
ufacturing Division, Republic Steel Corporation, has 
been announced by R. W. Helms, general manager of 
sales. 

Mr. Condit will handle the lockers, shelving 
and steel office equipment in the northern Illinois 
territory. A native of Chicago, he moved to Canton 
Ohio, where he joined the Republic Steel Corporation 
Starting in the employment office at the Alloy divi- 
sion he was later transferred to the sales department 
at Berger. Mr. Condit spent four years in the Marine 
Corps during the war and graduated with a B.A. degree 
from Wooster College in Ohio 


sale of 





UNDERWOOD APPOINTS K. E. SECHLER 
K. E. Sechler has been appointed regional manager 
at the Pittsburgh, Pa., branch office of Underwood 
Corporation, according to an announcement by W. F. 
Arnold, vice-president and general sales manager. 
Mr. Sechler joined Underwood in 1927 as manager 
of the Huntington, W. Va., branch office. In 1932, he 
became assistant branch manager at Pittsburgh, and 
in 1944 was appointed branch manager at the Des 
Moines, Iowa, branch office. 
Mr. Sechler’s headquarters are 800-802 Penn Ave., 
in Pittsburgh, where he will direct the sales and service 








K. E. SECHLER 
activities of the typewriter, adding machine, account- 
ing machine and supply divisions in the Pittsburgh and 
Johnstown, Pa., and Charleston, Huntington and 
Wheeling, W. Va., areas. 











MODERN OFFICES HIGH 
LIGHT FLORSHEIM’S NEW 
HOME.—Above: the execu 
tive office of Harold M. Flor- 
sheim was furnished by 
Watson & Boaler, Inc., Chi- 
cago. Above right: Wom- 
en's sample shoe room, dec- 
orated in light wood panels 
is furnished with chairs by 
Knoll Associates. 
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Below: A portion of the gen- 
eral office showing chairs 
and desks by The General 
Fireproofing Co. Steel par- 
titions are used throughout. 
The entire floor is in asphalt 
tile and the ceilings are 
sound-proofed. Daylight flu- 
orescents through louvered 
fixtures provide the lighting. 
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LIQUID DUPLICATORS 


a 
nile \ We invite members to visit us in room 788 
Copy pee at the Palmer Howse in Chicago during the 
\ ‘a Dyeurcal® National School institute Exhibit, Feb. 12th 
se . to 17th. Come in and watch a demonstration 


of this new Copy-Rite Liquid Duplicator. 


No stencils —No ink 
No ribbons — No type 
No wicks —No pumps 
BUT 
Visible fivid supply — avtomatic paper 
feed and face-up copies — one with every 
turn of the handle, simple, easy and fast. 


it will pay you te write for details NOW. 


WOLBER DUPLICATOR & SUPPLY CO., 1203 Cortiong si 
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National's Ring Visible provides instant visibility 
for speed in posting or reference, plus edge- 
flagging of key facts. Providing many uses for every 
department in every business, here’s an item you'll 


push profitably! National Ring Visible sheets are 
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...- why everyone likes 
to work with National Ring Visible Records! 


available in many rulings and eight sizes for every 


Visible Record need. 


Be sure to stock 


popular, easy-to-use Visible Record Sheets, which 


an adequate variety of these 


Ring Visible items completely 
covered in National’s popular Rec- 


ords Catalog. Do your customers 


have copies? Write direct for full 


information. 


spaced 3 8” center to center. 


Boxed 500 and banded 100. 


National Blank Book Company 








New York Boston Holyoke,Mass. Chicago San Francisco = ATIONAL 


*T. M. Reg. U. 8. Pat. Off. 
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are made in both EYE-EASE* and Buff high rag con- 
tent ledger stock, substance 24. Printed two sides 


in green ink; punched 7/32” multiple round holes 
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RUDOLPH LANG NAMED MANAGING DIRECTOR 
FOR NATIONAL BUSINESS SHOW 


Own lip and management of the National Busi- 
ness & hich originated in New York in 1904 has 
been ken over by the Office Executives Association 


of New York, Inc., local chapter of the National Office 
Management Association, Elmer L. Helm, O. E. A 


president, recently announced. At the same time 
Mr. Helm disclosed that the project will be a majo! 
association activity with the next show scheduled 
to be he in Grand Central Palace the week of Octo- 
er <2 

Ru ph Lang, O. E. A. vice-president, has been 
name new managing director of the Show, Mr 
Heln evealed. Mr. Lang has been very active in 














RUDOLPH LANG 


the worl the association and has a broad back- 
proul f office management experience, having 
been affiliated with Smith Barney & Co., investment 
banke for many years. During and after the war he 
served in various administrative capacities with the 
American National Red Cross, leaving that organiza- 


Many Reasons for Sponsorship 


Stati the reasons for association sponsorship of the 
show, Mr. Helm said: ‘“‘We felt that, from the viewpoint 
if office executives who are responsible for the speci- 
fication and purchase of office equipment, a business 
show in the world’s business capitol at which the latest 
level nts could be previewed, was essential. We 


the sponsorship of the Show an opportu- 


nity to further our broadening three-point program 
of reseal education and service to business manage- 
ment and the public. We intend to make the Business 
Shov neans of presenting to the public both ad- 
vanes e by manufacturers of business equipment 
and a es in thinking, training and methods devel- 
oped by r own organization 
The ation’s program as outlined by Mr. Helm 
Pi tion of a free exchange of ideas of office or- 
o2 tion and management as well as encouraging 
star rdization of office work 


developing and publicizing the applica- 
ientific methods to problems in office or- 
and management 
Fu erance of co-operation with educational and 
titutions in meeting the needs of commerce 
try. (In this connection O. E. A. is already 
with the New York City Board of Edu- 
the development of an Advisory council 
education for the City of New York 


Predicts a Bigger Show 


Mr. ] predicts a bigger and better Show for 1950 
Wi ijor office equipment manufacturers par- 
He said, “An informal survey of exhibitors 
reve t many are desirous of participating in a 
New ¥ v to place their products before the huge 
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W/ YOUR FAVORITE 
NOE. MARKING TOOL 


NZ SIZES 


HB Meet the “King’’- the new Jumbo-size 





















Flo-master Fountnbrush- made to meet the 
demand for heavy duty in industry. Large ink 
capacity -interchangeable nibs make 
lines varying in width from ‘4 in. 
to 1 in. Writes on anything including 
hard to work” surfaces, corrugated 
cartons, wood crates, metal, glass, 
etc. Has all the features of the 
“Pocket-Size’’— leakproof, spring 


valve, lightweight but sturdy 





aluminum construction. Used with 





Flo-master Inks - instant-drying, 


waterproof, non-smudging. 


Cash in on this bigger Flo-master 
market by featuring BOTH sizes. 
Cushman & Denison Mfg. Co., 135 
West 23rd St., N. Y. Il, N. Y. 





























@ Cop of “King Size” moy be KING 


screwed to bench to serve os stand 





0-I0d Er 


FOUNTNBRUSH 
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The Wo rden 


SECRA-TY PE 
Desk 


in beautiful Walnut or Oak wood, 
enables you to offer an article that 
appeals to Management because it 
contributes to more efficient and 
speedy output by employees 





No. 242 ST—42” x 32” Patent No. 2133807 


Of great importance, this desk contains a station 


ery compartment (as well as a typewriter) placing 


letter-heads, envelopes and other supplies where 
they are instantly accessible, without turning con 


stantly from one side of the desk to the other 


Available in several sizes with the stationery com- 
partment and in the 36” length without the com 
partment. 


Flat top desks available in all sizes 
to match. 





Patent No. 2133807 


No. 252 ST—52” x 32” 


Literature showing complete line is 
available upon request. 


The 


Worden Company 


200 East 17th Street 


Holland, Michigan 








114 


buying public in the New York market.” 

When asked by OFFrice APPLIANCES for a statement 
regarding his transfer of the operation and manage- 
ment of the National Business Show to the Office 
Executives Association of New York, Inc., Frank E. 
Tupper, who has managed all National Business Shows 
since 1911, referred to the preceding statement by 
Mr. Helm. Mr. Tupper said that negotiations for trans- 
fer had been in progress for many months. They ap- 
peared to indicate an opportunity for O.E.A. to more 
rapidly and effectively expand and broaden their 
“three-point program of research, education and serv- 
ice to business management and the public.” The 
Tupper organization saw in the efforts of O.E.A. an 
opportunity to make the National Business Show, 
“America’s Efficiency Exposition since 1904” become a 
more effective and influential means than ever of 
bringing together “makers and users of business aids” 
at one time and place, for exchange of ideas and 
methods as featured in Business Show publicity 
throughout the years of the Shows’ operations. 

The Office Week Forums, a symposium of the prob- 
lems of business management conducted by experts in 
the field, will henceforth be an integral part of every 
Show, Mr. Helm revealed. 

The committee which negotiated for the sponsorship 
of the National Business Show is comprised of: Arthur 
J. Amberg, A. J. Amberg Business Equipment Com- 
pany; Horace J. Brogley, Johnson & Johnson; Richard 
L. Forster, Ebasco Services Inc.; Charles Haverin, Me- 
tropolitan Life Insurance Company, who is first vice- 
president of O. E. A.; Charles M. Skade, S. H. Kress & 
Company; and David E. Griesemer, The Babcock & 
Wilcox Company, chairman 


—- ¢ 


APPOINT CHARLES S. ROUSH 


Charles S. Roush has been appointed general sales 
manager for Moore Business Forms, Inc., southern 
division, Hugh D. Clark, vice-president and general 
manager, announced recently 

As operating sales manager in Dallas, Tex., Mr. 
Roush has been directing sales in the ten states of the 
southern division since 1945. The corporation operates 
nine plants throughout the United States. The south- 
ern division is served largely from its new plant in 
Denton WLF 


—- « 


NEW SALES IMPACT FOR MONARCH STAPLES 





Three elements combine to make the new Monarch staple 


package for Vail Manufacturing Co., Chicago, an eye- 
catcher in the show windows. First, emphasis is on the illus- 
tration of the staple strip, in white on blue background. 
Second attention-getter is the name “Monarch Staples” in 
white on a red background with a third dimensional effect. 
The third element is the trademark of the lion printed in blue 
on red. Richard M. Franz. Milwaukee, designed the package. 
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FOR TODAY’S SALES OPPORTUNITIES 
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@ Chairs at left 
are the same as those 
shown above, but 
with arms uphol- 
stered for added 
comfort and greater 
“eye value’’. Side 
chair at right com- 
pletes the ensemble. 
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RIBBONS « CARBONS 


Ya show that more secretaries prefer 


QUEEN typewriter ribbons, carbon papers, 
and hectograph carbons. Send for FREE 
sample today .. . let your secretary test 
and agree! See the difference yourself. 
State amount of copies you make and 
brand of typewriter. 





Manufacturers of 
Inked Ribbons e¢ Carbon Papers 
Master Units e Hectograph Carbons 


RIBBON & CARBON CO., INC. , 











Executive Offices 


742-760 Wythe Avenue Brooklyn 11, New York > 


eu" , “4 


Factories: Brooklyn, New York and Chicago, Illinois 
'/ 2a 
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H.C. Allen 


Business Machines 


offer... 


PEAK PROFITS 
to ALL DEALERS 


on portable desk model 
set _ADDING MACHINES With direct subtraction 





MODEL 60 
Price $105 











Price $125 


The most modern, low-priced portable desk model adding 
machines are now available to all dealers at top discounts. 
The entire United States is your territory . . . prospects 

are everywhere! R. C. Allen portable desk model adding 
machines have more features at lower prices 

than any others on the market. All models 
add, subtract, multiply and divide. 

Sell more . .. profit more. Be an R. C. Allen 
portable adding machine dealer. 


All Prices Subject to Applicable Toxes 
























MODEL 70 
Price $125 MAIL THIS COUPON TODAY! 
| R. €. Allen Business Machines, Inc. ee 
“Salesmaker”’ Division , 
MODEL 75 680 Front Ave., N.W., Grand Rapids, Michigan 
With direct subtraction | 1 am interested in the opportunities yee offer to t 
; portable, desk model adding machine deolers ond j 
Price $150 | would like more information. y 
| 
| NAME BO = Fa 
ADDRESS 
R.C. Allen | city é 
° ; 
Business Machines,Inc. | stan — 
680 Front Avenue, N.W., Grand Rapids, Michigan | et 








OFFICE APPLIANCES, February, 1950 117 











tx 1950 





118 


edition of the 
> A BUYERS INDEX 


. Will be published THIS MONTH! 


Watch for your copy in the mail and put it to use right away. 


This dependable guide to sources of supply can well be your most 
valuable purchasing aid. Under the PRODUCT LISTINGS you will 
find the names of manufacturers of all types of office supplies, ma- 
chines and furniture. The complete address of each manufacturer 
can be located easily in the ALPHABETICAL LISTINGS at the front 
of the INDEX. Trade names are listed conveniently near the back, 
in addition to important details concerning all of the trade associa- 
tions in the office equipment and supply industry. 


Let the OA BUYERS INDEX serve you daily. Depend on it .. . train 
your salesmen and office employees to use it also. Keep it centrally 
located so that everyone has access to it. And remember .. . this val- 
uable aid cannot be replaced . . . so be sure that your copy does not 
get misplaced or filed out of sight. The INDEX is the most authori- 
tative buying service available to the trade. 


For specific details about products and manufacturers 


write or phone the Service Bureau. The INDEX and the facili- 
ties of the Bureau are available only to regular readers of 


OFFICE APPLIANCES—tthe Key to the Market Places of the 
Industry. 
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MINNESOTA MINING PLANS OFFICE BUILDING 


Pla r the construction of a $3,000,000 office build- 
ing by the Minnesota Mining & Manufacturing Com- 
pany were announced recently by R. P. Carlton, presi- 
1€! 

He | ed out that the new unit will relieve con- 
vesti in the present main office building, permit 
on ion of other scattered office groups and 
all future expansion 

Anot rt of the firm’s nationwide expansion pro- 

-story, block-long manufacturing plant 
now und mstruction here. It is scheduled for com- 
pleti ext fall and will cost more than $2,000,000 

Ou ministration building was completed in 1940, 
but | ve long since outgrown it,” Mr. Carlton de- 
clare ( the 4,800 employes we have in St. Paul 
nearly 1,000 work in offices, and they all need more 

The é tructure will be adjacent to the present 
three-level administration building. 

C. P. Pesek, the company’s vice-president in charge 
yf engineering, said, ““‘We hope to begin construction 
within 60 days and have the building ready for partial 
occupancy by Jan. 1, 1951.” It should be completed by 
the if 1951, he added 

Will Have Seven Floors 
rhe ing is designed for seven floors and a full 


lthough Mr. Pesek said only five floors 
nt will be built for the present. “The other 
two rie an be added when necessary,” he noted 
cribing the new structure as “functional 
called it “one of the outstanding func- 
iona ( lildings in this part of the country.” 
Ea vest walls will be windowless to prevent 
at from the summer sun. Sun shades 
er windows on the south wall as further 


ied,”” Mr. Pesek said, “for comfort, effi- 

‘ienc! w-cost operation. All interior decorations 

f s will be of a design to promote a rest- 
working atmosphere.” 


Air Conditioning Included 


The structure will be of reinforced concrete and 
nl th a brick and stone exterior, will be fully 
air « ioned and equipped with fluorescent lights 
A cafeteria is included in the plans. 
It wi e connected on the first three levels with 
the administration building. One freight and two pas- 
ge! ors will be installed, with provisions for a 
i enger lift in the future 
Each floor will contain 34,320 square feet of space, 
ith f rs having a capacity of more than 1,200 
I Outside dimensions are 312 and 110 feet. 
The tructure will be located at the corner of 
Reaney A and Mendota St 
oe 
IBM APPOINTS DR. C. C. HURD 
al Business Machines Corporation re- 
iced the appointment of Dr. Cuthbert C 
tor of its applied science department 
Prior t ling IBM in March, 1949, he was a research 
head at O Ridge, Tenn., where he was also chairman 
f on technical calculation procedures at 
liffusion plant and organized the central 


ireau which performed calculations for 
2 divisions at the plant. He holds de- 
rake University, Iowa State College and 
f Illinois, is a member of a number 
ed societies and is the author of two 
ral papers on mathematics and on edu- 
ophy 


ireer includes appointments as assistant 
at Iowa State College, fellow at the 


U1 f Illinois, instructor and, subsequently 
r of mathematics at Michigan State 
C rofessor of mathematics at the United 
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When your customers 
see products with which 
they are familiar dis- 


played on your counters 
my, 
Gases 


#=and shelves, in your 
windows Jand ads Sg 
your selling job becomes 
a whole lot easier. For 
that reason, Dennison Handy Helpers 

Pe deserve a prominent spot in your 
store. Folks have come to know and to 
trust the Dennison name \ Gets And 
they like to trade in a store that carries 

[Bonioon Conds | 

Dennison owe Goods. Along with 


product quality, a month-ofter-month Be) 


large-scale advertising campaign in the 


Ks and monthly mag- 


is doing an important 





top-notch weekly 





job in strengthening customer accept- 


ance As” \of Dennison Goods. 


Dennison 
ee 
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~— Oty SPEED-0-PRINT 








COULD MAKE |: 


THIS VALUE POSSIBLE |: 


LIBERATOR MODEL 100—ROTARY STENCIL DUPLICATOR 








Only outstanding Speed-O-Print engineering and Ss st | 
production could make this amazingly low price 

possible. The Liberator Model 100 is destined to RESET COUNTER 
become the world’s most popular duplicator. $10 EXTRA 


ny new outstanding features including — Accu- 
Ma iia —— ing wih 9g (Plus Federal Excise Tax) 


rate Registration — Half Ream Feed Table — Auto- 
matic Roller Release — Accomodates Stock from ’ nest 
3x5 to 9x14 inches, In Futuramic Grey or ebony Word d 
black wrinkle finishes. Will reproduce anything 

° The 
that can be typed, drawn, traced or photographed Duplicator br 
on a stencil, of t 


larg 
for ji 
than 


SPEED-O-PRINT CORPORATION | Fax 


é fold 
161 EAST GRAND AVENUE ° CHICAGO 11, ILLINOIS [A 
disp! 
grap 
have 


SPEED-O-PRINT (CANADA) LTD. 77 ST. CATHERINE ST., WEST MONTREAL vice. 
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State Guard Academy in New London. During 


the war he served as education officer and education 
aide to the superintendent of the academy. Subse- 
quently he was dean of Allegheny College until 1947, 
whe! to Oak Ridge 

——« 


EMPHASIZE RELIABLE BALL-POINT LINES . Products for the Office 


FOR VOLUME, URGES COLORADO STATIONER ; 
This Lawson line keeps customers buying. You'll 



















Oné eff ive means by which the stationer can find these products in constant demand. They 
maintail les volume in ball-point pens, despite the ; 
general objection to thers? writing instruments by cus- are well made, with Lawson's 133 years of 
tomers who have suffered disappointments with them, know-how, and give extra long service 
is to emphasize reliable, nationally-advertised brands, 
which will write for long periods, and which will not 
soil the vner’s fingers, according to Out West Print- 
ing & Stationery Company, Colorado Springs, Colo PANELED STEEL WASTE BASKETS 
Like ationers, William Mason, Jr., head of 
the store, has found that there is a strong antipathy 
toward ball-point pens among the public, built up 
hiefly thr« h sale of poorly constructed, leaky and 
finger-soilil models by variety and novelty stores 
In gene many members of the public have lost 
sight of the fact that there are quite a few well- 
engineer‘ atisfactory ball-point pens which fill an 
important need in business and social life,” it was in- 
dicated Therefore, we are using a sign, over the 
pen counter, to point out to every entering store visitor 
hat we rry only these lines.” 
The sign, printed in black letters on white, is sus- 
pended 1 canopy over the main fountain pen case 
at the front of the Out West store. Lettered on it are No. 44 No. 24 
the words “We carry the following brands of ball-point 
pens Below.are listed the names of eight manu- 
facture! 1ose ball-point products are sold by the : 
Out West store. Since all of the names represent Sturdy, attractively 
reputable ell-engineered lines of ball-point pens, paneled LAWSON 
with a tl igh guarantee by the manufacturer, and steel waste baskets 
omplete satisfaction to the user, this has kept up are extremely popular. Smooth bottom edge 
onfide1 the part of the public, and resulted in protects floors. These baskets come in ma- 
1 smooth turnover of this variety of writing instru- hogany, walnut or olive green finish. They 
nent i e Colorado store comply with Underwriters’ requirements. 
oo —-_ 


B. L. MARBLE DISPLAY AT HORDER’S 





t 


No. 6000 SANDURN. 
Ornamental, service- 
able, with stainless 
steel of copper trim. 











No. 1001 UTILITY RECEP- 
TACLE. It's NEW! Stainless 
steel door and trim. Vermin, 
odor and fire proof 


Aw ° 
i Ms HIGHBOY RECEP- KET Finished in exact 
TACLE. Made of rust-pro- wood reproductions 
tected steel. Finished in Also gray, olive green. 
olive green or white. Rubber bumper around 
entire top. 











+ 

















No. 2 NEMCO WASTE 
BASKET Withstands 





The B. L. Marble posture chair display here pictured was 






recently featured at Horder’s, Inc., Chicago, and makes use rough usage. Three 

of the No. 4012!/,AF executive model chair. The two-fold er Olive green or 
large display card used is one which B. L. Marble developed 

for its dealers and which was provided without cost. More 

than 500 of the principal dealer distributors received the dis- 

play cards in addition to a novel little folder titled “Fatigue 

Takes a Holiday—When Sitting Posture Is Correct.” These THE F. H. WW ALe) | Co. 
folders, enclosed in a form letter, are designed to be sent 

out by the dealers at the same time they feature a window Evans and Whateley Streets 

display of the ard together with a group of three steno- = a ; 
graphic posture chairs. Dealers carrying out this campaign Cincinnati 4, Ohio " W393 VEARS 
have met with good success, according to Richard N. Thomas, ‘ 
vice-president in charge of sales, B. L. Marble Chair Co. 
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Add the 
 PROTECTALL LINE 


Herta Every Dealer in 
Os Office Equipment 
eee Can SELL- 


- PROTECTALL SAFES 


Modern in design. Un- 
derwriters’ Laboratory 
Label. Made of heavy 
gauge, high tensile steel. 





j 
. 








Internally mounted 
hinges. Many exclusive 
features. Moderately 
priced. Direct shipment 
to your customers when 
necessary. 


Get the Protectall Story. Write 


PROTECTALL SAFE CO. 


926 S. Salina St., Syracuse, N. Y. 
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NOFA’S FIRST ANNUAL OFFICERS CONFERENCE 
(Continued from page 72) 

the market place, then covered publicity and advertis- 
ing and, lastly, the salesman. He is the spearhead 
who must be trained in the policy of his firm, he must 
understand the market and know his products thor- 
oughly. At this point Mr. Rentsler told of the success- 
ful solving of this problem by the New York Chapter 
through the sales training course now in operation at 
the City College of New York. For those to whom col- 
lege courses are not available, he offered a plan of 
self education divided into three parts as follows: (1) 
Self preparation by salesman: knowledge of his com- 
pany, knowledge of his products, knowledge of com- 
pany’s services, knowledge of competition. (2) Sales 
preparation: pre-approach, prospecting, study of ter- 
ritory, study records, plan work procedure. (3) Mak- 
ing the Sale: approach to the customer, the demon- 
stration, meeting objections, closing the sale. 


Convention Is Shaping Up 


Seymour L. Nathan, Charles S. Nathan, Inc., New 
fork, N. Y., N.O.F.A. secretary, rendered his report 
on the progress of the 1950 N.O.F.A. Convention and 
Exhibit, saying that most of the booths are sold and 
the program is taking shape. In that connection he 
called for additional suggestions for topics to be dis- 
cussed at the coming convention so that speakers can 
be procured. 

John J. McKenna spoke on public relations and ad- 
vertising. He presented a plan for national advertis- 
ing by N.O.F.A. to reach the association’s market in a 
series of advertisements to be published in a number 
of business publications. The plan calls for manufac- 
turer participation to defray the costs. The following 
committee was appointed to discuss the plan with 
manufacturers and report their findings at the next 
officers’ meeting. They are: Chairman Bernard H. Nem- 
lich, Regan Office Furniture Corporation, New York, 
N. Y.: Maxwell Brown, M. Brown & Company, Boston, 
Mass.; H. V. Boswell, Office Furniture, Inc., Washing- 
ton, D. C.; Henry Kuntz, American Office Furniture 
Company, Baltimore, Md.; John E. Mossman, Desks, 
Inc., New York, N. Y.; Edward Blau, Max Blau & Sons, 
Newark, N. J., and Russell M. White, Dubin Company, 
Inc., Philadelphia, Pa. 

After President Turman had called on all delegates 
for a final word, he thanked them all for attending 
and remarked that with such splendid co-operation 
N.O.F.A. is sure to grow from here on in. Just before 
adjourning the conference, he announced that the 
next N.O.F.A. officers’ conference will be held on March 
22, just one day prior to the annual convention and 
exhibit to be held March 23-25 at the Hotel Commo- 
dore, New York, N. Y. 

The officers and board of directors in attendance 
were: 

Baltimore Office Furniture Association—President 
Jack Styron, Maryland Office Supply Company, and 
Vice-President Henry Kuntz, American Office Furni- 
ture Company. 

Boston Office Furniture Association—Recording Sec- 
retary Harry O. Austin, Doten-Dunton Desk Company, 
and Treasurer Maxwell Brown, M. Brown Company 

Office Furniture Association of Chicago—President 
Harry Hofherr, Kendrick Furniture Company; Activi- 
ties Secretary Charles B. Goodman, S. Stein & Com- 
pany; Treasurer Norman Ginsburg, Joseph Ginsburg 
Inc., and Chairman of Board Hy. Natovich, Spak & 
Natovich. 

New Jersey Office Furniture Club—President Jack 
Werfel, Colonial Office Furniture Company, and Activ- 
ities Secretary Joseph Brenner, Brenner Desk Com- 
pany 

Office Equipment Dealers of New York—President 
Guy H. Rentsler, Remington Rand, Inc.; First Vice- 
President Ben Itkin, Itkin Brothers; Second Vice-Pres- 
ident George Wray, manufacturers’ representative; 


— 
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7 . : 
- . r . ’ ¢ 
: Amazing ¢™ new sectional 
o /j , 
™ « A \s a . a ‘ * 
: Armchair by ‘Thomas 
wp 4) Vac? 
. 3 great features: 
|. ARMS THAT RAISE AND LOWER 
i ARMS UP: Chair is a handsome armless 
a chair to be used singly or combined. 
, ARMS DOWN: Chair is a luxurious 
ith club-type armchair. 
ex , 
m- 
id 
c 
2. CAN BE USED AS SECTIONS 
Two or three of these units combine to make a truly magnificent 
sectional seat or sofa. 
< 
5 5. NEW COLOR, BEAUTY, DURABILITY 
» Covered in Kalistron, the new prize-winning covering material, these 
Y chairs combine outstanding beauty with absolutely new wear resistance. 
of Kalistron is transparent Vinylite with color fused to underside. Won't 
re scufl, scratch, chip, crack or peel. Cleans with a damp cloth. Available 
“ inh wice color range. 
I’at Pending 
Tae 
~ FURNITURE COMPANY 
HIGH POINT, NORTH CAROLINA 
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EVERY MAN 
WHO HAS AN 
OFFICE, HAS 
A HOME! 


Siynreme 
Storage Cabinet 


IN NEW SIZE, IDEAL FOR HOME USE! 


A new 30” x 20” x 72” unit available in Storage, Wardrobe, and Combination Models in 


attractive brown finish. Perfect for office use, too! 


Here’s a tip from Supreme on a sure-fire way to add profit 
to YOUR selling picture. Department store buyers and furniture 
designers have research-tested the size of our new Supreme 
Storage Cabinet and found that it is ideal for HOME as well 
as office use. 


All you have to do is point out to man who buys for his office, 
the many flexible ways he can use this attractive cabinet in his 
own home and you've cashed in on a new sales market. Don’t 
pass up your best bet for profit! 


Remember, our Storage, Wardrobe and Combination units, 
available in luxurious finishes of gray, green and brown, are 
famous for superb construction and fine finish. You lose no sales 
because Supreme gives you complete coverage in all sizes 
ee eee hae see’ RM TE R7O 3 26 NR 24" x78": 24" 2 
|. ahve : 28” 2 24" x 78" 


SUPREME COUNTER-HIGH AND 
DESK-HIGH STORAGE CABINETS 


Two of the most popular selling 
models available today! The dou- 
ble-purpose Counter-High storage 
cabinet acts as an ideal counter 
and roomy storage unit. The Desk- 
High utility cabinet provides wel- 
come working space and handy 
storage facilities. Supreme dealers 
everywhere report the quickest 
turnover, biggest volume, greatest 
profits in their business history. 


Write for literature on Supreme’s COMPLETE line of Lockers and Steel Shelving. 
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SUPREME STEEL PRODUCTS, Inc. 


52-55 74th Street, Maspeth, L. I., N. Y. 


1950 
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Dallek, Dallek Desk 


Recordi Secretary Godfrey H 
Compa! ind Activities Secretary Bernard H. Nemlich, 
Regan Furniture Corporation 

Office | ment Dealers Club of Philadelphia—Pres- 
ident V. L. Caldwell, John Wanamaker Company, and 
Recording Secretary Russell M. White, Dubin Company 
Pittsburgh Office Furniture Association—President 
D. M. O e, Hughes-Ogilvie Company; Vice-Presi- 
dent Edward J. Eggleston, General Office Equipment 
Corpo! Secretary-Treasurer William H. Nee- 
y ‘Bus I ture Company 

Office Furniture Club of Richmond, Va.—President, 
Mort« Marks, Morton Marks & Sons, Inc 

Office | ni e Association of Washington—Presi- 
ent H. V. Boswell, Office Furniture, Inc 


Natiol Office Furniture Association—President Moe 


Turman, Metwood Office Equipment Corporation, New 
York. N e-Presidents Harry Hofherr, Kendrick 
Furnitu Company, Chicago; John E. Mossman, Desks, 
Inc., New York, N. Y., and Guy Rentsler, Remington 


Recording Secretary Sey- 
S. Nathan Company, New 
Nemlich 

Treas- 


gand, In New York, N. Y 
m< L. Nathan, Charles 

York, N. Y Activities Secretary Bernard H 
I I re Corporation, New York, N. Y 


negal 
er Ex 1u, Max Blau & Sons, Newark, N. J., and 
Compt! Joseph Brenner, Brenner Desk Company 


= « 
CHICAGO OFFICE FURNITURE MEN HEAR 
NATIONAL CONFERENCE REPORT 


The Office Furniture Association of Chicago was 


well represented at the recent conference of officers 
and city representatives of the National Office Fur- 
liture A iation, held in New York City. Those from 
Chica ttended were Charles Goodman, S 
Stein & Company, official delegate of the local asso- 


iation; Harry Hofherr, Kendrick Furniture Company, 
Chicago organization; Hy Natovich, 


presiaen I ne 
Spak & Natovich, Inc., chairman of the board of the 
Chicag tion, and Norman Ginsburg, Joseph 
Ginsbu! I? treasurer of the Chicago group. Each 
of the last three named assisted Charlie Goodman at 
he regu neeting of the Chicago Association, held 
in the Bi arck Hotel, Chicago, on Monday evening, 
January 9 presenting an extensive report of the 
New Y ference 

One conference activity of which the Chicago men 
ire prou as the adoption of a resolution outlining 
what constitutes an office furniture dealer. The reso- 
lution originated in Chicago and was approved with 
nly mino1 unges. Full text of the resolution as 
ell as etailed account of the two-day conference 
ippear elsewhere in this issue 

The f holding the 1951 NOFA convention in 
Chicago, ; iggested at the New York meeting, was 
esented President Harry Hofherr and discussed 

some I h. Although no official action was taken, 

of those esent indicated a willingness to serve 
1 committe r assist in some other way to stage 
he 1951 vention in Chicago 


oe 
COMPLETE PLANS FOR WHOLESALE STATIONERS 
ASSOCIATION CONVENTION, TRADE SHOW 


The Whole e Stationers Association, 250 Fifth Ave 
New York 1, N. Y., is completing plans for the Thirty- 
fourth A Convention and Trade Show to be held 
Monda Thursday, February 27 to March 2 

Hotel New Yorker, New York, N. Y. The 100-room 

le sl cecupy the entire fifth and sixth 

O01 ention program are such prominent 

eake George Hamilton Combs, Jr., business 

Sanli, distinguished Turkish woman 
speake rid conditions, and Dr. Nicholas P 
Mitchel eter of economic events 
Special events planned include Country Fair Night 
lesday, February 28, and the annual banquet, Thurs- 
Marc! Entertainment features will be arranged 
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BARCALO 
eu | Reclining 
Ci] Chair 
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The boss was too busy 
to come - but he’s the same 
size and disposition.”’ 


A Barcalo Reclining Chair won't do anything for 
the boss's size, but it WILL sweeten his dispo- 
sition. In fact, the sweetest bosses in the world 
are those who hibernate for half an hour a day 
in a Barcalo Reclining Chair. 


HY is the Barcalo Reclining Chair the 

fastest seller in the rich office appliances 
market? Because no other chair has so many 
exclusive comfort features. Features like patented 
“Floating Comfort” . and Scientific Reclining 
Action, which adjusts instantly to any position 
the body desires from upright to full reclining. 
No other chair cradles the body so, yet supports 
it at the five vital points. What's more, the seat 
is made of genuine shredded foam latex and 
there’s exclusive graduated spring tension in seat 


and back. 


Barcalo styling alone sells a lot of Barcalo chairs. 
And speaking of selling no other chair 
demonstrates so easily, sells itself so strongly as 
this Barcalo chair! There’s a rich market tor 
you to exploit wherever you are ! 

Be sure to see the Barcalo Executive Reclining 
Chairs on display at the National Office Furniture 
Association Convention. Hotel Commodore, 
New York. March 23-24-25. 


cv 
THE ONLY RECLINING \\/< 43 Ax a 
CHAIR MADE WITH = \\ n> 4 os = 
PATENTED 4" : ey 4 — 
FLOATING COMFORT —Fe. ,~ t-—~+ 
READ REST RELAX 


Executive Chair Division 


BARCALO MANUFACTURING CO. 


166 Chandler St., Buffalo 7, New York 
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You 


JUST 
COSTUMER 


ALL SHIPMENTS LEAVE OUR 
FACTORY WITHIN 24 HOURS 


We Will Drop Ship 


To Your Customers 





2 ° 





No. 320 Office Grey 


Complete oven baked grey finish 
to blend in with other office equip- 
ment. 


15 Ib. cast iron non-tilt base 
4 everlasting steel hooks 
Heavy gauge steel! tube. 


$1190 


list price 


Write for Dealer Discount & Catalog Gite, 
on Complete Costumer Line 

3 Hook Wall Space 
Saver 


Use waste corners and walls for 
this very useful and attractive fix- 
ture. 

Made extra strong from heavy 16 
gauge steel tubing — finished in 
triple plated chrome. 

Three steel—unbreakable hooks— 
also triple-plated chrome. 


Shp. wt. 2 Ibs. $450 
FIXTURES cone. 











312-14-16 BLUE RIDGE 
KANSAS CITY 3, MISSOURI 
PHONE—CLIFTON 9034 
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GLTC CHRISTMAS PARTY MATCHES SUCCESS 
RECORD 
(Continued from page 84) 

master of ceremonies and kept things humming with 
a nice balance of humor and seriousness. He called 
on Al Skibbe, one of the founders of GLTC, who, in 
turn had three other founding members—-Elmer Krum- 
wiede, Elmer Krumwiede & Associates; Harry Balch, 
Quality Park Envelope Company, and John Gilbert, 
OFFICE APPLIANCES—stand with him. Each donned a 
mustache and then they all sang (?) for the edifica- 
tion of the assembly. Applause was enthusiastic, but 
an encore was not requested 

Other notables introduced were Clarence Reynolds, 
Globe Furniture & Stationery Company, president of 
the Chicago Stationers Club: Harry Hofherr, Ken- 
drick Furniture Company, president of the Office Fur- 
niture Association of Chicago; Ernie Lund, Englewood 
Blueprint Shop, president of the Chico Club; “Santa 
Claus” Cook and Artist “Pierre.” 

After announcing that Bill Smith and Herb Walsh 
of the Ace Fastener were donors of the cigars passed 
around and some of the beverages dispensed before 
and after the luncheon, Chairman Aigner and Bill 
Lipner, Koh-I-Noor Pencil Company, sang a German 
love song as a duet 

Briefcases were presented to President Kochheiser 
and General Manager Burbank and then the party was 
closed on a serious note by Mr. Aigner who displayed a 
little shovel he wore on his coat lapel and urged to 
remember that 1950 can be a good year if everyone digs 
hard for business 

Ot 
WINNIPEG STATIONERS ELECT OFFICERS 

The nineteenth annual meeting of the Stationers’ 
Association of Winnipeg was held on Tuesday, Decem- 
ber 13, at which time the following slate of officers 
were elected for 1950: 

President—William C. Borlase, Office Specialty 
Manufacturing Company, Ltd 

Past President—Andrew Liddell, W. J. Gage & Com- 
pany, Ltd 

Secretary pro tem.—C. Vernon Nobbs, The Luckett 
Loose Leaf, Ltd. 

Treasurer—F. J. Dool, G. R. Bradley & Company, 
Ltd 

Auditor—J. Francis, Reliance Ink Company, Ltd. 

Stationers Guild Club—Andrew Liddell, W. J. Gage 
& Company, Ltd. 

It is understood that Vernon Nobbs will be leaving 
towards the end of January for Vancouver and in the 
meantime arrangements will be made for the new 
secretary to take over 

Eric Jeanfavre, General Stationery & Paper Com- 
pany, on behalf of the members, presented the retir- 
ing president, Mr. Liddell, with a suitable gift as a 
token of their appreciation for his untiring efforts 
during his term of office 

Mr. Borlase, in taking over the chair, thanked the 
members for their confidence and assured them of his 
close co-operation in all matters pertaining to the 
betterment of the industry throughout Canada 

Mr. Borlase also referred to the support and co- 
operation that he knew, from past experience, would 
be forthcoming from all the members during the year 
1950 

6 edie 

TRANSCRIPTION SUPERVISORS HOLD PARTY 

The Transcription Supervisors’ Association held 
their annual Christmas party at Whyte’s Restaurant, 
New York, N. Y., December 10. The usual holiday tur- 
key dinner followed the cocktail hour, after which 
members were entertained by a minstrel show, the 
black-faced comedians being fellow members who pro=- 
vided a hilarious time for all. About 165 gaily wrapped§ 
packages from the members present were turned over 
to Lt. Col. Agnes McKiernon of the Salvation Army 
to be distributed to needy children 
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BIA APEX COLONIAI ATLAS COLUMBIA APE 
IA APEX COLONTAI ATLAS COLUMBIA APEX 
A APEX COLONTAI ATLAS: COLUMBIA APEX CO 
oi oe ee) ATLAS COLUMBIA 1 id oe, Ge OE) 
APEX COLONIAL ATLAS COLUMBIA APEX COLONTAI 
APEX COLONTAL ATLAS COLUMBIA APEX COLONIAL |? OUR 3Ist YEAR 
PEX COLONIAL ATLAS COLUMBIA APEX COLONTAI ATI 
EX COLONTAL ATLAS COLUMBIA APEX COLONTAI ATLAS 
X COLONTAL ATLAS COLUMBIA APEX COLONIAL ATLAS C 





—_—_§———Manufactured by 


COLUMBIA STEEL EQUIPMENT COMPANY 


PHILADELPHIA 7, PA. 


EXECUTIVE OFFICE FACTORY 
Lincoln-Liberty Building Third, Annsbury, Orianna & Wingohocking Streets 


*Colenic! and Atles lines not eveilable at this time 
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Our furniture is designed with a thought} Cor 
for the dealer who is particularly interested in} Ste 
building customer goodwill and for the cus} 45S! 
tomer with discriminating taste for styling and F 
good value. _ 


Each piece has been selected for its fine 
styling, dependable construction and full value, 
to give our dealers and their customers 4) 
lasting satisfaction in performance. 


FRANK SCERBO & SONS ING 


Manufacturers of 









Tub Chair 
No. 100 





Distinctive Upholstered Furniture 


536 Pearl Street «© New York 7, N. ¥ 





VISIT OUR DISPLAY 
BOOTH NO. 6 


N.O.F.A. CONVENTION 
MARCH 23-25 


HOTEL COMMODORE, NEW YORK 


g« Posture Swivel 
" Chair No. 200 





NEW 
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A FEW OF THE MANY BEAUTIFUL CUSTOM BUILT STYLES BY SCERBO 
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GLTC ELECTS RALPH MAISH PRESIDENT 


As cust iry, the annual election of officers of the 
Great Lake Travelers Club was held at the last reg- 
ilar meetil f the year, which was on Friday, De- 
ember 3 49 

Ralph Maish, Dennison Manufacturing Company, 
who functioned efficiently as first vice-president last 
vear, was elevated to the presidency. Other officers 

















RALPH MAISH 


elected is follows: A. C. Van Horne, Eberhard 
Faber Pe! Company, first vice-president; Ken Hen- 
erson, 7 Carter’s Ink Company, second vice-presi- 
lent ling himself); Benny Allen, American 
Pencil C ny, third vice-president; John Smythe, 
Gey | ecretary; Bob Reynell, Oxford Filing 
Supply ¢ any, treasurer (succeeding himself). At 
the sugegt of Rus Ragan, American Pad & Paper 
Compal iring president, Ray Eichenlaub, Service 
Steel P1 icts Corporation, was unanimously elected 
ssistant secretary and assistant treasurer 

Followil eports of officers and committee chair- 
nen an t prior to the annual election, a brief yet 
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NEW GLTC OFFICERS AND AN HONORARY MEMBER.— 


Top: Benny Allen, American Pencil Co., third vice-president: 
John Smythe, Geyer Publications, secretary: Ken Henderson. 


Carter's Ink Co., second vice-president; A. C. Van Horne, 
Eberhard Faber Pencil Co., first vice-president; Ralph Maish. 
Dennison Mig. Co., president; Ray Eichenlaub, assistant 
secretary and assistant treasurer. Bottom: Charlie Mueller 
right) recently retired after 50 years of service on the sales 
staff of the Joseph Dixon Crucible Co., receiving congratula- 
hons on being elected an honorary member of GLTC at 
the January, 1950, meeting. A. C. Van Horne, Eberhard 


“aber Pencil Co., is at the left. 
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VUL-COT 


Wastebaskets 





famous tip goed Vet. 


Made of hard vulcanized 
fibre, V danabe give a lifetime of service. They are 
attractive, light weight, noiseless, do not crack, 
splinter, dent, rust or corrode . .. do not mar floors or 
fixtures. Vul-Cots greatly reduce waste handling and 
maintenance costs. Write today for catalog sheet giv- 
ing sizes, prices and discounts. 


Practical Styles: Round Taper (Nos. 2 & 3) pop- 
ular for office and school room use; Square Taper 
(No. 5) a distinctive style ideal for executive of- 
fices; Round Straight (Nos. 9 & 10) perfect for 
washrooms, basements, stores, mail rooms, fac - 
tories. All styles are available in two standard 
colors: maroon-brown and olive-green. 


Mew! Vmproved / 


Greatly improved manufacturing process 
makes possible new bonded seam construc- 
tion. This adds strength, improves appear- 
ance, assures cleaner waste heoliiees. 
your assurance of an even finer Vul-Cot! 


For Sale by Stationers Everywhere 








ud ra n tee This Vul-Cot waste basket 


with ordinary usage should last a lifetime. It ie 
absolutely guaranteed as to material and work. 
manship for a period of five years from date of purchase, 
when used only as a waste basket. If during 
that time in such service it proves defective, 
return and a new basket will be supplied 


NATIONAL VULCANIZED FIBRE CO. 
Wilmington, Delaware, U.S. A. 














129 








Extra Value Merchandise 


Long Unit Profit in 





No. 4802 No. 4800'2 


Chairs that Sell... 


Luxuriously Comfortable 


Taylor 
Deluxe High Backs 


for top executives, 
club offices, professional men — 
those who appreciate 


the finest. 


Distinctive . . . distinguished extra comfort 


for the executive. Deep pillow spring cush- 


ioning. Chairs that men like . . 


own. Samples on your floor will build sales 


. make for lasting good will. 


town men who know 





. are proud to 


Chairs for the business 
and want the finest 
in comfort and appearance. 


Write for chair catalog 
and dealer proposition. 


THE TAYLOR CHAIR COMPANY 


BEDFORD, OHIO 





130 


very interesting ceremony took place. Honorary mem- 
bership in the Great Lakes Travelers Club was con- 
ferred upon Charlie Mueller, for 50 years on the Chi- 
cago office staff of the Joseph Dixon Crucible Company 
until his recent retirement. Speaking for the club 
members, A. C. Van Horne, Eberhard Faber Pencil 
Company, made a statement of appreciation which 
outlined some of Charlie’s services to the industry and 
the club. Charlie joined GLTC in 1936 and was pres- 
ident in 1940. Over the years he was chairman or 
member of numerous committees and was always 
available for special duty. The club honors itself in 
according him an honorary membership. Those pres- 
ent paid tribute to Charlie by standing and applaud- 
ing. He responded appropriately and promised to 
attend meetings frequently. 

Before turning over the gavel to President-elect 
Maish, Rus Ragan conducted the election procedure 
and then appointed the following auditing committee: 
Ed Rohrs, Eaton Paper Corporation, chairman; Bill 
Smith, Ace Fastener Corporation, and Ray Eichenlaub, 
Service Steel Products Corporation. A vote of thanks 
was accorded Brown Hardison, Modern Stationer, for 
his long and efficient service as club secretary. Brown 
retired from the club on January 1 because most of 
his time is now taken up with his duties as publisher 
of a new journal called Trailer Dealer, a trade maga- 
zine for the trailer coach industry 

The following were accepted into membership: El- 
mer A. Beck, Wilson-Jones Co.; Richard W. Crawford, 
Joseph Dixon Crucible Company; Thomas Duggan, 
Columbia Ribbon & Carbon Manufacturing Company 

<< 
NSA DISTRICT NO. 6 PLANS REGIONAL 

Governor Ed Shapiro, Esco Stationery Store, Chicago, 
Ill., recently announced that District No. 6’s regional 
meeting will be held at the Hotel Moraine, Highland 
Park, Il 

Considered a popular and moderately priced resort 
hotel, single and double rooms cost about $6.00 and 
$10.00 respectively. Large parking facilities are avail- 
able on the hotel grounds 

Sunday, May 14, the Illinois Booksellers and Sta- 
tioners Association, holding their meeting in conjunc- 
tion with District No. 6, will gather for special sessions 
for their own members. NSA members should arrive 
early Monday morning in time for the opening ses- 
sion which will be followed by a luncheon. The after- 
noon business session will precede the district’s annual 
banquet. Tuesday noon the convention will be officially 
closed. 

For those interested in sports there are four or 
five golf courses in the vicinity and the Hotel Moraine 
has a private beach for swimmers and sun bathers. 

—¢ 
CHICO STATIONERS HOLD ANNUAL PARTY 

The annual banquet of the Chicago Stationers Club 
(Chico) proved an enjoyable post-holiday event for 
more than 125 members, employees or firm associates, 
manufacturers and their salesmen. Held at the Ham- 
ilton Hotel, Chicago, at 6:30 p.m., January 4, the din- 
ner was preceded by a social and cocktail hour. E. R 
Lund of Englewood Blue Print Company presided. 
Saul Hurtig, Acme Stationers, and others were on the 
committee 

— « 
TRANSCRIPTION SUPERVISORS MEET 

More than 75 members of the Transcription Super- 
visors Association of New York, N. Y., assembled to 
attend their regular monthly meeting held on Monday 
evening, January 9, at Whyte’s Restaurant, New York, 
N. Y. President Anna Rathjen, Cornell & Underhill, 
Inc., presided 

At the close of dinner, President Rathjen extended 
New Year’s greetings and a hearty welcome to guests 
and expressed the hope that all would enjoy the 
evening’s program. 

Following a brief business session and the reading 
of announcements, the meeting was devoted to the 


OFFICE APPLIANCES, February, 1950 











Sa 


Sel 
Gl 
de 
cla 
dir 
“O 
an 
in 
cit 


OFF! 








“HOW LONG BEFORE YOU'LL 
TURN UP THAT 
MCHENRY ORDER?” 
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“WE'VE LOOKED FOR 
THREE DAYS—-AND NOW 
WE'VE LOST THE FILE CLERK." 





* An awtuss is a place where business is misconducted. 
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SAFEGI 


Engineering Specialists in 
Office Equipment, Systems 


OFFICE 


fast, sure-fire “finding” 


heart of the efficient 


The “SAFEGUARD” 


em is such a finding system 
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One-drawer unit — com- 
plete ready to install. 
“Safeguard” Filing System 
is another Globe- 
Wernicke product that 
speeds business—cuts 
costs. 






“<< 


Find-I-Tis"—an informa- 
tive booklet about modern 
filing methods is available 
at your G-W dealer or will 
be sent on request, with- 


out charge. 


Norwood, Cincinnati 12, Ohio 








YOUR BUSINESS 
AUDIENCE —1950 


Alongside is the first of the new 
GLOBE-WERNICKE ads for 1950 
—with an unusual approach to the 


business audience. 


It will reach more than a mil- 
lion readers, including the influ- 
ential men in every type and size of 
business concern, the men who di- 
who who initiate 


rect, manage, 


changes, and who approve pur- 


chases. 

These are your customers and 
prospects. 

BUSINESS WEEK, FORTUNE, 
NEWSWEEK, and OFFICE 
MANAGEMENT & EQUIP- 
MENT this, 
suing G-W ads. 


will carry and en- 
The schedule is such that a maga- 
zine carrying a G-W message to 
your local businessmen will be 
reaching them practically every 
week of the year during your 


active selling seasons. 


This is the consistent, dominat- 
ing kind of advertising which 
develops interest, and supports the 


work of your salesmen. 


Such advertising is effective ONLY 
IF FOLLOWED UP WITH AG- 
GRESSIVE SELLING EFFORT. 
We can generate interest and desire 
for better office services with this 
but 


reap the harvest in sales. 


advertising, only you can 


Cordially, 


Elmer G. Rahe 
Director of Sales 
Globe-Wernicke 
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QUALITY |: 


OFFICE 
FURNITURE] : 





AT Low Cost 





DOUBLE PEDESTAL SQUARE LEG FLAT TOP 
DESK NO. 60-C . . . an exceptional sturdy and 
attractive office desk at a saleable price. Choice of 
walnut, mahogany or oak. 


SINGLE PEDESTAL FLAT TOP DESK NO. 42 
. . . practical and good looking. Tops of selected 
walnut and quarter sawed oak veneers—1!/, inch 

5 ply, banded edges, hand rubbed. Panel and drawer 
fronts of walnut and quarter sawed oak—S ply 
veneers. Complete locking devices Brass ferrules 
—Finished—walnut and oak. Size 42 x 30 inches 
Shipping weight 110 Ibs. 





Prompt Delivery Guaranteed 











Write for Illustrated Catalog of complete NEW 
McLeod Line of Desks and Costumers Th 


McLE0D FURNITURE COMPANY) = 


1735 W. DIVERSEY BLVD. CHICAGO 14, ILL.E bec 
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third o! eries of lectures presented by Cornell 


Unive! y. The speaker, John D. Foster, personnel 
director of the Port of New York Authority, spoke on 
ommunications problems with emphasis on the de- 
elopment of adequate written and oral communica- 
ions il ffice, getting orders from above and 
scheduli the work of the staff; ways of keeping 
ommunication with the staff open, such as staff 
meetin isking for suggestions and close personal 
contact between the supervisor and the employee. A 
question and answer period followed 

The office: f the association for 1950 are: 
President—Anna Rathjen, Cornell & Underhill, Inc 


First Vice-President—Carina L. Meyers, American 
Steel & Wire Company 


Second V President—Maude H. Curry, Columbia 
Engineer! Corporation 

Correspondil Secretary—Margaret M. Turncliff, Otis 
Elevator Company 


Recorall Secretary—Margaret H. Jones, Campbell 
Brumbaugh, Free & Graves 


Treasurer—Rose Brown, United States Life Insurance 
Company 
o ee — 

NEW YORK OMDA ELECTS RUBIN PRESIDENT 

At the t regular monthly meeting of the year, held 
Tuesday evening, December 13, in Conference Room 2, 
Hotel Statler, New York, N. Y., the Office Machine 
Dealers A iation of New York, Inc., elected officers 
and boa! f directors for the coming year. They are 
as IOLlOW 

President—I. Rubin, Eagle Office Equipment Com- 
pany, New York, N. Y 

Vice-pr ent, Manhattan—Jessie I. Taylor, Globe 


Typewriter & Adding Machine Company, Inc., New 
York, N. Y 


Vice-President, Bronx—Reuben Jaskow, Batlin & 
Horowitz, Bronx, N. Y 
Vice-Pre ent Brooklyn Bernard Blumenthal, 


Rent-A-Typewriter Company, Brooklyn, N. Y 
Vice-President, Long Island—George Carr, Carr's 
Typewriter Exchange, Great Neck, L. I., N. Y 
Vice-President, New Jersey—Edward Stoll, Dobke 
Typewriter Company, Jersey City, N. J 
Vice-President, Connecticut—Marian M. Farrell, Na- 
tional Typewriter Company, Inc., Hartford, Conn 
Treasurer—Samuel Stein, Quality Office Equipment 
Company, New York, N. Y 
Executive Secretary—Max Pearlman, New York, N. Y 


Board of Directors—Chairman George Purvin, Su- 
perior Typewriter Company, New York, N. Y.; Nick 
Fucci, Busine Machines, Inc., New York, N. Y.; Irv- 
ing R. Ritchie, Typewriter Distributors, Inc., New 
York, N. Y.; Israel Meizner, Mercury Business Machine 


Company, I New York, N. Y.; Max L. Pollack, Atlas 
Typewriter Company, New York, N. Y 


Sergean arms—Frank Nemzer, Nemzer Type- 
writer Exchange, Brooklyn, N. Y., and Murray Dia- 
mond, American Typewriter and Adding Machine Com- 
pany, New York, N. Y 

The bal e of the meeting was devoted to a con- 
inuance of the panel discussions that proved so in- 
teresting at the previous meeting. The topic of inter- 

t at that eeting was: What are the possibilities 
f increasil profits and income of dealer by the 
addition 1 line of products other than portable 
and standard typewriters, and thus diversify his busi- 
ess pri \ 

.- — 3 
NEW ENGLAND TRAVELERS HOLDS ANNUAL MEET 

The Nev ngland Travelers Club held its annual 
neeti n |] ember 28, at the Hotel Puritan, Boston, 
Mass. P t Fred T. Bowes kept the attention 
f memb«e ised on the large amount of business 
n hand. | ving a lengthy discussion an amended 
onstituti adopted 

Nomi! for new officers resulted in the election 
[ the f ng President, Fred T. Bowes, Eagle 
Pencil C ny; First Vice-President, David Howarth 
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THE New 7 
© 


FLUORESCENT DESK LAMP 


UNDERWRITER APPROVED 


Metatiic Bronze o 





Lustrous Grey 








LIST PRICE 
No. 4900 


oaly $695 


less bulb 









ORDER YOUR SAMPLE LAMPS TODAY. 


Baked Enamel! on Bonder- 
ized Steel for Lasting 
Finish 

One Piece Shade, Rolled 
Edge 

Instant Starting Switch 

Each Lomp carries Under- 
writers’ Label 











Wired for 110 


List volt, 60 cycle 


s 6 95 Height: 11%” 


Length: 20” 
rear Weight: 8 
bulb Ibs. pocked 
Individual 
cartons 














UNEQUALLED EYE APPEAL . . . UNEQUALLED 
LIGHT APPEAL . . . UNEQUALLED PRICE APPEAL 


Here is the answer to the demand for o superior quolity Fluorescent 


Desk Lamp priced within the reach of millions. Nothing has been 


sacrificed to produce the highest quality fluorescent desk lamp on 


the morket todoy. No deoler can afford to miss this opportunity 








’ a 
WATCH your soles volume 
go up when you display 
this Lamp. It will increase 
store traffic and stimulate 


ae 








INDUSTRIAL LAMP CORPORATION 


ELKHART, 


INDIANA 

















je Profits for You 
° Savings for Your Customers 


IV DTANA 
Ctudtographic 


CASH REGISTER 


Dealers find the Indiana a profitable item 
to sell because users appreciate (1) the 
small initial cost in comparison to other 
systems (2) the three important advantages 


which make the Indiana outstanding 


e Quick, Accurate Cash Control 


e Sales Classification at time of 
Transaction 


e Simplification of Accounting 
and Tax Records 


USE COUPON 
OR WRITE 





INDIANA CASH DRAWER CO. 
SHELBYVILLE, INDIANA 


Please send full information on Indiana Autographi 
Cash Register. 


Name . 

Company 

Address 

City Zone “tate 


Kind of business 
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Industrial Tape Corporation; Second Vice-President, 
Charles F. Crowley, and Secretary-Treasurer, Nathaniel] 
Blish, Reyburn Manufacturing Company, Inc 

New members welcomed into the club were: Leon 
Jaffe, Artistic Desk Pad & Novelty Company; Walter 
T. Marston, The Carter’s Ink Company; William C. 
Byrne, W. A. Sheaffer Pen Company; Walter E. Barbier, 
Weldon Roberts Rubber Company; Bill Beiring, W. A. 
Sheaffer Pen Company; James F. Mahoney, American 
Lead Pencil Company, and David W. Keir, Dennison 
Manufacturing Company. 

—-<« 


GRUENER HEADS GREATER ST. LOUIS OMDA 


Robert H. Gruener of the Gruener Typewriter & 
Stationery Company was recently elected president of 
the Greater St. Louis Office Machine Dealers Associa- 
tion. He has been in business since 1931 and recently 
expanded his firm at a new business address of 2635-39 
Gravois. 

—_— «+ 


FETE EMPLOYEES AT PARTY 


Employes of the Phillips Ribbon & Carbon Company, 
61 Halstead St., Rochester, N. Y., were feted at the 
firm’s annual Christmas party at the Powers Hotel. 
President G. F. Yancey and Vice President R. W. 
Bockelman spoke briefly. Mr. Yancey distributed cash 
gifts to employes. The toastmaster was W. F. O’Brien, 
general sales manager.—GET 

—-> 
N.O.M.A. ISSUES ITS ANNUAL REPORT 

The National Office Management Association, with 
association offices at 132 W. Chelton Ave., Philadelphia 
44, Pa., has issued an elaborate report, “NOMA Year, 
1949-1950," which in pictures and articles completely 
depicts a year of organization activity. 

This annual report contains detailed accounts of 
the preceding convention, association highlights, the 
work of the officers, the presentation of special awards, 
membership comparison by area and chapter and 
other valuable information 

The recent publication is more than twice the size 
of any previous edition and the new format also sets 
a precedent both for content and for coverage. It 
provides valuable reference material and a history of 
association progress and planning 


Oo et 


O.M.A.C. TOURS HORDER’S, INC. 





The Office Management Assn. of Chicago enjoyed a trip through 
Horder’s, Inc. on December 20, providing a first-hand inspection of 
the six floors and 75,000 square feet of office supplies and equipment. 
It was an opportunity for office managers to see what happens when 
you “Order from Horder’s.”’ Top picture (left to right): F. J. Rainey, 
Horder’s. Inc.; C. R. Larson, Kraft Foods; L. Schiek, Foote, Cone 6 
Belding; J. C. Adamson, Standard Oil Co.; J. J. Solon, People’s Gas 
& Coke Co.; Henry Baerman, Rand McNally & Co.; Victor Cary. 
Scripture Press; Carl Schulsted, Kraft Foods; R. A. Ginter, Scripture 
Press. Bottom picture: J. J. Nemec and N. W. Lilja, Commonwealth 
Edison; A. E. Floor, Continental Illinois Bank; J. A. Laing, Hot Point 
Bill Davis, Horder’s, Inc.; C. O. Anderson, Wilson Sporting Goods Co.i 
I. C. Lofgren, Wilson & Co.; J. R. McCann, Catholic Cemeteties; J. W- 
Sandora, L. Fish Furniture Co.; C. H. Phelps, Continental Illinois Bank. 
and A. Collins, Catholic Cemeteries. 
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Stebleo...and Only Steleo ...Gives You the Edge! 


wile. Cuaanea ty) bas! 


TM REG.) 


Steleo GIVES YOU THE EDGE! 


The amazing LIFETIME EDGE that's 
practically indestructible! Will not * 4-120— 
break or chip with normal, hard TUFIDE 

" MULTIPOCKET. 
usage...prevents edges from scuff- ~ is Disoppearing 
ing, fraying or breaking open... a acted novo PO 
holds case in perfect shape. Offered ee |... 
only by STEBCO and guaranteed for 


life of product! 





3-120— 
TUFIDE PORTFOLIO. 
Three-way zipper 


Steleo GIVvEs YOU THE EDGE! sretop tinea 
The exclusive LIFETIME HANDLE on wae 5 + sp 
STEBCO bags and luggage! Solid 
leather core gives cushion-comfort; 
leather-coveredestee!l band rein- 
forces handle; Bienes construc- 
tion won't break or tear loose. 

Guaranteed for life of product! 


Stebleo GIVES YOU THE EDGE! 


= § -6F-120— 
Feature amazing TUFIDE by STEBCO. a TUFIDE OVERSIZE 


TUFIDE looks like leather .. . feels . é | Coveced each tate: RING BINDER. 


like leather . . . AND actually out- SS ; 5 3 codaithaenienes a 
wears leather. TUFIDE business S “ca pennant Soeenetaat teed 
cases and luggage are guaranteed or ene "Bae. ae 
for five years! TU FIDE | Featured By Leading Stores... 
| Preferred By Leading Industries ! 
Now! Feature the luggage and business case line promoted by America’s lead- 


Steleo.ives YOu THE EDGE! ing stores . . . the tine Shat’s wend ty Reseda’ tania Gene aan ne 
the line that r stomers will sant because t offers the at *s ! 
STEBCO — and only STEBCO — offers ee eget hae ee ee 
. ne \ } eather voouds today Fe ature amazing rt | ID} luggage and 

smart superbly constructed luggage jusiness cases made by STEBCO! 
and business cases in matching rn — distinctive TUFIDE leeks like leathe: = 


leather or in TUFIDE! AND actually OUTWEARS leather as proved in test after test. What's 
nore, TLUFIDE luggage and business cases are GUARANTEED FOR 5 FULL 
YEARS! You can slam it scratch it . abuse it even wash it. TUFIDE 


' will show no signs of wear. And it’s low priced, too! If you want a big edge on 
Stebleo Gives you THE EDGE! a eee 


petition, teature 
STEBCO pre-sells your customers 
with powerful national advertising 


in leading magazines! 


Ei Stebeo Products aici tiv. 


(Established in 1918) 
Stebco Products and Frank Mashek Products Now Consolidated Into One Great Line 


WRITE FOR NEW 1950 STEBCO CATALOG! 
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Zipper Carrying 
Case Available 


Anyone can learn to operate the Swift Adding 
Machine by touch in no time at all. With its 
standard 1|0-figure keyboard, short stroke 
handle and visible adding dials businessmen 
and secretaries are discovering the Swift ideal 
for almost all types of figure work. Its simple 
operation, 614 pounds in weight, red totals 
and sub-totals, 9,999,999.99 figure capacity 

and many other large machine features are 
among the reasons why dealers everywhere 
are finding the inexpensive Swift the easiest 


adding machine to sell. 


SUMFL 


BUSINESS MACHINES CORP. 


Great Barrington, Massachusetts 
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LEOPOLD HOLDS DEALERS CONFERENCE 
(Continued from page 76) 

Equipment Company, Cincinnati. A comparatively new 
member of the Leopold dealer organization, Mr. Rob- 
ertson has had a long and successful career in sell- 
ing office equipment, much of that time as salesman, 
Sales trainer and branch manager for the Burroughs 
Adding Machine Company. He proved himself to be 
an orator of no mean ability. He told of his first job 
after emigrating from Scotland, which was firing a 
locomotive. Then no matter how tired or sore his 
muscles, he had to shovel coal and maintain the heat 
requirements. That, he said, taught him to rely upon 
himself. Next he told of experiences as a serviceman 
and salesman with Burroughs. His first sale while he 
still was a serviceman was to the head of a company 
without benefit of help from the office manager. That 
taught him to sell to the right person 

The second day’s program opened with an address 
by Eugene Whitmore, editor of American Business. 
He complimented the Leopold Company on the quan- 
tity and quality of sales material furnished to help 





LEOPOLD DEALERS LUNCH BETWEEN SESSIONS 


dealers sell, and told of the tremendous amount of 
work expended to provide for the conference program 
and for Leopold sales and merchandising during 1950. 
Offices all over America are doing better than ever 
before. Most of the easy ones are sold; others require 
selling effort. Large companies have become cost 
conscious, with orders to cut expenses. Currently there 
is an opportunity to sell Leopold furniture as a good 
investment. Dealers’ salesmen must show that Leo- 
pold furniture is part of their economy program. The 
speaker cited two recent visits to nationally known 
companies with outmoded equipment which should be 
replaced for more efficient operation. He stated that 
modern furniture pays for itself in four years if it 
increases production three per cent. Considering the 
average salary of the clerical worker as $2340, he said 
that ten per cent of that amount spent in one year 
will pay for furniture that will last 20 years, or one- 
half of one per cent of the worker’s salary for the life 
of the furniture. He gave examples to show how mod- 
ern equipment increased morale, attendance and office 
production. The office furniture salesman should show 
management what modern furniture will do—that it 
will increase the productivity of the entire office. 


New Associations Suggested 


Theodore “Ted” Peirce of Pacific Desk Company 
spoke on the subject, “Dyed in the Wood.” He re- 
called a letter received 35 years ago from Car! Leopold 
informing him that his son Carl was joining the busi- 
ness and was assigned a job in the factory. That son 
is now president. His brother joined shortly afterward 
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" high, 34%” wide, 17%" deep 





COLE’S 


Complete filing 
AND 


storage systems 


The “PROFESSIONAL” File No. 870 


Ideal for lawyers, accountants, doctors, and 
business offices. Everything at your finger 
tips. Constructed of heavy gauge steel 
Green or gray. Unit contains: 

® Two legal size, ball-bearing files. 

® Two 5°x8" drawers (3200 card capacity). 
® Two drawers, 16°x17%2"xl%". 

® Three adjustable storage compartments 

with lock. 


$4995 





sé ” . oc LT whl ° oe serve 4 
The “SECRETARY” File No. 470 The “TREASURER’S”’ File No. 472 The “BANKER’S” File No. 473 
ns: Two t bearing letter files; four Contains: Two ball-bearing letter files; two Contains: Three letter files on ball-bearing 
” ” : llers, plus three adjustable storage com- 
P o 4° x 6 card drawers (3200 capacity); ro / P ! = 
*s 6400 capacity); three , nat chases th diust portments under lock and key. Size, 372 
table st mpartments with safety CO TS ae ee high, 30%," wide, 17% ” deep. Olive green 
ee O08 ‘te. 17" able storage compartments with satety lock. or Cole gray. 
, . 4 "a CU” 2 Size 37, high 30% wide, 17% deep S$ 95 
eg r Cole gray Olive green or Cole gray 
With 3-drawer plunger-type lock $46.75 
% 95 s 95 Also available with legol size drawers 
No. 873 $42.50 
With fg nger-type lock which automatically 
L es - orawe $4 P ¢ ette e drower $43.9 ks o ? drowers $49 30 
Pr 5s 20 hiqnhe i D nve and West of the Rockies 
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DESK HIGH © ‘air-flo” FILE. precision-built wal STEE 


whee 
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etter size 30%" 284 $45.00 $54.00 
Legal size 30 28% $52.00 $61.00 


Automatic lock containing both drawers add $9.00 to above 


ree 
wos ee ie 


i 
\ | 





ht ft 


A 
\ ns | 
thE DEA A 


| a 


> 


yeor of 


SAFELY DRAWER CABINET . De aula ental CANCELLED CHECK CABINET. 


tools and other valuable item 
protected by heavy stee 
locking device and paracentric lock 


No. 2717D—37¥,” high, 3 


ef o} & - 





STEEL EQUIPMENT COMPAN Y C 
285 Madison Avenue, New York 17, New York 








ty vault boxes unde COMBINATION CABINET N 5002. A safety compartment 


q pped with a Yale 
kina boit 


with lock and key for ledgers and other important books. Lower half 
a letter size Air-Flo suspension file wh 


h floats at the mere touch 
of the finger tip Size 30%, hial 


14% wide, 28% deep 
$42.50 
$51.50 


Olive Green or Cole 


Grained Walnut or 


keep your office 


pplie and printed ma 


CHROME ARMCHAIR TYPEWRITER TABLE STORAGE CABINETS No. 349L. w 


Ideal for hand tools 
trolled by a poracentric 


e aray rinkle finish 


$36.95 


$39.00 


fo) & 





STEEL EQUIPMENT COMPANY 
285 Madison Avenue, New York 17, New York 








P RO NTO STEEL FRONT Storage Files 





INITARY BASES 


STURDY CONSTRUCTION — Prontos are built of 275-Ib. 
test corrugated fibre board and reinforced with steel on the 
shell and the four corners of the drawers. 


SAVE FLOOR SPACE — Constructed so that they interlock 
into solid units and stack as high as the ceiling, saving 


valuable floor space. 


SIZES AND PRICES 





LOCATE YOUR RECORDS EASILY — No more need of 
fussing and fuming. With Pronto files you can get ata 


records just as easily as in your regular active files. 


BEAUTIFUL APPEARANCE — Pronto files are beautiful ir 


appearance, finished in an attractive olive green. The stee 


drawer front matches your regular active office files. 














a a oe FIBRE BOARD STEEL 
DRAWER FRONT DRAWER FRONT 
Suggested Uses |-_____— ae a 
ll width tHelakt Lenath! File PRICE File PRICE 
4 — No Single Carton No Single Carton 
tletter Size __ 12% .. 10%. . 24 | E210 .. $3.10. . $3.00 | I210L. . $3.85. . $3.75 
Letter Size , 12% 10'/4 5 E210S 3.00 2.90 210S 3.75 3.65 
tlegal or Cap 15% 10'/, ‘ E510 3.75 3.65 SIOL 4.85 4.75 
Invoices 10% 83, E109 2.75 2.65 09 3.40 3.30 
*2 Rows 8x5 Forms 10% 83, E108 3.05 95 08L 3.65 3.55 
*Invoices or 2 Rows 8x5 107% 834, 8 08M 0 90 108M 60 3.50 
Freight Bills 9/5 7 E97 60 2.50 97 IL 0 3.00 
Checks 10'/3 43, EI0 rt 55 04L an 3 30 
Drafts or Checks 5 4 E94 2.00 94 " 40 > 50 
Drafts or Checks V5 4\/4 E94M 05 95 941M 55 2.45 
5x8 Forms 8, 53, E85 S 2.25 85 5 2.75 
"Deposit Slips (2Rows}| 8% SY, EBs 5 2.15 8515 7 2.65 
Deposit Slips 8’. 4'/, E84 2.00 84/1 2.60 2.50 
Tabulating Cards i] 7% , E73 200 311 255 > 45 
*3x5 Cards (3 Rows) 16'/> 2 FA4 c 3.45 645L 4 ac 4.75 
*4x6 Cards (2 Rows) 12% is £24 2.65 1245L 3.40 3.30 
*3x5 Cards (2 Rows) || 107% , EIO P 5s 03L 3.35 3.25 
Vouchers (Upright) 5\5 0'/, E59 2.80 592L 3745 3.55 
tledger Sheets 9'/> 12 E9 3.40 9121 425 415 
tledger Sheets 12% 2'/4 : 4.35 2M 5 80 5.70 
*These numbers have removable divider partitions. #Packed 6} abe the ' E Prontos Installed ot the Underwood-Elliott Fisher Co. 
Prices 20% higher in Deny and West of the Rockies 


PRONTO FILE CORPORATION 


285 Madison Avenue 





New York 17, N. Y. 
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OFFICE 


and is vi resident. Ted has been in the office fur- 
nituré siness for 40 years. He suggested an associa- 
tion t erve furniture dealers as the National Sta- 
tioners A lation serves stationers. He suggested also 
un associ yn of Leopold dealers. Mr. Peirce always 
has pu nphasis on furniture of the better grades 
He urged Leopold dealers to serve themselves by taking 
advantage of opportunities offered by Leopold furni- 
ture al y doing so serve the industry. In his words 

Dealers have the opportunity to make the industry a 
wonderful rose garden.” 

The !f il program was completed by Howard 
Gatewo i representative of the Wood Office Fur- 
niture Institute. Howard is a busy man, having con- 
ducted 7° les etings in various parts of the coun- 
try in 1949. He explained in considerable detail the 
WOFI issistance program, the national con- 
sume! vertising program, and reprints available to 
deale! He iggested the use of the publication 
Trends in dealer sales meetings, and called attention 
to pamphlets designed to help further the sale of 
yood furniture. An interesting item to many present 
was the WOFI furniture repair kit. Some Institute 
iterature v distributed. Mr. Gatewood told of plans 

195¢ h had to do largely with promotional 
rk sumer 

Dr. W. H. Alexander, pastor of the First Christian 
Church of Oklahoma City, was the speaker at the ban- 
quet. A nber of the visitors had had the pleasure 
f heari him at the NSA convention in Chicago 
several | hs earlier. Scotty Robertson, who heard 
him in ¢ innati, was given the pleasant task of 
introdu n, which he did with his own delightful 
rand oI S h wit 

In hi ess Dr. Alexander quoted from Henry 

, D ‘ 

F hings a man must learn to do 
] ild make his record true 
vithout confusion clearly 
fellow-men sincerely; 
om honest motives purely 
God and Heaven securely 

A fe ifter his appearance at Burlington, Dr 
Alex inced his candidacy for the United 
States Se from Oklahoma 

Duril econd afternoon a number of the deal- 


ed in individual conferences with offi- 
ypold Company. At 5:10 the Burling- 
ephyr left for Chicago with dealers for 

both East and West, and the con 


oo wie « 


LARRY WALTER HEADS CHICAGO OMDA 
irmanship of President Bruce Brown 


Bruce B Inc., Chicago, the annual meeting and 
electi fficers of the Chicago Office Machine Deal- 
rs A was held in the Maryland Hotel on 
the eve f December 13 

Heade Larry Walter, Peter-Paul Mechanical 


lowing slate of officers 
was electe animously: Harvey Miner, Miner Busi- 


ess Ma Company, Kankakee, Ill., vice-president 
Sam P All Makes Typewriter Exchange, Chi- 
agi re Bruce Brown, secretary. Mr. Miner is 
repeat vice-president and Bruce Brown returns 
to the secretaryship, the office he held prior to his 
erm a ent 
Discu f excise taxes led to the approval of a 
esolutio1 ating that the association is in favor 
I taxes on office machines. Copies of 
were to be sent to all Illinois repre- 
entatl enators It was also recommended 
that a iation members send a personal] letter to 
the law} ers representing them in Washington 
Harvey Miner made an enthusiastic speech about 
found in association membership and 
en tl) was concluded with a demonstration 
the Heyer spirit type portable addresser by 
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YOU CAN'T BEAT 
A LINE THAT’S 


Complete 


Hitch up your sales wagon to the sparkling HART 
Line, and pull away from competition. HART 
makes everything you need for a substantial Mimeo- 
graph and Supply business. 





3 HART MIMEOGRAPH MODELS 
IN “VOLUME SALE” PRICE RANGES 


For Superior Mimeo work requiring Hairline Registration 

Model 249 (pictured above) $149.50 plus tax. 
For Simpl fied Mimeographing ._ Model 149, $95.00 plus tax. 
For Economical Mimeographing . Model 49, $59.50 plus tex 


AND HERE’S THE BALANCE OF THE LINE: 


DRAWING SCOPES 
MIMEO STANDS AND MIMEO CABINETS 


STENCILS GRADED INKS 
CLEANERS HART BRUSHES 
SUPPLIES COUNTERS 


STYLI, LETTERING & DESIGN GUIDES 
ALL BEAUTIFULLY PACKAGED! 


New Electrical Models Coming! Catalogs, Stuffers, Mats 
and Promotional Ideas Furnished! Liberal Discounts! 


THINK IT 
OVER, 


then write for 
Hart Sales Plan! 







. mimeographs 
SOME TERRITORIES OPEN and supplies 
7 


HART MANUFACTURING C< 
NATIONALLY ADVERTISED ST. PAUL 4, MINN 
TO THE TRADE 
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ate’s EXTRA VOLUME in these 


oy STEEL oFrice tases 
gk by 


High strength steel 
Height adjustment 29" to 3012" 






Colors: light grey, dark green 





Non-glare linoleum tops 


Satin finish banding 
© With or without drawer 


ASKELL 


SPECIALIZES 
IN SIZES 


Examples of Special Sizes 
recently made 


96"x34", 96x42", 120"x 48" 


Youl) be amazed Wa J 


The reason atile COSC: 






Steel Desks | i { Steel Tables 


‘ 


HASKELL MANUFACTURING CO., INC. 
206 Penn Ave., Pittsburgh 21, Pa. 


RUSH DETAILS ON HASKELL STEEL TABLES 
Attention of 
Company 


Address 
PIN TO YOUR LETTERHEAD AND MAIL . 








\ @ MAIL TODAY FOR COMPLETE DETAILS 
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N.O.F.A. PLANS 1950 CONVENTION 


As in the past, the National Office Furniture Asso- 
ciation has selected New York City as the site for 
its fourth Annual Convention and Exhibit. The con- 
vention will be held at the Hotel Commodore, March 
23-25, 1950 

Five sessions will be given over to addresses, panel 
discussions on matters affecting the office furniture 
industry, and interspersed with social and member- 
ship meetings. The final session, on Saturday night, 
will be a banquet in the Grand Ballroom of the 
Commodore 

At a conference of N.O.F.A. officers and board of di- 
rectors, held December 9-10, at the Hotel Commodore, 
with President Moe Turman, convention details were 
reviewed and a general plan worked out 

The program committee, appointed by Mr. Turman, 
is headed by John Mossman, Desks, Inc., New York, 
N. Y. Other members of the committee are: David 
Hunting, Meta! Office Furniture Company; Adam 
Andrasick, Macey Fowler, Inc., New York, N. Y.; Ross 
Levin, Continental Office Furniture Company, New 
York, N. Y.; Seymour L. Nathan, Chas. S. Nathan 
Company, New York, N. Y.; Moe Turman, Metwood 
Office Furniture Company, New York, N. Y.; Ian Nem- 
lich, Regan Furniture Corporation, New York, N. Y.; 
Harry Hofherr, Kendrick Furniture Company, Chi- 
cago, Ill.; Jack Werfel, Colonial Office Furniture Com- 
pany, Newark, N. J.; Jack Styron, Maryland Office 
Supply Company, Baltimore, Md.; H. V. Boswell, Office 
Furniture, Inc., Washington, D. C., and Godfrey Dallek, 
Dallek Desk Company, New York, N. Y 

Also serving on the program committee are: Ben 
Levin, B & L Office Equipment Company, New York, 
N. Y.; Joseph Brenner, Brenner Desk Company, New- 
ark, N. J.; Russell M. White, Dubin Company, Phila- 
delphia, Pa.; Norman Ginsburg, Joseph Ginsburg, 
Inc., Chicago, Il.; Harry Tubis, Dubin Company, 
Philadelphia, Pa.; B. L. Caldwell, John Wanamaker, 
Philadelphia, Pa.; Charles Sanborn, Chas. Stott & Co., 
Washington, D. C.: C. W. Dancker, Dancker & Sellew 
Inc., New York, N. Y.; Edward Bookmiller, Baltimore 
Office Furniture Company, Baltimore, Md 

Members of the arrangement committee, under the 
leadership of Bernard H. Nemlich, chairman, are 
Seymour L. Nathan, Charles S. Nathan Company, New 
York, N. Y.: George B. Wray, manufacturers’ repre- 
sentative, Mildred S. Zich, executive secretary of the 
N.O.F.A. convention 

The committee on attendance, appointed by Presi- 
dent Turman, includes: George B. Wray, chairman; 
Tom Fox, vice-chairman: A. Burkhardt, J. Wallace, 
J. Galen, Ted Gammon, Ben Kane, G. Howland, H 
Burmeister, Sam Katz, R. Booth, V. Scheinman, Irving 
Levy, R. J. Freeman, A. Gordon, J. Aaron, J. Ordover, 
F. Scerbo, and F. J. Bloempot 

With 100 booths already contracted for, the 1950 
convention shows a substantial increase over 57 booths 
if last year. The displays will consist of new styles, 
designs, and color in steel and wood products of the 
office furniture industry 





Companies scheduled to exhibit include the fol- 
iowling: 

A ADS ( r € é Ca Works, Ir 
All-Steel Equipme In Exe e Fu ( 
Alma Desk Co Federal Eg ilf ( 
Art Steel Sales Corp Jack Geller 
Art Desk Pad & Novelt Gift Craft Leather ( 

Cr Gi Mac ne I da. ¢ 
Bainbridge Kimpton & Gregson Mfg. C 

H t, Ine W. H. Gunilox ( ( 
Bal Be sley & ¢ Hanes Chai F ( 
Ba M Co Harte Corp 
Bass ( Haskell Mf ( 
Berkey Leather Furn. Corp High Point Bendin & Chatr 
Blanchard Bros. & Lane Cc 
Bright Cl r Co., Inc Hillside Metal Prod., In 
Challenger Steel Prod. Cor; Huntington Chair Co 
Cole Stee Equipment, In Imperial Desk ¢ 
Co S 1 Equip. ¢ It rn. ¢ 
C Furn. C Ss} 
or Chair Co I 
Cr mestown Mfg. C ur ( 
Cc Mfg. Co Jasy C 
Cri sture Cha ( J ( 
En ( K F p. Cc 
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REPEAT BUSINESS opm, 
FAIR TRADE Xe Retest 


QUALITY 











HANDI-CLIP 
STAPLES & PINS 


DREANOUGHT 


\ DUTY 
TAPLES 


STAPLE-MASTER 


e FOR REGULAR STAPLING 
e FOR PINNING 
e FOR HEAVY DUTY FASTENING 
e FOR TACKING 
e FOR TWIN FASTENING 


STAPLE-SPAN ae 


NCH REACH «<> aa 
a PACEMAKER 


FEATHERWEIGHT Built on a New Principle 


se 100% ACCESSIBLE 4) f 


BY 


Catalog and Dealer Discounts on tad ost 4 


WRITE today TO MARKWELL C0” 


DEALER DIVISION 
200 HUDSON STREET NEW YORK 13, N. Y.. 
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MONTHLY REPORT TO DEALERS OF 
| 
Joh : EXTRA 
ofnson Chair Company 
, PUBLISHED EVERY MONTH BY JOHNSON CHAIR COMPANY, 4401 W. NORTH AVENUE, CHICAGO 39, ILLINOIS 





@ FOR HER SITTING COMFORT 
@ FOR YOUR SELLING COMFORT 


@ THE NEW , . { 
JOHNSON Secretar i Gories 


ERE are 2 sales leaders—new style Johnson 

secretarial chairs of traditional Johnson 
quality. This is quality you see and quality you 
feel when you sit in a Johnson chair. These com- 
bine old standard Johnson quality with new 
Johnson styling. 


No. 1720W 


Available in Oak, Walnut, or Mahogany 
Finish or Walnut. 
Height of back, adjustable 
152 in. to 17 in. 
Width of seat 17 in. 
Depth of seat 15'2 in. 


No. 1720KK 
Available in Oak, Walnut or Mahogany 
Finish or Walnut, in choice of leather 
upholstery. 
Made with detachable leather cushion 
and upholstered leather back. 
Height of back, adjustable 
14 in. to 16 in. 
Width of seat 17 in. 
Depth of Seat 15'%4 in. 
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IN YOUR OWN INTEREST 


If you are not now selling Johnson 
Chairs .. . you may be interested 
in its great sales potentials. IF 
OUR FRANCHISE IS AVAILABLE 
IN YOUR CITY, we will be glad 
to discuss this. 

















The New 
Johnson Catalog 


SORASOX 
<«<mAIN 


courant 


oe 
Caer 
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The new Johnson Chair Company 
catalog is ready. The catalog has 
been designed primarily as a selling 
tool for our dealers’ salesmen. The 
catalog is printed in two colors and 
uses large size illustrations of the 
chairs, making a most effective pres- 
entation in consumer contact work. 


The catalog is available to John- 
son dealers in the quantity required 
to outfit vour sales staff. Address 
your requests to W. M. Small, Sales 


Manager, Johnson Chair Company, 


Chicago, Illinois. 


Ze 


. 
ees 


THANKS, FOLKS, FOR YOUR 
RECEPTION OF THE 1950 CHAIR 


We at Johnson were highly grati- 
fied with the reception given the new 
1950 Chair. Orders have been very 
good, and we anticipate very good 
reorder business. 

These orders, coming along with 
vour holiday greetings, added greatl) 


to our holiday pleasure. For both, | 


thank vou . very much. 
Bill Small 





1950 y Ejighty-Third Year of Johnson Quality 


Office Chairs ye 1950 
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ackaw t ( Rockwell-Barnes Co 

La Sallie t a. 4 Royal Metal Mfg. Co 
Cenfagton, Me Frank Boar ANOTHER AMFILE FIRST! 
exington Metal I d Frank Scerbo & Sons 

L. Marble Cr Security Steel Equip. Corp ad 
Mario Mi " : N. T. Shepherd Chair Co 
Martin M. M Assor Shuster, Fried & Golden 
Metaistal The Sikes Co 

ui wa kee ( Stacor Equip. Corp 

: = a Standard Furn. Co 

certia TD Sturgis Posture Chair Cx 

hee r Taylor Chair Co 

at 2 Thomas Furn. Co 

rker cy ; In Tiffany Stand Co 

erless St Co Valco Co 

inceton 1 tery ( Ine Victor Safe & Equip. Cx Ime 
Quigley I Wells Office Furn. Co 

teform ( Ir Westcort Co 

6 ele 
rYPEWRITER DOCTORS OPEN NEW STORE 

Startir n business in August, 1941, the Typewriter 
Doctor! ecently announced the opening of a new 


ore in Oakland, Calif. R. W. McAllister and T. C 

silbert are the firm’s partners 

Mr. McAllister has been in the typewriter business 
ce 1918. Starting as a delivery boy in Utah he has 


& SUPPUES - FILING SYUPPLIE 


BRDADWAY STATIONERS = ‘Jhe TYPEWRITER OOCTOR 


¢ MACHINES  WEW PORTA 


a7 ONERY WEDDING ANNOUNC EME ars 





PACIFIC Binder Covers 


A brand new line of attractive, heavy-weight covers 
in eight two-tone effect colors—red, orange, brown, 
blue, green, dark blue, grey and tan. Made to take 
8!/,x 11” sheets. Embossed edges and choice of 
plain panel cover to accommodate a label or 
acetate-covered window panel. Made with 3 
Amfile double-prong, metal fasteners and eyelets. 
Packed 25 of each color to a box, 10 boxes to 
carton. 


No. 585—plain panel style. No. 586—window style 


ACETATE PROTECTORS 


An Amfile Ex- 
clusive because 
three holes 
have metal re- 
inforced eye- 





WN OCES COMPANY 











Oo lets on 41/,” 
NEW STORE'S FRONT AND WINDOW DISPLAY tome / fhe oe pro 
ae, tects and glam- 
a mechanic and store manager. Mr oes fm orizes contents. 
lbert entered the field in 1930 SSF These Amfile 
Br lv Stationers, a subsidiary of Typewriter Oo mn 6 anes 
octors, started as a side line. In April, 1947, Jack ML-—YG- Acetate Protec- 
this the firm as manager of the stationery r tors are made 
epartment \ctive in the office supply line for the = =r, to fit the No. 
t 2 Mr. Loughlin is now owner of the Broad- I 585 Covers il- 
St = lustrated above, 
ee O : also regulation 
W. C. HORN PROMOTES JOHN B. FOX he ; 2 and 3-ring 
W. C. H resident of W. C. Horn, Brother & binders. 
npany vewark b. $. poems supers of albums, Write fer dealer discounts, olso for new catalog listing 133 
wr 4 mn rs’ sp cial ie Ss, announced that different binder covers cad fell line of Amble Sling specialties 
B. |} is been promoted to fill the newly- 
¢ f assistant to the president. Mr. Fox 
company for the past 27 years AMBERG FILE & INDEX CO. 
He t marketing distribution and sales pro- Filing Specialists since 1868 
t ymmpany, and will make his head- 
ual New York office, Suite 1003, 200 Fifth 1608 Duane Blvd. Kenkekee, til. | 
Ave Ni ‘ iO NY 
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Office Workers Everywhere 














Tiffany has become 
number one favorite 
with office workers by 
performing its way right 
up to the top... render 
ing superior service with 
aimost all types of 
office machines—type- 
writers, calculators, add 
ing, bookkeeping and 
stencil machines 


OFFICE MACHINE 
STANDS. 








MODEL “’S” 


CHECK THESE EXCLUSIVE FEATURES: 


® ADJUSTABLE, OPEN TOP provides secure foundation 
for almost any type business machine . keeps machine 
noises and vibrations away from the operator, increases work- 
ing efficiency! Adjusts from 5” x 5” to 1414” x 1614”. 

RIGID CONSTRUCTION with special Tiffany innovations 


assures non-creep, sway-proof, noiseless service. 


© DROP LEAF attachable to either side of stand . . . gives firm 
support to heavy objects is adjustable to low or flush- 
with-top position. 

RETRACTABLE, COVERED CASTERS for safe, easy mobility 
. « . protect hosiery from snags 


ADJUSTABLE FOOT to compensate for uneven floor surfaces 
... to provide ‘‘on the level performance.” 


ALL TIFFANY STANDS have infra-red baked enamel finish 
All models available in soft silvertone gray, dark office green 
and light walnut. 


SHIPPING WEIGHT of the model “S” stand is 37 pounds 


MANY OTHER MODELS of TIFFANY STANDS are now 
available. TIFFANY STANDS are sold through dealers only 














C JTAND CO. 


POPLAR BLUFF, MISSOURI! 
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THE MANHATTAN TRADES CENTER IN ACTION.—Operated 
by the Board of Education of New York City, the school 
which offers a 50-week course in office machine mechanics 
is under the direction of A. P. Henry. Top: candidates for 
the business machine repair course being screened for me- 
chanical ability. Center: Instructor Lukoff and a few of the 
typewriter repair students. Bottom: a student receives in- 
dividual advice and instruction from Mr. Lukoff on repairs. 
—--« 
NEW YORK BOARD OF EDUCATION OPENS 
SCHOOL FOR OFFICE MACHINE MECHANICS 

Editor’s Note.—The training course outlined in fol- 
lowing paragraphs is the outgrowth of an idea planted 
by Irving Ritchie of International Office Appliances, 
Inc., four years ago. He took the matter up with school 
officers at that time hoping to have an office machine 
trade school operated to train returning veterans. He en- 
countered some obstacles and dropped the matter after 
the Office Appliance Mechanical Institute was estab- 
lished at Springfield, Mo., and other training schools 
providing adequate mechanical education for veterans 
made their appearance. More recently he was ap- 
proached on the subject by the Board of Education 
and agreed to lend his support provided school authori- 
ties obtained the backing of the leading office appli- 
ance manufacturers. Approximately 15 of the com- 
panies had their representatives meet and discuss the 
matter. The course in the Manhattan Trades Center 
is the result 

The Manhattan Trades Center, 45 Rivington St., 
corner of Forsyth, New York 2, a full time day and part 
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profit from 
the efficient 


design of 


€000// 


office 


furniture 


Leopold's profit-building 
program for dealers 
in 1950 includes 


ad nt advertising 
Business” maga 
° ed sales promot 
1eaiecrs 
eA mplete line of eftect 
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Leopold office furniture installation for Council Bluffs 
Gas Company by Emarines, Council Bluffs, Iowa 


| efficient design of Leopold office furniture 
is so easily demonstrated, it is no wonder that executives 
from coast to coast are adding Leopold installations 


for the entire office. 


Efhciency adds to prohts, and dealers and users 
alike are profiting from the carefully engineered designs 


A hic h Leopold has dev eloped 


Since 1876, Leopold has been supplying 
office furniture built with the finest materials and 


rattsmanship to add to your profits 








nt Legpold/ vonran 


BURLINGTON, IOWA 


MEMBER OF THE WOOD OFFICE FURNITURE INSTITUTE 
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MULTISTAMD --- 


STENCIL DUPLICATOR 


Reg. U. S. Pat Off. 


MANUFACTURED ONLY BY THE MULTISTAMP CO., INC. NORFOLK, VIRGINIA 











How TO USE THE 


MYLTISTAMD | 


NO. 3 POST CARD SIZE 


$ 7 COMPLETE 
bd (NON-MECHANICAL) 
OUTFIT 


F.0.8. FACTORY 


THE ORIGINAL HAND STAMP 
STENCIL DUPLICATOR fo: 


SHIPPING TAG ADDRESSING 


POST CARD PRINTING 
NO. 3 POSTCARD PRINTING GUIDE 


te) NN) die Now available for perfect registration 
on cards, tags, labels . . . $2.50 extra 
Fast, economical, accurate way to make copies. PRINTS 1000 OR MORE CLEAR COPIES FROM 
ONE STENCIL, ONE INKING. Simply type, write, trace or draw on stencil, snap it on, print on 
postcards, boxes, cartons, tags, labels . . . much like using a rubber stamp NO moving parts, of 
non-corrosive METAL, lasts indefinitely. Replaceable ink pads. Prints up to 19 lines 5!/,” long. 
With supplies in handy, durable case. 5 complete outfit sizes, $9.50 to $99.50. New colorful 
1950 packaging. Write for FREE FOLDER. 


AT YOUR OFFICE OR SHIPPING ROOM SUPPLY DEALER 


Dealers—Write for Details and Discounts to The Multistamp Company, Inc., Norfolk, Virginia 
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é iing center for the trade training of veterans, 


has i eration a 50-week course in typewriter and 
idi1 line mechanical service. The school is con- 
jucted by the Veterans and Reconversion Training 
Progra f the Board of Education of the City of 
New Y A. P. Henry is senior teacher-in-charge 
Oth irses Offered in the curriculum are radio 
and t ision, upholstery and slip covers, cabinet- 
akil ectrical installation and practice, and refrig- 
eration mecnanics 
Acti ipon a request originating in industry, the 
dvist board for vocational education recommended 
approval for the operation of the business machine 
nechani course in the Manhattan Trades Center 


to the Veterans and Reconversion Committee of the 
Board of Education, on September 16, 1948 


T) e in the Manhattan Trades Center is under 
ontract with the Veterans Administration for Public 
Law 16 and 346 veterans. In addition, non-veterans 
may be enrolled under special conditions. A basic 
requirement for enrollment in business machine me- 
han high school graduation or eqivalent 

All plicants for admission to the Manhattan 
Trades Center are given the benefit of screening tests 


period. In the business machine me- 
irse this tryout period may extend as 
weeks and consists of elementary proc- 
practical use of machine and hand tools 
such guidance indicates an applicant 
e found unadapted for the course in 
i ne mechanics are counselled and guided 
th hool into other trade opportunities 
Dur e careful screening at the school very few 
lropped from the course. School au 
perate with industry and provide pre- 
rkers possessed of rounded skills so that 
pportunities upon completion of the 
re extensive within the industry. The 
lents to be trained by the school de- 
le needs of industry 


F inits comprise the present course 

Hours 
EMENTARY SHOP PRACTICE 220 
YPEWRITER ADJUSTMENT 400 
[TYPEWRITER REPAIR 600 

PAIR & ADJUSTMENTS OF 
OFFICE MACHINES 300 
LATED INSTRUCTION 230 


s and Reconversion Program conducted 

if Education of the City of New York 

tendent William Jansen, sponsors a 

le training programs for veterans and 

peration with labor and management 
—- 


I INE¢ KER RESIGNS FROM METAL SPECIALTIES 
ent has been made of the resignation of 
necker as vice-president of Metal Spe 

turing Company, Chicago. Mr. Einecker, 
the trade, served in this capacity for 


iture plans have not been fully disclosed 
e will be devoted to directing sales and 

E. J. Tool and Manufacturing Com 
Clybourn Ave., Chicago 18, a business 
ontrolled for several years 

© A 

WwW. G ROSS EXTENDS TERRITORY IN NORTHWEST 
W.G.R is finding good success in extending both 
he ter nd lines for the manufacturers’ repre- 
entative isiness which he established early in 1949 
He now represents Allen & Company, R. K. Clark & 
Com} I Covercraft Company, Louis H. Farber 
Franklin Table Company, Midwest Metal Manufactur- 

r Col iny, National Manifolding Company, Wood 
Proce Inc., and Elbe File and Binder Company 
he latte rm has just recently given him the North- 


Original seeking only Washington and Oregon ter- 
itor) ; has now extended his field of opera- 
tions to ir e also the states of Montana and Idaho 
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Hi 


TO YOUR 
FINEST CHAIRS 


@ The true measure of a chair 
is the mechanism, and many users now associate 
it with employee efficiency. More and more of 
these thoughtful people are learning the value 
of the SENG trademark. 


For SENG Chair Irons meet the most exacting 
standards. They have oil-tempered spring-steel 
tension controls that respond instantly 

squeakproof bearings that never need oiling . . . 
shock absorbers that stop off-balance tilts with- 
out jarring . . . self-locking height holders. Add 
up these features, and others, and you'll under- 
stand why SENG-equipped 
smoothly they never interrupt a trend of thought. 


chairs work so 


These are selling points for your finest chairs, 
which probably have SENG Irons. Sell SENG 


. and you sell satisfaction! 


1450 N. DAYTON AVE 
CHICAGO 22, ILLINOIS 
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FOR THE GROWING SCHOOL MARKET 
TWO EVER POPULAR CHAIRS BY 


JASPER CHAIR CO. 











No. 9 G 
TABLET 
ARM CHAIR 
° re 
PLAIN OAK 
with 7 
HARDMAPLE ~ 


or 
QUARTERED 
OAK ARM [ 





No. 8 


TEACHER 
or 
SIDE CHAIR 


PLAIN OAK 





These and 
other School 
Chairs will 
be shown at 


N.S.S.1. 
CONVENTION 
CHICAGO 


JASPER CHAIR CO. 


JASPER, INDIANA 
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UNDERWOOD ANNOUNCES APPOINTMENTS 
W. F. Arnold, vice-president and general sales man- 
ager of Underwood Corporation, recently announced 
two appointments. 
F. N. Logan was appointed manager at the Roanoke, 




















F. N. LOGAN P. E. BRIDGMAN 


Va., branch office of Underwood, his headquarters be- 
ing at 821 Franklin Rd., S.W., in Roanoke 

Named manager at the Norfolk, Va., branch office is 
P. E. Bridgman, who has established headquarters at 
133-35 W. Tazewell St. in Norfolk 

ole 

FORM NEW SALES ORGANIZATION IN N. Y. 

C & E Sales Company, New York 18, N. Y., re- 
cently began business by calling on stationery and 
office equipment dealers in New York, New Jersey and 
Connecticut. All dealers in the territory received an 
advance letter announcing the arrival of the new firm 
and mentioning the lines carried. 

A new catalog of items carried describes inexpensive 
files, storage cabinets, desks, steel folding chairs, smok- 
ing stands and cash and utility boxes 

The company acts as the exclusive sales representa- 
tive for the following firms: Sect-O-Desk Sales Com- 
pany, Maple City Stamping Company, Duracold Manu- 
facturing, Inc., Nestler-Fields Manufacturing Com- 
pany, Inc., Challenger Steel Products Corporation and 
Hamilton Metal Products Company 

<> 
REPACKAGING ANNOUNCED FOR GRAFFCO LINES 

Nu-Vise signals and “M” (medium) size maptacks 
made by George B. Graff Company, Cambridge, Mass 
are now being packaged in newly designed cartons and 
boxes. 

Keeping the characteristic orange and black colo! 
scheme as well as the same size and shape, the new 
package now has ‘a white panel on the ends on which 
is printed the name of the color contained inside. 

The new design has been made to obtain better 
display of the carton’s contents as well as ease in 
distinguishing between colors on store and warehouse 
shelves 

i ee 
SCRIPTO RELEASES RECORD ADVERTISING 

The greatest national advertising campaign in its 
entire 25 years’ history was launched early in Janu- 
ary by Scripto, Inc., Atlanta, Ga 

Spearheaded by a full color campaign in the Sunday 
comics sections of leading newspapers in the 37 leading 
markets of the country, the advertising program for 
the first half of 1950 also includes a regular schedule 
in American Weekly, This Week, Life, and the Saturday 
Evening Post. Circulation for each insertion in the 
campaign will be 51,179,316 and total circulation for 
the entire spring campaign will be over 217 million 

The campaign is designed to feature the full line of 
Scripto writing instruments and introduce two new 
Scripto items. Extensive co-operative advertising in 
newspapers, radio and television spots is also planned. 


OFFICE APPLIANCES, February, 1950 




















OF 





) 






America’s Outstanding Line of 
OFFICE CHAIRS 


FOR EVERY BUSINESS PURPOSE 





No. 878 RQ 
Solid American Walnut 
Upholstered in Genuine Leather 


Che qualities that influence business men to buy busines- 
chairs made by Jasper Chair Co. today are the same 
qualities that have conspicuously identified this line for 
well over a quarter of a century. Close attention to man- 
ufacturing details, practical design, superior workman- 


ship. completeness of line. always a generous amount of 
I I ; a 


value at the right price .. . these are the ingredients that 
count... the reasons for the outstanding success of 


Jasper Chair Co. and their dealers. For a profitable. 





No. 84 : . . , 
PP. hg ° satisfying chair contact, we urge you to get acquainted 
Solid American Walnut , . : 

Inhelstered ta Geasias Leather with Jasper Chair Co. NOW. 





Jasper Chair7 


JASPER, INDIANA 






REPRESENTATIVES: James S. Fowls, (Southern) we ~y (West) 
wr - Marlowe rive 
Gee. A. Litchfield, Sales Mer. o eS eee Oakland 5, Calif. 
Fred Deutsch, (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
3525 Southwestern Blvd. 6708 Glenwood Ave., Chicago 26 385 Madison Ave. 
Dallas 5, Texas (Phone ROgers Park 4-3644) New York, N. Y. 
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Remember the cranky diner who beefed 
about his entree? 


The waiter took it back, waited briefly in 
the kitchen, then returned with the same 
dish. 


“That’s more like it,” beamed the grouch. 


Men form peculiar attachments. They be- 
come prejudiced in favor of their special 
razor blade, their special blonde, their 
special carbon paper. 


win ne PEERLESS 
CARBON SELECTOR 


your salesmen can break down the preju- 
dices of any carbon buyer —gently and 
effectively. Because the PEERLESS 
SELECTOR is a fact-crammed, easy-to-use 
guide which contains practically all the 
answers. Just determine the customer’s re- 
quirements — check the paper against the 
samples in the PEERLESS SELECTOR— 
and you have the solution. 


No mystery. No hocus pocus. The 
PEERLESS SELECTOR can help your 
men sell a lot more carbon. Why not send 
for copies today? 


J weel change 


it at once!” 











carbon 
paper 
Select: or 


. . 
All you now need do to service your hiitoness ¢ 
with the proper theet of carbon paper for their : 
work is to ascertain the weight of copy paper 
customer uses to make carbon copies. 


Then turn to the same weight copy paper in this 
book, on which you will see printed all the infor- 
mation you need to give your customers the 
carbon paper that will do the best job for them. 


(Copyright (908) PRERLESS IMPE@IAL CO. ING NEWate ss 


SO USE NT USE 17 OFTEN USE IT PROFITABLY 




















“A Great Name in Carbons” 


Ribbons, carbons, spirit and gelatin duplicating 





carbons, master units, carbon ribbons, carbon rolls for every business need 
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PEERLESS-IMPERIAL CO., INC. 


General Office and Factory: 28 Peerless Place, Newark 5, New Jersey 
New York City and Export Dept., 321 Broadway, New York 7 
Chicago 2, 179 W. Washington Street 

Detroit 18, 37 Linden Street, River Rouge, Michigan 
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Calendar of 
Industry Activities 











February 27-March 2. Thirty-Fourth annual con- 
ventio! Wholesale Stationers Association of the 
IS.A | New Yorker, New York, N. Y. H. C. Whit- 
temore, General Manager, 250 Fifth Ave., New York, 
N. Y 
February 27-March 1. 


Office Management Associa- 


ion of Chicago, Stevens Hotel, Chicago, Ill. Organiza- 

tion headquarters, 105 W. Madison St., Chicago, I 
Mar h 20-21. District No. 5, NSA, Greenbrier Hotel, 

White & ir Springs, W. Va. Harry S. May, Regional 


Govern May Office Service, Beckley, W. Va. 
March 23-24. District No. 13, NSA, The Statler Ho- 
tel, New York, N. Y. Robert Reichman, Regional Gov- 


rnor, Mooney’s, Inc., New York, N. Y. 


March 23-25. National Office Furniture Assoc., Hotel 
Commo New York, N. Y. John R. Gray, Executive 
Direct 60 W. 42nd St., New York 17, N. Y 

March 30-31. District No. 2, NSA, The Statler Hotel, 


> 
Buffal N. Y. Walter H. Miller, 
Otto 1 Co., Buffalo, N. Y 
April 13-15. District No. 4, NSA, Boca Raton Hotel, 
Boca Raton, Fla. Ben H. Vanderford, Regional Gov- 
nor, E. H. Clarke & Bros., Memphis, Tenn. 
April 19-20. District No. 9, NSA, Rice Hotel, Houston, 


Regional Governor, 


er 


Tex. He Dear, Regional Governor, Standard Sta- 
ioners, Jackson, Miss. 

April 20-22. National Association of College Stores 

150 tion, The Palmer House, Chicago, Il 
Geol I ine, chairman convention committee, Stu 

B Exchange, 1737 Sherman Ave., Evanston, I] 

April 24-25. District No. 14, NSA, Hotel Westward 
I PI Ariz. Edward R. Harrington, Regional 
( el einze, Bowen & Harrington, Phoenix, Ariz 

May 1-2. District No. 12, NSA, St. Francis Hotel, San 
Francis Calif. Ray Morgan, Regional Governor, 
Morgan & Barclay Co., San Francisco, Calif. 

May 5-6. District No. 11, NSA, The Leopold Hotel, 
Belling Wash. H. Humphrey Griggs, Regional 
Gover}! Griggs, Bellingham, Wash. 

May 9-10. District No. 10, NSA, The Broadmoor Ho- 
C Springs, Colo. Adrian Pembroke, Re- 

nal Governor, Pembroke Co., Salt Lake City, Utah 

May 11-13. District No. 8, NSA, Continental Hotel, 
Kansas City, Mo. J. L. Wren, Regional Governor, House 

Wre Oklahoma City, Okla 

May 15-16. District No. 6, NSA, Moraine Hotel, High- 
ind P Ill. Ed Shapiro, Regional Governor, Esco 
tatio1 re, Chicago, I] 

May 19-20. District No. 7, NSA, Nicollet Hotel, Min- 

Bob Jerue, Regional Governor, Mc- 


Clain & Hedman Co., 
May 21-24 


St. Paul, Minn 

National Office Management Association 
ve exhibit, Cleveland, Ohio. Association 
iqu 13 E. Chelten Ave., Philadelphia 44, Pa 

June 5-6. District No. 1, NSA, Wentworth-by-the 
Pol ith, N. H. Horton Frisbie, Regional Gov 
r, I Office Supply Co., Portland, Me 


June 19-20. District No. 3, NSA, Chalfonte-Haddon 


A City, N. J. Charles W. Lukens, Regional 
Gover! Yeo & Lukens Co., Philadelphia, Pa 
June 28-July 1. National Office Machine Dealers As- 


ia convention, Palmer House, Chicago, Ill 
k W Convention General Chairman, 1520 Bel- 
Ave., Chicago 13, Ill 
September 24-28. NSA Forty-fourth Annual Conven- 
oO! I rteenth exhibit, The Stevens Hotel, Chi- 
I | Burbank, General Manager, 740 Invest- 
B r Washington 5. D.C 
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For pastor piling and hinding 
The FINDIT filing sysiem 
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EVERY 


TIME 


Filing System, you 
do more than make a sale. You make a real contribution 
to the filing efficiency of another business office. The 


FINDIT 


you sell the 


FINDIT Filing “ystem provides packaged filing efficiency 
ready to make “filing and finding” effortless. The crystal 

clear plastic tab angled for greater visibility is an out- 

-tanding feature. Send for illustrated 

literature al 


Established 1921 | ‘un 


[. L. BARRLEY & CO. 


Manufacturers of Filing Supplies 


1220 W. Van Buren St. Chicago 7, III 
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Mailing Pieces large or small 


flees rtd rede 


(Model 40) 
Addresses Them ALL! 


(Plus Fed. Tax and Supplies) 





Large or small envelopes, if doesn't make any 
difference to the new Model 40 Master Addresser 
The new variable margin guide permits printing 
addresses anywhere from *.” to 4!." from either 
top or bottom of a mailing piece. Here are a few 
more reasons why the Model 40 is the finest, low 


cost addresser on the market today 


® AUTOMATIC TAPE MOVEMENT— -avx 


don’t have to stop to move the tape by hand 


time becntise 


© FLUID SUPPLY WITH METERED CONTROL—More impres 
sions from master tape because ou regulate the How accord 


ing to the paper stock 


© TOPS IN DESIGN—You ll be proud to display and sell this 
attractive. engineer-designed \Vlaster Addresser 


® CONSISTENT NATIONAL ADVERTISING—T'o stimulate cus 


tomer interest and action / Look f } id Va 
Business, February: ¢ Feb. 1Itl y I 
Post, Feb. 18th. Counts lisplavs, folders. newspaper mats 


to help you sell 


he famous Model 25 $9 45° 


The original spirit-process addresser 
at the same low price 


Plus Fed. Tax 
and Supplies 


Write for details and dealer discounts 


flledlér rhidredie C2 


5508-D Excelsior Avenue Minneapolis 16, Minnesota 
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ARCHITECT'S SKETCH OF NEW HARTFORD 
BRANCH FOR GENERAL FIREPROOFING CO. 


G-F BREAKS GROUND FOR HARTFORD BRANCH 

General Fireproofing Company is adding another 
building to its properties at Hartford, Conn., a $130,000 
structure for the branch managed by Tom Cole. To 
be completed by April 1, the building will have a front- 
age of 112 feet and a depth of 90 feet. The front, of 
smooth red-faced brick, will be two stories high, while 





THE FIRST SHOVELFUL—Wielding the shovel for the ground 
breaking of the new General Fireproofing Hartford branch 
is Dicky Cole, Branch Manager Tom Cole’s young son. 
Looking on (from left to right) are Willard Wilkins, architect 
Butler W. Andrews of Massacoe Builders, Inc., and Tom Cole. 


the rear warehouse portion will be one story 

Designed by Architect Willard Wilkins, the building 
is laid out to permit the greatest efficiency in handling 
and servicing metal business furniture. Approximately 
9,000 square feet of storage and work space will be 
provided on the first floor, where the furniture may 
be received, assembled, altered, repainted, reuphol- 
stered and reshipped. The second floor will accom- 
modate offices and display areas 

Features such as those in other newly-designed G-F 
branches, including large photomurals and an area 
for showing motion pictures, will be incorporated in 
the new Hartford branch. The brick and steel build- 
ing will be completely fireproof and the entire interio! 
will be acoustically treated. 

—-« 

WATERLOO, IOWA, FIRM TAKES NEW LOCATION 

The Adding Machine Sales and Service Company of 
Waterloo, Iowa, recently took a new location at 219 
E. Fifth St. in Waterloo. The former address was 23 E 
Fifth St.—Al 
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So simple, fast, efficient 


you know 










it’s a Monroe! 


Monroe 
Adding 
Machine 





Monroe 
Its no accident that ood operators Adding- 
consistently prefer Monroes. They Calculator 


know that whatever the figuring 
or accounting job—adding. 
bookkeeping. calculating — 
Monroe makes exactly the model 
to handle it. And they know. too. 


that Monroe's exclusive 





“Velvet Touch” keyboard makes Monroe 
all figuring easier. faster. more Bookkeeping 
efficient .. . saves nervous strain Machine 


and energy. 


Write today and learn how 
Monroes can simplify and 


streamline any business figuring. 


MONROE 


MACHINES FOR BUSINESS 











MONROE CALCULATING MACHINE COMPANY, ORANGE, NEW JERSEY, U.S.A. 
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IMMEDIATE 
DELIVERY 
for 
DOMESTIC & EXPORT 
TRADE * 


REBUILT 


DICTAPHONES - EDIPHONES 
SOUNDSCRIBERS 
AUDOGRAPHS 
WIRE RECORDERS 


QUALITY REBUILTS 
SINCE 1923 





CHOOSE YOUR MODEL 


The one you want, from a stock of approximately 
1000 machines; all models available. Modern ef- 
ficiency and voice clarity are assured when you 
purchase our guaranteed rebuilts. 
LARGEST STOCK OF LATE MODELS 
CONVERTED AND SLIGHTLY USED 


MACHINES, WAR SURPLUS EQUIPMENT 
AND MODERNIZED EARLY MODELS. 


CLEARTONE CYLINDERS 


Our economical, lined, smooth textured product of 
long years of experiment and research, is the ideal 
cylinder for dictating perfection. Complete satis- 
faction guaranteed with every order. 


Write Us Today 
Regarding Your Needs 


AMERICAN 


DICTATING MACHINE C0O., Ine. 
235 FIFTH AVE., NEW YORK I6, N. Y. 
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SELL PROMOTES C. E. BALCH 
S. L. Hatch, president of the Sell Corporation, Chi- 
cago 7, Ill., recently announced the appointment of 
C. E. (Bud) Balch as sales manager. Mr. Balch will 


succeed W. B. Rogers who is no longer with Sell. 

Soh of Harry Balch, vice-president of the Quality 
Park Envelope Company, “Bud” joined the Sell Cor- 
poration several months ago as sales representative 
in the Chicago metropolitan area 

oe 





C. E. BALCH 


MITCHELL CURTAILS TERRITORY COVERAGE 

E. J. Mitchell, sales representative for George B 
Graff Company, Cambridge 40, Mass., recently an- 
nounced that he felt it necessary to relinquish a por- 
tion of his territory. 

The company reports that Mr. Mitchell’s successor 
will be Harry J. Neggesmith, 1506 Merchandise Mart, 
Chicago, Ill. Mr. Neggesmith will cover the following 
counties of northern Illinois: Cook, Stephenson, Boone, 
Lake, Ogle, Kane, Whiteside, Bureau, Putnam, La Salle, 
Grundy, Kankakee, Jo Daviess, Winnebago, McHenry, 
Carroll, De Kalb, Du Page, Lee, Stark, Marshall, Ken- 
dall and Will . 


—« — 


200,000 INVITATIONS TO ADDRESS 





Snowed under with an avalanche of invitations for the 1950 
Canadian International Trade Fair, Adele Marshall of the 
Trade Fair administrative staff takes time out to wonder 
just how long it will take to finish typing the world's biggest 
guest list. Before she is finished, more than 200,000 busi- 
nessmen throughout the world will have received invitations 
from the Canadian government to visit the third Canadian 
International Trade Fair in Toronto May 29 to June 9. 
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ee 
AMERICA’S ewe ™ \ 
MOST BEAUTIFUL 
MODERN 
FUNCTIONAL 


— 


LITERATURE AND SALES-AIDS AVAILABLE IMMEDIATE DELIVERY 


Available in Futura Grey, Lustre-Lite or Steelmaster Standard Green 





pert Steel Sates Corp. 170 WEST 233rd STREET - NEW YORK 63, N. ¥ 








pe ASE S eclnasser 


_——- 2600 Line Series 

















52 UNITS —-STANDARD 2, 3, 4, 5‘s 
SPLITS AND COMBINATIONS 


Priced Right for Pact Selling 


IMMEDIATE DELIVERY LITERATURE AND SALES-AIDS AVAILABLE 


170 WEST 233rd STREET - NEW YORK 63, N. Y 














THE 1-A SERIES — LETTER — LEGAL 
AVAILABLE IN GREY OR GREEN 





THE 2-A SERIES — LETTER — LEGAL 
AVAILABLE IN GREY OR GREEN 


IMMEDIATE DELIVERY! 





LITERATURE AND SALES- 


THE 3-A SERIES (ONLY LETTER) 
AVAILABLE IN GREY OR GREEN 





170 WE 





THE 2100 SF 





AIDS AVAILABLE 


“UNO” HOME SAFETY FILING SYSTEM 
AVAILABLE IN GREY OR GREEN 


ST 233rd STREET - NEW YORK 63,N. Y. 














Steclnasses 





@SINGLES @@ DOUBLES @@e@ TRIPLES 


CARD CABINETS 














NO. 100 BOX FILE 





DESK HIGH MONITOR 
CABINET 








——— 


SET-UP LETTER TRAY 





TEN DR. STORAGE UNIT 








>» 


oo 





HINGED COVERED 
CARD CABINETS 


ge = 
(J Ve 
F 1620 — 


TWENTY DR. STORAGE CABINET 





HIGHER-THAN-WIDE 





@SINGLES @@DOUBLES @@@ TRIPLES 











CASH «+ BOND « OFFICE 
BOXES 





SECURITY BOXES 
HEAVY GAUGE 





BANKER’S NOTE CASE 


IMMEDIATE DELIVERY! 
LITERATURE AND SALES-AIDS AVAILABLE 


NO. 119 PERSONAL FILE 





9 — 3 





NO. 110 FILE-IT 


170 WEST 233rd STREET 





HOT SHOTS 








F 1612 
TWELVE DR. CHECK, NOTE, etc. 
STORAGE CABINET 








F 1624 


UTILITY CABINET 





ee 


_ - 
t 






senso 


F 1600 K.S.L 


KNEE SPACE DESK — 
COUNTER UNIT WITH DRAWER 





Sendai adits 











OPEN SHELF STORAGE UNIT 
(without doors) 


NEW YORK 63, N. Y. 
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. DON’T WASTE SALES POWER! 
By George M. Dodson 
numerous lines mention quite casually 


he ise salesmen for other duties when the 
( Perhaps this fit in well enough during 


he 1 of y sales. But what happens as competition 
Will it be possible to put the office 

quipment salesman back on a full-time 

isis al expt immediate results from his efforts? 
A I a salesman is brought inside for any- 
hin her than a manpower shortage of emergency 


the signs of discontent begin to appear. 


resents the move and fears he will lose 
restige | he discovers that inside work may be a 


haven v he can hide from the tough realities of 
employees wonder why they should be 
the salesman if a good part of his 
time i pe doing the same tasks that they handle 
smaller income. A safe rule for the office 
ippliance dealer to follow: never allow salesmen to 
ne tasks long enough to stir up trouble 


uy 
ay. 


Selling Needs Constant Study 


Sellit reative type of work, demands constant 

ig] tudy. The salesman may have a light 

lls to make during the time he could 

elsewhere. But he needs such 

new customers and prospects 

nning, or a temporarily slower pace. If 

ply and equipment dealer expects his 

ilesme follow a fast-selling program week after 

n help in the office or warehouse between 

the end. Efficient salesman- 

hij e held to such a schedule. Take away 

he ule right to plan his own work, and you 
m into a mere order-taker 

Any inager will tell you that his most diffi- 

etting his men out on the job. They 

excuses for staying around the place 

their actual hours for selling have 

een reduced. Why? Because selling in a 

rket is hard work: it often seems easier 

rather than go out and 


vantage 


+ 


S to 


loses in 


sell 


else 


May Lead to Sales Neglect 


pradually grow more difficult 

1an would prefer manuai labor or office 

han getting out among his trade and 

me. The more he has been encouraged 

ind the office or warehouse, the simpler 

tel r him to find little tasks there while he 
les work 

You too easily turn a good salesman in 

man at least part of his time 

i had kept the salesman at 

I meant hiring an 


Many 


; 


Oo an 
Later 
his peak 
if it additional 
ip] itine tasks 

Be sl ill salesmen off 


the job for duties an 

juld do better, for less money, and with 

It’s a waste of sales power no 

nd equipment dealer can afford 
—-< 


CALIFORNIA FIRM RENTS OHIO WAREHOUSE 


tions 


I ( R. Hadley Company, Los Angeles, Calif., 
square feet of floor space at 312 Elm 
5 ( Ohio. The 


will be used as a 

mid-west ition center for the firms line of ac- 
nti for nd equipment 

of the Cincinnati warehouse is the 

eastern expansion program for the 

rding to Carter Jones, Cincinnati divi- 

Mr. Jones said that additional company 

ff ill be opened in the mid-west 

personnel can be trained 


space 


a 


as soon as 


"lailzea Saies 
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LITTLE Quality Carbons 
and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 


LITTLE Dealer protection 


eliminates competitive ef- 
fort. 
LITTLE Factory Coopera- 


tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 
requirements. 


LIVILE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 


SIXTY-TWO YEARS con- 
stant adherence to the 
above policy has created 
confidence and good will 
which means much more 
to our dealers than price 
and selling promises. 


Write for details and samples. 














eITTLE 


Inc : 


RERS 


1888 Factory, Rochester 8, N. Y. 


1950 


“QUALITY EXCLUSIVELY SINCE 1888° 
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lo. 3660-CD 60” x 34” Mah. 


No. 3560-CD 60” x 34” Oak 


No. 3760-CD ¢ 34” Wal. 


Sell This One Now... 


$n MARCH jst 
\ 


q 


a1 
4 a 





Most business firms will have more than the 
normal amount of figuring to do between 
now and March 15. That’s when the need 
for a good calculating desk will be most 
felt—a good time for you to sell the 


Myrtle Expediter. 


It provides proper height, maximum com- 
fort and efficiency. Its sturdy construction 
and ample size platform accommodate the 
largest and heaviest machines. Choice of 


oak, mahogany or walnut finishes. 


Order floor samples today. Sell them 


NOW, while the demand is greatest. 


MYRTLE DESK COMPANY 


HIGH 


POINT, N. ¢ UW 
BETTER DESKS 


ARE MADE 





ma7 49 OF WOOD 
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FULTON MARKING EQUIPMENT APPOINTS TWO 

Raymond R. Fritz, vice-president of Fulton Marking 
Equipment Company, formerly Fulton Specialty Com- 
pany, recently announced the appointment of Joe L. 
Yager as Pacific Coast representative and Homer Weber 
as mid-western representative. 

Mr. Yager, many years associated with the marking 
industry and stationery trade, will represent the Fulton 











firm on the Pacific Coast in the states of California, 
Oregon, Washington, Utah, Idaho, Montana, Colorado, 
Nevada, Arizona and New Mexico 

Mr. Yager makes his headquarters at 128 Edgehill 
Dr., San Carlos, a suburb of San Francisco, and is 
now on his initial trip. 

Homer Weber, for many years associated in the sta- 
tionery business, will represent the firm in the states 
of Illinois, Indiana, Iowa, at Louisville and Lexington, 
Ky., and in Michigan, Minnesota, Missouri, at Omaha, 
Nebr., and in Ohio and Wisconsin. 

steal italias ticninceini 
DES MOINES FIRM IS APPOINTED 

The Commercial Office Supply Company, 407 East 
Fifth St., Des Moines, Iowa, has been appointed the 
exclusive Des Moines distributors for steel files, desks, 
sorters and systems, made by the Yawman and Erbe 
Manufacturing Company, Rochester, N. Y. Lester M. 
Clark, Rolla Baird, and William Phillips are in charge 
of sales.—AL 


—--< 


D. B. STARRETT OBSERVES ANNIVERSARY 


tts 


@eeerrt 


D. B. Starrett. vice-president in charge of all sales for 
the Royal Typewriter Co., Inc., recently celebrated his 
twenty-fifth anniversary with the organization. On the 
occasion, Allan A. Ryan, Royal board chairman, presented 
Mr. Starrett with a commemorative gold watch at a cere- 
mony attended by all members of the home office. Mr. 
Starrett is here pictured with Royal's novel version of an 
anniversary cake. It is composed of a lithographed Royal 
typewriter, 25 silver candles, and a congratulatory message. 
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“I’m Banking on 
because 
| Scgee mead Cuined ‘ 


Right you are! Berger does mean business — steady, profit-making office 

equipment business for dealers in every state, every city, every town. Berger 
is building toward the most complete line of steel equipment in the industry 
... building new improvements into current models ... planning new, 
exciting equipment that will boost business even higher for Berger dealers. 
Yes, you can bank on Berger for the best. A few profitable dealerships are 
available. Ask your Berger representative, or write us for full details. 





Dealers are making a bee-line for 
Berger. Berger offers fast-moving 
bread-and-butter items, plus bigh- 
profit specialties. Climb aboard 
the Berger bandwagon in 1950. 


Berger is Building a Better-Than-Ever 


WNSF IT 
C” GRADE Fitinc cABINET 
Viti STRENGTH, through reinforced drawer 
heads and construction 
VWlti/ stronger cradle suspension 


Vlti/ heavier gauge uprights for increased 





strength. 
Fbud all the well-known features that have made the 
Berger “C’’- grade filing cabinet the biggest dollar 


value on the market. It’s your big seller . . . your easy-to- 
move profit maker. It gives you wide distribution and cover- 
age of prospects. It can be used everywhere. Special purpose 
drawer inserts make it adaptable for hundreds of uses. It is avail- 
able in both 4- and 3-drawer models, in letter and legal sizes, 
finished in modern platinum gray, attractive olive green and 





walnut or mahogany grains. Write today for complete catalogs. 
Gudld Your Buicmen wiih Coge 
ae 


BERGER MANUFACTURING DIVISION « REPUBLIC STEEL CORPORATION 
CANTON 5, OHIO 






































in | 
: f = 7 : 
' | — | = | = 7 
: | xa wo 7 he = a 
aifielllee = 
- ’ > oat —s 4 ——>; 
f= tH Wy == —_= 
4 ~ iT be ies i -? « - ———— 
5, 4, 3, 2-drawer steel transfer plan drower steel! storage steel book 
steel filing cabinets coses ossemblies cobinets shelf units 
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From every point of view, Mercury-Lith rollers and like 
blankets and Mercury-Graph rollers are the finest acces- TF 
— A 
sories you can use on your office duplicating and printing eam 
machines. They offer you bonus mileage. They save Rik 
; chir 
time because they require fewer press adjustments. tion 
| They produce cleaner, finer reproductions, because they off 
busi 
are constructed with the same scientific precision as end 
| accessories for the most modern commercial printing — 
| plants. When you order rollers or blankets new 
rder ry seld 
order Mercury. cata 
¥ 
MERCURY-LITH ROLLERS AND BLANKETS M 
for Multilith printing machines I ot 
age 
—ee eee 

* 
At 
MERCURY-GRAPH ROLLERS FEDERAL AT 26TH D. M. RAPPORT “Orl 
for Multigraph duplicating machines ra‘ ita Vion) Mee PRESIDENT this 


a tion: 
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EXTRA-SIZE 
STOCK 


TYPEWRITER RIBBON 
PROVES AN ASSET 


By Robert Latimer 


( ) UT Denver, Colo., whenever a businessman has 
ff obtaining a ribbon for an obsolete or 
tle-used type of business machine, the chances are 
some ‘iate will tell him to go to Archenhold’s 
thi established business machine company, 
(29 15th St., has built a reputation extending 
hrough the west for being able to handle any type 
f typewriter ribbon problem 
started out many years ago to special- 
ze in office lachines, as well as typewriter repairs, 
entals, a ales, and soon found that a conspicuous 








ARCHENHOLD’S AT DENVER. COLO. 


k in the field was a ready supply of ribbons for 
idding 1 nes, billing machines, typewriters and 
tabulato! hich were no longer being manufactured 
As a direct result of this discovery, the company began 

tempti locate any and all styles and types of 
lJ vith the result that many letters were 

ten to manufacturers out of business and to long 
ablishe ipply, until particular styles of ribbon 
eede jtained. “In many cases, the ribbons 
ve pu vere the last four or five available any- 
where untry,”’ it was point out, “something 
tte to buy brand new parts for 1921 Model 





lal kept posted in Archenhold’s windows 
ether lisplays of office machines, which reads 
Ribbo1 Any Make Typewriter or Adding Ma- 
ne I mple statement catches a lot of atten- 
town Denver businessmen, and has 
ffered for the owners of out-of-manufacture 
Le hines and foreign typewriters. Since the 
1 of tl a] f German-made office machines 
ve irn¢ ip in the country, according to Arche 
iently, the company is able to supply 
ribbons for them. As a special service 


PW Sé 
eld e elsewhere, the extended ribbon in 
many friends 
le 
MARCHANT ESTABLISHES ORLANDO AGENCY 
Mal! illating Machine Company has an 
blishment new Orlando, Fla 
ppointment of A. M. Hardin as loca 
4 Edgar B. Jessup, president of Marchant 
Orlan industrial development has justified 
est ent of direct company representation 


ct the most efficient sales, instruc 
enance service 
February, 1950 
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FOR YEARS THE BEST SELLER 





A Complete Simplified Book- 
keeping System and Tax Rec 
ord — All in One Book. 9') x 
12)” looseleaf binder, con- 
taining ample supply of tri- 
colored pen ruled, self-explan- 
atory forms 


<f NOW. ..watcH YOUR 


IDEAL SYSTEM 


SALES ockeT }) 


WITH THE NEW 


cree SELF- 


SELLING 
IDEAL DISPLAY 


For the past quarter of a century, 
Ideal Systems, by reason of the 
many exclusive features, have been 
the largest selling line of simplified 
Bookkeeping and Tax Record 
books on the market. Now with 
the added sales stimulant of the 
new, attractive, Birch 
Wood displays, your 
Ideal sales will 
skyrocket to 
new heights! 














A SYSTEM FOR 
EVERY BUSINESS 
Merchants 
Manufacturers 
Beauty & Barber Shops 
Cafes & Taverns 
Restaurants 
Drug Stores 
Grocers & Markets 
Cleaners & Dyers 
Business Service 
Farms & Ranches 
Real Estate Brokers 
Doctors 
Professional Service 
Garages & Service Stations 


Jewelers & Watchmakers 8 vgned te bt 
coer beremess 






Apartments & Hotels 
Hardware Dealers 


And Many Others 











ADDED FEATURES— 


In addition to Ideal’s new, handsome, self 
selling displays, and special packaging, other 
features have been added to the Ideal line 
such as specimen sheets which are included 
in each book giving practical facsimile re 
productions of proper entries. Another ap 
preciated feature is the Depreciation Charts 
which give average life and depreciation 
rates of furniture, equipment, buildings, etc 


$2.00 - $3.50 - $5.00 - $7.50 
Immediate delivery from 
LOS ANGELES or NEW YORK yy 
and wholesale stationers in’ many cities, 
IDEA 


SYSTEM 






The IDEAL SYSTEM Company 


DESIGNERS AND MANUFACTURERS 


346 SO. FLOWER ST, LOS ANGELES 13, CALIF 


6 CHURCH ST., NEW YORK 6, N.Y 


| 
Our latest illustrated Catalog and detailed circular of New, FREE, | 
| Self-Selling Displays will be sent you upon receipt of this coupon | 
uttached to your letterhead or card. Mail to The Ideal System Co. 
446 S. Flower St., Los Angeles 13, Calif. You will receive the above | 
| by return mail marked to | 
Attention of | 


ar ERS 


























PATENT 
f ) APPLIED FOR 


with Finger Tip 
Elevating Control 





oK Yes, it’s finger tip! Rolls easily 
on casters and locks in working 
position with clever lever! Preci- 
sion made. No swing...no sway. 
Write for complete descriptive 
matter. 


Cramer Posture Chair Co., Inc. 
1205 Charlotte Kansas City 6E, Mo. 





Introducing 


the Cramer 
FILING STOOL 


Revolving seat,2- casters, 
unpadded or padded. 


List Price $8 (Unpadded) 
|MMEDIATE DELIVERY 
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VOLUME WITHOUT FOOT TRAFFIC 
By J. Edward Tufft 


§ fpwen Commercial Stationery and Printing Com- 
pany, 842 S. San Pedro St., Los Angeles, Calif., a 
firm which recently took over considerable additional] 
floor space to meet its constantly growing needs, has 
demonstrated clearly that foot traffic is not necessary 
to substantial growth if you go at it right 

This company, owned by J. Hennessy and Alfred M 
Goddard, was started 17 years ago on $100 of borrowed 
capital. If you will look at your calendar, or your 
record book, you will realize that the big depression 
was still on in real force 17 years ago. It took courage 
to borrow $100 at that time and it probably took an 
equal amount of courage to lend that much. However, 
the money was borrowed and the business started in 
a small way. 

There was no foot traffic worth talking about at 
that location at that time and there is very little to- 
day. Mr. Hennessy states that there was no intention 
of depending upon foot traffic for business. The firm 
was started and is maintained on a basis of friend- 
ship. The plan has worked out 

Personal contact has been the story from the be- 
ginning, and today, with four outside salesmen putting 
in full time, personal contact is still the story. “Make 
friends and keep them!”—that is the word given to 
the salesmen, and when a salesman is employed the 
company heads make sure that the man employed is 
the kind who can make and hold friends. New con- 
tacts are made systematically but with no great rush 
The contact when made is maintained by a sincere 
show of friendly interest The salesman convinces 
the customer that he wishes to be of service and is 
primarily interested in the customer’s needs. While 
that is no new story, and has often been told before 
in a hundred cities, this is a firm that from the very 
fact of its location had to make and hold friends or 
do no business. “Service,” is no mere talking point 

ith the Commercial Stationery and Printing Com- 
pany—Mr. Hennessy and Mr. Goddard preach what 
they practice and practice what they preach 

New items are introduced somewhat casually As 
these appear each salesman takes them along with 
him and shows them to the customers but without 
indue eagerness. Not more than one or two new items 
are taken at any one time as there is a desire not to 
create confusion, and a desire not to seem to be crowd- 
ing too much 


Attention Given to Windows 


In spite of the fact that foot traffic is limited, how- 
ever, great attention is paid to windows. There is 
always the chance of good word of mouth publicity 
coming from people passing by in automobiles. The 
windows are changed every two weeks and a good job 
is done each time. 

In order that there may be no loss from fading 
in window displays, only fadeproof merchandise is 
placed in windows—usually metal items. This means 
not only the preventing of losses but it also means 
smart looking windows at all times—no bedraggled 
appearance is permitted. 

The growth of the firm has been steady from the 
beginning. The proprietors by enlarging as they are 
doing are showing their confidence in the future, Mr 
Hennessy states, and he is confident also that any 
firm built on friendship and personal contacts is on a 
pretty firm basis. 

——-« 

STARTS RUBBER STAMP COMPANY IN IOWA 

Verle W. Allbee of Cedar Falls, Iowa, a started 
the Allied Rubber Stamp Company at 721 W. 17th St., 
in that city AL 
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There’s no|longer a need for linoleum 


with the NEW Browne-Morse POM& top 
| 




































j oan 
| Double Pedestal Desk 
| with flush Plastite top 

~ <= 














It’s Ink-Proof 
Wear-Proof 
Cigarette-Proof 
Beverage-Proof 
Chip-Proof 





It's new. The Browne-Morse Plastite Top 
Desk is not just another desk — BUT IS AN 
gle Pedestal Desk J ENTIRELY NEW APPROACH IN SALES 


overhang 


APPEAL. It’s a desk your customers will 
RE A 5 talk about because it offers a multitude of 
a = advantages that cannot be found in any 
| a other desk. It is the only desk with the 
NEW Plastite Top that is not damaged by 
liquid stains or cigarette burns. Write for 

full information today. 





Only BROWNE-MORSE Makes the Plastite Top 


of Efficiency for America’s Offices " 
‘ Copies of the new 
Browne-Morse Cata 


muskcon Bvowne-lWiorse "en is is 


possible Send in 
your request now 
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MAGICAL—MAGNESIUM 
STRONG AS STEEL AND 
ONE-THIRD LIGHTER 
THAN ALUMINUM! 


ZEPHYR-WEIGHT POSTING 
TRAY. You won't need a Tug- 
boat Annie to lift this beautiful 
tray! And the Model Z is a 
beauty! Modern styling makes 
the ZEPHYR-WEIGHT an at- 
tractive addition to your office 
equipment. You ll have happier 
bookkeepers and a better organ. 
ized operation with LeFebure’s 
ZEPHYR-WEIGHT POSTING 
TRAY. Write today for com- 
plete information some dealer- 


ships available. 


See the ZEPHYR-WEIGHT at the 
Office Management Show, Stevens 
Hotel, Chicago—Booths 54 and 55, 
February 27 through March 1. 


E FEBURE 


CORPORATION 
CEDAR RAPIDS, IOWA 
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Conserve the energy of your 
office personnel with the 











EASY TO LIFT! 


ZEPHY R-WEIGHT 
POSTING TRAY 


OF 


MAGNESIUM 








A NEW Development by |e Fesure 








OUTSTANDING FEATURES... 
e Made of weight-saving MAGNESIUM ~— e Non-skid sheet support 
e Modern styling e Positive manual compression 
e Patented offset and drop rail e Convenient lifting handles 


@ Eye-ease label holder 


NG 
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THE BARRETT QUALITY SHOP 


PAUL L. BARRETT KEEPS BUSY WITH HIS NEW 
VE: N’ r URE, RETIRES FROM OTHER WORK 
A g business, the Barrett Quality Shop, is 


keeping Paul L. Barrett and his wife busy at Fayette- 





ville, Ark. After being located in the city for awhile, 
he Bal erected their own building in which to 

ise their new shop. Buxton & Skinner Stationery 
( St. I Mo., made the drawing of the building 





RECEIVES VISIT FROM FORMER A.P. HEAD IN BERLIN.— 

Paul Barrett, left. shown with Louis P. Lochner, formerly of 

the Associated Press in Berlin, Germany, author, Berlin 

Rotary president, and a member of the last Hoover fact find- 

ing expedition to Germany. In the center is Howard Cowan. 

former A.P. war correspondent. Willis Noll, far right. is presi- 
dent of the Fayetteville Rotary Club. 


re picture which is featured on the firm’s letter- 
The drawing board and materials used in draw- 
mplete details were supplied by the Paul 
npany, San Antonio, Tex. 
grown faster than expected and it 
y for Mr. Barrett to sever his connec- 
Clemco Desk Manufacturing Com- 
ny al Johnson Chair Company. “And that 
eans droppl out permanently from the associations 
I have be fond of these many years,” says Mr 
Barrett Anyway,” he adds, ‘50 years is a long time 
irse and I guess a change will do us 


ns witl oth the 


Quality Shop handles distinctive 
upholstery and drapery fabrics 


OCCa 





— « 


FIRMS PRESENT BONUSES TO WORKERS 
Ne 40 employes of the Utica Typewriter Company 
B |-McKibben Company, Rome, received 
annual Christmas party of the 
Pioneer Restaurant, Oriskany, 


iS¢ it the third 


| fiz Eddie’s 


Bonus checks were presented to all employes, regard- 

f 1 t f service, by Ronald Brownell, Utica 
» operate the 
y McKibben, 
the employes by 


affiliated companies, 
Rome, were presented 
Mrs. Mary Hall, 
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DEALERS 


Now is the time 
to restock with 


STORMS 
PRODUCTS 
CARBON PAPER 


INKED RIBBONS 
CARBONIZED ROLLS 





HERE IS YOUR CHECK 
LIST 


HIGHEST 
QUALITY 


CARBON PAPER 


Typewriter 
e Pencil 
Billing 
Saddleback or Reverse 
Prompt Speed-o-form 
Efficient Hectograph 
Stencil 
Service Binder 
Jacket 
Book 
" One Time 
Special Strip 
Specializing For Ozalid process 
"4 INKED RIBBONS 
packaging for 


under dealer's Typewriters 
Adding machines 
private imprint Billing machines 


Bookkeeping machines 


‘ Addressograph 
Dupligraph 
Speedaumat 
“The Complete Multigraph 
Line” Multilith 
Daters 


Time clocks 


Stands the test 
Flat bed presses 


of time. Special purposes 


CARBONIZED ROLLS 
f for 
Adding machines 
Bookkeeping 
Elliott Fisher Billing 
Autographic register 





Tailor marking 


Neon (asbestos) marking 





Teletype 
Elliott Addressing 


t 
®tconns erens* 


Manufacturer to the Dealer Trade Exclusively 


H. M. STORMS COMPANY 


Storms Building, Brooklyn 16, N. Y. 
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AM@RICAN 


| 
| NUMB@RING:MAC RINGS 


The 
AMERICAN 


NUMBERET TE 


3 Movement 
Numbering Machine 





Consecutive 
Duplicate 
Repeat 
Fully Automatic 
All Steel Construction 
Self Inking 





: =e Drop Ciphers 
654321 Safety Lock for easy 
setting and inking 
Facsimile Impression Weight—Only 7 ozs. 





For sharp, legible numbering, 
Number it with a NUMBERETTE! 





The 
AMERICAN 


ATERETTE 


All Metal 
Dating Machine 


Easy 
to Set 


Automatic 
Inking 


Many Years Capacity 





« Beautifully finished 
Ny in Nickel 


NOV 18°72 Weight—Only 7 ozs. 


Facsimile Impression 
STANDARD TINY TYPE 
NOV 18°72 NOV 18'72 


For regular commercial work 





letters statements bi q 1h dge 


hecks, memorandums, ¢ 





Specify size when ordering 





Clean — Economical Necessary 
Date it with a DATERETTE! 





DESIGNED AND GUARANTEED BY THE 
AMERICAN NUMBERING MACHINI COMPANY, 
MANUFACTURERS OF THE WORLD FAMOUS 
“VISIBLE” AND “5 IN 1,” HAND NUMBERING 
MACHINES. 





WRITE FOR DETAILS AND DISCOUNTS 


AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES., BROOKLYN 8, N.Y 
BRANCH 105 WEST MADISON STREET, CHICAGO 2, ILL. 
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NEW WOOD OFFICE FURNITURE BOOK SURVEYS 
COLOR USE IN MODERN OFFICE 

The Wood Office Furniture Institute has made a dis- 
tinct contribution to improvement of office environ- 
ment in the foim of a new 32-page full color booklet 
titled “Office Planning for Profit.’ 

Just off the presses, this publication reports how 
practical application of modern planning realizes 
profits through increased production of office person- 
nel, less space used and less time wasted. 

Bringing together the most recent findings of archi- 
tects, lighting engineers, color technicians and per- 
sonnel managers, the booklet discusses and illustrates 
the use of color to improve office efficiency 

Included also is data on the five types of lighting 
systems for office areas. The booklet describes the 
semi-indirect, general diffuse or direct-indirect, in- 
direct, semi-direct and direct types. LUlustrations and 
pertinent information make this treatise of direct 
value to office managers wanting to Know how light- 
ing, eyesight and environment influence office produc- 
tion, welfare and morale. 

Stressed is the new furniture finish Softone, desks 
that fit the employee and the job, posture chairs, unit 
modernization through certified wood finishes, con- 
temporary and period styling, and important new 
features of new desks 

In co-ordinating their efforts, the specialists who 
assisted in preparing the manual rate the following 
factors most important in securing profitable office 
operation: Functional desks, posture seating and office 
equipment; advantageous use of color; proper light- 
ing; health and morale of employees; simplification of 
procedures; maximum utilization of space; maximum 
productivity of personnel; and efficiency resulting in 
increased profit (lower percentage of administrative 
expenses to gross Sales). 

Of particular interest to office managers is a check 
list of steps to be taken in planning new office layouts 
or revising old ones. 

One of the chapters deals with proper seating and 
points how the fatigued and uncomfortable employee 
a victim of poor posture equipment, often becomes an 
inefiicient workman. 

The booklet concludes with a dollars-and-cents an- 
alysis of the costs and the results to be expected from 
office modernization. 

Price of the booklet is $1.00 each for single copies 
and $.50 each if ten or more copies are ordered from 
the Wood Office Furniture Institute, 730 Eleventh St., 
N. W., Washington 1, D. C. 

—-_ © 
C. K. LOVEJOY JOINS SCRIPTO. INC. 

Charles K. Lovejoy, president of the Moore Pen 
Company, resigned to join Scripto, Inc., Atlanta, Ga., 
as assistant to the president, effective January 1, it 
was announced by James V. Carmichael, president of 
Scripto. 

Mr. Lovejoy, for a period of 23 years, has been en- 
gaged in all phases of the fountain pen and pencil 
industry, including product engineering, cost and pro- 
duction control, sales, advertising and administration 
During this period Mr. Lovejoy also did product design- 
ing and was responsible for novel design features 
covered by nine patents. 

His leadership in the industry has been widely ac- 
knowledged with membership on the board of directors 
of Adams, Cushing and Foster, Inc., wholesale station- 
ers, and membership on the executive committee of 
the Fountain Pen and Pencil Manufacturers Associa- 
tion 

Mr. Lovejoy was born in Newburyport, Mass., and is 
a graduate of Burdett College and Northeastern Uni- 
versity 

In his new capacity with Scripto, Inc., Mr. Lovejoy 
will be especially assigned to the production and 
promotion of the new Scripto Worthmore reserve ink 
supply fountain pen to retail at $1.00 
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ACKNOWLEDGED 
LEADER 
IN ITS FIELD ! 








MASO’S NEW 
"E-CON-O-ME” 


ALL STEEL 


UTILITY STAND 





IT’S 
PRACTICALLY 
A CUSTOM BUILT 


JOB! 


, This is the 
my FASTEST SELLING BEAUTY 


Maso Has Ever Introduced 


And once you've seen this gleaming little thoroughbred— 
quality built from casters to sleek, smooth, all steel top—you'll 
know why it packs such sales dynamite. The rolled edge steel 
legs are snag proof, shapely, free of burrs with no sharp edges. 
The legs, top, drop-leaf arms and shelves, center brace and 
one piece rigid leg bracket are practically tailor built, they fit 
so neatly, snugly together. 


IT HAS NO EQUAL IN LOOKS, VALUE & PRICE! 

At long last, you are able to offer your customers an all steel 
stand that meets their every demand. Compare the “E-Con- 
O-Me'’ with any table on the market feature by feature, for 
looks, value, utility and price and you won't find its equal any- 
place. Dealers everywhere are telling us it's the outstanding 
leader in its field! 


DON’T FAIL TO ORDER YOUR SAMPLE TODAY 
We know your reorder will follow promptly. 


IT’S A PROVED VOLUME SELLER! 
AN OUTSTANDING PROFIT MAKER! 


JUST CHECK THESE FEATURES 


MASO STEEL PRODUCTS awit sous 


Steel and Wood Office Equipment Chicago 5, Illinois 
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WATSON 


ESTABLISHED 1887 
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Watson's new stock 12-Drawer Docu- 
ment Files and 8-Roller Shelf Units will 
increase the capacity of present instal- 


lations. 


e These new stock units, with the Wat- 
son 400 High Line, provide for expan- 
sion UPWARD where wall space is lim- 


ited and ceilings are high. 


This now enables you to offer an 
extra service to help your customer 
with high line units, available for im- 


mediate shipment. 


Write for folder W-7 on the 
Watson 400 High Line. 





Curtain Case Style 442 = a & 


When you are a dealer for the complete line of Watson 7 : 
stock files, you also have at your command the Watson 


facilities for custom built equipment for Banks, Court 


in| 
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New Document File Unit 
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Houses, City Halls and Hospitals. A few dealer territories open 


WATSON MANUFACTURING COMPANY, Inc., Jamestown, New York 
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RENO FIRM OCCUPIES NEW BUILDING 


Harry's Business Machines, Inc., Reno, Nev., is now 
occupying modern brick structure with two stories 
and a isement at 323 West St. The $110,000 
building not only houses Harry Foote’s business but 
also contains 12 office rooms on the second floor, not 
shown il companying picture 

The s new home of Harry’s Business Ma- 
hines emoved from the small store where Mr 


: 





HARRY’S BUSINESS MACHINES, INC., AT RENO, NEV. 


Foote fir et up business in 1928. The expansion 
which came ith the new building includes sale of 
appliance i radios 

Mr. Fo president and manager and Henry 
Schneide! issistant manager. A native Nevadan, 
Mr. Foote h been in the office machine business for 
1 wears 

The ne lilding is fronted with solid plate glass 

ndov hich permit display arrangements through- 

the re to be visible from the outside of the 

lilding A series of spot lights can be used to focus 
ttention 01 y one display in the store. 

The typewriter and business machine repair room is 

ated ear of the store on the first floor. New 
equipment installed includes an automatic cleaner 
which eliminates the tedious hand labor formerly re- 
lired on business machines 

rhe mez line floor is used not only for offices for 
Mr. Foote and Mr. Schneider, but for the duplicating 
lepartment vhere job work is done for business 

1S¢ 1 nizations in and around Reno 


<>< 


HARRIS REPLACES STRICKEN MANAGER 


Elme H is has been named Cleveland branch 
nager { Ditto Inc., replacing Bruce Stewart, who 
; bee ken with polio. Mr. Stewart’s condition 
reported progressing favorably, but it will be some 
ne before e can return to active sales work 
Mr. Ha ho also is central regional manager 
be aided by Walter H. Greenholt, who was named 
sistant | nch manager 
Mr. Har! s more than 20 years’ experience with 
firm’s duplic: iting machines and business methods 
Mr. Greenholt ha: Ss been connected with the Ditto 
Chicago sale ffice —_GET 
—- 


STANDARD REGISTER PROMOTES KLOPFER 


Standard Register Company, Dayton, Ohio, has 
ted B Kiopfer, office manager since 1942, to 
he post of executive assistant to K. P. Morse, executive 
ice-presi i general manager, and F. E. Shelton 
Jr., Mr. Kiopfer’s assistant since 1945, has been named 
ffice mal 
Mr. KI] supervisor of methods and systems 
three | rior to becoming office manager, and 
ne of intry’s recognized authorities on paper 
rk simplification. A paper on the subject won him 
t rd 1947.—_ AK 
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NATIUNALS 


CONFERENCE 
DESK 








No. 84205 
as pictured 60°'x 36” 


Functionally suited to 
group mectings 


Versatility in addition to 
NATIONAL'S Quality crafts- 
manship gives this beautiful 
walnut desk marvelous selling 
appeal. Normally, a 60" ex- 
ecutive desk, it opens into an 
84" conference table around 
which 8 persons can sit with 
e ease and comfort. A secret 
compartment in the rear is 
ideal for storing samples, rec- 
ords, etc. Made in best qual- 
ity genuine American walnut, 
beautifully figured matched 
veneers and walnut interiors. 
Order a sample for your floor 
today. 


NATIONAL ne 


84 inches 


when extension 
is in use and 
8 people 
can sit around 
it in perfect 


comfort. 


Series 


20 


includes desk, 
table and com- 
bination tele- 
phone and 
storage cabinet. 








HERKIMER, N_Y. 
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OUR NEW 
CATALOG 


Bigger ... Better. . 

New lines added .. . 
Showing the most com- 
plete line of MARK- 
ING DEVICES and 
SUPPLIES we have 
ever offered. 


Write for Copy 
on your 
letterhead 








MARKING DEVICES 


)9F EVERY DESCRIPTION 


sf‘ , 
DomESTIC & EXPORT TRADE 


A COMPLETE LINE 
FOR EVERY PURPOSE 











Line Daters and Numberers, Die Plate 
Daters, Self-Inking Stamps, Time Stamps, 
Stamp Pads and Inks, Notary Seals, Stamp 
Racks, Rubber Type Sets, Sign Markers, 
Brass and Fibre Checks, Corrugated Box 


Dies, Badges, ete. 


Consouipaten STAMP Mee. Co., Ine. 


MAIN OFFICE AND EXPORT DEPT 


44 WARREN STREET, NEW YORK 7, N. Y. 
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COLLISTER HOLDS SOUNDSCRIBER CONTEST 

During the month of December, Collister Corpora- 
tion, New York, N. Y., distributor of SoundScriber elec- 
tronic disc dictation equipment, conducted a demon- 
stration contest involving the new SoundScriber Ty- 
coon recorder and transcriber which were introduced 





SOUNDSCRIBER PRESENTATION—Horace S. Ford. Jr., winner 
of the SoundScriber Tycoon demonstration contest conducted 
by Collister Corp., is presented his $125 wristwatch prize. 
Left to right: John Tracy, Kenneth G. Herring, contest finalists; 
Norman J. Collister, president of Collister Corp.; Mr. Ford, re- 
ceiving prize; Miss A. R. Hahn, managing editor of Sales Man- 
agement magazine; and Judges George C. Wheeler of Office 
Appliances, William R. Schulhof, Jr., of The Office magazine 
and Roger P. Fox, feature editor of Forbes Business magazine. 
in October. These models have a number of new 
features 

The preliminaries involving 17 sales representatives 
were run off in three groups—the judges being selected 
from customers 

The three finalists, John (Dick) Tracy, Kenneth G. 
Herring and Horace S. Ford, Jr., gave their demon- 
strations on Monday, December 19. The judges were 
Miss A. R. Hahn, managing editor of Sales Manage- 
ment Magazine; George C. Wheeler, vice-president of 
OFFICE APPLIANCES magazine; William Schulhof, Jdr., 
business manager of The Office magazine, and Roger 
P. Fox, feature editor, Forbes Business magazine 

Miss Hahn, chairlady of the judges’ committee, pre- 
sented to Mr. Ford, the winner, a $125 Benrus Citation 
wristwatch 

ee 


WATSON MANUFACTURING APPOINTS CADY 

Watson Manufacturing Company, Inc., Jamestown, 
N. Y., manufacturers of metal interior equipment, 
recently announced the appointment of Nelson H. Cady 
as sales representative in the Ohio and Kentucky ter- 
ritories. 

This area was covered by the late Leslie Catlin of 
Cleveland, Ohio, and Dawson Kinsey of Cincinnati, 
Ohio. 

Mr. Cady brings to the Watson staff a long metal 
equipment experience in sales and service—nine years 
as district manager with General Fireproofing Com- 
pany in Michigan and Wisconsin, three years in the 
same capacity in the southeastern states and for the 
past 13 years service as special representative for The 
Globe-Wernicke Company, handling contracts and 
store fixtures 

Mr. Cady’s new offices will be in Room C-6x, Rose- 
lawn Center Building, 7373 Brookcrest Dr., Cincinnati 
37, Ohio, where he will direct Watson sales and service 
for Ohio and Kentucky 
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Mr. Dealer: 


NEW SALES PROGRAM 


Means YOU Can NOW Sell These Nationally Advertised 


VICTOR CHAMPION MODELS 








MODEL 6-6-0 
Full Keyboard 
Adds 9,999.99 

Totals 99,999.99 


MODEL 7-6-0 
10-key Keyboard 
Adds 9,999.99 
Totals 99,999.99 






YOUR CHOICE 
OF KEYBOARDS 


8-column machines also available 


Add the VICTOR Champion Line Now, and... 


YOU ADD...a name known and respected in the YOU ADD...a popular low-priced line of pre- 

adding machine industry for over 32 years. cision-built adding machines now in use by 
thousands of stores, offices, professional men, and 
other businesses. 


YOU ADD... the same national advertised mod- 

els featured in Saturday Evening Post, Pathfinder, YOU ADD...a wider range of accepted office 
Country Gentleman, and other leading magazines equipment. You attract new business and more 
and newspapers throughout the United States. completely serve your present customers. 


TO LEARN IF YOU CAN QUALIFY FOR THIS PROFIT 
OPPORTUNITY, WRITE, WIRE, OR CALL TODAY 


r ee eS SS eS eS eS Se SS SS eS eS eS eS eS eS ee eS SS SS Se eee ee ee ee 5 
. : VICTOR ADDING MACHINE CO. : 
td “fton i Chicago 18, Ill. Dept. OA-2 ‘ 
: | am interested in the new Victor Champion Line of adding ma- ; 
4 6chines. Please send details to: i 
VICTOR ADDING MACHINE CO. : 
t Name ' 
€ . 
Chicago 18, Illinois S Address ; 
:; . ° . ' y 4 
World's largest exclusive manufacturers of adding machines. 1 City State i 
Now in our 32nd year. : Territory where | am now selling: : 
L see SS Se eS eS eS eS eS eS eS eS eS eS eS eS eS eS eS eS SS Se Se ee eeeaaeaneand 
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PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STS., 
PHILADELPHIA 11, PA. 
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WILSON JONES AGAIN MAKES E20 LINE 
After | absent from the market for some time 
now, the E20 line of bound account books is again 
being manufactured by the Jones Company 


Wilson 





ISPLAY CASE FOR E20 BOOKS 


\ l es display rack is available containing 

24 book x 514 inches, in five assorted rulings 

Full ini may be obtained by requesting Cir- 
N lirect from the company 


mee 


BOLTA EXPANDS ADVERTISING PROGRAM 
I increasing sales of Boltaflex all-plas 
al, The Bolta Company of Lawrence 


M ng the greatest national advertising 
Dul ( t six months. 83.000.000 Boltaflex sale 


ver 29,000,000 home 
full page, four-color advertise 
dies’ Home Journal, House Beautiful 
Better H & Gardens and Fortune 

with this consumer advertising, a 
vertu ign will run in the trade press aimed 
ifacturers, upholsterers, automobile 
architects and decorators, through 

everal leading publications 


mMmaae on ¢ 


] tl é ampaign, four-color photographs 
ne merchandise of prominent furni 
re irers. It will dramatize some pieces 
vered e beautiful Boltaflex multi-color prints 


ne in the pearlized and sil- 

lett and still others in the solid tints 
ide range of decorator colors 

purchased over one million 

space to promote Boltaflex 

flex-covered furniture. This lineage is 

e in 1950 as the demand for Bolita- 

row and will be stimulated by the 

advertising support planned for 


exquisite 


tores 


yara 


nd furniture manufacturers tie in 
program, newspaper mats, 
int-of-sale material, counter cards 


tags 
erc] pieces of all descriptions 

e. The |] flex rack to help 
nts sell ] lex by the yard will again be available 
The ti paigns noted directly 
le year. The consumer campaigns 

ues. H. B. Humphrey Company 


B vertising agency 


are avail- 
yard goods depart- 


were to Start 


>< 


BRUBAKER HEADS SERVICE DEPARTMENT 
been appointed head of the 
H. H. Baumgardner Sales & 
y, 369 Spitzer Building, Toledo, Ohio 
Staff, Jr.. Toledo branch manager of 
Cle Mr. Brubaker is well known in the 
I nent, and for the last six 


Toledo’s leading in- 


man ‘ 
Or Man i 4d 


years has 
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School Chairs 


with 


4 ~ Star 
Appeal 


No. 600 Tablet Armchair 


Posture-wise Construction 





Long-life Durability 


School chairs by New Indiana Chair 
Company reflect the expert con- 
struction and fine design that re- 
sult from years of specialization in 
chair. making. Made of selected 
Oak, Beech and Maple—properly 
seasoned and kiln dried, this versa- 
tile school line is made in various 
sizes to meet the require- 
ments of kindergartens 
as well as colleges. Built 
for hard usage. Beauti- 
fully finished in Blond 
Oak, School Brown or 
Blond Beech. 


‘2 


e 
y 


vy’ 
No. 617 ~— \ 
Chair Ie 
KZA 
| | 
\\ 
See our exhibit at the 5 |) 3 


\ 


ake 


NATIONAL SCHOOL EQUIPMENT SHOW 


Room 748 at the Palmer House 


in Chicago—February 12th to |7th 


A 





(gq, NEW INDIANA CHAIR COMPA 


177 




















For a RELIABLE LINE, 
SELL eee 


ALL ALUMINUM 
NO TARNISHING 
NO PEELING 
NO RUSTING 





THE 
IDEAL 
COSTUMER 


FOR LIMITED SPACE 


NO. 204 
WALL COSTUMER 


THREE TO A CARTON 


$3.50 EA. LIST 


GENEROUS DEALER DISCOUNT 












NEW 
IMPROVED 
HEAVY 15” BASE 


WITH 


SPUN ALUMINUM 
COVER 


NO. 450 COSTUMER 


$15.00 EA. LIST 
GENEROUS DEALER DISCOUNT 


Send for New 1950 Catalog 


featuring 


COAT TREES * WARDROBE RACKS « 
WALL RACKS « SAND URNS e 
SMOKERS e UMBRELLA STANDS « ETC. 


GLaRO MACHINE Propucts Co., INC. 


MANUFACTURERS 
FAR ROCKAWAY NEW YORK 
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LOFGREN NEW HEAD OF SANFORD INK 
At a meeting of the board of directors of the San- 
ford Ink Company, Bellwood, Ill., the following execu- 
tive appointments were made: Charles W. Lofgren, 
former general manager, becomes president; H. T. 
Griswold, former president, chairman of the executive 
committee; Russell Carpenter, former vice-president 














CHARLES W. LOFGREN 


and treasurer, chairman of the board and treasurer, 
and Fred Schaefer continues as vice-president in 
charge of sales. 

These appointments, according to the new president, 
represent an official realignment more in keeping with 
the current duties of the men involved. Mr. Griswold 
is expected to devote his time increasingly to advisory 
duties, Mr. Lofgren taking over some of his former 
functions. 

Charles W. Lofgren came to the Sanford Ink Com- 
pany as a salesman in 1932 and progressed from sales- 
man to an executive position in the Chicago office, 
assistant sales manager and in 1945 was made gen- 
eral manager. 

The Sanford Ink Company, founded in 1857, produces 
writing ink, adhesives, and allied products. In 1947 
the company moved into a new plant at Bellwood, 
Ill., said to be one of the most modern in the ink and 
adhesives field 


—-« 


BORTZ BUYS OFFICE MACHINE FIRM 

Colonel Carl M. Bortz, president of T. S. Beckwith 
& Company, Inc., Petersburg, Va., recently announced 
the purchase of a former office machine business. 

The new venture is being operated under the 
name of Office Machine Sales & Service with the 
slogan, “Right the First Time.’ The agency is said 
to have obtained well over its quota for Royals since 
obtaining the Royal Typewriter franchise. Efforts are 
now being made to gain a Victor Adding Machine fran- 
chise in order to complete the adding machine depart- 
ment. 

Colonel Bortz served as district sales manager for 
the Monroe Calculating Machine Company until the 
war when he served as chief of the Office Supply and 
Machine Section, Office of the Quartermaster General. 
Assisting him in the new venture is Clyde E. Belch, 
Royal representative, Cecil Hitchcock, service manager, 
and Robert Elder and Harry Hobbs, both typewriter 
mechanics 

Working as companion companies, both the T. S 
Beckwith & Company and the new firm are operated 
as completely separate entities 








oL® BOC STOAE 


Mr. and Mrs. W. C. Ross announce the recent ar- 
rival of a new daughter, Helen Gertrud-Ann. The 
proud father is a manufacturers’ agent for a number 
of products in the Northwest 
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THE STANDARD FURNITURE COMPANY 


(8 METALINTERIOR EATURE . 











ai THE NEW 
METAL- INTERIOR 


The Metal Interior is an integral part of the traditionally 
fan STANDARD construction . . . neither changing 
illy-desirable features nor affecting the over- 
and appearance of Fine Wood Furniture! It 
ore as an adjunct to fine woodworking prac 


ling it additional functional features! 





FINGERTIP DRAWER EASE! 








NnNooooooooooooooooonoo00 














Stan, rs Py - = * 
P F 
ERICAL DESK 7 


IN ADDITION TO THE MODELS ILLUSTRATED, THE 5800 GROUP — METAL INTERIOR SERIES INCLUDES: 








STANDARD Office Furniture is sold by leading Office Equipment desiers im principal cities and communities Se 
ee ee ee ee ee ee ea ee 


We ‘ 
Se@eOUoo0ooooOooo 


TAMPER PROOF LOCK 
COMTROLS BOTH PEDESTALS! 


90s not standard unless 4s Manutactured by the Standard Furniture Company, Herkimer, N.Y. 
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An Announcement of Major Importance 


BATES ACQUIRES MERCURY 
STAPLERS AND STAPLES 





THE MERCURY SR. 


In January, 1950, we acquired all physical assets, patents and trademarks 
of The Consolidated Wire Products Company of New York, makers of 


Mercury staplers, tackers and staples. 


In the future, therefore, please order all Mercury Products from us. Prices 
remain the same as those currently listed. Orders for all Mercury staplers 
can be grouped with Bates Model C stapler to take advantage of quantity 


discounts. 


The addition of this new line will not put another stapler on your crowded 
shelves; rather, it will serve to strengthen an existing product by putting 


behind it the goodwill and manufacturing skill of Bates. 


)/f ] ( , 
Phase Se ad uit talons to our Orange, lee persey, office 


The BATES Manufacturing Co. 


Orange, N.J. « New York Office, 30 Vesey Street 


BATES NUMBERING MACHINES, STAPLERS, LIST FINDERS, PERFORATORS, EYELETERS, ETC. 
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PACIFIC NORTHWEST NOTES 
C. M. Litteljohn, Correspondent 


Dr. August Dvorak, long associated with typewriter 
keyboa! vements, and a professor who has con- 
ted s} typing contests, at the University of 
Washingtor t Seattle, has turned over patent rights 

a one i typewriter keyboard to two victims 
of poliomys s. Dr. Dvorak recently made a trip to 
New York City, where he conferred with Miss Ruth 
Ben’Ary er husband, who started the Typewrit- 
ing Institute for the Handicapped Inc., after Miss et . 

Ben’Ary | taught typewriting to other paralytics at y s+: YOUR finger pressure 
Warm S| for 16 years WILL INSTANTLY RELEASE 
f ame interested in the noted keyboard > 

man’s n ine two years ago, and the professor is THE perma-grip lock 
onvince it they will be in better position through 
his patent hts to aid the crippled, as the institute 
is teachi mputees to use the machines and aiding 

ich stud » get jobs as typists. The Typewriting 
Institute nning extensive work in vets’ hospitals 
rehabilit enters and homes for crippled children, 
while al iling typewriters to businessmen and 




















T} I tional Business Machines at Seattle, 
Wash., ha ken temporary quarters at 2015 Third 
Ave., for ind service as well as general offices 
VMeanwhil eir headquarters at the corner of Fifth 
Ave. al \ ia St., Seattle, is undergoing extensive 

modelir from rear walls to exterior 


The 1 \ ity Book Store on University Way, near The NEW 


he am] f the University of Washington, has 
he Seattle Story” program in which the 


nch a 
ndi rowth of this large stationery and book ll | m 0 C in e r 
ne folded over the air The University 


Bo k St founded on January 12, 1900, just 50 
yeal two university professors put up $50 CESCO’S LATEST TIME-SAVER 












betwee! to start this store A cloak room in 
Denny H he campus was the store’s first loca- 
. h ; Pi cay ay, re grasa Only slight finger pressure will immedi- 
. ¢ ately release the tenacious hold on the 

pave e of the wittiest of auctioneers in posts. The cover is removed easily and 
Seattle, Lou Greenfield, who Knocked down typewriters smoothly, without danger of faulty opera- 
sizes, standards and portables, in tion. 

is lar Christmas auction sale whereby the 
Northwe I ewriter Company sold large quantities 

the highs idders 


Morton H. Caine Portland Ore., architect, has merely replacing the cover, it will 


wn ; ew office building for the Oregon automatically lock with a vise-like rip 
netropolis, f hich bids are to be shortly called for that will hold until voluntarily released. 
Bids f te office building structure to cost The mechanism cannot rattle. 


illion dollars are expected to be called 
February 1 


S} & Borden Company, of Spokane, Wash 
a new amendment to its petition Accurate machining of fine quality steels 


used throughout ensures constantly smooth 


; 























naking the time of its existence 
( operation. No parts can break or work 
loose, and wear is minimized. 
G1 le expanding city of Kennewick 
Wash.., 1 m project area of the federal scien- DEALERS: Write today on your business stationery for prices 
7 . . ’ 
for a big office building. which has and free descriptive folders imprinted with your firm name! 
een blue ind engineered for early establish- 
Thomas Pelly’s Radio Chats on Monday evenings 44.07 Twenty- Fiest cenit Long Island City 1, 
KJR ecoming civic institutions in Seattle 
his he f Lowman & Hanford Company, and 
ident e Seattle Chamber of Commerce reports 5 
mar hoavino *¢ in with tcrin + . ont —— | Aa 
lany having to do with civic bettermen | MODERN LOOSE LEAF / 
omn velfare Wr eevee a 
The ( \dding Machine Agency at 906 West @& 
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TRANSFER CASES THAT 
ROLL EASIER! 
SELL EASIER! 








——_ — 
FE 























Drawers push and pull easily 
under full load. Reinforced 
heavy gauge, welded stee 
construction Bolt together 
vertically and horizontally 
interlock feature 











CARDINAL 


STEEL TRANSFER 
CASES 








ORDER YOUR STOCK NOW — 
BE READY FOR TRANSFER TIME 


Place your order now for these exceptiona ransfer Cases. Olive 
Green baked enamel! finish. Made in Letter i nvoice, Ledger, 
Document 2 compartment, Check, Card and Tabulating Card sizes 
, high base and follower blocks available 


WRITE FOR BULLETIN AND PRICES 
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Second Ave., Spokane, Wash., has recently announced 
it has been appointed as official dealer in the Spokane 
area for the Clary Multiplier Corporation 

om * > 

Helping needy children of Seattle at the Yuletide 

was a special fund happily contributed by staffs of 
Lowman & Hanford Company, and the Seattle em- 
ployees of John Graham & Company, stationery house 
of Spokane, Wash., with a branch in that city 

* * - 


Modernization of its equipment and setup to the 
last detail has just been carried out by the Aaberg 
Fuel Company, of Tacoma, Wash. Not only was coal- 
handling and other fuel equipment of latest type in- 
stalled, but new and most modern office machinery 
to accompany it. The H. D. Baker Company, 1007 
Pacific Ave., Tacoma, took considerable pride in supply- 
ing from its stocks finest office equipment and type- 
writers. 

— 

HANSON MAKES DISPLAY STAND AVAILABLE 

An attractive counter display stand for postal scales 
is now available to dealers, distributed through job- 
bers by —y Hanson Scale Company, 525 N. Ada St., 
Chicago 22, Ill 

The over-all dimensions are 18 inches wide by 14 





HANSON SCALE DISPLAY STAND 


inches deep and it constitutes a postal scale depart- 
ment in a minimum of counter space. The stand is 
wood, upright supports finished in light toned natural 
wood, platforms in light grey green 

The display is modern in design and finish and fits 
into the furnishings of the finest office equipment de- 
partments, declares the Hanson firm 


oe 


CLARY USES METER PLAN IN SALES 

Following tests in Los Angeles, Calif., Clary Multi- 
plier Corporation is now selling its cash registers and 
adding machines nationally to retailers on the meter 
plan patterned directly upon the idea widely used for 
the sale of home appliances to customers 

Tried in Los Angeles during October and November, 
the plan resulted in the biggest sales months of the 
year, according to Hugh L. Clary, president 

Although the meter plan has long been used to sell 
commercial refrigeration and similar equipment, this 
is the first time it has been used on office machines 

Retailers buying on a meter basis are required to 
make a daily deposit of two to four quarters, for 
periods up to 22 months. 

Advertising headlines read: “Retailers—two quarters 
a day puts this bookkeeping cash register to work for 
you.” Copy highlights features of the machine, con- 
tains a coupon offering a booklet and full information 
about the meter plan 
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nice guy” 


Une | 
Spl cane wr But, he never thought of a desk as an adaptable, 


efficient working tool. Nobody did until recently. 


> Standardized dimensions that save floor space yet 
yin yn nun Auf, give more efficient working areas, drawer arrange- 
ments that can be quickly changed to suit new 


ty a. requirements, and complete standardization of 
950 pyrene ee 


parts, are new! They are part of the M/ultiple-15 


principle — the greatest improvement in desk 
we rw Uf engineering since the invention of the drawer. 











Mutltiple-1 5 desks are colorful and attractive, too. 


petilitle 9 nt With Muliple-15 desks you can plan an efficient, 


4 ? 
attractive office at low cost! 





c 
ULTIPLEL) 


| Write today for "Tooling Up Your Office’ 





24 pages. A new concept in office equipment 








— ee ey 


Busiriess Equip Jae a 


Desks, chairs, files—featured by the leading dealer in your city. 


METAL OFFICE FURNITURE COMPANY ¢ Grand Rapids, Michigan 
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Your customers deserve the Best 
.eegive them a better product...and 


they’ll be better customers... 


TWO HEADLINERS 


Quality Park Quality Envelopes that assure 
customer satisfaction and bring repeat business 


* FLAT MAILING ENVELOPES * CHAMPION CLASP 








Mailing envelopes with double gummed 
flaps, wide seams, heavy durable stock for 
maximum protection and service. Available | 
in eight sizes. Boxed in 100’s. It’s the finest 
mailing envelope you can offer customers. ‘si 








The Champion Clasp has won fame as the “i 
ideal envelope for catalogs, samples, book- e valit y Park means 


lets—improved metal clasp with rounded i 
edges; extra wide, heavy gummed seams Quality Products... 











and flaps. Available in 23 sizes. Ivory or Quality Service...and 
Kraft—100 to the box. _ Quality Packaging 
Sold Through Dealers Only £ 


MOOALENY DARK BV VRTODRTEON ( Qualiy Ih 


General Office and Factory, Quality Park, St. Paul 4, Minnesota _ 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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NEWS NOTES FROM NSA DISTRICT NO. 5 


H. M. Donisthorpe, Correspondent 


Che inapolis Chapter of the Fifth District 
Travelers Club had a farewell party for Henry C. 
Hank) Walden, who has been transferred to Atlanta, 
Ga., by t Wilson Jones Company. The party was 
ttende 26 travelers and dealers. At the noon 
inche Hank was presented a large cake. He was 
ilso give very nice traveling bag. We are all going 
to mi Hank in this territory 
* ¢ * 
The re monthly meeting of the Detroit Chapter, 
Fifth D Travelers Club, was held Monday, Decem- 
ber 5, at the Olde Wayne Club. Tom Low, chairman, 


very well-attended meeting. Election of 


fficer he coming year took place and the follow- 
Chair Harry Kaercher, Parker Pen Company; 
secre Scott Purvis, Joseph Dixon Crucible Com- 

A nev ember, Dick Laurel, Minnesota Mining & 
Manufa Company, attended his first meeting 
vith T The chairman would like to see more 
membe tending these monthly meetings. Any mem- 
bers wl re in Detroit the first Monday of the month 

sure t ttend 

Ralph Schafer, Beecher, Peck & Lewis, Detroit, who 
recent ffered a heart attack, is coming along fine 
He is fined at home for*’a long rest 

The rs of Detroit Association held a recent 
meeting at the Fort Shelby Hotel with Leo Bigelman, 
Modern Office Supply Company, presiding. New officers 
vere elects serve for the coming year. They are 
Al Huntington, Gratiot Office Supply Company, presi- 
lent, and Gene Grenon, Leonard & Company, secre- 

> > > 

Bill Beck, Wolverine School & Office Supply Com- 
pany, Hillsdale, Mich., is still confined at home recover- 
ng fron eart attack 

The Chapter of the Fifth District Travel- 

Clul i the dealers in Cleveland had another 

ndertf Christmas party this year, bringing a big 
yhristn even families. They gave toys to the 
hildre1 food to the families and also sent coal 

A sobs ed clown and a magician furnished en 


1 Santa did his part in giving each 

ild th they wanted 
Jack Priefer, Eaton Paper Corporation, was chairman 
t committee with him were William 


most 


na i l] i tne 


Kane, Oxi Fili 


ng Supply Company, Inc.; Jack Clark, 

W. A. Sheaffer Pen Company; Herman Davis, Central 
)} Pa mpany, and W. J. (Dixie) Carroll, Eber- 
ird Faber Pencil Company. This group met at the 
me of R. F. Douglas, W. H. Gunlocke Chair Company, 
ere the ves joined them in wrapping the gifts 
the cl ren. The committee really deserves a big 
fine job. They tell me M. G. Patterson, 
Speed | Company, Inc., made a swell Santa 


—- « 
ROCHESTER FIRM HONORS EMPLOYEE 
purchasing agent and store manager 
r the la years of the John R. Bourne Company 


Rocheste N. Y., office and stationery supply firm, 
is honors party in the store recently. The oc- 
sion V Mr. Barnums retirement 
Philip H. Yawman, owner of the company, an 
uncer tion of William Ludwig to purchasing 


manager, succeeding Mr. Barnum 
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STREAMLINED 
FOR GREATER 
EFFICIENCY 





Dri-Kwik’s newly designed box with rolled 


edges and rounded corners is modern, smart- 
looking, with the kind of eye-appeal that 


stimulates sales. 


Che pad itself needs no build-up to those 
already selling it. Dri-Kwik Stamp Pads are 
carefully constructed of a specially woven 
felt and muslin on a_ perfectly insulated 
block, Nature’s lightest and most resilient 
It is inked with Dri-Kwik Ink, 


specially made froma secret formula, odorless 


foundation. 


when stamped, moist 


black, 


blue, green, cellophane w rapped. 


and instant-drying 


while in stock. Colors—red, violet, 


Dri-Kwik Pads are good, steady sellers. Be 
sure you have plenty on hand. Now avail- 


able for immediate delivery—Sizes #1—23/,” 


” l 
‘ x 6 


x 414," and #2—3! ,”. Inquiries invited. 





Marking Equipment Ca. 


82 Fulton Street Elizabeth 1, New Jersey 
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DARNELL 
CASTERS 


@ Save Money, 
Floors, Equipment 
and Time by using 
DARNELL Casters 
and Wheels... Al- 
ways dependable, 
these low-cost 
floor protection 
products have 
been made to give 
you a long life of 
efficient, trouble- 
free service. 


WRITE FOR 
FREE MANUAL 





DARNELL CORP. LTD. 

LONG BEACH 4, CALIFORNIA 
60 WALKER ST., NEW YORK 13, N.Y. 
36 N. CLINTON CHICAGO 6, ILL. 
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Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


In spite of the general talk of slower times, office 
appliance people came through the year 1949 with 
remarkably good showings in Southern California. 
Also, they are for the most part viewing the coming 
year with optimism. 

The Christmas season started early and on the 
whole was a live sales period. Lines of merchandise 
in the average stationery store offer themselves readily 
to the gift season period, both manufacturers and 
merchants have learned more and more about attrac- 
tive holiday display, and portable typewriters as gifts 
are becoming more and more popular. 

For those not living in Southern California, particu- 
larly those living at a great distance, it probably is 
difficult to visualize the stupendous growth going on 
unabated in this section. The development probably 
equals anything in the whole history of the country 
and likely surpasses it. The equivalent of a good-size 
little city, with a long line of business establishments, 
will spring up in a very few months at a busy boule- 
vard intersection and people living here will not think 
too much about it.. For example, at the Vernon Ave.- 
Crenshaw intersection, a city has sprung up within 
the last three years serving a population equal to that 
of all Kansas City. The new business section at the 
Pico-Sepulveda intersection already bids fair to be a 
complete little city in itself with department stores of 
good size and all the other types of business estab- 
lishments that make up a complete shopping area. 

These are but two of the dozens of new shopping 
areas now building and enlarging. Keep in mind that 
these are not just a few little semi-rural shops, but 
business establishments of city calibre. Naturally such 
erowth can not go on without a keen demand for 
office furniture and office equipment of all kinds in 
large amount. In other words, the very nature of the 
times and tempo makes business good. 

The number of new stationery stores opening dur- 
ing the year just closed is startlingly large, if we 
allow growth to startle us. There is no reason to an- 
ticipate a slackening, but rather a quickening, of this 
tempo during 1950. There is no real reason for pes- 
simism out this way unless something extremely un- 
usual of an international character should strike the 
good old world 

* * * 

Dr. Clayton D. Carus, professor of foreign and do- 
mestic trade at the University of Southern California, 
at this writing is scheduled to be the main speaker at 
a meeting of the Stationers Association of Southern 
California Wednesday evening, January 18, at Carl’s 
“View Park.” His subject is “Business Trends for 
1950.” Members of the Golden State Travelers Club 
have also been invited to attend the meeting. 

At a luncheon held January 3 at Mike Lyman’s Res- 
taurant, Hill near 8th, Los Angeles, the Golden State 
Travelers Club elected the following officers for the 
ensuing year: president, Robert H. Heck, Pasadena; 
vice-president, Carl W. Draper, 843 S. Los Angeles St.; 
secretary-treasurer, Reginald C. Holliday, Scripto rep- 
resentative. 

On December 15 the Travelers held their annual 
holiday luncheon also at Mike Lyman’s. A number of 
local stationers were guests. 

» = * 

D. C. Walker, head of the Systems Division of Rem- 
ington Rand, 711 S. Olive, Los Angeles, reports that 
Don Squires, special Remington Rand representative 
for Air Force work, with headquarters in Dayton, 
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This combined line gives you 


TOP PROFIT PERFORMANCE! 


® e@2@e@e@8 @ @ @ @ @ this year, do as thousands of leading 











..the celebrated 
ALL NEW REMINGTON 
PERSONAL TYPEWRITER 





...the fast selling 


/OP flight 
Hand and Electric 
ADDING MACHINES 





a balanced line 
of CARBONS 
ond RIBBONS 


his streamlined beauty with 15 exclu- 
sive and plus value selling features will 
be your top portable salesmaker for 1950 
Dollar for dollar it can’t be beat... 
because feature for feature it can’t be 
matched. Get your share of the tremen- 
dous portable market that exists in your 
area today . . . Get it with this ALL 
NEW Remington! 


eee oeoeoevde2e8e8e¢eeceses 6 


TOPflight’s simplified 10 key keyboard 
handles figures as fast as fingers can move 

brings speedy .. . accurate figure facts 
to every business in your area. That's a 
big market! And you can tap it with 
TOPflight . . . just as thousands of dealers 
already have! No other adding machine 
gives you all of TOPflight’s selling 


features. 


»@@eedetee¢esess8sé6 


Invincible . . . Everlasting . . . Character 
carbon papers and inked ribbons—plus 
the amazing Remington Rand 100% 
ALL NYLON Ribbon—give you a bal- 
anced selection to fit every customer's 
needs. Packaged for ready recognition... 
priced for profit—this sop selling line is 
available in a variety of standard sizes... 
and inkings. 


finishes .. . weights . 


dealers already have done —take on 
the Remington Rand line of world 
famous . . . top profit making port- 
able typewriters...adding machines 

. supplies . . . and equipment. 
Available from one source, this com- 
plete selection of the fastest selling 
products fills every office or personal 
need. Every product is priced for 
ready purchase . . . priced for ready 
profit . . . backed by hard hitting 
advertising and promotional mate- 
rials to really help you sell! 





GET YOUR 
COPY OF... 


THE STAGE IS SET FOR PROFIT. Con- 
tains complete descriptions of the top 
selling selection of portable type- 
writers . . . adding machines . . . 
supplies . . . equipment—plus price 
lists and ordering information. You 
can sell direct from this information 
packed sales aid. Ask your local 
Remington Rand Dealer Sales Repre- 
sentative for your copy—or mail the 
coupon today! 


Copyright 1950 by Remington Rand Inc 





Rlomington Btand 


DEALER SALES DIVISION 


First with Combined Lines 





315 Fourth Avenue, New York 10, N.Y. 


FIRM NAME 


ADDRESS 


CITY 
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Please send at once my free copy of THE STAGE IS SET FOR 
PROFIT plus detailed price lists and ordering information: 


ZONE STATE 
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DOPP-BILT for Quality 


PRICED TO TODAY’S MARKET 


for Volume Sales! 






















and 
OWhide 


PORTFOLIOS 
Exceptionally fine 
quality, large ca- 
pacity, multiple 
pocket portfolios 
with disappearing 


handles and leather 
gussets. Dopp-BILT 
in smooth or em- 
bossed Top Grain 
and Split Cowhide. 






ny 
ets ® 
potto™ 

















Big-VALUE By 
Salesmen, 


YS in top de 
Executives! 


mand by Students, Teachers 
Quality-made to SELL—by 






makers of ¢ 

Selling Toilet ra famous DOPP-KIT, America’s fast oa 

ally Ad : “- and a complete line of _ 
vertised fine leather goods omer Nation. 








Write for Catalog of DOPP-BILT Profitmakers! 


CHARLES DOPPELT & C0., INC. 


2024 S. WABASH AVE., CHICAGO 16 
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een 
TRADE MARK 


WOOD SHELVING 


NO NAILS! 
Patented 
Locking Brackets 
factory applied 


NO SCREWS! 
All parts precision 
cut—ready 
to assemble 





SETS UP 
WITHOUT 
TOOLS! 
Completely 
packaged. 
Easy to Stock. 
No “Servicing” 
needed. 















LIBERTY PREFAB WOOD SHELVING was designed 
with the stationer in mind. An ideal, easy to stock, 
easy to se!l product that adds new profits. Its uses 
are unlimited —Office, Home, School and Factory 
need and use Liberty PREFAB WOOD SHELV- 
ING. National advertising promotion through 
leading business publications creates new de- 
mands and sales potentials. Display and sell 
Liberty PREFAB WOOD SHELVING. It will open 
a whole new market for you. 





Write today for complete details, catalog, circular, 
prices and dealer discount. 


BANKERS BOX COMPANY 
Stace 1918 


720 South Dearborn Street Chicago 5, Ill. 
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Ohio, at this writing is scheduled to fly to the West 
Coast some time in January to attend to business 
matters. Mr. Squires will visit Muroc Air Base and 
also in I Angeles 


> i > 
C. F. and H. C. Sanders, father and son who are 
proprieto! f the Western Typewriter Company, 2516 
E. Gage Ave., Los Angeles, say that the week before 
Christmas business really picked up very well and 
that 1949 totals were very satisfactory. They say the 
location of their store is an excellent one in the in- 
justrial area of Los Angeles 

By the y, Mr. Sanders Jr. thinks the best news 
yf the year is the birth of his son, Gary Clifford, on 


Russell Bassett, who represents the Hunting-Roberts 


Company, 2223 East 37th St., Los Angeles, before at- 
ending les meeting of the Metal Office Furniture 
Company in Grand Rapids, spent some time in the 
Portland territory calling on the company’s clients. Mr 
Bassett ked in conjunction with Dick McElhose, 
the Hunting-Roberts Northwestern representative 

Donald Goodwin of Fowler Brothers, 414 W. 6th St., 
recently irned from an eight-months’ tour through 
Europe al the British Isles. While away he visited 
many bool 1 stationery stores. Mr. Goodman says 
he foun e very finest ones in Switzerland. Those 

Engla! France and the Scandinavian countries, 
were alsi f very special interest 

Fowler Brothers is beginning 62 years in busi- 
ness. The store was opened late in 1888 by J. W. 
Fowler W. A. Colwell at 111 W. 2nd St., then an 
importa! location in Los Angeles, a city of about 
34,000 peo] 

Donal] he son of Willard Goodwin the general 
manage! Sieg Lindstrom, a grandson of the late 
J. W. Fowler, the founder, are both taking an active 
part tn isiness 

Fred Morein, manager of the supply department at 
Fowlers, | purchased property on the Rogue River 
in Oregor th the thought of some day making it his 
home 

The Southern California Adding Machine Company, 
947 S. Broadway, Los Angeles, is now handling an 
Italian printing calculator which was first introduced 
in the United States at the national OMDA conven- 
tion hel st June. This calculator is something en- 
tirely new in the field, according to Gordon E. Miller, 
yne of the proprietors and president of the national 


OMDA 


Carl Variel Grimes is the name chosen for the son 


who arrived at the home of Mr. and Mrs. Carl G. 
Grimes Jr n December 1. The baby, who weighed 
nine pou! four ounces, is the first grandson in the 
Grimes family. His grandfather was the late Carl G. 
Grimes Sr f Grimes-Stassforth Stationery Company, 
737 S. S} St., Los Angeles 

a « 

Caso Mayo opened a stationery store in Tia Juana, 
Mexico, in December, according to A. C. Hauser of the 
Columbia Stationers and Printers, 315 S. Spring St., 
Los Angel vho does the purchasing of supplies for 
he new f Caso Mayo is also the exclusive rep- 
esentative f the Royal Typewriter and the National 
Cash Re in Baja, Lower California. 

The ne re in Tia Juana has a 26-foot front 
This is ve inusual, for most business houses in the 
irea hav narrow fronts 

> > 

Being nex loor to a branch Post Office increases 
sales in cards according to Neil W. Barnard, 
propriet f the Wright Printing and Stationery 
Company, 4161 W. 5th St., Los Angeles 

Mr. Barnard has been in business for himself for 
the past 14 rs and in the present location for the 
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LIBERTY BOXES) LEAD THE FIELD 
































Siace 1918 


More than 89,000 satisfied users 
testify to the LIBERTY Box posi- 
tion as the leader for the storage 
of INACTIVE RECORDS. When 
concerns like Western Electric— 
General Motors—U. S. Gypsum— 
Zenith Radio—Chicago and North- 
western RR repeat their orders for 
LIBERTY Boxes year after year, 
there must be good reasons. If you 
are not stocking and selling this 
quality product—this large volume 
repeat item—we invite you to 
write today for our latest Catalog 
and complete details. 


Our dealers are backed by national 
business paper advertising and 
many FREE selling helps. Write us 
TODAY. 


BANKERS BOX COMPANY 
720 SOUTH DEARBORN STREET 


CHICAGO 5, ILLINOIS 
189 











A “PAIR OF CHAIR VALUES” 
HARD TO BEAT! 


BEAUTIFULLY 
TAILORED 
UPHOLSTERY 


Du Pont’s Simulated 
Leather 









CORRECT STYLING—CORRECT POSTURE 





QUALITY CONSTRUCTION AND FINISH 


JASPER SEATING CO. 


ques AS ETS 
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past ten years. His printing plant is located at 255 S. 
Western Ave 

For the first four years Mr. Barnard operated the 
printing business only, and then added stationery. He 
believes he now has the largest stock of commercial 
stationery west of downtown Los Angeles in addition 
to his social lines. 

Prior to establishing his own business Mr. Barnard 
was Outside salesman for the Grimes-Stassforth Sta- 
tionery Company, 737 S. Spring St., for a number of 
years 

> * bd 

Gordon E. Miller, president of the national OMDA, 
has been chosen to install the new officers of the 
Southern California OMDA at the installation ban- 
quet to be held January 28 

H. Van Dalfsen, proprietor of the Beverly Office 
Equipment Company, 363 S. Robertson Blvd., is chair- 
man of the banquet arrangements 

The following are the newly-elected officers: presi- 
dent, Otis A. Kissack, Santa Barbara; vice-president, 
H. Van Dalfsen, Beverly Hills; secretary-treasurer, 
Gene Hart, Los Angeles. The following have been 
chosen as directors for the ensuing year: V. J. Booher, 
San Pedro; Jerry Brewer, Hollywood; David T. Ligon, 
Glendale; Hal Pettit, Los Angeles; Harold W. Scott, 
Beverly Hills, and Ed Suderman, Pasadena 

Eldon Miller has been appointed executive secretary 
of the association. 

* * »* 

Bernard Hall, proprietor of the Nocturnal Office 
Equipment and Furniture Company, 1207 E. Florence 
Ave., Los Angeles, reports a fine increase in business 
since moving into his present quarters in February, 
1949. In fact, sales, he says, doubled those of the pre- 
vious year, due partly at least to the larger show room 
space he now has. The former store had only 1,200 
square feet of display area while the present one has 
3,000 square feet. Mr. Bernard opened his first store 
in March, four years ago. 

o * * 

Blake Lockard, secretary of the Stationers Associa- 
tion of Southern California, reports that C. A. Thomp- 
son, who was formerly in the cash register business in 
Los Angeles, recently opened a store at 472 N. Palm 
Canyon Dr., Palm Springs. The firm name is Palm 
Springs Cash Register and Stationers 

Mr. Lockard also announces the opening of the 
Desert Stationers in Twenty Nine Palms by Robert J. 
Sanders, Jr. and Stanley Rask. The date set for the 
formal opening of the store was January 16 

* >= ” 

Brights Typewriter Exchange, 604 S. Brand Blvd., 
Glendale, is now doing wholesale typewriter painting 
for dealers. Andrew Bright, the proprietor, says a sil- 
ver tone finish is the most popular of the 17 colors 
offered. Many of the machines are shown regularly on 
the Sunday television program sponsored by the 
Southern California Office Machine Dealers Associa- 
tion 

—_<« 
S. J. OLSEN MOVES TO NEW STORE 

The S. J. Olsen Company of Milwaukee, Wis., will 
move from the present location at 625 Second St., toa 
newly-remodeled stationery and office equipment store 
at 822 N. Third St. Mr. Olsen announced that moving 
day will be on May 1 and that a grand opening of the 
new store will be held around June 1. This grand 
opening likewise marks the twenty-fifth anniversary 
of this progressive dealer. 

The offices of the company are S. J. Olsen, chairman 
of the board; Mrs. S. J. Olsen, president; L. E. Thomp- 
son, vice-president and general manager; E. W. 
Doepke, vice-president; Miss Vyvyan, secretary and 
treasurer and Art Finger, stationery buyer and store 
manager. 

Further notice relative to the exact date of the grand 
opening will be given in a later issue of this magazine 
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SHIPMENTS ARE NOW GOING FORWARD OF 


“THE WORLDS MO/T VERMATILE DE. 


THE NEW 3000 SERIES HAVE YOU ORDERED YOUR SAMPLE? 


a FEDERAL 
porn 


Desks and tables of press-formed laminated woods with the 
efficiency and durability of steel drawer-interiors have 
created an outstanding advancement in the construction 
of functional business furniture for lifetime durability, 
utility, and beauty. Interchangeability of pedestals, drawers 
and tops affords greater flexibility and economy of Dealers’ 
inventories. Write for catalog and prices. 













SOLD EXCLUSIVELY THROUGH 
AUTHORIZED DEALERSHIPS 


DESIGNED, PRODUCED 
AND DISTRIBUTED BY 


2412 PENNSYLVANIA AVE, N. W. Tel. DI. 6868-69 »* WASH. 7, D.C. 





* Aievica’s “Fimtst Stak avd 
mericas ~ inest f eet eS5kR 
f ew ow f[~ rices 


+ AFFORDS 


CHAMP 
DESK TRAY 


“A Better Desk Tray in Every Way” 
The name NU-CRAFT PRODUCTS 
CO. stamped on every tray is your guar- 
antee of quality and construction 



























































POINTS OF SUPERIORITY 
t € lid piece, not three pieces. 
n tray—not air dried 
rely eyeletted to tray will not 
ar finest furniture 


. — - 8 ert is 
, ‘ > “eee” Ta : 
ned design and pleasing finishes —_ : oy - is S Ya 
CHAMP a welcome addition to mente apenas 0 iy at 
~— 
ries * PATENT PEN NG 





RUBBER 
FEET 











THREE FINISHES 
SRAY -WALNUT- GREEN 





illustrated circulars and 


a AVAILABLE IN LETTER AND LEGAL SIZES 


and discounts. 


NU-CRAFT PRODUCTS CO. 


163 Pacific St., Brooklyn 2, N. Y. 
Triangle 5-8831 Dept. A. 
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LOOK 


The Toledo Metal Furniture Co. 








PRESENTS 


Littlhe Dandy 


Typewriter Stands 





No. 671-LSX 


TWO SIZES 
With or without side leaves 
With or without locking device 
FIVE-PLY WOOD TOPS 


and side leaves 


COLD ROLLED STEEL 


bases 


Our name is your guide to 
quality 


IMMEDIATE SHIPMENT 


Send for catalog and price list 


The Toledo Metal 
Furniture Co. 


1001 Hastings St. ° Toledo 7, Ohio 
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GUIDES AND FOLDERS 








ADVANCO 
STEEL FRAME 
(adjustable ) 
for use with 


Suspend-O-Folders 


SUSPEND-O-FOLDER 


to use with 
Advanco Steel Frame 


SUSPEND-O-FOLDER 
Personal Desk File 


For more than 25 years, we have been offering 
our wares through the dealer exclusively. 
i aaiia for our Illustrated Price Lists 
Manufacturers 


SUSPEND-O-FOLDERS 2 FILING SUPPLIES 
MANIFOLD BOOKS @ PRINTED STOCK FORMS 


ADVANCo 
ADVANCO PRODUCTS 


Division of Ad) ance Salesbook Co. 


148 West 24th Street, New York 11, N. Y. 
Telephone CHelsea 3-1276 
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DINNER HONORS RETIRING EMPLOYEES 


Will I. Halsey and Courtland 
iate rhe Est erbrook Pen 


30 yeal tively, were honored at 
Benjamin Franklin Hotel, Philadel; 
the East« Divisional Sales meetings 
f irm’s established 
M1 riginally employed 


Tork C ity office 


Su bse q 









WILLIAM I. 


HALSEY 





F lal vy and later became New York office 
nage March 18, 1930, he was elected to the 
ffice of f the company. Mr. Haisey has been 
ne! Boston Stationers Association for 
‘ h, affectionately known as “Pop 
esent é Esterbrook in ths 
Ne I since y2 Referring to Mr 
VW f ost popula! traveling men in 
Ne f omp f that Po} 
i pe ff 
I f ce-presildae! in cnarge ol alt 
otion of J T. Wilson, Jr., t 
With Esterb »*k since 1939, Mr 
Wils ed important experience as an Ester 
a V t New Englan 
f 
le 
ENGLISH FIRM ESTABLISHING BRANCH 
COMPANY IN CANADA 
WO & Son, Ltd., London, Eng., have de 
their activities to Canada and are 
ny, W.H.S th & Son ‘(Canada 
Arrangements are being made 
| stationery, office supply and book 
The new venture will be opens 
1 E. H. Williamson as manager. M! 
Willia een on the firm’s retail aff i he 
—-_ « 
ALPINE CORRUGATED APPOINTS hed ALDER 
i Box Company, Inc 9 Fifth Ave 
te! 1, N. J., recently announced the ‘appointment 
J Valde Sa De representative 
é trade regarding orrugated box re 
é Walder was ¢ nected with Boorum 
Pe many ye Ss and more recently 
poin manufacturers 
— « 


LA PORTE, IND., FIRM CLOSE 


K Karr Office Equipment Company, La 
{ tl le Tirm has sold its store 
State local Amerik 
f f has been sold and 
Se Mr. Karr will go 
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Ss 


The Marking Pencil that 
writes on EVERYTHING! 


Y RUBBER 
Y CELLOPHANEY CANVAS 


¥Y WOOD Y ENAMEL 
¥Y METAL 
¥Y GLASS Y OILCLOTH YY CARDBOARD 
Y PORCELAIN ¥ LINOLEUM Y OILED PAPER 


Y PLASTICS Y CORK Y LEATHER 


USED BY STORES, FACTORIES, OFFICES, HOMES 








EXTRA HEAVY LEADS 
THAT DON’T BREAK 


THE BEST ADVERTISED, 
BIGGEST SELLING MARKING 
PENCIL IN THE WORLD 





in 6 cotors 


RED 
BLUE 
BLACK 
GREEN 
BROWN 
YELLOW 


FAST TURN-OVER MEANS 
BIG PROFITS FOR YOU 














An EXTRA sleeve in every box of leads 


LISTO PENCIL CORPORATION, Alameda, California 


LISTO PRODUCTS, LTD., Vancouver, B. C., Canada 
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UNIT BINS AND SHELVING 
AVAILABLE FOR IMMEDIATE DELIVERY 


NOW! 







The outstanding Fort Steuben line of unit bins and 
shelving incorporates soundness in basic structural 
strength, correctness in design and fabrication, and 
durability of finish, with the special advantage of 
immediate delivery upon order. The line is fabricated 
from prime steel materials, which we furnish. Erec- 
tion is as simple as that found in children’s construc- 
tion sets. For detailed information phone, write, or 
use the convenient coupon below. 


Pictured at left is a Fort Steuben 
6-shelf Commercial Unit. Uprights 
are of 13 gauge angle stock in 
all standard heights, shelves are 
pressed from 18 gauge sheets and 
are available in all standard sizes. 
According to the Fort Steuben 
unit plan, uprights are drilled to 
permit placing of shelves at 114" 
intervals over their entire height, 
and backs and sides may be used 











at will. Below, is shown a single 
or starting unit for closed type 
shelving 








Fort Steuben Auto Parts Bins 
(below) are particularly design- 
ed for parts storage, not only 
in the automotive industry, 
but in many other industries as 
well. The need for indexing is 
met through the use of full shelf- 
length label holders, standard 
on all Parts Bin Shelving. 
Lightning-fast adaptation of 
these bins to frequent changes 
required in sectionizing storage 
requirements is effectively ac- 
complished through the use of 





patented snap-in dividers, in- 
stantly adjustable on 1"' centers 
over the entire shelf width. Shelf 
heights are adjustable on 11,4" 
centers, and several combina- 
tions of sizes are available. Bins 
to meet all car manufacturers 
planographs or bin system re- 
quirements are available. Deal- 
ers and Manufacturer's Agents 
are invited to write. 


Fort Steuben Metal Products Co. 





Steubenville, Ohio « Phone: Follansbee, W. Va., 522 


Fort Steuben Metal Products Co. 
Steubenville, Ohio, Box 248 


Gentlemen: Please send me your complete catalog OA. 


Name___ Title 
Company____— Street 
oS . Zone State —————— 
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NEWS NOTES FROM NSA DISTRICT NO. 4 


William J. Schroeder, Correspondent 

Governor Ben Vanderford has sent out preliminary 
notices to all members of the Southern Travelers Club, 
regarding the regional meeting at Boca Raton, Fla., on 
April 13, 14, 15. All members of the club are asked 
to talk up the meeting, urge dealers to attend and 
make definite plans to attend themselves as this meet- 
ing will indeed be something to remember for a long 
time to come 

= * al 

E. C. “Doc” Boozer of the Palm Beach Typewriter 
Company broke his arm in two places, early in Novem- 
ber, when a stepladder broke. He was arranging stock 
on a top shelf in the store. The last report, received 
in the first part of December, was that the arm was 
giving him considerable trouble. He was looking for- 
ward, though, to getting back on the job shortly. 

” * > 

We are happy to announce the birth of Mary Cath- 
erine Alvarez on October 19, 1949, daughter of Mr. and 
Mrs. Joe Alvarez. Joe is of Chestnut Office Equipment 
Company, Gainesville, Fla. Mrs. Alvarez is the former 
Miss Faye Owens Anderson of Spartanburg, S. C. 

* - * 

Johnny Pittman of Tampa, Fla., has opened his own 
office supply store at 518 Zack St., in Tampa, under 
the name of Johnny Pittman, Stationer. Johnny was 
formerly connected with Business Equipment Com- 
pany of Tampa, Fla. 

eer 

Heath & Tyler of Winter Haven, Fla., have sep- 
arated their gift shop and office supply store. The 
office supply department has moved into its own 
building and is operating under the name of Tyler’s 
Office Supply, Inc., and is under the direction of the 
Tyler Brothers, with Ed. A. Williams as buyer and store 
manager 

- . * 

Dixie Office Supply Company of Montgomery, Ala., 
has finished remodeling the store on the ground floor 
of the Bell Building. Moving their printing plant into 
another building has given additional store space. 
An attractive balcony office has been added together 
with new lighting fixtures, shelving, showcases, dis- 
play cases and windows. 

-_ | 


UNDERWOOD ADS WIN NATIONAL AWARD 





E. W. LaTourette (left), regional manager in Chicago, accepts 
the Best of Industry Award on behalf of the Underwood 
Corporation, from Herb Buhrow. This award was given to 
the Underwood advertising and public relations division. 
headed by Carl H. W. Ruprecht, for an entry in the national 
contest sponsored by the Direct Mail Advertising Ass'n at 
its recent convention in Chicago. Underwood's prize-winning 
portfolio included samples of direct mail materials produced 
between September, 1948, and September, 1949. It was the 
first time Underwood had submitted material. 
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It brings you 


floor space. 


PERFECTION — 


Five Automatic Drawers with six and one-third 
drawer capacity and four drawer convenience 


© the capacity of six and one-third ordinary drawers in five 
Automatic drawers. 
€ the greatest available filing space in the lowest possible 


€ the capacity of six and one-third ordinary drawers with 
four drawer convenience of operation. 


@ fifty-seven and onehalf inch 
height with bottom locking rods 
—an exclusive feature. 


@ lower cost per inch than any 
other file. 


Ledger, Legal and Tariff Files are 
also built in the 500 Line. 


A sample on your floor may save 
an order against swing front com- 
petition. 


Place your order today. 


AUTOMATIC FILE & INDEX CO. 


549 West Washington Bivd., Dept. A-113, Chicago, Illinois 


























the dec 


C 








encing rf 
Write, wire, phone NOW for our special promotional deal. 


The table of 1000 uses 





The hottest promotional item of 


Goldsmith Bros Nathan’s Utility Supply 


~oast-to-coast hundreds of merchants are experi- 


rd sales with the Foldaway! 


Retails for $18.95 East—$19.95 West 


Write for 1950 Catalog 





Vrodlucls 


218 WALNUT STREET, PHILADELPHIA, PA. LO 3-54 
Aluminum Furniture for modern living 





Open 2x5 
Closed 2x2 Ve" 















SPECIFICATIONS 
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Pat. No. D 144.677, other Patents Pending 


Featuring th 


any position. 


Write for 
our new 
catalogue 


now being featured 
in Leading Trade Put ations to Doctors 
Dentists, Institutions, Purchasing Agents, and 





315 WEST 47th STREET 
NEW YORK 19, N. Y. 
Dept. O. 


ao oe 





mechanism which locks the headpiece at 


It will pay you to look into “Leisurest’. Write Today! 


IMPERIAL LEATHER FURNITURE CO. 


THE COUCH WITH THE ADJUSTABLE HEAD REST 


e new “MAGIC-HOLD” 










f 
Ee }p Beret 2, 
: 1 ieee at tage 
x sa 



























Yow... the all new 





ICLARK LINE SHELVING 





Immediate Delivery 





& 

e Complete Size Range 

e Superior Quality NE 
e Stronger DISCOUNT 
e More Attractive 

e Heavy Gauge Steel 

¢ Colors: Olive Green—Harbour Grey 


Write for Our Catalog—Many New Items 


The Clark Lire 





R. K. CLARK CO., INC. + 2840 4TH AVE. SO. 





e MINNEAPOLIS 8, MINN. 
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48\OTLATCHING wth OO 
YREGON HRAILERAVELERS 


Wilson G. Turner, Correspondent 


ormerly with Associated Stationers 
ith John L. Brid Company of that 


Sea VW 


cil Sharpener Com- 
Mass., with his 
has been t 


Joe Dwyer the Automatic Pe 
ny holidays in Boston, 
siste! ily. It’s the first time he 
i t e little time 


0 


Earl Howe 1anufacturers’ representative, and his 


\ t the holidays in Hawaii 


Wash., is expanding its 
James A. Magee. 


Kent 


direction 


The Mee Press in 


inaer 


George Ablesett 
Wash., demon- 
a white blouse and 
took the cap 
doused both 


Did hear about 
Ta fice Supply, T: 
ated taln pen to a girl in 
; tu guessed it, as he 

the ractically exploded and 
George ales prospect. George said that he 
ll amount of ink could be 

turned out that 
(oh, yes, and 


George 


great area. It 
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but 


and blouse 
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needless to Say 


sponsored a Christmas 
children at the Chil 
Hospital in Seattie, Wash. About 
who were in town at the time 
vent to tl ital and helped put on the party and 
think they probably had more fun 
was check given to buy 
children wno had little to look 
morning 
> © 

O0.E.D. SALES COURSE AGAIN ORGANIZED 
E} lime he advanced course in office furni- 
in co-operation with the 
New York, is now being 
New York and will con 
first class session will 

Applications are to be 
Busi- 
York 


Travelers 


ip of indigent 


ten r Une embers 
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Tur February 14 
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430 W. 50th St., New 
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with William 
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tional Committee, 
met with the college 
ke the ry arrangements for organizing 
such opportunity given for 
of in selling products in the most 
methods 
men and women currently 
my] ling office furniture, based upon a 
personal When the quota has been reached 
ns will be for this term 
rhe pproved by the Veterans Administra- 
f veter under the G.I 


4dmi pen to 
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MAKES EXTENSIVE TRIP 
the Rose Ribbon & Car- 
Mal ing Company, Inc., Elizabeth, N. J 
extensive trip throughout the coun- 
and introduced 
ed on the market 


ADOLPH ROSE 


Adolph | resident of 


He ed new distributors 
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Archie Sherer says, 
““H-H-M leads 


with my customers” 


“After due consideration of various lines (over 
20 years ago) we decided that H-H-M . 
would be the best for the consumer in value, 
workmanship and service. and still is 
today.” 

The Archie Sherer Company’s good salesmanship 
and service-follow-through have made Dayton 
one of our leading territories in the number of 
H-H-M users of safes, chests and vault doors. 
They have also been quick to take advantage 
of new H-H-M products that broaden their 
customer service. They were among the first 
to realize the value of the Natural H-H-M 
ROTARY RECORD FILE and Rigid-Stak Steel 
Transfer Files for improving their customers’ 
record systems and reducing their costs. They 
are already enjoying repeat orders from Rotary 
Record File and Rigid-Stak users, and have 
developed many new prospects on the strength 
of these satisfied users. 


The H-H-M Line is sold through exclusive deal- 
ers. Inquiries from dealers interested in new 
opportunities for serving old and attracting new 
customers are invited. Write us today about an 
exclusive H-H-M franchise for your territory. 


HERRING-HALL-MARVIN SAFE CO. 


HAMILTON, OHIO 


Builders of the world’s finest Rotary Record Files © Insulated Record 

Files @ Steel Transfer Files @ Safes ® Money Chests © Vault Doors ® 

Bank Vault Equipment @ Drive-in Windows © Night Depositories © Stainless 
Steel Hospital and Building Equipment 


WORLD-WIDE 





fs 
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LETTER TRAYS 


The largest variety in size, 
style and finish 





No. 17—Letter Size 
No. 19—tLegal Size 





No. 125—Letter Size 
No. 145—tLegal Size 








No. 124—Letter Size 
No. 144—Legal Size 


Order a dozen assorted today and start 
these profits your way. 
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NEWS NOTES FROM NSA DISTRICT NO. 7 
A. J. Nordstrom, Correspondent 


Dapper Dan McDougall, the Kansas City Beau Brum- 
mel, has now joined the grandpappy ranks of the 
Northwest Travelers Club. Congratulations and the 
cigars are now in order 

Bill Smith, Herb Walsh, Parle Cooley and Bill Dalton 
were seen wending their way toward Wisconsin early 
in January 

Ed Safford, the Superior, Wis., stationer, was a Min- 
neapolis visitor in November, when he called on the 
Twin City stationers and, incidentally, watched his 
favorite Wisconsin team take a licking from the 
Golden Gophers. While in Minneapolis, Ed and Mrs 
Ed were entertained by the Claude Fleets. 

‘ ' 

Lou Ehrlich, the St. Paul stationer, has issued a chal- 
lenge to all handball players in the stationery industry 

Among the visiting travelers seen in the Twin Cities 
during December were Glen Chambers, the Weisman, 
and Robert Valleau. who wandered away from the 
wilds of East River Blvd. in the outskirts of. St. Paul 

. *. « 

Seen at the Stationers Club on Fourth St., were Bob 

Davies, E. Mortimer Hansen and Harry Wester. 
* * ‘ 

Bob Anderson, the Sioux City stationer, is now oc- 
cupying a new store building on Fifth and Nebraska 
Sts.. four doors north of his old location 

* 

Arthur Grayston, the Marquette Ave. stationer, is 
back on the job after being confined to his home for 
about a week with a severe cold 

Auggie Skolaski, buyer at Blied’s in Madison, joined 
the ice fishermen on Lake Monona at the opening of 
the season on Saturday, January 7. So far, the catch 
has been reported to this column as two undersized 
perch, one small bullhead and a just-over-the-limit 
northern (pickerel) as they are called in Minnesota. 
Auggie spends his summer vacation fishing at Peirz in 
northern Minnesota, and has been Known to catch his 
limit on those trips 


Jim Gaffaney, erstwhile resident of Minot, Fargo, 
Grand Forks and recently of Bemidji, Minn., reports 
the winter fishing as being excellent at Bemidji 

oe 
FIELD COMPANY HOLDS FORMAL OPENING 

Expansion of a pioneer Tulsa, Okla., institution, 
The Field Stationery Company, was held with a formal 
opening December 2 and 13 in the two-story building 
on the southeast corner of 7th and Main Sts 

The building has been completely remodeled and 
modernized by the stationery company 

Mr. Field has been a Tulsa business man since 1912 
when he came here as the local representative of the 
Dorsey Company in Dallas, with which he had been 
associated for 20 years. He established the Field Sta- 
tionery Company in 1917. Associated with him in the 
operation of the institution are Alfred Steitz, secre- 
tary and general manager, and A. R. Williams, known 
to the trade as “Arch,” vice-president.—-WLF 

= 
VICTOR OPENS DALLAS BRANCH 

Victor Adding Machine Company has opened a 
branch office at 407 N. Field, Dallas, Tex 

Howard Cure was named manager of the branch, 
which will direct the company’s sales in northeast 
Texas 

Mr. Cure came to Dallas from San Francisco, Calif. 
where he was a Sales trainer for Victor. He has been 
with the company three years and in the business 
16.—WLF 
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JASPER UTILITY 
TABLES for... 
School, Office 
and Institution 
















NO. $12148—48” long, 20” deep, 24” high. 2 
big drawers one side. Inside drawer dimen 
sions, 14%” wide, 2!” 
high, 13%” deep 
FINISHES — Natural, Light 
Oak, School Brown 
20” x 48” TOPS—", thick solid oak 
Standard K.D. construction 


Top Sizes 











30” x 60” — heavy steel! corner 
races 
SEE OUR EXHIBIT — ROOM 641 30° x 72” } ng are shipped knocked 
National School Equipment Show ; = 
Palmer House @ Chicago @ Feb. 12-17 18 Sizes Available in this line 











NO. ST3160P*—40” long, 30” deep, 29” high. Two. bookracks, 
on each side, six compartments 


Finishes—Natural k — Light k n 
‘ wus Gone oe Se 
Tables available with or without book- 
24” x 48” racks. Suitable for Kindergarten thru 
High School and College. Also ideal for 
30” x 60” libraries and cafeterias. Tables available 
with 5-ply Oak veneered tops or solid Oak 
“ “ tops 

30° x72 *P designates plywood top 
Bases constructed of plain Oak with choice 
36" x 72” of tops. Tables are “tops” in Design, Ma- 


terials, Strength, Durability and Finish 
24 Sizes Available in this line 
Write for Complete Literature 


ASPER TABLE CO., INC. 


JASPER, INDIANA 


DD 





“ 





Be sure to see our new single pupil pedestal 
type table at the NSSI Exhibit 


Wile 


_ ccs pethlnahacldliis ac 


























SERIES 3650—Handsomely designed, 
beautifully finished sofa and club chair, 
typical of the beautiful values in 


office furniture in our new catalog. 








Write today 







for vour 
COPY of this 


useful 





‘ atalog 


















CHA COMPAN Y wae 
127-133 BLEECKER STREET, NEW YORK 12, N. Y. GRAMERCY 7-566) 





OFFICE APPLIANCES, February, 1950 199 








.5engbusch Handi-pen 


now equipped with 


(screw-in feed and point) 


e+. a new feature that satisfies a popular demand 
and makes extra sales for you 


Nibin screw-in feed and pen-point is an added feature in the 
Sengbusch Handi-pen line. 

Note! The popular wedge-feed is still available, because 
many large users like the economy of this feed when replac- 
ing pen points. 

Nothing else has been changed. Nibin is a plus feature. You 
still have: Sengbusch’s famous Capillary Action inking prin- 

ciple that eliminates ink deterioration 


SELF-CLOSING INKSTAND CO., 


SHORTEST 
pisT ANCE ” 
OFFICE S67 


200 


and waste. The same pen holder, well-balanced, for effortless 
writing. The same tasteful styling that appeals to everyone. 


New circulars P-49 and N-30S are now obtainable 


further aid your selling effort. New catalog pages PHP 1949 
and HPN 49 a pages PHP 48 and HPN 48 now used 


in catalog 47 and in your salesman’s price book. 


You're all set to cash in on popular demand — just place 


your Handi-pen order today. 


BOOKKEEPER’S 
RULE 


Made of carefully selected Rock 
Maple. Two coats of varnish, gloss 
finish. 144 inches wide, %. 
inches thick. One brass edge, 
scaled in 1é6ths on one edge both 
sides. Flexibility is the outstend- 
ing feoture It actuclly bends 
with the ledger. 


GENERAL 
OFFICE RULE 


Made of carefully selected Rock 
Maple finely varnished, natural 
color. 1¥\4 inches wide, '4 inch 
thick. Packed 1 dozen in a box, 
single brass edge, and scaled in 
1éths on the bevel. 


TYPIST’S RULE 


Scaled pica type, 10 characters to 
the inch on one edge . . elite 
type scale, 12 choracters to the 
inch, on the opposite edge. 

Opposite side scaled 6 lines to 
the inch on one edge with oa six- 
teenths simplex scale on the op- 
posite edge. One brass slanting 
edge and a wide green celluloid 
opposite edge. 
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320) Sengbusch Bldg., Milwaukee 3, Wis. 
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NEWS NOTES FROM NSA DISTRICT NO. 8 


E. J. Mitchell, Correspondent 
yn I er 17 the Kansas City (Mo.) residents of 
Mi Travelers Club met for luncheon at the 
Contins Hotel. Seventeen were present for a fine 


l ellowship and a business meeting. Dave 
Neuhaus ifacturers’ representative, received a 
\ arranging the gather- 
It was the unani- 


e of for his efforts in 
the group together 





KANSAS CITY FELLOWSHIP—Pictured here are those present at a 
Decembe } eeting of the Kansas City (Mo.) residents who are 
member { the Midwest Travelers Club. Left to right (standing) are 
Bud Brook Eric Nodwell and Al Lent, all of Carter's Ink Co., Dave 
shaus and >. McKee, manufacturers’ representatives; Bill Crom 
ll, Eaton Pa c Max Keating, Jack C. Kern Co.: Marvin R. 
n, All-St Equip. Co.; Robert Krohne. American Lead Pencil Co.; 
zeorge Desmond, Victor Safe & Equip. Co.; (seated) Dan A. Mac 
zall, S rs Loose Leaf Co.; Tom Seward, Speed Products Co.; 
N. Mur Mittag & Volger Co.; W. Art Osborne. Blaisdell Pencil 
Hei h. Sengbusch Self-Closing Inkstand Co.: and 
Turner, W Sheatier Pen Co. 


se present to make this an annual 

as elected chairman of a committee 

50 arrangements. Dan MacDougall of 

Leaf Company, secretary of Midwest 

vele is present to enlighten the group on 
pl e under way for the 1950 regional 
vel Al Lent of Carters Ink Company brought 
bers with him and introduced them as 


) ¢ 


Eric Nodwell, ters Ink Company; W. Art Osborne, 
Blaisde I Company, and Max Keating, Jack 
Kern ( Past President Heine Sengbusch, 
Sengbu f-Closing Inkstand Company, welcomed 
lub. The only out-of-town member 
ent Owen W. Doss, Associated Stationers Sup- 
( bably the only traveler still on the 
liday season 
Mr. and Mrs. Walter Ruedy spent the holidays with 
family at their home in Eldorado 
Ka : tationery manager for S. G. Adams 
and could not pass up this oppor- 
nta to his wonderful little grand 
Leonard Wilcoxes of Hutchinson, Kans., were 
heir daughter and family throughout 
ird has a wonderful little grandson 
Santa 
Mr. and Mrs. John MacMorris of Howard Hunt Pen 
holidays in St .Louis, as has beer 
iny years 
Of ny in this region was the fine party 
of Farnham Stationery & School 
Supply ¢ in Minneapolis on the evening of 
Dec e officers of that firm. Some 93 were 
ious dinner at a local hotel, follow 
nment, singing and dancing was the 
Vi travelers of this region will re 
Ken Chase, who spent many years with the 
St. Lou Dennison Manufacturing Company 
Ke red to manager of the Minneapolis 
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WHEN ORDERING SPECIFY: 


\\\\ a\ My] 
SURERDE 
i \\Y | 
We WV 


M11 


Tea oe 


— 


HE QUALITY LINE OF FILING SUPPLIES AND GUMMED SPECIALTIES 


GUIDES - FOLDERS - INDEX CARDS + VERTICAL FILE GUIDES - ADDING MACHINE ROLLS - ROLLED LABELS + PIN TICKETS- 
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THE WARSHAW MANUFACTURING CO., INC. 
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ae office quite a few years ago. About two years ago he 
was stricken with heart trouble and had to retire from 
* active business. Only recently, he suffered a fall in his 
S home which resulted in a broken hip, which will con- 
fine him to bed for several months. We have sent him 
a our best wishes and hopes for his speedy recovery. A 
* 


IT’S NE I card from any of his old friends will nelp cheer him | 
@e@eese Ww! and bring him memories of his days down this way. 


. > a 


= 


Rumor reaches us that the Al Nordstroms of Smead 
filing supply fame spent the holidays in Arizona and 
while there attended the wedding of their son 

. v a 

Harold Hoffman, head of Smead Manufacturing 
Company, Hastings, Minn., and his good wife Ebba, 
together with the world-traveling Mr. and Mrs. Paul 
Baird of Geo. E. Baird & Son, Kansas City, Mo., were - 
seen cavorting about the eastern part of these United 4 
States, taking in the Army-Navy football game and 
tackling a few night spots as well as visiting several e 
of Paul’s eastern suppliers. While around Washington, W 
D. C., they visited with their old friends, the Karl E. m 
Castles, who have been making their home there these pl 
past several years. Karl is eastern representative for sh 
Smead Manufacturing Company and Invincible Metal to 
Furniture Company. ° 














It was good to receive holiday greetings from the bE 
Matthew Dillons, who seemed to be vacationing at 
points along Mobile Bay, Ala., and also from the la 
Hollis Stevens, who now make their home in sunny as 
Florida. Also from that land of sunshine and oranges si 
came greetings from the Hy Lindens. All of these . 

| grand people have many friends in the Eighth Region : 
and we are sure that all of us wish them happiness zs 
Ol 


and success throughout 1950 
> * 





} 

| 

Permit us to take this opportunity to thank all of you 
very nice friends who thought of us when addressing 
| 
i 
| 





your holiday greetings and included us on your list. 
All of the Mitchells join me in expressing our sincere 
appreciation of your thoughtfulness. We regret that 
our holiday spirit and activities were necessarily fore- 
gone because of a most unhappy misfortune occuring 
early in December. 


| .. 


IT OPENS AN ENTIRELY @ 
NEW MARKET ° 


* ~ > 
| A MOVEABLE STEEL VAULT | Mr. and Mrs. Roy Moreland of the clan of Schooley 
| in Kansas City, Mo., hied themselves off to Florida 
. . that makes present wood or steel files | early in January for a month of good rest and sunshine 
i fire resistant. Any filing cabinet can be moved which we hope has greatly benefitted that ton of jovial 
3 easily into the vault and be protected from good fellowship, Uncle Roy or Pop, as he is better 
wee known around his home town 
fire and burglary. oer iia 
The PROTECTAFILE will instantly appeal There was very keen father and son competition 
to business and professional men or anvone the latter part of last year in the Joyce family, it was 
using filing equipment. Wherever records rumored. Both father Harold and son Terry represent 


ent be protected from fire. vou will &nd Scripto Pencil Company, who was offering a very fine 
+4 | - prize in a company sales contest and each was putting 


interest in the I ROTECT AFILE. Its sim forth every effort to beat the other to top place. The 
plicity and low cost will make sales easy. winner may be announced before this goes to press. 


All welded construction throughout 2 ee 


e 
@ 2” proven insulation plus dead air space The Matthew Dillons and their son, Matthew, Jr., 
© 3 way positive action bolt locks stopped over in St. Louis to spend New Years Eve, 
@ Sizes for both letter and legal files enroute from their vacation in Alabama to their Oak 
@ Requires very little extra floor space Park home, where they spent a few hours visiting the | 
@ Shipping weight 225 pounds Mitchells and the Bill Boharts. Matthew, Jr., a student 
at University of Chicago, spent the evening with a 
Low list prices, which eliminate sales resistance, classmate, who is the daughter of a neighbor of your 
plus high discounts guarantee you large profits. correspondent 
> - > 


WRITE FOR CATALOG, PRICES, AND DISCOUNTS Grandma and Grandpa MacDougall of Kansas City, 
EXCLUSIVE DEALERSHIPS ARE AVAILABLE Mo., are receiving congratulations. Daughter Annette 
presented them with a grandson, Michael William, on 
January 3, the first grandchild for Dan and Enid. All 
p R 0 T F C TA 7 | [ 7 C 0 M PA N Y good wishes to mother and baby and may grandpa . ROB 
pull through without complications 


Ss 2 * | 70° 
112 W. 19th ST. . KANSAS CITY 8, MO. The Stationers Association of Greater St. Louis made 


plans for a social stag for members only on Thursday, 
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rédds NEW Exclusive 
Features at NO EXTRA COST! 


@ SINGLE-CONTROL PAPER GUIDE 


With this handy new cutting guide, the user 
makes only one setting—then trims print after 
print accurately without re-measuring each 


sheet. Easy to set! Self-Aligning! Nothing 
to get out ol order! 


@ NEW ADDED SMARTNESS 


Available in 
the following sizes: 


play ey 6, 8, 10, 12,15 
lacquered handle and brass-plated spring 18, 24 and 30 inches. 
assembly, nhance the beauty of the natu- 

, if bire| 

e PLUS 

fnnsrt anil scaatencaten moreaccarate prints WT) IV MOG LOL0) MAST RAO) NAY 


Write today for circular and prices. 


Address Dept. 204A. 8318 BIRKHOFF AVENUE e CHICAGO 20, ILLINOIS 

















oe © Something New ineseseceees 


a * 
: EFFECTIVE DEALER AIDS : 
e Rapidprint Dealer a Roberts Counter Display e 
e e 
© aa * 
ee eeeeece Ff ee 1 © @ 





nee ak RT OO 





Something unique in the numbering in- 













Here mn one convenient folder, is com- : . 

dustry. Never before has the importance 
plete pricing details, plus a selection of of numbering been brought so forcefully 
attractive leaflets available for your dis- before your customers. Will enable you 
sribution to introduce and SELL your cus- 

N TODAY TO tomers with this profitable line. 

Write for yvour FREE copy today. cov Write for further information. 
If you haven't received complete details qe SEND ME 
on nis « ri di g£ P i N INE— 
nt xpandin RAPIDPRE I LINE- [) RAPIDPRINT PORTFOLIO 
make certain you write for this Portfolio. 


[] tnformation on DISPLAY 


ROBERTS NUMBERING MACHINE (CO. 


701 Jamaica Avenue, Brooklyn 8, N. Y. 
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Name 
Address 



























NQUbW No 


$9950 Plus Tox 
IMMEDIATE DELIVERY. 


DEALERS are REQUESTED TO WRITE FOR 2 
COMPLETE CATALOG AND DISCOUNTS. , 





TECHN’ 


TECHMNVGRAPH Compa 





CHECK THESE 
EIGHT HILCO 
FEATURES 


Front Paper Stop. Assures Accurate Registration. 


Automatic Roller Release. Eliminates Smudged 
Sheets. 
Automatic Counter. Counts only printed sheets. 


Enclosed Drum. Automatic Inking. 
Hilco Slipsheeter can be attached. 
Automatic Feed. 


Paper Pusher is automatically lifted and carried 
back to feeding position, to eliminate lint on the 
stencil. 


Drums are quickly interchangeable for color printing. 



























No. 900 SUEDE Circular — the 


typists’ favorite soft gray eraser. 


No. 9000 SUEDE WHISK — the Suede 


eraser with new style brush. 


No. 120 SUEDE —all purpose eraser 
for ink and “stubborn” pencil marks; 
bias beveled for details; broad flat 


surfaces for cleaning. 





Newark 7, New Jersey 











WORLD’S QUALITY STANDARD 
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They Correct Mistakes in Any Language 


WELDON ROBERTS RUBBER COMPANY y A 





as s 
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January it the York Hotel. Alex J. Bartens of Shall- 
cross Printing & Stationery Company, is president and 














the sponsor of this initial stag, which may become a 
monthly affair 

The Blail Office Supply Company, St. Louis, recently 
celebrated its fourth year in business. Louis Blair, for- 
merly of S. G. Adams Company, is proprietor. Louis 
starte th small office space in the downtown area 

LOUIS BLAIR 

and t has grown constantly until he now owns 


his own office and warehouse building at 3542 Lawton 


Ave., in the midtown section, operates his own delivery 
truck employs about six people. He has learned, 
however, that an employer can work no scheduled 
hours and he finds himself on the job days, evenings, 
Sunday i holidays but he is also finding success 

It might be added that we tried this same pressure 
on Paul | Peggy Baird and on Art Pfister when their 
homes were completed. There may still be possibilities 


Art Read Latsch Brothers, Lincoln, Nebr., chair- 


man of the 1950 Eighth Region convention to be held 
in May at the Continental Hotel, Kansas City, Mo., is 
busily with Governor J. L. Wren and local 


chairman Vaughan Williams of Schooleys on all ar- 
rangements for a most successful 1950 convention and 


eports th much progress has been made. Reserva- 
tions are now being accepted by the several Kansas 
City hotels for the dates of May 11-12-13. To be sure 
of you ice of hotels, immediate reservations are 
recomm eda 

A hi card from the Ralph Manevals was re- 
ceived their new home in California, where they 
seem to be most happily situated. Ralph has been cov- 
ering the Far West for A. W. Faber Pencil Company, 
for seve months after many years in this midwest 


territory. The best of good wishes to Grace and Ralph 
and may the years to come bring them much happi- 


* 


Dale Wernig of the firm of E. A. Holscher Office Fur- 


niture Company, St. Louis, suffered serious injuries in 
an automobile accident just before Christmas and was 
confined to a hospital for about ten days. He then 
returned to his home, where he will be confined for 
evera eC His condition is reported good at this 
writin 


* 


Mr. and Mrs. Russell Hadden of Blackwell Wielandy 
Compal! Louis, spent the Christmas holidays with 
lati Canada, where both first glimpsed the light 


re tit 
Cia Live 


y is a director of his firm and is in charge 

f sch \ffice equipment and supplies 
John Hunter, for many years with John Baumann 
Safe Company, St. Louis, has embarked on his own 
in the ffi furniture field, maintaining his sales 


r n . 
LOOT al 


ffice in the Baumann quarters at 408 N. 4th 
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Jwuner Line — 


Copyholder 


EFFICIENT 




















Reading plate at correct 
angle for easy vision. 
Eliminates eye strain 


Quick, easy adjustment 
for spacing from 0 to 4 
lines 

e 


Only copyholder offering 
complete intermediate 
spacing — accomplished 
by simple pressure on the 
actuating arm. 


Holds stenographers' 
notebooks and up to 
30 sheets of copy pa- 
per, 9 x 15 inches. 


Convenient back clip 
provides quick method 
of holding sheets as 
they are completed. 


Chip-proof green 
crackle enamel 
finish eliminates 
glare. 

e 


Actuating arm easily accessi- 


ble 


ECONOMICAL 


Less than half the price of compar 

able copyhsiders Compact and portable. Can 
e be moved into position to 

Fully guaranteed for two years. Any meet individual eye require- 

part found defective during that time ments. 


replaced at no cost 
& 
Moving parts are case-hardened steel! 
No rubber parts to wear out 
- 
Base and reading plate are rust-proof 
aluminum alloy. 
e 
Line support is 


guide spring steel 


Assures an 


Canrot become distorted 
even line at all times 





SEND SAMPLE ORDER NOW 


Price 


$1 49> 


F.O.B. BALTIMORE, MD. 


THE W. F. TURNER CO., INC. 


112-18 S. EDEN ST. BALTIMORE 31, MD. 
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Nowce or 


MARKING DEVICES 


NESS OPERATION 


WHEN WANTED. 


= 


PA STSWAPRT 


& COMPAN Y, inc. 


80 DUANE ST. NEW YORK 7,N. Y. 
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DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI- 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 








St. John is retailing both wood and metal office equip- 
ment, with which he seems to be off to a good start. 
= * 

Midwest Travelers: When you next visit Kansas 
City, be sure that you insist that Joe Landes of 
Schooleys invites you to dinner and the evening in the 
new Landes abode, which was only recently completed 
and occupied by Mr. and Mrs. Landes. Located on the 
outskirts of the city, in the Kansas area, it is sur- 
rounded by about an acre of trees and shrubs and 
contains a marvelous modern kitchen and dining room 
large enough to dine several travelers at a tims 


Harry Neggesmith, manufacturers representative lo- 
cated in the Merchandise Mart in Chicago, is being 
welcomed into the Geo. B. Graff Company organization 
and will cover Chicago and northern Illinois for 
Graffco, replacing in that section of the state E. J. 
Mitchell, who will devote his efforts for Graffco to 
the southern part of Illinois and the rest of his regular 
territory. Mr. Neggesmith is well known to the trade 
of that area 

—- 
BUDGET BUREAU ISSUES BOOKLET 

How to get speed, quality and economy in large- 
scale office production is spelled out in an 80-page 
booklet on “Production Planning and Control in Office 
Operations,” issued by the Bureau of the Budget 

Published for the use of Federal agencies in con- 
nection with the president’s Government-wide man- 
agement improvement program, the new management 
bulletin is also being made available to private busi- 
ness firms and the general public 

In announcing the publication, Frank Pace, Jr., di- 
rector of the Bureau of the Budget, stated that “un- 
der a continuing responsibility to help Federal agen- 
cies improve management practices in the interest of 
better government at lower cost the Bureau of the 
Budget had attempted “to bring together and or- 
ganize the essential know-how accumulated by both 
government agencies and business firms which have 
achieved notable results from the application of pro- 
duction planning and control to office operations.” 

Mr. Pace pointed out that “much the same general 
approach that has resulted in greater output at less 
cost in manufacturing operations can be applied to ad- 
vantage in large-scale office operations and other non- 
manufacturing enterprises, including a large part of 
the work done by Government agencies 

Many executives from business and industry have 
participated in the development of the booklet and 
have expressed the view that it will be just as useful 
to management people outside the Government as to 
those in it, Mr. Pace said 

The bulletin covers problems of organiz: 
flow, scheduling and control at the operati! 


+ 


zation, work- 
l 


yr level, and 
is intended mainly for management staff 


- TF 


\ yeople who 
specialize in the solution of such problems. It may be 
obtained for $.35 from the Superintendent of Docu- 
ments, U. S. Government Printing Office, Washington 
25. D. C r. 

— ¢ 
ROYAL METAL APPOINTS GROMBACHER 

Julian Grombacher, New England representative for 
Royal Metal Manufacturing Company, has been ap- 
pointed vice-president and general manager of Royal 
Metal Manufacturing Company of California and 
Hudson Beauty Furniture Company, a Royal Metal 
subsidiary. He will be replaced in New England by 
Charles Blick, formerly district sales manager in the 


Mountain States area, who will make his headquarters 
in Boston, at 110 State St 
Mr. Grombacher, who holds an engineering degree 


from Illinois Institute of Technology, was formerly 
with Car Illinois Steel Company. During the war 
he was in the Eighth Air Force. He also headed the 
maintenance division of Royal Metal in England 

Mr. Blick, who has been with Royal Metal for ten 


1? 


years, formerly had his headquarters in Denve! 


negie 
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YOU JUST CAN'T BEAT 













\, in 20 seconds clean = 
ur typew'! 
ee a liquids 


without messy 
¢ wmury t 
Bud efficien 
dirt out of me 
tead of washing 
he machine 


o man 


withou tly 


type ins 
it into t 


50 cents 





ERS 
DISTRIBUTORS ond DEAL 


Write for full information 


BUD TYPE rau? Vii Inc. 


Baltimore 18 Maryland 








More Office Cushion Value 
Than You‘ve Ever Seen Before! 


Nukraget FILLED OFFICE CUSHIONS 


covered with Genuine Plastic 






Made of all new materials—filled 
with NUKRAFT covered with 
long wearing genuine plastic. Not 
only suitable for office use but also 
popular with industrial and com- 
mercial institutions working seat- 
ed personnel 
ONE SIZE ONLY 

1%” thick. Assorted 


to case Ship 


TA 
i’ x 4% 
s. Packed 4 
bs 


Suggested 00 
Retail List $3 EA.—REGULAR DEALER DISCOUNT 


Write or Wire for Samples 


catmadster 


COMPANY 


2635 SO. WABASH AVE., CHICAGO 16, ILLINOIS 
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ANS 
POSTAL SCALES 


i i iling 
mplete line of office mat 
“e oe the market today. 


Four models — Capacities 2 Ibs. to 50 Ibs. 









Model 1546—HList..... $4.95 


A handy desk scale, case 
made of durable, heavy 
Lustron plastic. Capacity 
2 Ibs. by 1 ounce. Com- 
putes postage for air and 
first class mail, and for 
merchandise up to 2 Ibs. 
Large dial. Platform 2’ x 3". 
Dimensions overall 5/2" x 
24" x 62". Packed one 
to a carton. Shipping 
weight, 11% Ibs. 


Model 1509 
ON iad ak a $8.50 


The postal scale for 
average office use. Ca- 
pacity 5 Ibs. by %4 
ounce. Computes 
postage for airmail, 
first class and mer- 
chandise up to 4 Ibs. 
Dial 6/2", gloss covered. 
Platform 51/2" square. 
Dimensions overall 6/2" x 
62" x 9V2"'. Packed one 
to a carton. Shipping 
weight, 5 Ibs. 4 


Model 1530 
ee $8.50 


Parcel Post Scale. Capac- 
ity 25 lbs. by 1 ounce. 
Computes postage for 
merchandise up to 25 Ibs. 
for all postal zones. 
Dial 62", glass covered. 
Platform 51/2’ square. 
Dimensions overall! 61/2" 
x 62" x 9V2"'. Packed 
one to ao carton. Shipping 
weight, 5 Ibs. 


Model 1515 
aT. $10.50 


Parcel Post Scale. 
Capacity 50 Ibs. by 
2 ounces. Computes 
postage for merchan- 
dise up to 50 Ibs. 
for all postal zones. 
Dial 8°’, glass covered 
Platform 7" square 
Dimensions overall 

8’ x 7a" x 10 

Packed one to a carton 
Shipping weight, 81/2 Ibs 


+41 














Model 
1515 


Dealer advertising electros, mats or display cords available on 
request. One and two column plates 75 lines high. 

Consumer stuffer available for dealer use. Contains illustrations 
and descriptions of four scales, also revised domestic postal rates 
effective January 1, 1949. 


Order from your supply house 


HANSON SCALE COMPANY 


525 North Ada Street, Chicago 22, Illinois 
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INDIAN SMOKE SIGNALS WERE USED 
ON OUR WESTERN PLAINS BECAUSE 
THEY COULD BE SEEN FOR MANY MILES... 






NU-VISE PROJECTING SIGNALS | 
FOR BUSINESS CONTROL SYSTEMS ARE | 
EQUALLY DISTINCT AND EFFECTIVE 

IN COMMANDING PROMPT ACTION 


SIGNALS 
and MAPTACKS 


GEORGE B. GRAFF CO., CAMBRIDGE 40, MASS. 














eT ORAIGR VALET 





> LOCKERETTE 


| _ Cs = rr —Combines the 
=| i best features of 
1 both lockers and 
coat racks 
- sec 
~ th ; 3 
w e De 
| ker 
= ss ¥ aa 
. 
More salable because they & er 
in press ’ 
Improves health and morale - ; ees a 
senteeism No 


WRITE FOR BULLETIN NO. OL-13 


624 So. Michigan Ave., Chicago 5, Iii. 
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TOP-VALUE in this 
TOP-FLIGHT TRANSFER CASE 


_ ee 


... good enough 
to serve as an 
active file. ” 





“OUTSTANDING |) iam 
FEATURES |. as We | 
|. Brass finish cardholder and handle 
Four rollers for ease of operation 
Index guide rod with brass knob. 

1. Positive and simple stacking provisions 
». Self-locking follower available. 


Available in beth a beautiful Hammerloid 


Gray or Office Green oven baked finish 

LETTER AND LEGAL SIZES A Sturdy Recessed 
@ DBI DR. CANCELLED CHECK SIZ} Base with Toe 
®@ DBL. DR. TRUCK FREIGHT BILL SIZ! Clearan« 


TOP-FLIGHT 
Products Company, Juc. 


6224 SOUTH OAKLEY AVE., CHICAGO 36, ILL 
ofr & Warehous t s New Y 


‘ 447 W $6 t k 18. N.Y 


N.Y Sa 


VISIBLE FILING 


EQUIPMENT 


KARDEX-ACME-POST INDEX 
Etc. All types of panel equipment 

Thoroughly Rebuilt 
and Guaranteed 












Surplus Equipment 
BOUGHT 


One of the oldest established 
dealers of visible filing equip- 
ment in the country. 


COMMERCIAL 
CARD SYSTEM CO. 








135 GRAND STREET 
NEW YORK 13, N.Y. 
CAnal 6-5728 
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rEXAS TRAVELERS CLUB NOTES 
Virginia Leonard, Correspondent 
Philo Leonard, the Globe-Wernicke Company,.presi- 
Texas Travelers Club, has announced the 
ner if the Texas Travelers 
February 13 at the White-Plaza Hotel in 


lers are requested to be present as 
completed for the spring regional 
I e best regional ever held! Get you 
est early for tl NSA Ninth District 
Re e held in Houston April 19 and 20. You 
make your hotel reservations dirt 
Jack Fleming of Vance K. Miller Company, Dallas 


ends with weak minds and strong 
ul ne weed and Johnson grass 
nd Iris expect to get moved into that 
are building at 5932 Azalea Lane in 


Dalmas, formerly of Maverick-Clarke 
Antonio, is now covering the southern 


the wholesale division of Dorsey 


Emil De 


Ed Tyrone ive! McWilliams S el Cr 
has bee nfined to } home I 
I i collapsec iung Sure nope Ne 
gain by the time this pubiishe 
0. D. Mann, manufacture! representative Na a 
é huntiz | He bagege { 
Charlie McDanial of Ennis Tag Company and Ame! 
npan\ Enni Ts has bee trans- 
southwe ry and wi iin 
Da | 
Dan and Enid MacDougall, on the 
( ig Company t Austin has recently 
Paper ( of Austil 
Ray Howard of Esterbrook Pen 
nother, Mrs. Edw. Howard, passed 
n Bronx, N. Y. Mr. and Mrs. How- 
r the funeral 
Louis Johnson, manager of Von Boeckmann-Jones 
: inced hi vill move Apr 
700 ~ 
celle? many ol ( I 
new l neé f 
Claude Walker, formerly of Paul Anderson C 
: is the nev re manager for Crane 
Tice mpany at Abilene, Tex., and C. E. 
O’ Kelly rge of all rc} ng for both the 
4 ‘ ? eS 
VI Bal S f al DUVE J ~~ 
W Ts go Lake € 
rom Barnett 
I li Company has announced Tt 
Fritz Gregg as representative in thi 
John A. Rutherford has replaced Herman T. Vivien 
t Stationery & Printing Company 
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We Specialize In Your 


UNUSUAL 


Envelope 
Sank Exuclopes 


FOR EVERY BANKING 
NEED 












*Mailing and Window Styles 
*Registered Mail Envelopes 
*Coupon and Coin Envelopes 


*Bank Filing Envelopes 


Write for Prices and Samples 

















For Seeds, Samples of 

Grain, Ore and Sand, 

Machine Parts, Jewelry, 
Etc. 

*Metal Fold Envelopes 

*inter-Fold Seal Styles 

*Gummed Seal Flops 





Ai strite 

















Currency Gift 


ENGRAVED MONEY 
HOLDER ENVELOPES 


*Holiday G Everyday Designs 
*Genuine Ste2l Die Engraved 


*Used by Banks—Sold by Sta- 
tionery Stores 





Write for Prices and Samples 





Open End Filing 
Exvelopes 


DURABILITY FOR 
PERMANENT FILING 


*Flat and Expanding Styles 













*Sizes for Every Filing Need 


*Used by Attorneys, Courts, 
Real Estate G Financial Firms 


fu strife 








Pass Sook Covers 


MADE TO STAND LONG, 
HARD USE 


*Used by Financial Institutions, 
for Protection of Pass Books, 
Time Payment Books- 


Report Card Yackets 
FOR PROTECTION OF SCHOOL 
REPORT CARDS 


*An Excellent Advertising Me- 
dia for donation to Schools 


Write for Prices and Samples 


/ 
! eliotn 













la les 


s/ ENVELOPE GC COMPANY 


4s o 4 
> op a em INF 
twa r te + 


THE {a7 
aA VeLlereEee” 


CHICAGO SAINT PAUL 
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THE 


500 Line 
SAFES 


The best one- 


in profit £07 you... 


and 


BEST.- A fire protection 


for your cuslomers 


VICTOR CERTIFIED FILING SAFES 


2,353.4 hour 
SAFES 


The best where 
maximum fire 
protection is 
needed. These 
Victor safes offer 
your customers a 
variety of sizes, 
and interior ar- 
rangements to 
suit every need. 


hour Fire protec- 
tion in safes of 
these sizes that 
your customers 
will find any- 
where. 3 sizes 
available, two of 
which have ad- 
justable interiors. 


i. 


Limited space prohibits complete description and 
illustration of these safes. Write for catalog and 
price list today; we will show you how to get the 
best in profits by giving the best in protection. 


\ 


VICTOR TREASURE CHESTS 
























in the 


tection 


8) 


nation 





Write for complete information on all these products. 


N. Tonawanda 
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Here's the “‘door opener'’ 
Certified to withstand 
heat reaching 1700°F. for at least 
one hour 
hundreds 


larger sales 


this 


lock 





Your customers will find 
of papers at home and 
office that need the pro 
chest affords. Three 
sizes available with key or com 





THE VICTOR SAFE & EQUIPMENT CO., INC. 


New York 





to those 








PAS3€&D AWAY 


JOHN M. DANNENFELSER 

John M. Dannenfelser, Jr., 39, progressive business 
and civic leader of New Albany, Ind., and president of 
the Petery-Hedden Company of that city, died De- 
cember 14 in Kentucky Baptist Hospital of Louisville, 
Ky., after a few weeks’ illness with leukemia 

Mr. Dannenfelser moved to New Albany nine years 
ago upon acquiring a partnership in the Petery Hed- 
den Company. He became president of the company 
last September 1 when a corporation was formed for 
the operation of the two stores in New Albany. Pat 
Higdon became secretary-t 

Known throughout the office machine industry for 
his leadership and progressive ideas he was a former 


reasurer 











THE LATE J. M. DANNENFELSER, JR. 


vice-president of the National Office Machine Dealers 
Association and at one time was head of the Indiana 
division of the organization 

Prior to joining the Petery-Hedden firm, he was as- 
sociated with the Remington-Rand Company of Louis- 
ville as its district manager 

Mr. Dannenfelser was active in civic affairs, a skilled 
speaker, a writer concerning his industry ‘his last ar- 
ticle appearing in the January issue of OFFICE APPLI- 
ANCES) and a continual battler for the National Asso- 
ciation for the Advancement of Colored People, helping 
to organize the New Albany branch 

Ailing at 39, Mr. Dannenfelser had a lot he still 


wanted to say about life. Two months ago he wrote 
down to be read at his funeral 
He knew he was going to dle the Rev. Robert Wes- 


ton of the First Unitarian Church of Louisville said 
and he wanted his friends and relatives to hear his 
personal philosophy read at the funeral 





The manuscript took 45 minutes to read 


Surviving are the widow, Mr Esther Dannenfelser; 
1 daughter, Selma, 5, and his mother, Mrs. Edna Dan- 
nenfe lse€ 
J J mx 
i ob 


PETER GERARD WOODFINE 

Peter Gerard Woodfine, 52, president of the Rebuilt 
Typewriter Company Ltd., and a pioneer of the type- 

iter business in Montreal, Canada, died at his home, 
4027 Marcil Ave., December 28 

Born in Montreal, Mr. Woodfine learned the business 
of rebuilding typewriters in New York City before 
returning to establish the Rebuilt Typewriter Com- 
pany 32 years ago with his two brothers, William and 
Luke, who have both died since 

He was instrumental in organizing the Canadian 
Office Machine Dealers Association during the war 
and was its first president 

He is survived by his second wife, the former 
Loretta Gilmour, whom he married last month, his 


.) 
A 
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THE SEAL OF SCIENTIFIC OFFICE MANAGEMENT 





_Announces 


317 INTERNATIONAL CONFERENCE 


ANNUAL OFFICE MACHINERY and EQUIPMENT EXPOSITION 
Municipal Auditorium May 21-22-23-24, 1950, Cleveland, Ohio 
Conference Theme “PLANNING OFFICE ECONOMIES” 

MEN * MATERIALS - MACHINES 


For Information Write 


NATIONAL Office MANAGEMENT ASSOCIATION 


132 WEST CHELTEN AVENUE PHILADELPHIA 44, PENNA. 











Presenting 2 New Additions in high grade EHRLICH 
Designed Leather Upholstered Chairs, Davenports 
and Related Furniture 








for Reception Rooms and Executive Offices 


No. 860-A 
Overall 
Height 37 ir 
Width 25 ir 
Depth — 28 ir 


Height from 


seat 20 


~ A Line Popular for 26 Years Past 


Write for Photos of Entire Line and Dealer's Price List 


Representatives wanted—some territory available 


GRAND RAPIDS LEATHER FURNITURE CO. 


201-207 FRONT AVE., N.W. 





GRAND RAPIDS 4, MICHIGAN 
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The Sensational New 


STA-TRAY 


The industry's most dynamic 


DESK TRAY UNIT! 





e Cuts Down 
Wasted Time 


e Saves Precious 





Office Space 
LIBERAL 
DISCOUNT THE TERM FOR A WELL 
TO DEALERS '2@)}) 49 :|@)0) Mania ek 20) 18) 
| : FOR A FRITZ-CROSS CHAIR 
Available in beth regula: individual performance is 
and legal sizes... beau better—faster—when the 


tifully finished in oak, 





worker is seated RIGHT. 
FRITZ-CROSS Chairs are 


Posturized’' to fit precisely 


walnut or mahogany. 


the person and the job, and 


STA-TRAY COMPANY 


15 CHURCH ST., PATERSON, N. J. 


EOMPANY 


to stand up longer on any 200 E. Footh St 


job. A model for every re- 





quirement and environment. 











OF TIPS DEALERS 
CAN TURN TO 


BIG PROFITS 





Live leads by the thousands! Yes, Sir! These 
leads are the 1000's of checks—many unpro- 
tected—sent out by the business firms in your 
town or territory. 

Our dealers find it takes little 
effor: to prove to these firms the 
need for Speedrite check writers. 
With our sales-closing aid, 
“Speedrite Album of Evidence” 
and a dramatic demonstration— 
their stock of wide profit margin 





Speedrites turns over fast. 
Let us give you some facts to help 


you get these easily-made profits. 






SPEEDRITE 


ADDRESS: 40 MT. HOPE AVENUE 
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LOWER PRICES 


(Effective Jan. 16, 1950) 


BIGGER PROFITS 


on 


Quality Steel 


OFFICE SPECIALTIES 


WRITE FOR OUR 






aa 


Correspondence Sorter 


NEW PRICE LIST 






Card File 


Transfer 
Case 


Our Special Order Dept. is equipped to handle individual needs. 
Get Illustrated Catalog of Complete Line. 


DEHLER MFG. COMPANY 
216 N. CLINTON ST., CHICAGO 6, ILL 
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first wife, the former Mona McManus, having died 


104 
In iv4 


Alsi irviving are three sons, Gerald, William and 





Pete aughter, Frances; and three sisters, Mrs. 
Matthew Nottingham, Mrs. Frank Fitzpatrick and Mrs. 
John H raves, all of Montreal.—RC 
le ole cle 
s 4 4 
W. R. (JACK) HARPER 
W.R Jack) Harper, owner of the General Supply 
Com} office equipment firm at Albuquerque, 
N. Mex ied on December 8 at the age of 54. He 
was ill with virus pneumonia for only a day 
A le é imong stationers in his area he was a past 
THE LATE W. R. (JACK) HARPER 
gover! f District No. 10, National Stationers Asso- 
clatlol 
Mr. H er came to Albuquerque in 1919 from Mary- 
ille, Te and was a World War I veteran 


Surviving are the widow, Evelyn, who will continue 
store, and brothers John of Maryville 


tO Ope Le Line 


ic f Los Angeles, Calif 
J y 
aw oe 1 il 


GEORGE W. PRATT 

George W. Pratt, past governor of District No. 1 
f the National Stationers Association, passed away 
recently. Mr. Pratt had been with Thomas Groom & 
Compal ince the firm took over J. L. Fairbanks 
here he had previously been associated. A 
resident of Newton, Mass., he was a past- 
president of the Boston Stationers Association 


v y 7 
- -< >< 
4 4 4 


LIONEL B. MORTON 

The de of Lionel B. Morton, former manager of 
the International Business Machines, Ltd., office in 

awa recently occurred at Toronto, Ont. In 
recent ye Mr. Morton was active in the field of hotel 
management. During the summer seasons of 1946 and 
naged Pow Wow lodge and in 1948 and 1949 
Muskoka hotel. Mr. Morton was executive 
manager of the Fort Montague Beach Hotel in Nassau 
widow, the former Mae M. Moore; a son 
Willia i two sisters, Minnie of Toronto, and Lou- 
Y: f N York City.—SJL 


MAX SALPETER 
Max §& eter, 55, Akron, Ohio, branch manager for 
the N | Cash Register Company, and with the 
firm ’ died December 26. He was to retire 
Janu 1. Before coming to Akron 20 years ago, he had 
ived in New York City for 30 years. His widow, a son, 
1 t hters survive.—AK 


years 


y vy 
-< -< << 
4 4 


SIDNEY H. WRIGHT 
Sidney H. Wright, 58, founder of the Ontario Office 
Outfitt Kitchener, Ont., died recently in St. Mary’s 
Hospit Kitchener. In 1935 he established the busi- 
ness il iation with F. J. T. Maines, a partnership 
1950 


OFFICE APPLIANCES, February, 








IMMEDIATE SERVICE 
AT ATTRACTIVE PRICES 


\' a ee ee 
MANUFACTURING 


COMPANY 


900 East 95th Street Chicago 19, Illino: 





213 








(odin ASSURES 


YOU INCREASED 
SALES AND PROFITS 


CARBON PAPERS 


TYPEWRITER CARBON BILLING CARBONS 
FAN-FOLD CARBON PENCIL CARBONS 
CARBON JACKETS REGISTER ROLLS 


INKED RIBBONS 


TYPEWRITER RIBBONS TABULATING RIBBONS 
Addressograph RIBBONS TIME STAMP RIBBONS 
Bookkeeping Mach. Ribbons ADDING Mach. RIBBONS 


HECTOGRAPH SUPPLIES 


HECTOGRAPH CARBONS MASTER UNITS 
HECTOGRAPH RIBBONS DUPLICATING FLUID 
Hand Cleansing CREAM CORRECTION PENCILS 


Codlo-mec. CORP. 


401 Wood St 270 Latayette St 
Pittsburgh 22, Po. New York 12, N.Y 
Factory: Coraopolis, Pa 


529 So. Franklin St 
Chicago 7, Ill 








which was dissolved when Mr. Maines entered the 
armed services of Canada at the outbreak of World 
War II. 

Born in Campbellford, Ont., he is survived by his 
widow, the former Helen Finkle of Belleville, also two 
sons, Bruce and Ted, Kitchener: and one daughter, 
Mrs. Jean Shupe, Kitchener, and two sisters and one 
brother.—SJL 


one | tel ols 
JAMES hegua 
James Wright, who with his wife, Mrs. Wright, con- 
ducted a most successful book and stationery store at 


627 Talbot St., St. Thomas, Ont., died recently in the 
Memorial Hospital that city. He had been ill for a 
lengthy period. He was in his seventy-first year. 

Coming to Canada he and his wife purchased a 
bookstore in Picton, Ont., and conducted the business 
for 21 years. They moved to St. Thomas 22 years ago, 
where Mr. Wright went into the book and stationery 
business. 

Besides his widow, he is survived by two nieces and 
two nephews.—SJL 

+ bk + 
F. T. HARTZFELD 

F. T. Hartzfeld, 721 Maple Ave., Dubois, Pa., died 
at the age of 67 on January 3. He had represented the 
Murphy Chair Company in eastern Pennsylvania from 
January, 1940, until the time of his death 


MRS. STELLA MARIE WILLENBORG 
Mrs. Stella Marie Willenborg, 48, wife of William J. 
Willenborg, treasurer of the Willenborg Stationery & 
Printing Company, Cincinnati, Ohio, died January 3 in 
Good Samaritan Hospital, following a brief illness. In 
addition to her husband, Mrs. Willenborg leaves one 
son, a daughter, two sisters and two brothers.—ECH 


NEW SAFEGUARD DISPLAY 


— 7 rani 
GLOBE - WERWICKE 





W. Kesley Downing, director of advertising and sales promo- 
tion, The Globe-Wernicke Co., recently announced the new 
Safeguard display consisting of two pieces, both in four 
colors. The display, illustrated with Globe-Wernicke’s new 
Let-R-Guard steel file in the accompanying photograph, is 
available to all Globe-Wernicke dealers free of charge. 
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Sronace ries QUALITY vs PRICE 


MAKE THE COST AND WEIGHT 
OF STEEL UNNECESSARY 








Convoy Chem-board Storage 
Files weigh little over half as 
Sn ee 2. Good lamps 
much as steel files .. . are priced 
in the corrugated paper board are not cheap 
range—with serviceability in the 
taal ‘ » 
steel range ... take less than Cheap lamps 
10% more space than steel files d 
. can be stacked to the ceiling | are not goo 
without supports ... mate to- 
gether top-to-bottom and lock QUALITY is 
together side-to-side ... have 
seg lg remembered 
wax-like texture that makes 
drawers slide easily .. . are ship- long after 
ped assembled for easy installa- | the price is 
tion without tools ... are water 
ermit forgotten 
* resistant — moisture will not 
weaken them. 
ys exclusive chemical . 
oo sais _— 2000 Series Adjustable-Arm Floor Lamp 
ess that hardens the raw corrugated paper 
ids the fibers. It is widely used to MIDCO Lamps are unsurpassed in quality, lighting effi- 
1 wood industrial tote boxes. ciency, and value; a product that creates good will and 
good profits—a good line for you. 
You'll like Convoy quality and 
economy Write today for de- CONVOY Send for descriptive literature on the most complete line of finest quality 
scriptive folder and prices on portable fluorescent lamps for offices 
14 star rd sizes; and details ; ) 
abo r dealer franchise. STORAGE FILES | MIDWEST NATURLITE COMPANY 
228 WEST KINZIE STREET CHICAGO 10, ILLINOIS 


CONVOY, INC. e¢ P.O. Station B, Canton 6, Ohio 











a Makers of famous Moore 


- ITTS B rT: H C U T W l R t '¢ 0 ° Picture Hangers & Push-Pins 
; 1112-20 eeveston Ave., ma 12, Pa. MOORE PUSH-PI N CO. 


113-25 BERKLEY ST Gince/9OO PHILADELPHIA 44, PA 
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INDICATOR CARBON 
Indicates as you type 
equals .. 


larger Sales! 


A SPECIAL OFFER .. . TO DISTRIBUTORS OF 
TYPEWRITER CARBONS AND INKED RIBBONS. 


If you have the distribution . we manufacture a 
fine, large, and varied line of carbon papers and 
inked ribbons . . . and have a special sales plan 

to help you to GREATLY INCREASE YOUR 
BUSINESS. Some exclusive territories still open. 


Please give us a line on your distribution. 


ALLEN & COMPANY 


Manufacturers of carbon papers and inked ribbons 
11-15 Vandewater Street 
Dept. M New York 7, N.Y. 
2 ETTER ARBONS 
ZEA © F-24419) 

















STURDY Sfeel CABINETS 





STORAGE—WARDROBE COMBINATIONS 
COUNTER AND DESK HIGH UTILITY AND SMALL 
PARTS UNITS. NON-SUSPENSION LEGAL AND 
LETTER FILES. 


Illustrated Literature and Price Lists Available. 


KEYSTONE STEEL EQUIPMENT CO., INC. 
15 LOMBARD ST. PHILADELPHIA 47, PA. 
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Back ch Agoie BETTER THAN EVER 


THE FAMOUS 


a VIKING INDESTRUCTIBLE 


@ It's the original pat- 
ented steel folding chair . . . the 
chair that users named INDE- 
STRUCTIBLE! Thousands of these 
rugged yet comfortable — 
chairs are still like new after 
years of use and abuse! The 
all-steel WIKING INDE- 
STRUCTIBLE No. 200 Steel 
Folding Chair is available 
in either Java Brown or 
Dawn Gray. Clamps avail- 
able for grouping the 
chairs in sections. Order 
now! 










WRITE for prices, literature 


_ Seeks) r 


Only chair made with full beck Opens or closes in a second, with 


rest greater strength, comfort, one hand. Can't bind or stick. Folds 
safety flat to 11%" thin stacks 75 of 
Heavy channel steel frame and 100 high without tipping 

heavy geuge furniture steel seat Generous-size hand grips; easy to 
and back carty 3 or 4 chairs in one hand. 


vit lr 


MAPLE CITY STAMPING CO. cory 


708 PARK AVE., PEORIA, ILLINOIS 








ae wa 





TYPEWRITERS 
ALL MAKES 


TYPEWRITER RIBBONS 
ADDING MACHINE 
RIBBONS 


BOOKKEEPING MACHINE RIBBONS 
CARBON PAPERS 
DUPLICATING STENCILS 


HEADQUARTERS FOR 
ROYAL TYPEWRITER PARTS 
FOR DEALERS 


REGAL TYPEWRITER COMPANY, INC. 


200 Hudson St. New York 13, N. Y. 
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IN OTHER LANDS 
Continued from Page 92) 


he most difficult of problems affecting the interests of 
its membe! 

Referrin trade matters, it is generally realized 
that like many other countries, we have been very 
short of typewriters. Currency has played a seri- 

is part in the restriction of supplies. Importation of 


complete typewriters from U.S.A. has been negligible; 
in fact, with one exception, where unassembled type- 
writers | been imported, no import licenses have 
been issut r some time. Against this, we have seen 


the importation of standard and even portable type- 
writers f1 the Russian Zone of Germany and Italy 
n quite tantial quantities. Most of these machines 
have been distributed through typewriter retailers 
ind this has, undoubtedly relieved the position. Home 
manuf with heavy export commitments have 
ound difficult to cater for the demand. How- 
ever, there are now two additional factories in Scotland 


themselves in the manufacture of type- 
emanates from U.S.A. and the other from 
their production progresses from assembly 
to manufacture and gathers momentum, and as pro- 
luction of the already-established British companies 


ncerease e home market will be much more self- 
IDpor ] 

It is re nable to predict that during 1950 we may 
ee the yf the gap between supply and demand 

It is then that the testing time will come. It seems 
1 jong time since we experienced keen competition, but 

is inevitable that the days will return when sales 
ervice efficient salesmanship will again be an 
import to! 

One could write at great length on the many activi- 
ties of the trade, but suffice it to say that we should 


hat we belong to an industry the products 
rvi f which are so valuable to millions of 
s throughout the world. The importance 
our work has yet to be fully realized 
Mr. Editor, for the opportunity of making 
Ontribution to your columns, and may I, 
the Typewriter (and Allied) Trades Fed- 
at Britain and Ireland, convey to all 
wish that throughout 1950 they will 
enjoy goo ealth, happiness and good business 


eration I Gre 


your reade tne 


°—- << 
FOREIGN MARKET REPORT RELEASED 
rhe U. S. Department of Commerce in a recent re- 
information about the world trade 
ment and supplies, describing the market 
in Denmark, Finland and Sweden 
this bulletin: 


lease Na reveaied 


DENMARK 
States plays only a minor role in sup- 
nish typewriter market. This condition 
rimarily to the shortage of dollar ex- 


hange to the measures taken by the Danish 
overnm«s obtain office equipment from European 
sources | eans of bilateral trade agreements. The 
reement n effect with Italy, Switzerland, Sweden, 
he R occupied zone of Germany specifically 
provide f Danish imports of typewriters All 
nports be licensed by the Danish Board of Sup- 
ly, whi ilates the allotment of exchange. Owing 
to the shortage of dollar exchange in Denmark, it is 
he policy of this board to restrict imports from the 
[ ted St I whenever possible to encourage the 
mportati f similar machines from European coun- 
tries witl h Denmark has bilateral trade agree- 
ment 
FINLAND 
The trade in the typewriter market in 
Finlaz primarily upon the availability of 
foreign exchange, with the exception of imports by the 
Finnish-Soviet company. Typewriters produced in the 
OFFICE APPLIANCES, February, 1950 


FEATURE THESE 
TWO STELLAR 
ATTRACTIONS 
and you'll enjoy 


a longer run 
{on profits) 
“South Pacific 


than 





























When it comes to day- 
in day-out performance, 
this insulated stor has 
no peer. Heavily rein- 
forced and certified to 
withstand heat reaching 
1700°F. for one hovr, 
this office veteran means 
profit for you and pro- 
tection for your custom- 
ers’ records. 


Sold through franchise 
dealers—ask about the 
possibility of a franchise 
in your community. 


Attractive enough to in 
vite yet with 
an ability to perform 
any filing role your cus 
tomers may cast if in 
The Victor Bestline file 
is built to give top rated 


whistles, 


performance for years 
Truly the best 


you to sell 


line for 


TM Me 
chise dealers — ask 
about the possibility of 
a franchise in your com- 
munity. 


FIRE DRAWER 


io This extra’’ insulated 
6 > ah unit has all the fire re- 
, sistant qualities of the 
Pa larger insulated files, 


You are assured of prof- 
it encores if you act as 
agent for this 
Available to all dealers. 


item. 


MN. Tonawanda 
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THE VICTOR SAFE & EQUIPMENT CO., INC. 





New York 











MODEL B-192 


Barrett 
GRAYTONE 


A NEW Hand- )perated Machine for 
Adding-Listing and Calculating with 


DIRECT SUBTRACTION 


ITEM AND TOTAL 
Capacity $9,999,999.99 


ALSO AVAILABLE IN ELECTRIC 
MODEL B-192E 


Rapid Multiplication or Division with 
Printed Proof * Visible Printing * Visible 
Adding Wheels * Automatic Totals * 
Non-Add and Non-Print Keys * Item Cor- 
rection Key * One Position Back Spacer 
* Sub-Total Key * Automatic Ribbon 
Reverse * Weight, 12 lbs. * Size, 6x9 ins. 


DEALERS: It pays to sell the Barrett Line...your 
territory may be open... write for details 


about our Exclusive Sales plan. 


Barrett Addin g- Machine Division 


LANSTON MONOTYPE MACHINE COMPANY 


Monotype Building, Twenty-fourth and Locust Streets, Philadelphia 3 Pa 
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United States would find a ready sale, if dollar ex- 
change were available, because of their better quality 
and lower prices 

“The principal desire of the Finnish office machine 
trade is to receive imports from the United States. If 
this cannot be accomplished, the principal representa- 
tives of United States firms will of necessity become 
retail dealers for the Finnish-Soviet Company.”’ 

SWEDEN 

“The continuous growth of the United States share 
in Sweden’s import of typewriters, until the dollar 
shortage intervened, indicates a strong potential mar- 
ket for United States typewriters. According to local 
trade sources, most Swedish typists prefer United 
States machines to those made domestically and, in 
consequence, the Swedish trade is devoting most of its 
attention to developing export markets. For the pres- 
ent, importation of typewriters from the United States 
will be limited to token quantities.” 

Lists of importers and dealers in office supplies and 
equipment in Denmark, Finland and Sweden may be 
obtained for $1 per country list from the Intelligence 
and Services Division, Office of International Trade, 
U. S. Department of Commerce, Washington, D. C., or 
from any of the department’s field offices 

—- ° 


NEWS NOTES FROM AUSTRALIA 


W. Beecham, Correspondent 


Now that the people of Australia have thrown out 
the Labour Government and given the Liberals a clear 
working majority, businessmen, particularly importers, 
are hopeful that much of the red tape which has for 
so long impeded trade will be cut away and some 
measure of freedom will be allowed 

* * © 

Many importers here would like to see greater im- 
ports allowed in from the United States. At the mo- 
ment, of course, the dollar shortage is the biggest 
obstacle, but plans have been put forward by Professor 
Copland, of the National University, for overcoming 
this. Although the Labour Government would not 
take the plans up, it is now considered possible that 
the new government will do its utmost to see that 
there is far more encouragement for trade with coun- 
tries such as the United States 

Recently, the Australian Society of Engineers applied 
in the Western Australian Arbitration Court for a 
wage award for typewriter mechanics who, previously, 
had not come under any award allowing additional 
pay for skill. The award was arranged by consent 
between local typewriter firms and the trade union, 
and it covered about 40 workers, most of whom will 
now receive increases in pay. 

. * « 

Lamson Paragon Ltd., manufacturers of office sta- 
tionery, whose head office is in Melbourne (nominal 
capital 500,000 pounds; paid capital 351,563 pounds 
in 1 pound shares) reports a net profit of 46,235 pounds 
for the financial year November 1, 1948, to October 
31, 1949, compared with the 38,255 pounds of the pre- 
vious 12 months. Ordinary dividend remains un- 
changed at 10 per cent, including a 2 per cent bonus 

* * . 

Lamson Paragon (Western Australia) Ltd., a sub- 
sidiary of the Melbourne company, also paid a divi- 
dend of 10 per cent for the year 

Australian manufacturers of steel office equipment 
are hoping that this year will see them obtaining bet- 
ter supplies of raw materials. For some time past 
supplies of steel and the many fittings of metal used 
by these people have been far from good and in many 
cases orders from retailers have been seriously delayed 


Robert Reid and Company, Ltd., wholesalers with 
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We proudly announce the NEW 





DUPLICATING INK 


Perfect Results 
No slip sheeting. Mini- 
mum penetration 

No clogging of cylinder. 
No hardening of the pad. 
Does not destroy sten- 
cils 

For open or 
inders. 

In any climate 

Black, sharp copy 
Stencils and hands easily 
cleansed with warm 
water 


closed cyl- 


From the originators of 
homogenized duplicating 
inks comes an entirely 
new ink—nine years in 
the making. 


Available in 
POUND or HALF-POUND Cans 


Canode Rapid Dry is the latest 


We Guarantee the special 

features of CANODE 

Rapid Dry Ink as listed 
above— 


addition to their regular line of 
Homogenized Inks. 


Manufactured by 


INK SPECIALTIES COMPANY 


INCORPORATED 
523 N. HALSTED STREET e CHICAGO 22, ILLINOIS 











the different 





OFFICE MACHINE 





THE COVER THAT... 
FOLDS FLAT! 





..in a JIFFY, every time. Always handy 
for instant reuse. ONE SIZE, for type- 
writers to 14° and for most adding and 
calculating machines. 

NDIVIDUALLY PACKAGED in display carton 


TTRACTIVE, coated fabric 






Fr, 


WRITE for complete dealer 
information and literature. 


FINK 


MANUFACTURING CO. 
AURORA, ILLINOIS 


» PLATES 
SE-LOCK 
\ACHINES 
DEVICES 

JMBERING 
*  DRI-FLO 
LOCK TYPE 
'S » NAME 
J> DEVICES 


NUMBERING MACHINES " 
DRI-FLO MARKING DEYIC 


BASE-LOCK TYPE * 
MACHINES « 


Preferred because it has 
all the finest features. 
Write for catalog ““E” 
on complete line. 


1875- 1950 


Three quarters of 
o century 5 serwice 


WM. A. FOR 


NCORPORATEL 











Adding Machine Rolls 
Duplicating Papers 
Mimeograph Papers 


Second Sheets 
Ruled & Plain Pads 
Note Book Fillers 


SPECIAL REQUIREMENTS TO ORDER 


PROMPT DELIVERY from our big, modern 


plant. Complete satisfaction guaranteed. 


ANCHOR RULING DIVISION 


2015 N. HAWTHORNE AVE. 
MELROSE PARK, ILL. 
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quality 
-——— performance 
THE BENTSON 


‘Oop-Fiite 


3200 Series FILE 


Guaranteed long-lasting perform 
ance is the only proof of master 
Bentson Top-Flite 








craftsmanship 
filing cabinets have a reputation 
for highest quality performance 
through the years . effortless 
operation, enduring beauty, rigid 
stability. This high standard of 
dependability means satisfied cus- 


tomers and more business for you 





lf you haven't received your con- 
venient file folder of BENTSON 


catalogs, write for it today. 





| “The Line of Most Assistance’ 


(he BENTSON MFG. CO. 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT 
AURORA ° ILLINOIS 
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LOADED WITH “SENTRY” 
PROSPECTS 






Show home owners, busi- 
ness men, professional 
men, farmers ‘'Sentry’'s’’ 
low-priced protection and 
make sales. Features such 
as Vermiculite insulation, 
usually found only in high- 
er priced safes, make sales for you. Point out 
that loss of receipts or records by theft or 
fire would cost the prospect much more than 
a "Sentry." "Sentry" safes move fast 

should be in every dealer-salesman's line. 






i 


Dimensions 


Inside, |5x!2x12'/2 
Outside, 24!/.x17!/px17'/2 


















Features that will help you sell “‘Sentry’’. 





1. Tamper-proof combization lock 
2. Punch proof door 
3. One piece construction 















BRUSH-PUNNETT CO. 
545 WEST AVENUE « ROCHESTER, NEW YORK 


Manufacturers of “Sentry” Safes for Over 20 Years 






Handle MoreGarments 
in Less Space with 


Seru-Mer 


WARDROBE 


Shown here is a four ft 
SERV-MOR 
Rack that accommodates 48 





LOR SANE 











RACK 





ya 


Wardrobe 





garments. No other ward- 
obe rack on the market 


\ 


today can match these exceptional features 


of hat an 


cOat Capacity. 


Note the two hat shelves, each 18 inches wide and four ft. long 
convenient tray for rubbers and galoshes on the bottom. The 
mbrella holder is offered as optional equipment 
Lightweight, yet rigidly strong, all are welded steel construction. 
Made in four and six ft. lengths that can be bolted together to give 


any length in multiples of two feet 

Smartly finished—in pleasing aluminum that blends with any surround- 
ings. 

Shipped set up—no assembly problem 


For full details about prices and discounts, write today to 


APPLIANCE PRODUCTS CO. 


MADISON 4, WISCONSIN 
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branchs in all the Australian States, reports that 


price f fountain pens have increased by from 160 
to 200 per cent in the last 20 years 
> . oe 


inufacturers of desk calendars and seasonal ad- 
vertising novelties report first rate business during the 


month of December, 1949. Business diaries sold par- 
ticularly well as did advertising pencils and such “give 

A 50,000 pound fire recently gutted a four-story 
building in Hutchinson street, Surry Hills, Sydney, used 
partly Lamson Paragon, Ltd. as a bulk store 

B. J. Ball, Ltd., of which Collins Bros. Stationers 
ty. Li is a subsidiary, reports a net profit of 16,174 
pounds for its trading year compared with the pre- 
vious yeal 10,115 pounds. Ordinary dividend is at 
the rate f 10 per cent, tax free 

Several applications have been registered lately for 
Australian patents for lines of interest to the office 
appliance industry. These include: Application 131,- 
633 (A. L. Wilkinson, New South Wales) for a parallel 
ruler etails of which are, “To enable a point on a 
paper to be accurately transferred along a track at 
right es to a given line, a roller type parallel ruler 
is provided with an attachment in the form of a slid- 
ing cu r which may underlie the ruler and may be 
provided ith a hand piece. Alternatively slideable 
pointers may be used in slots parallel to the long edges 
o! ne Lif 

Appli n 134,332 (A. E. Wynter, Victoria) for a 
protra details are: “To facilitate the marking of 
angle rotractor comprises at least one straight 
edge a 1 curved edge with tangential extensions 
having angular graduations thereon.” A modification 
las a clearance at the intersection of edges 

No. 134,430 (W. T. Charley, N.S.W.) is for bookcases 
and fill abinets: “To. conserve office space and 
facilitate ess, a Shelf of L-section is pivoted on 
runne! es Slideable in runways fixed to the walls 
of casi Restraining links are pivotally connected 
) the | er and casing and leaf springs may support 
the 

—->¢ 

NEW VOLUME PORTRAYS SWEDEN NOW AND THEN 

A nev ime, “Introduction to Sweden” has been 
received | )FFICE APPLIANCES from Aktiebolaget Galco, 
Gavlegat 12A, Stockholm 6, Sweden. This book, in 
Englis! lation by Nils G. Sahlin, is written by 
Ingv Andersson and is published by The Swedish 
Institute, Stockholm. Those who are interested in the 
Swedis! id and people will find this a book of in- 
terest rially and for the wealth of information 


cont ibout the Sweden of today and its his- 
junds. Chapters portray Swedish in- 
nent, religious life and cultural heritage 


oe 
J. C. CLARKE RESIGNS FROM FIRM 

The rv tion of J. C. Clarke was accepted by Ben 
rufeld ot e Western Office Furniture Company, 428 
S. Spri Ss Los Angeles, Calif., with considerable 
eluctal Mr. Clarke has been employed by Mr 
Tufeld for the past eleven years in the capacity of 
Do/More seating expert At a meeting of the em- 
ployee e store, Mr. Clarke was presented with a 
gift i tion of his long and faithful service 
Mr. Tufe xpressed the regrets of his associates at 
the re nation which was effective on last Decem- 
er 30 

Mr. C e has been a valued seating expert for 
Do/ Mor Li for more than 20 years. His various 
fields of eration include Dubuque, Iowa; Elkhart, 
Ind.; al Louisville, Ky. He came to San Francisco 
in 1937 1 hort time and from there went to West- 
ern Office Furniture Company in Los Angeles He 
resides 422 N. Normandie, Los Angeles 


OFFICE APPLIANCES, February, 1950 




















He AP HP He AP ee KP? KP Pe 







Points 
On Policy | 


Posture control or posture 
encouragement—which? 
Sturgis designers voted for 
encouragement a long time 
ago. Sturgis chairs are basic- 
ally comfortable and relax- 
ing; they are designed to 
‘“encourage the posture that 
discourages fatigue.’’ The 
new owner of a Sturgis chair 
likes it from the start—a 
strong selling point. 


pp & Meno 


PRESIDENT 


A complete line of executive, steno- 
graphic, reception and institutional 
chairs posture designed for the person 
and the purpose. 





POSTURE CHAIR CO. 
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BARKER FIRM ESTABLISHED 78 YEARS AGO /_ 

Glass inkstands and patent copying machines were 
fast selling items when S. Barker’s Sons Company, 
Cleveland’s first office supply house, opened for busi- 
ness 78 years ago 

Now, like other businesses of its kind, Barker sells 
such modern things as inter-office communications 
systems and fans that blow cold in the summer and 
hot in the winter, a recent article in the Cleveland 
Press noted 

Ray M. Barker, president, is the third generation of 
his family to operate the business which is located at 
729 Prospect Ave. His two sons, Bud and Jack, the 
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| MARK ANNIVERSARY—Helping to celebrate 78 years in 
| business are these employees of the S. Barker's Sons Co., —_— 
: | founded at Cleveland, Ohio, in 1871. They are (left to right) 
| ADDO-X, featuring a featherlight touch, Mrs. Elizabeth Keim, Clarence B. Clarke, Raymond M. Barker, 

‘ , = | president and third generation to operate the business, and 
noiseless operation and 10 key simplicity, Ogg tang slies- ata 


puts more speed into listing calculations fourth generation Barkers, have begun getting experi- 
and offers extreme operating comfort. You ence by working during school vacations in the ship- 
ping department 

Samuel Barker started his shop in 1871. When his 
son, Raymond H. Barker, was 15 years old he joined 
the company, starting by going way out to Broadway 
every day for orders and making the deliveries himself 
the next day 

The year 1900 was a critical one. Barker moved 
the heart of the mercantile district” at Superior Ave 
and W. 6th St., and had two fires within the next two 
years. One fire sent the company’s printing machinery 
and office supplies crashing from the third floor to the 
basement. But the building was rebuilt and the com- 
pany started over again 

Raymond M. Barker, grandson of the founder, joined 
the company 26 years ago and with a group of veteran 
| employees has kept the business growing. With him 
are people like Clarence B. Clarke, vice-president and 
associated with Barker’s 30 years. Other veteran em- 
ployees include Mrs. Ethel Harrison, with 26 years of 
service; Herbert Fink, with 20 years, and Mrs. Elizabeth 
Keim, with 29 years service 

The natural increase in the paper work required to 
run a business, the wider use of business machines, and 
the increase in Government regulations all have 
helped to boost business at Barker’s. In one order 
recently, for example, the company sold 15,000,000 
paper clips, or $6,000 worth 





can rely on ADDO-X for unfailing accuracy. 
ADDO-X is the key to all your calculating 


problems. 





Ae ROE a 
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MAJOR LEATHER GOODS TO A NEW ADDRESS 
The Major Leather Goods Manufacturing Company 
‘ y a ‘ has moved the factory and sales he sadquarters for the 
f ; e : Aw, 
AD DO MA Hi INE c .. ime ° brief case and similar lines from 1840 S. Michigan 


145 W. 57th Street New York 19, N. Y. Ave. to larger quarters at 609 W. Lake St., Chicago 


eee aE rene 
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VALCO ALUMINUM D 


functional as U 
well as beautiful R 


No. 17-C 

COSTUMER A 
Durable |4"' diameter base 
heavily weighted 2 a B 
ameter upright. 4 double 

hangers with finished pro L 

; tective knobs 
° f 


No. 25 
TORCHIER 











A sturdy rope ... a rugged knot ... a durable 
combination to say the least! 

And somehow this simple illustration typifies the 
“U. S. Line” of Inked Ribbons and Carbon Papers 
. a leading name for more than a half-century! 
Learn about the many “U. 8.” advantages ... by 

writing for free samples and prices! 


way Mogu socket? 14 

diameter shade. 65°’ high 
diamete upright 

4° diameter base—heavily 


FOR DOMESTIC & EXPORT TRADE 





Send For Complete Facts 
General Offices & Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 
VALCO company ae 


2937 Sheridan Avenue, St. Louis 6, Mo. Established 1895 





















Roe » SHELVING 
IRON \==\ 2h 
GRIP a. ALL EXTRAS 


The More You Load It the Tighter It Grips wgerong 
Immediate Delivery From Stock nd 
| Bey® 


pelief” 


‘STEER: &<TRONG 





















Saved-- 


24% 








TuBULAR Corn WRAPPERS | For Extra 
; | Heavy Duty 
Stationers! It’s your Line—Exclusively! | @eevtes 


Steel-Strong” Products are sold through HOW IT GRIPS 


Stationers and Office Supply Dealers only. 
We have no retail salesmen to picate your 





» A slope in the 
§ keyhole joins with 
| the taper on the 






NO NUTS - 
























customers and cash in on your missionary NO BOLTS - YI, stud to form the 

as NO TOOLS - <tr tightest and 

Ww ONLY A STUD 4 ih strongest of grips. 

for Speedy An exclusive 

Write for liberal di ts and sales help on: _ » 

rite eral discounts and 8 P Shelf Assembly aaa : Equipto design. 
Coin Wrapper: Lead Seals . , NO. 150 
Bill Stra Seal Presses Sold only through Dealers—Never Direct 
Coin Bag Teller’'s Moisteners FR 

E Manual Coin Counters EE 





Draw S 3 Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night De tory Bags Sorting Trays 
Linen Shipping Tags Coin Storage Trays 









© 33 | 
= ‘trated | 
670 PRAIRIE P 
Phone Aurora 9232 “alogs 
PMtLt-) 2 Weiea) 1-1 


THE C. L. DOWNEY CO. HANNIBAL, MO. ete... 


BINS DRAWER UNITS. TOOL TENDERS -CARTS INSERTS COUNTERS BENCHES 
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MODERN BAIL 
for 


OLDER UNDERWOOD TYPEWRITERS 


at very low cost 
(replaces old paper-fingers and rods 


HERE IT IS 





Bail in writing position 


quickly. 5 minutes will do the job. Made for all widths 
of carriages up to 18". 


EVERY UNDERWOOD SHOULD HAVE ONE 


We suggest your putting them on every paper-finger 
Underwood you have in stock. Your typewriters will sell 
faster and at better prices. This bail, when purchased in 
lots of 12 or 24, will net dealer substantial return on 
investment 

Order now (specifying widths) or send for illustrated 
descriptive circular. 


WESTERN PATENT ACCESSORIES CO. 


Los Angeles 28, Calif. 


| Here is a chrome bail that can be installed easily and 
6611 Sunset Blvd. 


EE — 





| | THAT ADDOMETER 
| ADDING MACHINES 


° | AT ONLY 





@ There’s logic plus proof 

behind Addometer’s sales appeal. 

Addometer fills a definite need for a portable low- 

cost adding machine among accountants, small and 
large businesses, professional men, retailers, service 
stations, farmers, architects, and many others. The 
remarkable 8-column Addometer adds, subtracts 
direct, multiplies as speedily and efficiently as many 
big, expensive adding machines-—yet costs only 
$12.95! It has exclusive features which no other 
machine offers. 


FREE aispia, stand with every 


order of 6 or more Addometers = 

get started with this special offer ORT 

today! Write Dept. A-2 =m 

Reliable Typewriter & Adding Machine Company 
303 W. Monroe Street + Chicago 6, Illinois 




















COMBINATION CABINETS, ALSO 
SECTIONAL BOOKCASES AND 


STEEL TRANSFER FILES 





LEGAL & LETTER SIZES. 


Made in Special Sizes as 


Requested 
Made of heavy ga 
lectrically lded t 
nd rmpletely f ! 
throughout st 1 
ible every tv i es 
lependable r y b 
device St cat t 
ur i= x e x s Ww 
robe and « nbinatio 
also Aavailalle 

* 

The all ew IMPROVED Parker 
Steel Cabinet featurit 
finishes in Green and Gray Als 
baked-on enamel fintst 
Gray or Grained Walnut 


Mahogany 


Write for latest catalog and NEW Dealer price list 


PARKER STEEL PRODUCTS INC. 


Manufacturers of Stee! Office Equipment 


54-60 COLUMBIA STREET * BROOKLYN 2, NEW YORK 


HIGHER QUALITY — LOWER PRICES 
Steel STORAGE, WARDROBE AND 









PRECISION TIME STAMP 


FOUR STAR 
SUPERIORITY 

*% 40 Hour Precision 
Clock Movement 


*% Jeweled Balance 
Clock Movement 


% Patented Universal 
Joint Absorbs Shock 


*% One year guarantee 


GIVES YOU SALES AD- 
VANTAGES THAT BOOST 
VOLUME AND PROFITS 


4. D. JOSLAN wee. company 


MANISTEE MICHIGAN 














224 


OFFICE APPLIANCES, February, 1950 


re 


ye 
al 
kn 
Wi 


co 


ne 
tio 
an 
on 


S.E 


Wi 
tel 
lea 
the 
am 
ing 


An 
Sai 


age 
bee 
tive 
qua 


Yor 
330 
in t 


OF 
A 
new 
writ 
Stat 
dol; 
vete 
Bco 
for 
line 
mar 
tion 
dup 


OFF 





HANSEN JOINS G-W SALES STAFF 
The a intment of Roy E. Hansen to the sales 
staf f e Chicago office of The Globe-Wernicke 





ROY E. HANSEN 


Elmer G. Rahe 


( a entiy announced Dy 


Prio} appointment M1! iansen was, for ten 
yeal epresentative manutacturer in an 
illied try In this capacity he became well 
know! ealers in the Metropolitan Chicago area 
Worki er H. J. Warnock, manager of Globe 
Wer! go Branch Office, Mr. Hansen will 

I qaeaiers in Utnis area 

~<a 


BURROUGHS TO USE NEW CLEVELAND BUILDING 


Bur! Adding Machine Company will occupy 
new $25 dernistic building now under construc 
tion at t rthwest corner of Carnegie Ave., S.E 

+01 S Cleveland, Ohio. The firm took a lease 

n the hich fronts 100 feet on Carnegie Ave 
S.E., al feet on E. 4th St., for 20 years 

The 1 Burroughs building, one story in height 
vill ha ne and glass front, with a canopy ex 
tendin the sidewalk, and double glass doors 
leadil vestibule. The new building will house 
the exe fices and sales department and have 
ample di ace aS Well as an auditorium for train- 


the operation of company products 


Burr irrently erecting new buildings in 
Akro ( Columbus, Ohio, Washington, Los 
Angels ( ma City, Atlanta, and Dallas, it was 

AK 
oe te « 


ROYAL METAL TRANSFERS CHARLES BLICK 
‘ha I Mountain States district sales man- 
Metal Manufacturing Company, has 


een ap} that firm’s New England representa- 
ve Julian Grombache Mr. Blick’s head- 
rte Boston, Mass., at 110 State St 


°—-—-< 
PLUS COMPUTING NAMES DISTRIBUTOR 
Machines, Inc., 37 Murray St., New 
York N. } ecentiy appointed Calculators, Ltd., 
I Ave., Los Angeles, Calif., a distributor 
California area 


—-<« 


ORGANIZE ASSOCIATED IMPRESSION PRODUCTS 


\ ression Products Corporation is a 
firm in the carbon paper and type- 

riter eld, selling entirely to the commercial 
from headquarters at 1313 W. Ran 

St The owns ire James P. Clark 

this type products, and H. C 

Boot! perience in the same line goes back 
1 St. Louis and Chicago. The 

and typewriter ribbons will be 
e brand 1 e “Ultra-Copia.” Addi- 
nal] handle typewriter, mimeograph and 
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This is NEWS 
and a 


REMINDER to order NOW 




























New Personalized 


DUO-TANG 


LOOSE LEAF 
COVERS 
No. 35 AW 


No. 12 AW 
No. 16 AW 





ARAL 





® Die-cut acetate 


DUO-TANG personal. 
covered window 


ized loose leaf covers are 
® Built-in double 
prong fasteners 


popular everywhere 
because they are ideal to 


dress up reports, propos- 


e Fly-sheet printed 
with panel guide 
marks 


als and presentations. 
Attractive and easy to 
use, they have embossed, 
die-cut acetate covered 
window with fly-sheet for typing name or title. 
DUO-TANG covers come in a wide choice 
of colors and materials ... perfect for “that 


personal touch”. 





There are styles of DUO-TANG 


covers to meet all requirements 


Remember 
*DUO-TANG 
for all... 

CATALOGS 
PRICE LISTS 


for sheet size 11" x 8%". Special 
sheet sizes and larger capacities 
made to order. These easy-to- 
use binders with BUILT-IN 
DOUBLE PRONG FASTEN- 


ERS and reinforced metal 


PROPOSALS 
MANUALS 
BRIEFS 
REPORTS 
PRESENTATIONS 
SURVEYS 


binding holes are offered in 
5 grades of materials and 42 


different colors. 


Write for prices and samples 


200 So. Peoria Street, Chicago 7, Illinois 


Printing * Stamping * Embossing * Silk Screening 
Spraying and Rubbing * Varnishing * Plastic Coating 




















Its No 1 on the 





hit para le 














The WEBER 


ADDRESSING MACHINE 











Here’s the addressing machine that is taking 


the country by storm. And good reason, too 


* 
* 


It’s tast _. 1000 ti 00 idresses pet hou 


Each piece is automatically ejected, fa p, as 
is addressed. 


tain feeds solution exact 


ly as needed for any kind of paper stock used 


The new improved fo 


y | | 
Uses no stencils, plates, ribbon or ink 


Adjustable guide permits addressing all types of 
mailing pieces in a wide range of sizes 
[t's precision engineered and ruggedly built for 


years of service 


It’s nationally advertised in leading business exect 
tive publications Watch tor nnouncement of 
our big 1950 advertising campaign 


Yes...the Weber is the machine that sells...and 


stays sold. And, remember, there's big profit in 


Weber supplies, too. Write today for full de 


tails, samples of dealer helps, and discounts 





WEBER ADDRESSING MACHINE CO. 


248 W. Central Road, Mt. Prospect, Ill. 
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ROYAL METAL PLANS TO EXPORT 

In line with plans to re-enter the export trade field 
this spring, Royal Metal Manufacturing Company has 
announced an expansion program. 

Irving Grombacher, president, recently sailed from 
San Francisco to investigate the export situation in the 
Hawaiian and Philippine Islands. Irving Salomon, 
chairman of the board, is scheduled to sail from New 
York on an extended business trip to South America, 
Africa, the Middle East and France. 

C. J. Skibinski, formerly associated with the export 
division at Stewart-Warner Corporation, has joined the 
firm to handle account relations and sales work in the 
export division. Also devoting time to the expanded 
export plans is R. E. Witts, sales manager of the con- 
tract division. Mr. Witts is currently on a merchan- 
dising trip to Birmingham and New Orleans. 

Royal Metal has also recently realigned its staff in 
the domestic field. R. E. Reetz, formerly in the Pacific 
Northwest, has been appointed midwestern district 
sales manager, covering Iowa, Nebraska, Kansas and 
western Missouri. Charles Blick has been named New 
England sales manager to replace Julian Grombacher, 
who recently became vice-president and general man- 
ager. 

Albert L. Goldblatt, sales manager of the Hudson 
Beauty Furniture Company, a subsidiary of Royal 
Metal, has been named southwestern district sales 
manager, with headquarters in Dallas. Harmon Matin 
now heads the northwestern sales division, covering 
Washington, Oregon, Idaho and Montana. His head- 
quarters will be in Seattle, Wash 

— = « 
CHAPMAN JOINS B & P SALES STAFF 

Stuart Chapman, experienced stationery salesman, 
recently joined the sales staff of Boorum & Pease Com- 
pany. Familiar with the retail stationery problems of 
the Midwest, Mr. Chapman will make his home in 
Springfield, Ill., in order to be more centrally located. 
He will cover the state of Illinois with the exception 
of Chicago and some of the suburban areas. 

The appointment of Mr. Chapman was made by the 
firm to establish closer contact with dealers. The com- 
pany now feels it will be able to assist dealers in many 
ways not previously possible 

<a 


AIGNER APPOINTS REPRESENTATIVE 
Joe M. Davis Company, Culver City, Calif., recently 
was appointed representative for the G. J. Aigner 
Company. The Davis firm will sell Aico products on 
the Pacific Coast and in the Rocky Mountain area 
Information about Aico cellulose specialties, indexes 
and services is available from the Joe M. Davis Com- 
pany or direct from G. J. Aigner Company 
—-<« 
WEAREVER HOLDS ANNUAL SALES MEETING 
Large-scale plans for 1950 were unveiled at the re- 
cent week-long sales meeting held at the home office 
of David Kahn, Inc. Several news items have been 
added to the Wearever line of fountain pens, ball pens 
and mechanical pencils. Plans for the new year, ac- 
cording to Harry Yager, vice-president, call for a 
greatly intensified sales and advertising drive 
oO ele 


MISS HELEN TAFT PROMOTED BY IBM 

Miss Helen B. Taft has been promoted by Interna- 
tional Business Machines Corporation to managership 
of the IBM systems service department. She was pre- 
viously assistant to the general sales manager 

—- + 

McLEOD FIRM CHANGES CORPORATE NAME 

McLeod & Company, desk and costumer manufac- 
turer, has officially changed the corporate name style 
to McLeod Furniture Company. The firm has out- 
grown its factory quarters at 1735 W. Diversey Park- 
way, Chicago, and expects to move to larger quarters 
about February 1. 
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| your CLEARTYPE MAP 


_ DEPARTMENT IS READY TO MOVE 
INTO YOUR. 


Mh “bi 














We have broken all precedent with the 
duction of a dealer file 


yufacture and pro : 
manutacty line of 


and display unit to handle a complete 


LEARTYPE MAPS. 
, Ask for details about how we install this 


unit, help you to advertise and bring PROFITS 


| to YOU. 
_ __ Reply Dept. A-1 


~ AMERICAN MAP COMPANY, INC. 
16 East 42 St. N.Y. 17, N.Y. 


\ 
——— 











t’s a big item at 
Income Tax Time! 


—— 


You'll sell more of the 


NEW Lightning 
ADDING MACHIN 


with ONE STROKE clearance 


Nationally advertised in Saturday 
Evening Post, Look, Country Gen- 
tleman, Collier's and others... over 
250,000 in use from coast to coast! 
It's speedy and accurate. Send for 
life-size color photo and all details. 


Order adozen now 


LIGHTNING ADDING MACHINE CO., INC. 
543 So. Spring St., Los Angeles 13, Calif. 








News WALL COSTUMER 


Here's a 
space saver 
that will sell 
on sight! 
Show it! 








. mpietely 
ustable 


Piy bend 





Write for a sample at the special sample price 
of $2.20, postage included. 


4Y BOARD furnished free upon request. 


PARK PRODUCTS CO. 





111 N. MARION ST OAK PARK, ILL. 


FOX PRESENTS 


GOO0OD/YEAR 


hirer, 
NEW 


RUBBER 
2” FOAM FILLED CUSHIONS 


Regular Dealer Discount 


30242 VELOUR & PANAMA REVERSE 
A $7.50 B $7.00 C $6.50 


40242 FRIZETTE & PANAMA REVERSE 
A $7.00 B $6.50 C $5.80 


A 17x19" B 15x17’ 1442x15” 


GEO. E. FOX & CO. FOX 


317 N. Wells St., 
Chicago 10, Ill, U.S.A. 
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Are Recognized 
Standard for 


over 30 years 


Consistently high quality 


...up-to-the-minute packag- 





ing...a profit-and-prestige 


line you'll sell with pride. 


Inquire about our Franchise 
| Sales Plan—the short cut 


| to bigger and better sales 


| 

_ WANSCO 
| PAPER PRODUCTS CO., INC. 
409-411-413 PEARL ST., NEW YORK 1 
| 


Mc ernized to 
es persent 
‘Day Demands 








@ A Glass Smooth Plastic Fibre Board 
@® Vice-like Spring Holds Papers Securely 
@ Unreservedly Guaranteed 

Furnished in the Following Sizes 





Packed 24 to Carton Packed 12 to Carton 


Write for descriptive circular and latest price list. 





3500 OAKTON ST. chicavo Telephone 


co 7-2600 
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Stock tock 

Ne Size Vo Sise 

200 64 "x11’” 205 9” x1l5l4’ 
203 6" x9" 206 9” xl7" 
204 9” x12‘ 207 is” 6 6 «se 





SKOKIE, ILL. 








FOUNTAIN PENS WITH 
“THE RIGHT POINT FOR 
THE WAY YOU WRITE"’ 







Points instantly 
replaceable in 
case of dam- 
age. To select 
or replace... 
here's all you do. 














MADE BY THE MAKERS OF... 


Fountain Pen Desk Sets 
Dip-Less Writing Sets 
Steel Pen Points 
Push-Pencils 


THE ESTERBROOK PEN COMPANY, CAMDEN, N. J. 
In Canada: The Brown Brothers, Lid., Toronto 










e ae, 
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UNITED STATES EXPORTS OF OFFICE 
MACHINES, EQUIPMENT AND SUPPLIES 


Figures for September. 1949, Released in January, 
1950, by the U. S. Department of Commerce 


A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D.C.) 

CLASSIFICATION 


NET QUANTITY VALUE (DOLLARS) 


Machines Bookkeeping Nondescriptive 374 683299 
Machines Bookkeeping Descriptive 459 611752 
Machines Listing Adding 3099 559806 
Machines Calculating Non Listing 1387 426544 
Machines Card Punching, Etc 630 545759 
Machines Accounting, Etc. Nes 520 97766 
Machine Parts Accounting, Efc 695863 
Machines Addressing 277 60839 
Equioment and Parts Address. Mach 49059 
Machines Duplicating Ex. Lith 349 37043 
Machines Duplicating Lith 32 34380 
Parts for Duplicating Machines 57268 
Cash Registers New 604 202312 
Cash Registers Used Rebuilt 187 14112 
Parts for Cash Registers 212546 
Typewriters Standard New 10803 1148783 
Typewriters Portable New 4720 256247 
Typewriters Rebuilt 416 23821 
Typewriters Nes Inc Used 732 36302 
Parts for Typewriters 222185 
Staplers and Staples Office 89299 
Mach. A Pts. Dictating 94444 
Mach. A Pts. Mail Handling 38084 
Mach. A Pts. Check Handling 14724 
Appliances A Pts. Office Nes 252038 
Mech. Pencils All Materials (Doz.) 30181 80615 
Mech. Pencil Parts 4025 
Mech. Pencil Refill! Leads (Gr.) 26251 9394 
Pencils Ex. Mech. Black Lead (Gr 65690 149375 
Pencils Ex. Mech. Ex. BI. Lead (Gr.) 20978 56904 
Pencil Leads Nes (Gr 104606 39938 
Pencil Parts Nes 5623 
Crayons (Gr 79919 56707 
Fountain Pens Bal! Type (Dorz.) 23318 65062 
Fountain Pens Ex. Ball Type (Dor.) 83365 461705 
Ball Pen Refill ink Cartridges (Dorz.) 21538 20309 
Fount Pen A Bal! Pen Pts. Nes 128432 
Fountain Pen Points (Gr 5461 29760 
Dip Pen Points (Gr 13785 18386 
Desk Pen Sets 4035 11786 
Ink Writing 57237 
Ink Nes 68552 
Carbon Paper (Lb 88963 93749 
Typewriter Ribbons 13087 54271 
Office Supplies Nes 234163 





CORPO 
F 


>7 
> 
Zz 





Addressograph-Multigraph Corporation, Cleveland, Ohio rh 


Lh 


Royal Typewriter Company, Inc New York, N. Y.-—-Sal 


Li 


Pot I 49 Ww 
ds De ind 





BUSINESS OPPORTUNITIES 





Hartford, ¢ Firm Wants Trade Catalogs Barn H 
; ‘ . io | ‘ 
Firm at Jacksor Tenn Asks Trade Literature |) (rt } 
( | st lack I res ¢ 
Gienn Wittenauer Seeks Trade Catalogs‘ Witter 
\ t Comy I W 
H 
Firm in Toky¢ Japan, Wants Trade Literature, Contacts | Hi WV 
I . } j I nal that 
Jat 
| } 
Firm in Vienr Austria, Seeks Agencies W Richard N 
ined s offices ries 
Pp 
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DEALERS PROFITS ASSURED 
WITH THIS FAST SELLING 
NEW ITEM! 


GOLDSMITH BROS., NEW YORK, AND 
OTHER LEADING COMMERCIAL STA- 
TIONERY AND OFFICE EQUIPMENT 
DEALERS FIND THESE REMARKABLE 
VALUES PRODUCE PROFITABLE VOL- 
UME SALES. 














"THE DESK OF MANY USES" 
STEEL UTILITY DESK 





40” WIDE, 29'2" HIGH, 16” DEEP 


The perfect desk for small offices, reception- 
ists, students, show rooms, etc. Made of 
heavy gauge steel . . . Electrically welded 
throughout . . . Has four spacious drawers 
for stationery and office supplies . . . Storage 
unit has two adjustable shelves which pro- 
vide three compartments to hold books or 
printed matter . . . Equipped with lock and 
key. Finished in office green, walnut and 
gray hammertone. 


$24.95 us 


F.0.B. FACTORY 
LESS USUAL DEALER DISCOUNT 


Individually packed in air cushioned cartons. 





EXCLUSIVE DEALERSHIPS AVAILABLE 
TO LARGE DISTRIBUTORS 


ABKO PRODUCTS CO. 


1631-63 STREET BROOKLYN 4, N. Y. 
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“ACCO-bound Papers are SAFI 


ACCOPRESS 
BINDERS 
for all 


Sheet Sizes 


t x 6 











The big binding job in American business 


today is being done by 


ACCO 


FASTENERS, BINDERS & FOLDERS 
Wonderful opportunities f ncreased sales of ACCO 
Products exist right in f ritory, New sales build 
ers tor your service are t ‘ Send your order 


ACCO PRODUCTS, Inc. 
OGDENSBURG, NEW YORK 


In Canada te Canadia ( Limited Teront 


























PROVES 
CLAIMS 







WON'T CURL, 
SMUDGE OR WRINKLE 


Users tell us NEV-R-KURL lives up to our claims. It actually 
costs less to use than ordinary carbon papers because it 
produces up to 50 per cent more clean, sharp copies per 
sheet. It has more body— is easier to handle—saves office 
production time. Demonstrate NEV-R-KURL Carbon Paper 


in all types of office machines 


PROCESS CO., INC. 


192 MILL ST, ROCHESTER 4, N.Y 


CLEAR. PRINT 











CARBON PAPER 


— = 
Demonstration 






WOOD STAMP PADS 








KARLO « 


KARLO 


What Satisfied Users 


say about 


PORTABLE 
TYPEWRITER 
Syawes 


To conserve desk space we, for number of years 


have used typewriter stands. About 1'2 years ago, when 
refurnishing our offices, we | r KARLO stand. In 
itility, stability and beauty of appearance we find the 
KARLO superior to any stand we 


ever have used. This letter 

m the fact that we 
ire so well pleased. We want 
the Company behind this very 
fine pr t to know how we fee! 


out it 


fact, results fr 









© MODEL No. 1 
>» METAL 
WwiTH WOOD 
TOP 
ADJUSTABLE 


The Ideal 
Machine want 


jas the weight to counterbalan 
f typewriter Pr vides firm f FROM 
edful for n nd better ty ypI 6 TO 38 
precisely rrect p sture p s1Di¢ INCHES 
vestment in « nomy ind € { 
ien¢ 
Lifetim tal constr i 
xcept j tops in Wa i b win 
K jar finishe Com 
ly ts kind nm the +) 
1 


WRITE FOR INFORMATION & PRICES 2 


MANUFACTURING 
COMPANY 


32 lonia Ave., SW., GRAND RAPIDS, MICH 











PU @LTeIeliiiiiiiieliiiiiy 


SALES MANAGER 


Wanted by manufacturer with na 
tional distribution through de 
location N. Y. State. \lust have 


experience in office equipment field 


valet S 


selling 


Excellent opportunity for future 
Write fully experience, references 
starting salary, et 


BOX OB-276 


care Office Appliances, Chicago 6 


TH OUMOUO OUT 











Have You 
a Friend or business acqu 


acl ff - oad a DP oun 
Ww ¢ eEQuip } 
xs a ss 
TT aormr nce a) Thea 
HW 
n Va ress an y “Tala! | 
; 
= ee! a . 4 4 
ple 


THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A 
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BUSINESS-CARD FILE 


T WwW W \WYyY2 
aie ate 
Cc 
F_ 1G \H } 





Maso's All Steel Personal File! 









The 
“BANKETTE” 
Has the 
Mark-Up 
For Profits! 
The Features 
That Win 


Sales! 


$7.95 


Ss > . 
3x5 AND 4x6 uggested Retail 


ALUMINUM Meets The Big Unfilled 
CARD FILES Demand For A Top 
Quality Personal File! 







ADD TO YOUR PROFIT WITH THIS LINE 














Has everything your customers want in a 
er ‘ ‘ secre chamber, swivelled front 
2 differer ks, equipped with 20 Heavy 
OF HOME-O-NIZE SMALL FILING UNITS Pie Poiiers"3"worage “emveope. "Mate 
eayy tal for rugged lifetime 
hing provided for safe, handy 
‘ enient saf eeping ‘’ Ts » €« 
(> quality are two reasons why Home-O-Nize = el front ty "t 1 3 ir my . 
a full ¢ ihe 1 your 
\ Card Files are finding acceptance from more and cen fa ta Ca ne i eee 
» ' ' _ . ad ' ris zr 5¥2” dees Packed 
[ Now a new file has been added THE BUSI- STRONG HANDLE ne © 8 car MppIng we » Ids F.O.B 
: Sturdy all steel riveted ‘ a8 I 
NESS CARD FILE. A practical convenience that fills many handle makes it easy to 
a ; carry, take any place. ORDER YOUR NEEDS TODAY 
SES tion to filing of Callers 
we ee Lae MASO STEEL PRODUCT 
y/o oT, Lope 
tr Ask for catalog sheets M Phare . | C s 
yk. 


I \ ts 


—_———. Dept. ( 81 W. Von Buren St Chicago 5, III 












A QUALITY ENGINEERED 
C-THRU RULER FOR EVERY NEED 


Just 3 fromthe 
vast C-THRU Line 










best 
non-suspension 
file made 


Legal and Letter Sizes 
2, 3 and 4 drawers 
With or without lock 


Note these Geatunes 


® Fully Closed Bottoms With Gliders 


@ Hardened Ball Bearing Rollers 
. « « On BOTH Drawers and Case 


@ Drawers Drop” Into Closed Position 
@ Heavier Weight Stee! Used. Rigid 


@ Spot-Weilded Throughout. Fine 
Workmanship. 


@ Genuine BAKED ENAMEL — Green 
or Grey. 


@ Chrome Hardware. 

@ Larger Filing Capacity 

@ Positive Lock Compressor 

@ Guaranteed Satisfaction or Return. 





Send for complete Serrated Ruler makes it simple to draw 
C-THRU Catalog “YO 














s a rapid spacing and easy centering aid 





ao 7 





i Ww 


Write for Our Catalog No. 16 





A complete line of SAFES and MONEY CHESTS 
tting deta drawing, estimating number 


ereermemmmmmmmammmmmeen! (7UARDSMAN SAFE COMPANY 


John Robertson 








CHR ZG lint 





oe TFOR DO, Cc ON WN 


La Porte, Indiana 
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FOAM RUBBER 
CHAIR CUSHIONS 


“Perfect” 
FEATURING 


GOODYEAR AIRFOAM 


IN 
De Luxe 
EXECUTIVE 
STYLE 


IN THREE 
SIZES 





Covered with velour—fibre & velour—also corduroy & 
fibre in 2" thickness with boxed edges. 


“Perfect” FOAM RUBBER 


CHAIR CUSHIONS 


ne side covered with rich 
pile corduroy for cool seasons 
the other side with woven fibre 
for hot weather 
Filled with new live rubbe 
having thousands of air cells 
that breathe with every move 
Colors: Brown, Green. Sizes 
n 1e"~I5" = 17"~1%, 
x 15'/ 





Write for New Illustrated Folder 
Giving Complete Information 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


Adams Ave. & Leiper St., Bldg. No. 5 Philadelphia 24, Pa. 


Kxclusi vely Yours 








le ee 


S Or OihowSume 
ae 
—_—_— 





The GUILD line of STENCILS 
INKS and ACCESSORIES pro 
vides quality products distinc- 
tively packaged, which are sold 


only through licensed members 





st 

Guild 
STATIONERY 
PRODUCTS 





For de tail il ut me mbe rship 
advantages write 





Stationers’ Guild of America 
1400 South Penn Square 
Philadelphia 2, Pennsylvania 

















Séeel TRANSFER FILES 


READY FOR IMMEDIATE DELIVERY 


WRITE FOR DESCRIPTIVE LITERATURE ON ALL SIZES 


DOLIN METAL PRODUCTS, INC. 


187-9 VARET STREET BROOKLYN 6, N. Y. 
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Easy to Sell— Profitable to Handle 









A ready seller 
with 10” eye 
guide at 


$4575 


AX EXTRA 











L 


There is a real demand for the RITE-LINE Copyholder because 
typists like it. Saves eyestrain and promotes accuracy and speed 
especially in copying columns of figures 
metal, compact, attractive. Requires no 


Self-contained, all 
nstallation or service. 
Attachments for copying from wider sheets 
15” extension eye guide $1.10 
20” extension eye guide $1.25 

For full particulars, discount, etc., write to 


RITE-LINE CORPORATION © 1025 I5th St., N. W., Washington 5, D. C. 
r— 


RITE-LINE COPYHOLDER: 


— im “ a 
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—. There’s 


EYE APPEAL 


nd 


PRICE APPEAL 


IN MIDWEST’S NEW 
CABINET NO. 3018-C 





re CLASSIC 


SERIES of 
DESK NAME 
PLATES 


irg 






tom made. Insert type. 
ngeable. A name plate 


f desk, e.g., gold on blue plastic 
‘ Door plates. Office stick-out ow 
g ing. Plastic fabrications. Write for descriptive . y a 
t of model desk name plates today. Built sturdy with fine 
PLASTIC & WOOD PRODUCTS CO. lines and of heavy 
18229 W. McNichols Rd. Detroit 19, Michigan gauge steel. A good 
Anything in BRONZE, plaques especially 
he WALTER E. KUTCH CO. at the same address) 








profit item in any kind 





of times. Size 30’’ wide 

















UY; : WALZ FIREPROOF LD with four removable 
Y 7 and adjustable shelves. 
—Y be g y LS 7 Has a two-way lock and 
YY oil 
Y all set up ready to go. 
SELF-RELEASING ) Available in baked 
J CHEMICAL PROTECTION Y as , aise 
/ Costemer eppeel! Specie high y enamel of olive green, office gray or brown and 
sivergray stel coving neve weighs 100 lbs. 
iy lined . * 7 Truly merchandise of great quality and priced to 
YY WALZ MANUFACTURING CO. Ss ]/ meet market trends. Write 
Yj 808 HARVEY AVE., OAK PARK, ILL. $15.50 LIST 
Y WRITE FOR FULL cnceen nannies $22.50 PRICE MIDWEST Mein tt teen ieee coeoneed 


ROLLING STORE LADDERS 
“A” Type Ladders ° Library Ladders 


nets and Shelving, in Of 
fices, Vaults and Store 





“heres lwags vf PHarket for the Best 





rooms 


Made of Oak and Birch, 
n a variety of heights 
md styles, with wheels 

Automatic Safety 


Brakes. 








Send for Folder 
and prices 





536 BROADWAY NEW YORK 12, N. Y. 


w 


Manufactured by Library Style 


aight Side St 
DEALERS’ send for latest cotalogue n 
I. D. COTTERMAN °°? "aiicxco 0 ““* 


PREFERENCE! 


More and more typists 
prefer NORTA, the mod- 
ern plastic type clean- 
er. No liquids to spill 
or splatter...no mess 


... Quick, efficient and , DESIGN, 
longer lasting. A favor- 4 PERFORMANCE 


ite since 1924. AND 


SATISFACTION 























THE ORIGINAL 


NO.RTA 
PLASTIC TYPE CLEANER 


Norta Distributing Co., 1123 Broadway, New York 10,N.Y 
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ALSO FOR CLEANS 
Rubber Stamps TYPEWRITER 
NUMBERING TYPE 
MACHINES INSTANTLY 





PLATEN RENEWER 


MAKES ROLLS GRIP 
CLEANS AND RENEWS 
TYPEWRITER and 
ADDING MACHINE PLATENS 
MAKES PLATENS 07S RESTORES LIFE 
LAST LONGER . TO RUBBER ROLLS 
NON-ACID 
NON-INJURIOUS TO RUBBER 
NON-INFLAMMABLE 


DEALERS WRITE FOR DETAILS AND PRICES 


GEORGE S. CLAPP COMPANY 


14 ROSEMONT AVENUE PORTLAND 5, MAINE 





OUR GRADUATE 
OFFICE MACHINE MECHANICS 


are thoroughly trained in the maintenance of 
all standard typewriters and adding machines. 
They are dependable, ambitious young men, 
skilled in their trade, who have Basen. office 
machine repair as a career. Our courses are 
government approved for veteran or non- 
veteran training. 


Write for Full Information 


RICHARD J. ZAIDEN 


COMMERCIAL INSTITUTE 


2020 WEST LIBERTY AVENUE, PITTSBURGH 26, PA. 








DAYTON STENCIL 
WORKS CO. *oric™ 











SPRING 


(Ss 


CUSHION KEYS )= 


rm 


for typewriters / 


Master Speed Keys increase type- ® 


writer speed, soften the touch, and 
reduce fatigue. Their characters 
are long-wearing, clean and legi- 
ble. 

Speed Keys are ideal as an addi- 
tional money maker. Let us show 
you how you can make extra money on your office calls. 
Write us today. 


SPEED KEY CORPORATION 


268 Chauncey Street Brooklyn 33, N. Y. 














The TABLE-DESK—a Sure Seller! 


In Oak, Walnut 
and Mahogany 


All the Appearance, Leg 
Privacy, Fine Finish & Con- 
struction of a desk—yet 
costing about 40% less 
than any desk of corre 
sponding size. 


No. 4200 42x30” x 30” high 
No. 6000 60” x 32” 30" high 
No. 4800 48” x 30" «x 30" high 
No. 3600 36” x 24" 30" high 





Popularly Priced 


Write for Catalog for Prompt Delivery. 


of Complete Line 


OFFICE TABLES «+ PHONE CABINETS + TYPEWRITER TABLES 


DORO MFG. CO. *@i!e,00°10) iitinois 




















THE KING 
OF ALL CHAIRS 


America’s most comfort- 
able true posture chair. 
Cast aluminum base 2 
ball bearing casters, fin- 
ger-tip fully adjustable, 
no tools required; up- 
holstered in finest fabrics 
in all popular colors. For 
prices and literature write 


KING POSTURE CHAIR CO. 
953 So. Raymond Ave 
Pasadena 2, Calif. 
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ARK/ILO 
CELLULOID PRODUCTS 


Loose-leaf envelopes, punched: card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 
Write us for details. 


Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U. S. A. 














ACCURACY 
means QUALITY 


¢ Wiggins Blank Scored 
Card Stock and Lever Bin- 
der Cases are made for En- 
gravers and Printers who 
have reputations to main- 
tain. 

As to quality, neither can 
be excelled at any price. 

Samples on request. 





ORIGINATORS 
SCORED CARDS 


@ Carried by the following paper merchants 


New York City Cincinnati Grand Rapids 

Allan & Gray The Chatfield Paps ( er Paper ¢ 
Pittsburgh Detroit Houston 

tfleld & Wa Seaman-Patrick P ( Ss ‘ t 


THE JOHN B. WIGGINS COMPANY 
634 S. FEDERAL ST. « CHICAGO 5, ILL. 
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BOX 


OFFI< 








LOY’S ABACUS, LOWEST PRICED 


ALL-PURPOSE RAPID CALCULATOR 
Cuts work in half! 


Brief case size. 





Add, sub- 

tract, multi- 

ply, divide, 

extract square 

—_ root with 
—eaert equal ease 
_— and amazing 
$6.50 speed. | |-col- 
umn capacity 


Retail orders accepted. Dealers invited. 


LOY’S CHINESE CALCULATOR, bept. o-2 


1317 R. I. AVE., N. E. WASHINGTON 18, D. C. 

















SECURITY 
BRAND 


Most nplete line ot 

fail B 3ags- fan 
xe All Leather bags 
A nvas 



















as 
with Lea — wi im. 
and all Can 

Your mail bag sales 
are to yc ad select 
entele —— = == at 

t e best — sel 
THE BEST! For com 
Pp ete descriptive ti- 
rated price circu- 


-f 
(| 
oy write 


CANVAS PRODUCTS |. 
CORP. dh 


vette & 

Om. w TH icons St. 

FOND DU LAC, 
wis. 
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| This Ad Is Aimed at Those Dealers 
| Handling Duplicating Supplies Who 
| Need UNIFORM “‘Business-Holding” Lines. 
| SPIRIT MASTER UNITS 
BRILLIANT DUPLICATING FLUID 
Write For Information 
Carbon / A 
Paper . 2 eoales ah. @! Ribbons 
| For @, SPECHUSTS "x For 
Any - 
lication > ) Machin 
| Applicat 3 Sti sis achines 
ADKINS & COMPANY INC. 
| 112 PROSPECT AVE CLEVELAND 15, OHIO 











Spin Dex 


The Modern Rotary File 


Transfer your present cards 
into SPIN-DEX without change! 


BUSINESS EFFICIENCY AIDS 
BOX 258-A SKOKIE, ILL. 
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PENCILTOP DATE SETS IN THE 
SUPERIOR LINE 


Not only librarians . . . 
but record-keepers of all 
kinds find that rubber 
type dates, set into at- 
tachments on the eraser 
end of a pencil are prac- 






tical and convenient. 
Available in seven styles 
of dates Order them 


along with other Mark- 


ing Devices 
Ask your jobber or 
write direct. 





SUPERIOR MARKING E UIPMENT co. 
1800 LARCHMONT 1CAGO 13, ILL 
533 MISSION ST. © SAN FRANCISCO S. CAL 


a Ox 


Your filing supply specialists 


R. A. STEWART & CO. 
80 DUANE STREET 
NEW YORK 


ford 


ee eee 

















MANUFACTURERS OF 


PEN DAFLEX = the hanging folder 


OXFORD FILING SUPPLY CO., INC., Garden City, N. Y. 





















Carbon Papers 


ond Typewriter Ribbons 
eB. ask, 26 ik a > 


In demand by office workers 
who want the best. 


For Volume PROFITS 
Feature WRITE 


WRITE 
INCORPORATED 


420 Lexington Ave 
New York 17, WN. Y. 


WORLD WIDE SERVICE T QUALITY PRODUCT 


WRITE FOR OUR LATEST CATALOG 
INTERNATIONAL CASH REGISTER PARTS COMPANY 


“CHICAGO 18, ILL 


HIGHES 


2810 W ADDISON ST 
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% 
The | 


Executive Chair No. 1175 Secretarial Chair 


No. 846 Executive Chair 











N Cediont Steg 
ow in VWlki/ ay 
THE FIRST REALLY ORIGINAL ADVANCE IN COMMERCIAL FURNITURE IN A DECADE! 


More beautiful than ever... everyone agrees. More du- * 


rable, too. because ROYALCHROME's Sensation-creating new 
Hs 





Customers are looking for 
this emblem of their Au- 
protects its own beauty! Lasts thorized Royal Dealer... 


longer as it stavs smarter. Sells stronger and in volume. 


A complete line nationally advertised. New Custom-Satin POYALCHROME 


Chrome designs by RoYALCHROME for vour every oflice and 


satin chrome finish actu 





reception room selling need. Stock, display, profit with this 


most sought-after line of distinctive business furniture in 
America. 
Upholstered Super-TufTex leatherette, Top 


Grain Genuine Leather, Medium Buff Leath- 
er or magic Rovalon (100°. Nylon) material 





.. featured in all Royal 
national advertising 


ROYAL METAL MANUFACTURING COMPANY 


175J NORTH MICHIGAN AVENUE: CHICAGO 1 











MICHIGAN CITY, INDIANA . NEW YORK CITY . LOS ANGELES - PRESTON, ONTARIO 
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Let us help 
INFLATE 


YOUR SALES 








You’re Always in the Money 
with the — om 















ig ; 
Pee 





WIN satisfied customers when you sell them an Underwood 


Portable. 





PLACE the Underwood Portable line in your windows and 


on your counters. 











SHOW ... and you'll sell . . . because Underwood means 
real value. Underwood 
The CHAMPION. . . at $84.50 plus tax, the odds-on Corporation 
quality favorite with your customers... Portable Typewriter Division 
One Park Avenue 
The UNIVERSAL. . . at $75.00 plus tax, bound to New York 16,N.Y. 
give you the inside track among prospects... 
The New LEADER .. . bargain-priced at $59.50 plus en al 
tax, a Winner in any competition . . . was 


And all made by Underwood .. . Typewriter Leader 


of the World! It pays to promote 


Build up your Portable Typewriter Profits with these three 


winning performers. A/] Underwoods . . . all great values! l} fl (| e r W 0 0 (| 


You're always in the money . . . with the Underwood line! 


Place your order today. 








